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“Danger from the Coal. Strike 


The very best time for local agents to - 
solicit sprinkler leakage insurance is 
during the cold weather season. 
This indemnity protects the assured 
from loss in case damage is caused 
by breaking, derangement or burst- 


ing of the automatic sprinkler equip- 
ment. 


It is particularly important to solicit this insurance at this very time with the coal 
strike on. If the various industries and buildings are not able to secure a sufficient 
supply of coal to properly heat the structures equipped with sprinkler system, 
there is grave danger of the water freezing and bursting the pipe. 


This danger can be driven home at this particular juncture. It is a duty you owe 
your clients and others in the community that have sprinklered risks to urge their 


protecting their property against water loss in case of accidental breakage of the 
pipes or any part of the system. 


The Springfield Fire (@ Marine’s agents are particularly fortunate in being able to 


sell policies of this kind since the number of companies offering this indemnity are’ 
but few. 


The Springfield was one of the earliest companies writing this insurance. It offers 


the assistance of its —— in helping local agents present the subject effectively . 
to their prospects. 


List up your sprinkler a prospects right now. 


SPRINGFIELD 


FIRE AND MARINE INSURANCE COMPANY 


Home Office: Springfield, Massachusetts 
A. W. DAMON, President G. G. BULKLEY, Vice-President F. H. WILLIAMS, Treasurer E. H. HILDRETH, Secretary 
Western Department: Chicago, Illinois 
A. F. DEAN, Manager J.C. HARDING; Assistant Manager’ W. H. LININGER, Assistant Manager E.G. CARLISLE, 2nd Assistant Manager 
Pacific Coast Department: San Francisco, Cal. 
GEO. W. DORNIN, Manager 


OHN C. DORNIN, Assistant Manager 
Agencies in All Prominent Localities Throughout the United States and Chale 


General Marine Managers: TALBOT, BIRD & Co., Inc., 63-65 Beaver Street, New York 
The Springfield Has Been Accumulating Good Will for Seventy Years 
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Isn’t this common sense? 


ALESMEN should familiarize 
themselves with the requirements 


of local fire ordinances.” 


(Extract from instructions given to all Johns-Man- 
ville Fire Extinguisher Salesmen by the Company.) 


We believe that an intelligent Fire Extinguisher 
solicitation is just as important to the com- 
munity as selling Fire Extinguishers is to us. 


As a matter of common business sense, we don’t 
want the Johns-Manville Fire Extinguisher in a 
location where it can’t hope to do its best work. 


A hundred machines can be sold ‘in less time 
than it takes to patch up the ill-will of one 
sale that shouldn’t have been made. 


H.W. JOHNS-MANVILLE CO. 
New York City 
10 Facteries—Branches in 63 Large Cities 


The Johns - Manville 

extinguisher is deadly 

to incipient fires of any en z : CHES 

‘ies tase ‘ é \ ; . h 

DM | ul emer 

> grease, paint, gasoline, wy | al 7 — Z . me 

kerosene, calcium car- ‘ é ° snnous pumping, or 

bide, celluloid — and # atr-pressure “yrceretd 

electric arcs on which se = pumped up. Ti elwo-way 

other chemicals and <i ta feature of: operation makes 

aoe iG a miner 

a aegis ‘ places where there is no 
Siete room to use both hands. 


Ashestos / 


JoHN 


Serves in Conservation 





dcttandieean nts 
CEMENTS 
that make bosler walls leak-proof 














13, 1919 





% 


FJ 








THE NATIONAL UNDERWRITER 


2 IN TWO PARTS-PART ONE 
TWENTY-THIRD YEAR No, 46 $3.00 per Year ,15 Cents a Copy THURSDAY, NOV. 13, 19] 9 Past Office at Chicago. Ii, Under det of March 3 agro, Office of Publication 175 W. Jackson, Chicago 








eg 


Yip bb bb iD Rib bmp bbbbbibbbibbibibbibbibibiibibibbbibiibiibiioibibibibbiaiibipiibbibibbbbibbibbibbbbbbibbbibbpbbbbpbbbbbbpbbp ppp ppp pp ppppppppp ppp ppt 





JEIEIBIBISISIBISIDIEIBIDIIIDID IDE pp bbb bib b abba ibbiibbb io iiiaiabbioibitoiitiaibibiibi ini ioibioiaitaibbbiibbbiibp bit 








‘America Fore” 


A Vital Factor in American Business— 


Protecting enterprise against the myriad risks and perils that fore- 
sight can predetermine, Insurance is the basis of modern credit, which 
in turn upholds modern business. 


But insurance today means more than the possession of a few 
policies. “[wentieth-century insurance means not only ability to pay 


losses, but a willing enthusiasm—the AMERICAN EAGLE way— 


in settling every honest claim. And, even more than this: 


It means a complete service to the policyholder: Inspections, fire 
prevention recommendations, prompt and satisfactory attention to 
every insurance need of the American property-owner. 


With this brand of wide-awake American service to herald its 
financial strength and underwriting soundness, AMERICAN EAGLE 
insurance will guard the vital spot in any property—from suburban 
bungalow to great manufacturing plant. 


Hm bbb bb 


AMERICAN EAGLE 


Fire Insurance Company 
Cash Capital, ONE MILLION DOLLARS HENRY EVANS, President 


HOME OFFICE PACIFIC COAST DEPT. WESTERN DEPT. 
P. O. Box 1030, City Hall Station C. E. Allan, Secretary Alfred Stinson, Secretary 
80 Maiden Lane Insurance Exchange Bldg. 208 W. Jackson Blvd. 


NEW YORK SAN FRANCISCO CHICAGO 


A Good American Company to Represent 
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Cf London 
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Atlas Assurance Co., of London, October 20, 1919. 
92 Cheapside, London, E, C. 


TO OUR AGENTS IN THE WESTERN DEPARTMENT 
Dear Sirs:— 

Following my recent visit to the United States, I have decided to centralize the underwriting 
of the company as best suited to that policy of expansion and development we have in view. As a 
consequence, Mr. Frank Lock, our New York manager, will take charge of the territory on or be- 
fore the end of the year. 

As Mr. Lock has been in active underwriting in the United States for some thirty-four years, 
he is possibly known to you, at least by name if not personally; I am sure it will be his intention, 
as it is my wish, that he should afford you every possible accommodations to assure that the Atlas 
shall continue the utmost value to your agency. 

Messrs. Haas and Jewell will retire from our service with our utmost good will and wishes for 
their continued success in a field where they have already achieved a very prominent position. 

Thanking you on behalf of the company for what you have heretofore done, counting on a 
cementing of our present cordial relations. Believe me, 

Yours very truly, 


C. H. FALLOON, 
General Manager. 


























175 W. Jackson Blvd., 


Chicago. November 10, 1919. 
TO OUR AGENTS 


From the foregoing you will be advised of my impending retirement from the service of the 
Atlas, which has been amicably arranged, and I bespeak for Mr. Lock that loyalty and good will it 
has been my privilege to enjoy. I deeply appreciate the cordial relations that have existed through 
my personal acquaintance with our agents, which I hope will continue indefinitely. 

With personal regards and best wishes, Yours very truly, 


GEO. E. HAAS. 



































175 W. Jackson Blvd., . ~ November 10, 1919. 
Chicago, Ill. 


TO OUR AGENTS IN THE WESTERN DEPARTMENT 
Dear Sirs:— 

The foregoing letters from Messrs. Falloon and Haas are self-explanatory. 

For the moment I confine myself to the assurance that you shall receive the utmost consider- 
ation and service at our hands, as to the details of which more will appear in the future. 

I may be permitted to say that in the East and South an agency of the Atlas once taken is 
practically never given up, and it is my conviction the same is and will continue to be the case in 
the West. 

For the time being there will be no changes in your relations to the company. All correspond- 
ence and business will be addressed to the Chicago Office until further notice. 

What may seem called for in the way of service development and the increase (if possible) of 
our value to you will appear in due course. Yours very truly, ; 

FRANK LOCK. 
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ATLAS AMALGAMATES 
TWO DEPARTMENTS 


Western Manager Haas and As- 
sistant Manager Jewell 
Will Retire 


LOCK IS SOLE MANAGER 


General Manager Falloon at London 
Decides to Consolidate American 
Business East of Rockies 


The Atlas of London has decided to 
merge the management of its New 
York and Chicago department offices 
under Frank Lock, New York manager. 
Western Manager George E. Haas and 
Assistant Manager E. W. Jewell will 
retire from the service of the company 
by the end of the present year. The 
office and field force of the western 
department will continue. Mr. Lock is 
not ready to announce whether the de- 
partment at Chicago will be maintained 
under a sub manager but it would seem 
likely that as soon as adequate office 
space could be secured in New York 
City the department at Chicago will 
be discontinued and as many of the 
employes moved to New York a3 would 
care to leave Chicago. 

Statements of Managers 


The announcement to agents of the 
western department of the Atlas went 
out on Wednesday. It consisted of 
three letters; one from General Man- 
ager C. H. Falloon of the home office 
at London, another from Mr. Haas and 
the third from Mr. Lock. Mr. Falloon 
said in part: “Following my recent 
visit to the United States, I have de- 
cided to centralize the underwriting of 
the company as best suited to that 
policy of expansion and development 
we have in view. As a consequence 
Mr. Frank Lock, our New York man- 
ager, will take charge of the territory 
on or before the end of the year. 

“Messrs. Haas and Jewel will retire 
from our service with our utmost good 
will and wishes for their continued 
success in a field where they have al- 
a achieved a very prominent posi- 
ion.” 

Mr. Haas says: “I bespeak for Mr. 
Lock that loyalty and good will that 
has been my privilege to enjoy.” 

Mr. Lock says: “For the time being 
there will be no change in your rela- 
tions to the company. All correspond- 
ence and business will be addressed to 
the Chicago office until further notice. 
What may seem called for in the way 
of service development and the in- 
Crease (if possible) of our value to you, 
will appear in due course.” 

Field Men in Conference 

The news of the impending change 
was announced to field men on Mon- 
day and to western office employes on 
Tuesday. All of the western field men 
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will be in for conference again next 
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INTERESTING U. & O. QUESTION 














Question—One of my big customers 
has recently written me this letter: “I 
have carefully considered your propo- 
sition for use and occupancy insurance 
upon my factory, but after going over 
the matter thoroughly I believe that 
what you have to offer is not sufficient 
coverage. The policy you suggested 
would be all right so far as the factory 
itself is concerned, but, as you know, 
in connection with my plant, I raised 
a crop of peas on my farm each year 
which are shipped to the factory for 
canning. It costs me about $50,000 an- 
nually to plant, cultivate, harvest and 
ship this crop. I want a policy that 
will protect this investment. 

If you know anything about the pea 
canning business, you know that crops 
are all handled at the factories under 
contract. For instance, if I should 
raise my crop and my factory should 
burn during the canning season it 
would be practically impossible for me 
to market my crop to another factory 
for the reason that all factories would 
be filled to capacity with contract busi- 
ness. All of the factories, in advance, 
know just how much they are going 
to do each year and cannot take on 
anything additional. It would be nec- 
essary, then, for me to sell my crop 
on the open market and sustain a heavy 
loss, and I do not want to subject my- 
self to this possibility. Can you issue 
to me a policy that will provide use 
and occupancy insurance in the amount 
that you suggest on the factory, but 
will at the same time protect my $50,- 
000 investment in planting and raising 
my crop on my nearby farm?” 

Can this kind of a contract be writ- 
ten? Do you know of any company 
that will undertake to provide the pro- 
tection that this customer wants under 
one policy? What kind of insurance 
would this be? 

Answer—This might be character- 
ized as indirect contingent use and 
occupancy liability. It brings to mind 
the canners’ contract liability in con- 
nection with contracts with farmers for 








crops, which is equivalent to an ex- 
pense that must necessarily continue 
in the event of fire and might be held 
as paralleling in a sense the salaries 
of salesmen under contract. 

Now, as the crops in the case under 
consideration, are planted, owned and 
financed by the assured the same prin- 
ciples attach and the possible loss be- 
cause of inability to use such crops 
on account of fire in the canning fac- 
tory could be construed as a contin- 
gent U. & O. loss and if the policy 
form clearly sets this forth it would 
not be an objectionable contract. It 
would be proper to issue a use and 
occupancy policy for the canning fac- 
tory under the seasonal form for ac- 
tual loss sustained at a rate of $...... 
for the period during which the can- 
ning factory could not operate because 
of fire and for the expenses which 
would continue during the time of such 
business interruption, it being clearly 
indicated that such expenses included 
the pro rata of the $50,000 which rep- 
resents the potential loss in connec- 
tion with the growing crop. 

A separate policy could, of course, 
be written for this type of contingent 
use and occupancy, but it would not 
be necessary or perhaps advisable as 
the loss, if any, is contingent on the 
destruction of the canning factory and 
such coverage should properly be 
merged with the canning factory form 
itself if it is to be entertained by the 
underwriter. 

The coverage comes within the scope 
of a profit insurance form or a U. & O. 
profit form and there is no need of 
eliminating any liability for loss by 
reason of drouth, insects, etc, as such 
conditions would be related to prop- 
erty damage insurance while under the 
form as outlined, the assured would 
have to prove his loss on the basis of 
the stipulation of “actual loss sus- 
tained” and if the crops were a failure 
the company would manifestly be lia- 
ble only for cost of original planting 
and subsequent cultivation. 








Monday and a few New York office 
executives will attend. 

It is the general belief in Chicago, 
though the company makes no definite 
announcement, that the western de- 
partment will be discontinued just as 
soon as possible and the additional ex- 
pense of the two offices eliminated. 

The Atlas first entered the United 
States on the Pacific coast in 1886. It 
opened its New York and Chicago 
departments in 1891 with Mr. Lock in 
charge of New York and the late J. M. 
Neuberger in charge at Chicago. Both 
offices had modest beginnings but have 
grown into good-sized branches of the 
company. Mr. Haas became manager 
in 1909. He had been connected with 
the company previously both as a field 
man and a department office employe. 
Mr. Haas was probably the youngest 
man ever appointed western manager 
of a big company. Mr. Jewell who 
was made assistant manager had pre- 
viously been in the field. Both are 
Atlas veterans, even though both are 
still young men. 





Beth Mr. Haas and Mr. Jewell have 
been very active in the Fire Insurance 
Club of Chicago and have done much 
for the furtherance of insurance edu- 
cation among insurance office em- 
ployes. Both have served as presidents 
of the organization. 

As a member of the Western Union 
Mr. Haas has served on some of the 
most important committees with dis- 
tinction. 


Lock Long With Atlas 


Mr. Lock, who now assumes the 
management of the western field as 
well as the eastern and southern, has 
been in active underwriting in the 
United States for some 34 years. He 
is a native of the Isle of Wight and 


received his early training in Great | 


Britain. He has built up a good busi- 

ness for the Atlas in the east and 

south. Under the new arrangements 

he will have charge of Atlas business 

in all states east of the Rocky Moun- 

ae from the Canadian border to the 
ulf, 
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WILL BE WORLD-WIDE 


Definite. Plans of Foreign 
Insurance Association 
Announced 


COUNTRIES ARE SELECTED 


One or More Member Companies Are 
Seeking Admission to Nations 
in All Continents 


NEW YORK, Nov. 12.—To date the 
American Foreign Insurance Associa- 
tion has definitely decided to enter 
Brazil and Argentina, in South Amer- 
ica, and New Zealand, Australia and 
the Philippine Islands, China, Japan, 
Indo-China and Java, elsewhere in the 
world, confident that opportunities for 
desirable business-getting there ex- 
ists, and that the membership com- 
panies will get a fair share of it, if 
not at once, at least in the near future 
as the merits of the American insti- 
tution become more widely known. 


Moore Now in Egypt 


Howard Moore, assistant secretary 
of the Home, who has been traveling 
about the world in the interest of the 
American Foreign Insurance Associa- 
tion for nearly a year past, and who is 
now in Egypt, is expected home about 
Christmas time. When his report is 
filed it is expected the organization 
will establish connections at Cairo and 
other stragetic centers in the far east. 
The association has had skilled men 
in Chile, as well as in the countries 
named and after Jan. 1 plans to send 
a representative or two into Great 
Britain, Belgium and the Scandinavian 
countries. A thorough study of exist- 
ing underwriting and general business 
conditions will be made and the pros- 
pects for the association noted. Pro- 
viding the outlook is promising, and 
the assumption is that it will be, each 
of the European countries named will 
be formally entered and a strong effort 
put forth to get the proper class of 
business. 


Will Enter Selected Fields 


It is the policy of the American 
Foreign Insurance Association to en- 
ter one or more of its membership 
companies into a selected field, the 
business secured—fire or marine—being 
distributed among all associated offices 
according to agreed percentages. 

Thus, the Harford, Home, Phoenix, 
Great America, Niagara, Insurance 
Company of North America and the 
National of Hartford each have filed 
applications for admissions into one 
or more of the foreign countries named 
above on behalf of the association, and 
while not yet writing business. are ar- 
ranging to do so once legal require- 
ments have all been complied with 
and the authority secured. 
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SPRINKLER LEAKAGE 
SALES OPPORTUNITIES 


Coming Winter Provides Local 
Agent With Arguments for 
This indemnity 


SEVERE WEATHER HAZARD 


How Losses Occur and Damage Is 
Done to Sprinkler Equipment— ° 
Cannot Prevent Claims 


For the next few weeks, sprinkler 
leakage insurance offers the best sell- 
ing opportunity that local agents can 
make use of. In many sections of the 
country, the first cold snap has been 
felt. Winter will soon begin in 
earnest and during November and De- 
cember there will, as usual, be a great 
many sprinkler leakeage losses. 


Many Winter Hazards 


With the first blast of winter, there 
are always many sprinkler leakage 
claims. Employes in large sprinkler 
establishments have, during the sum- 
mer months,- gotten out of the habit 
of safe- guarding the equipment. Pro- 
tection against cold weather has been 
forgotten. As a consequence a window 
is left open, the fire is allowed to die 
down to a low point, an open stairway 
or an elevator shaft is insufficiently 
heated and the sprinkler pipes freeze. 
When the fires are started up again, the 
pipes burst and there is more or less 
serious damage to stock and equip- 
ment. 


Considerable Water Escapes 


A surprisingly large amount of water 
can escape from open sprinkler heads. a 
an equipment having a pressure of 2 
pounds to the square inch, 31 Ae ives 
of water can escape from the ordinary 
sprinkler head in one minute’s time. 
For each additional pound of press- 
ure, three additional gallons of water 
will escape from the sprinkler head. 
Because of the rapid flow of the 
water, a serious damage may be done 
in a very short length of time. Of 
course the opening of a head auto- 
matically sends in an alarm to a cen- 
tral station, but before. the water can 
be shut off a $10,000 or $15,000 damage 
may be done. . 


Some Leaks Not Recorded 


Furthermore, the water will escape 
without the alarm being recorded. It 
is not uncommon for corrosion to cause 
a small leak in the pipe and where 
the water does not escape from the 
sprinkler head itself, the alarm is not 
sent in. Leaks occur at joints and 
connections and these cause a heavy 
flow of water that is not automatically 
reported to the central alarm station. 


Winter Dangers Obvious 


In the winter time a window care- 
lessly left open will freeze up an equip- 
ment. Losses are often caused by 
freeze-ups in open stairways, unheated 
elevator shafts, and where the equip- 
ment reaches to unheated and remote 
parts of the building, such as garrets, 
infrequently used storage spaces, hall 
ways and the like. When the heat in 
a building goes down, freeze-ups often 
occur in show windows. Sometimes 
during the summer time, additional 
window space is provided in a risk and 
where this is done without an addi- 
tion being made to the sprinkler 
equipment, a loss is liable to occur as 
a result. In the winter time the 
sprinkler tanks are often insufficiently 
heated, the tank heaters are not care- 
fully tended by employes, and this is 
another winter hazard. Any owner of 
































FRED C. 
State Agent of Aetna in Oklahoma 
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a, sprinklered plant will concede that 
there is.-more danger of a sprinkler 
leakage loss in the winter time than 
during the summer months. The win- 
ter perils are obvious to any property 
owner whose attention is called to 
them. 


Danger of Careless Employes 


In addition to the freezing hazard 
that winter brings, there are at all 
times present, the usual and common 
causes of sprinkler leakage losses. In 
spite of the most careful manufactur- 
ing process and workmanship there 
are sometimes defects in the material 
used in the construction of sprinkler 
equipment. Perhaps the defects can- 
not be noticed at the time the equip- 
ment is installed, but as time goes on 
and the equipment is used, these im- 
perfections become more pronounced 
and finally cause a loss. Careless em- 
ployes seldom realize the danger of a 
sprinkler equipment. In factories and 
warehouses, goods are piled high and 
close to the ceilings. Employes often 
knock off a sprinkler head in handling 
a step ladder, or in going about the 
ordinary work of the factory. They 
become so accustomed to seeing the 
sprinkler equipment that the danger of 
it is not impressed upon them. 

All big buildings commence to settle 
soon after they are constructed. Some- 
times this settling process is rather no- 
ticeable, and in buildings of certain types 
it is not so marked. However, it occurs 
in all buildings, and causes more or less 
of a strain to the sprinkler equipment, 
which is carefully installed and of a del- 
icate nature. Not infrequently breaks 
in a pipe occurs as a direct result of the 
settling of the building. 


Jars and Knocks 


In all factories there is always the 
danger of swinging belts and conveyors, 
knocking off sprinkler heads or damag- 
ing the pipes along the ceiling in such 
a way that if a leak does not immedi- 
ately occur a minor disturbance or jar 
will later on be the cause of one. In 
factories where heavy work is done a 
heavily loaded truck passing upon the 
floor ahove may jar the equipment suffi- 
ciently to cause a slight leak. 

In some risks the damageable stock is 
removed or set off to one side at night, 
but the risk is equipped with fancy ceil- 
ings and costly interior decorations. In 
buildings of this kind a flow of water 
from a sprinkler head might not do much 
damage to stock, but a $5,000 or $10,000 
loss could quickly be done to the ceil- 
ings and walls. In framing sprinkler 
leakage rate, the damageability of stock 
is given consideration. There are eight 
different degrees of damageability and 
all risks fall into one of the eight classes. 

Insurance men recall the case of the 
loss in Wisconsin where the water fall- 
ing upon a stock of buttons in cartons 
melted down the boxes and the next 
morning the buttons were found on the 
floor in one great mass. It was impossi- 
ble to sell them as they could not be 
sorted and carded without great expense. 
The salvage on this loss was very low. 





In another case where eggs were put 
through a liquid process for’cold storage 
purposes a loss occurred where a sprin- 
kler had opened and a great deal of 
water escaped before the alarm was 
turned in. The fire in the sprinkler tank 
had been kept at the proper degree and 
the water escaping from sprinkler heads 
was warm. The water covered the en- 
tire stock of eggs and neutralized the 
effect of the liquid process. The stock 
was ruined and there was no salvage. 


Loss From Small Leak 


In another instance a small hole 
searcely larger than a pin head occurred 
in a sprinkler equipment on one of the 
top floors of a nine story wholesale drug 
building. The leak became larger but 
as no sprinkler head was opened the 
alarm was not turned in. When the tank 
was drained this automatically recorded, 
but the man receiving the alarm simply 
made note of the fact that the water in 
the tank of the building had become low 
and that the next day the engineer 
would be instructed to pump it full 
again. The next morning it was discov- 
ered that the entire contents of the tank 
had been drained through what had orig- 
inally been a small leak and that the 
water had flowed and soaked through 
the entire nine floors of the building, 
causing a very heavy damage. 

Cannot Prevent Losses 

These illustrations all serve to prove 
that damage amounting to several thou- 
sand dollars may be done without any- 
one knowing that the sprinkler equip- 
ment is leaking. The most convincing 
argument for sprinkler leakage insur- 
ance is the fact that such a heavy dam- 
age may be caused in so short a time. In 
five minutes time enough water may be 
dumped on a stock of goods to do $10,000 
or $15,000 worth of damage. None of the 
alarms so far invented can prevent losses 
of this kind. They will occur regularly 
winter and summer, but are more liable 
to occur in the winter. 


Reductions for Coinsurance 


Liberal discounts in rates are allowed 
purchasers of sprinkler leakage insur- 
ance where the coinsurance clause is 
used. For example, if the 10 percent 
clause is attached, as it is to about 75 
percent of the sprinkler leakage policies 
issued, a 64 percent reduction in rate is 
allowed. If the 30 percent clause is used 
a rate reduction of 79.4 percent is per- 
mitted. The buyer of sprinkler leakage 
insurance is therefore able to purchase 
the indemnity at a very reasonable fig- 
ure. 


No Appointment Yet Made 

NEW YORK, Nov. 12.—E. Roger 
Owen, head office general manager of 
the Commercial Union and one of the 
foremost figures in British underwrit- 
ing circles, who has been in this coun- 
try for some weeks, plans to sail for 
Liverpool Nov. 29. Gossip declared 
that one of the chief reasons for his 
visit here is to select a successor to 
Col. A. H. Wray as United States 
manager for the Commercial combina- 
tion. If there is any proper basis for 
the report, certain it is that no choice 
has. been made thus far and as Col. 
Wray is active mentally and physically 
as a man of half his years no good rea- 
son exists why a new appointee should 
be made at this time. 





Great American Managers Meet 
NEW YORK, Nov. 12.—George P. 


Tyson, Pacific Coast general agent, 
Walter H. Sage, western general 
agent, and Messrs. Ingraham and 


Lerch, western department managers 
of the Great American, are in this city 
for their annual conference with Presi- 
dent C. G.’ Smith and other executives 
of the company. 


Refinery Schedule Revised 
The Western Actuarial Bureau has got- 
ten out a revised schedule for rating oil 
refineries and also has revised the sched- 
ule for rating oil tanks and stills and 
contents, including acid, alkali and water 
tanks. 





Ehmann With Scandinavian 

NEW YORK, Nov. 12—Otto Ehmann, 
en experienced reinsurance underwriter, 
has been appointed manager of the fire 
reinsurance branch of the Scandinavian- 
American Assurance, of which F. H. and 
Cc. R. Osborn of this city are United 
States managers. 


OIL BUSINESS SHIFTED 
FROM LOSS TO PROFIT 


Fred C. Clarke Tells How Methods 
of Protecting Tanks Have 
Been Improved 





LIGHTNING A BIG FACTOR 


Causes 99 Percent of Losses Through 
Ignition of Gases—Problem Is to 
Prevent Escape 


How the writing of oil risks in the Mid- 
Continent field has been turned from an 
unprofitable to a profitable business for 
the companies in the last three or four 
years through the study of the hazard 
and the adoption of proper methods of 
protection against ignition of tanks by 
lightning was told in an address de- 
livered before the Insurance Club of 
Chicago Tuesday night by Fred C. 
Clarke, state agent of the Aetna in 
Oklahoma, and one of the best posted 
men in the business on the writing of 
oil insurance. 

He showed that 99 percent of the oil 
losses were due to lightning and that 
if tanks are either constructed so that 
there can be no static electricity or 
that there can be no mixture of gases 
in the air, the losses will be nil. He 
explained in detail the methods 
adopted to approximate that result as 
nearly as possible. He said in part: 

The successful fire insurance under- 
writer, to maintain the respect of the 
various business men who come to him 
for protection, should know, and must 
know, the fundamental principles of each 
and every special hazard risk he under- 
takes to protect from loss and damage by 
fire, for in no other way can the under- 
writer truly give the proper advice as to 
safeguarding the risks. It is gratifying 
to see the immediate interest, respect and 
response that an oil man will give a fire 
underwriter as soon as that underwriter 
shows conclusive evidence that he under- 
stands, as far as fires are concerned, the 
real conditions and processes employed. 


No Moral Hazard; Prompt Pay 


One of the first things that attached 
us to the wonderful possibilities in this 
class of business was the fact that there 
:is practically no moral hazard in the oil 
business, including the various kinds of 
properties which, in the aggregate, run 
the premiums into millions of dollars in 
each state... Furthermore, the oil man 
who has been successful enough .to get 
real production always has a big bank 
account, plenty of cash, and is gener- 
ally prompt to pay his premiums. 

A little over six years ago the under- 
writing was undertaken without much, 
if any, real knowledge of the hazards; 
to be perfectly frank, the class was not 
underwritten but was gambled with. In 
an effort to get some information, facts 
and figures from the few companies who 
then undertook the class, simply resulted 
in the general statement that “they were 
writing oil in a very limited way, and 
only as an accommodation, and on ac- 
count of the disastrous record, they con- 
templated at any moment discontinuing 
the class.” A tank of oil or a refinery was 
rated and written practically without re- 
gard to the lightning hazard, except that 
the underwriter in those days simply 
took a chance on the lightning not strik- 
ing the tank just as he would gamble 
that the lightning would not strike 4 
certain building on which he might have 
a considerable amount of liability. 


Information Through Bitter Experience 


That left the underwriter who wished 
to go into the proposition more thor- 
cughly with only one road for informa- 
tion, and that was to insure the proper- 
ties and await developments. That is 
exactly what was done. The first year 


the experience was quite disastrous, but 
we soon noticed that a lightning storm 
passing over Oklahoma in each and ev ery 
case picked out or rather ignited tanks 





(CONTINUED ON PAGE 23) 
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MUST ASK FOR CREDIT 


FIRST STEP IS UP TO CITIES 





How Advantage Can Be Taken of 
Improvements Urged by National 
Board Inspectors 





NEW YORK, Nov. 11.—The meeting 
last week of the National Board com- 
mittee on standards and fire preven- 
tion developed the fact that one rea- 
son why cities which put into effect 
the recommendations of National 
Board engineers for their betterment 
do not obtain the resultant credits 
in their classification is because they 
do not ask for them. National Board 
engineers try to make their re-visits 
to inspected cities within two years, 
but the burden of their work is so 
great that sometimes it is three or 
four or even five years, unless some 
special emergency develops. The re- 
sult is that unless the carrying out 
of recommendations is certified to the 
board, the city must wait until the 
engineers return to check up their 
work before credit can be given and 
received. 

This may be avoided only if some 
one in official position in the city, or 
accredited insurance interests in it, 
lay the facts of the compliance with 


recommendations before the board 
and asks for the credits. As reduc- 
tions in insurance rates, consequent 


on removal from higher to lower grade 
under the board’s system of city 
classification, depend on the granting 
of these credits, the importance of look- 
ing after this matter becomes clearly 
apparent. 


Experience of Cincinnati 


How the system works out may be 
seen in the case of Cincinnati. This is 
a City of the fourth class, under the 
National Board grading system, and re- 
quires 195 points to advance it from 
fourth to third class. The city was 
surveyed in 1909, again in 1915, and 
again in 1917. Fire department condi- 
tions also were subjected to a special 
investigation last spring. 

Compliance with most of the recom- 
mendations made by the engineers in 
1917 was. certified to the committee at 
last week’s meeting, with the result that 
credits amounting to 175 points were 
allowed. This leaves only 20 more 
points of credit required before Cincin- 
nati can be moved from fourth to third 
class, and these can be gained easily 
through some small improvements in 
the water distribution system. 

Thus Cincinnati will be able to reap 
the benefit of lower classification with- 
out waiting for a re-inspection by the 
National Board engineers. 


Local Boards Should Act 


The suggestion has been made that 
the inspection bureau having jurisdic- 
tion should look after this matter for 
the city; also that where there is a 
local board of underwriters this body 
could look after it very acceptably. 
hese suggestions are timely, but 
probably the only way most cities can 
obtain the credits to which they are 
or may be entitled will be for the 
mayor, fire chief and waterworks super- 
ittendent to constitute themselves a 
committee to watch improvements and 
feport their progress to the National 

oard, accompanied with request for 
credits as fast as they may be available. 


Valuation Committee to Meet 


NEW YORK, Nov. 12—A meeting of 
the committee on valuation of securities 
of the national convention of insurance 
Commissioners will be held at the Hotel 
Astor, this city, Nov. 17. Suggestions are 
invitea from company representatives. 








The stock of the First National Rein- 
trance of London, which was organized 
° write marine insurance, is stated to 
ave been oversubscribed. The capital is 








CHANGES IN 


THE FIELD 








H. V. LUCE QUITS INSURANCE 





Connecticut Special Agent’ in Indiana 
Is Succeeded by W. H. Potter, 
Jr., from Home Office 





Howard V. Luce, special agent of 
the Connecticut Fire in Indiana, whose 
headquarters have been at Indianapolis, 
has resigned to engage in the manufac- 
turing business in Detroit, Mich. Mr. 
Luce made a notable record for the 
Connecticut in Indiana. He will be 
succeeded by William H. Potter, Jr., 
an examiner in the Connecticut’s office 
in Hartford, Conn. Mr. Potter is a 
young man who through sterling worth 
and ability has earned this promotion. 
He has the confidence of his company 
that he will achieve success. It is be- 
lieved he has eminent qualifications for 
field work. Mr. Potter will make his 
headquarters in Indianapolis. 


Ray R. Dillon 


Ray R. Dillon of Fostoria, O., spe- 
cial agent for the Columbia of Dayton, 
has resigned to become state agent of 
the National Ben Franklin of Pitts- 
burgh in Michigan. Thomas E. 
Allaire, who has had both Ohio and 
Michigan for the National Ben Frank- 
lin, will now give his attention entirely 
to Ohio. 








R. L. Hanson 


R. L. Hanson has been appointed 
special agent of the Northwestern 
Underwriters in Iowa and Nebraska. 
For the last seven years he has been 
associated with the F. H. Wagner 
agency of Minneapolis. 


C. R. Tyrrell 


C. R. Tyrrell, Iowa state agent of 
the Royal, who was given a leave of 
absence for several months to recover 
his health, has decided to quit field 
work and go into the oil business. 

Mr. Tyrrell has been in impaired 
health for some time and has decided 
that it is unwise for him to continue 
to travel and do road work. He will 
locate in Oklahoma, having formed 
connections with one of the prominent 
oil concerns. 








Howard M. Eckels 


Howard M. Eckels has been ap- 
pointed state agent for the Milwaukee 
Mechanics, covering northeastern 
Ohio, western Pennsylvania and the 
western panhandle of West Virginia. 
The Philadelphia and Philadelphia su- 
burban field has been added to the ter- 
ritory of Walter N. Edwards of 
Philadelphia, state agent for New Jer- 
sey. 

Howard R. Porter of Cincinnati has 
heretofore covered Ohio and West 
Virginia, and R. Wilson Hoffman of 
Harrisburg all of Pennsylvania except 
Philadelphia. The increase of business, 
however, has made it necessary to re- 
lieve them of a portion of their terri- 
tory. 





Grant Mullendore 


Grant Mullendore of Greenfield, Ind., 
for the past sixteen years farm special 
agent of the Home of New York in 
Indiana, has beén appointed special 
agent of the farm department of the 
American of Newark for Indiana. 
Charles J. Richman and James A. 
Bawden are associate state agents of 
the American. 


R. H. Randall 


R. H. Randall, formerly stamping 
secretary at Wheeling for the West 
Virginia Fire Underwriters’ Associa- 
tion, has been appointed special agent 
in western Pennsylvania for the Pitts- 
burgh Underwriters. Mr. Randall’s 








. £250,000 in £1 shares, full paid. 











headquarters will be at Commonwealth 
Building, Pittsburgh, Pa. 





P. P. Wippell 


P. P. Wippell of Chicago, special 
agent of the Agricultural in Illinois and 
Wisconsin, has resigned on account 
of the illness of Mrs. Wippell. He 
finds it necessary to go to some other 


climate in her interest. Mr. Wippell 
is leaving for San Diego, Cal., where 
he will make his future home. No suc- 


cessor has yet been appointed. 
Mr. Wippell has made a splendid rec- 
ord in the field. 





Maurice F. Benedict 

Maurice F. Benedict has been ap- 
pointed special agent in Kansas for 
the Mercantile and the Commonwealth, 
assisting State Agent F. L. Britton. 
Headquarters will be maintained at 
Topeka. Mr. Benedict was, until re- 
cently, in the army aviation service, 
prior to which for several years he was 
associated with the locai agency of his 
father at Lawrence. 





Milton D. Price 


Milton D. Price, a local agent who 
has just returned from army service, 
has been appointed special agent of 
the Pennsylvania Fire in Ohio. For six 
years prior to going into the army he 
was in the local business in southern 
Illinois. 


Claude T. Deatrick, Jr. 


Claude T. Deatrick, Jr., has been ap- 
pointed Ohio special agent of the 
Henry Clay Fire and later will take 
the Indiana territory in addition. He 
is a son of C. T. Deatrick, Ohio state 
agent of the Home, and was engaged 
in field work before going into mili- 
tary service. He served as a first 
lieutenant in an ammunition train and 
was finally discharged for disability. 
He has been recuperating in California 
and is now in fine shape. 





OCTOBER FIRE LOSSES LIGHT 





Aggregate $13,368,400 This Year As 
Compared With More Than 
$75,000,000 in October, 1918 





NEW YORK, Nov. 11.—October 
fire losses for United States and Can- 
ada, ‘according to the “Journal of 
Commerce,” aggregated $13,368,400, 
compared with more than $75,000,000 
for the same period of 1918, fully $65,- 
000,000 of which, however, was con- 
tributed by Minnesota forest fires and 
the destruction of the munition plant 
at Morgan, N. J 


MEINEL BACK IN HARNESS 





Well Known Underwriter Is Ap- 
pointed Superintendent of Agents 
of Union of Canton 





Frank A. Meinel, formerly agency 
superintendent of the London & Lan- 
cashire in the western department, has 
been appointed superintendent of 
agents of the Union of Canton in its 
United States head office at Chicago. 
Mr. Meinel since leaving the London & 
Lancashire has been located at Denver. 
He is a former field man and is one 
of the best informed insurance men in 
the west. He is popular personally 
and has a large following. Mr. Meinel 
will divide his time between office and 
field work. This gives the Union of 
Canton three top notchers, General 
Agent D. E. Munroe, Assistant Gen- 
eral Agent Carl G. Whipple and Mr. 
Meinel. The trio will form a winning 
combination. Mr. Meinel’s many 
friends will rejoice to see him back in 


OHIO AGENTS MEETING 


ATTENDANCE BREAKS RECORD 





More Than 200 Members of Associa- 
ciation Present When Convention 
Opens at Columbus 





COLUMBUS, O., Nov. 12.—More 
than 200 members of the Ohio Associa- 
tion of Insurance Agents were present 
when President C. C. Covey called the 
association to order for its 23rd annual 
convention: Tuesday afternoon. This 
is the largest attendance ever recorded 
at any meeting of the organizaion. Al- 
most on the minute President Covey 
began his address, the burden of which 
was that the insurance business of the 
country is operating on probation and 
that if the insurance interests—com- 
panies, field men and local agents—do 
not recognize at once their opportuni- 
ties and their obligations to the pub- 
lic, the end of the business as at pres- 
ent conducted is within measurable 
distance. 

He urged stronger support of the 
association—local, state and national— 
greater contributions of personal and 
professional service to the public good, 
a greater taking of the public into the 
insurance confidence and closer coop- 
eration among and by all branches of 
the business. 


Legislative Problems Reviewed 


Chairman E. J. Bundenthal of Dayton 
made the report of the executive com- 
mittee, which reviewed briefly the leg- 
islative activities of the last year, out- 
lined the legislative problems involved 
in the session to open Dec. 1 and re- 
cited the material progress of the last 
year. It specifically recommended a 
graduated system of dues to provide 
greater annual revenue and recited that 
whereas a year ago the paid member- 
ship was only 439 now it is 581, a gain 
of 142 for the year. 

The report of the legislative com- 
mittee was very brief and in substance 
was included in the executive commit- 
tee report insurance. 

Commissioner W. H. Tomlinson and 
Fred J. Cox of Perth Amboy, N. J., 
president of the National Association, 
will speak in the last hours of the after- 
noon session. At 6:30 there will be a 
dinner and smoker at the Hotel Desh- 
ler, with a number of important ad- 
dresses. Sessions tomorrow will in- 
clude addresses on “The Need of Or- 
ganizations of Local Agents,” by Thomas 
M. Lynn .of Zanesville; “Insurance 
From a Small Town Standpoint,” by 
Senator F. A. Busbey; “Schedule Rat- 
ing,’ by J. A. Yoner of the Ohio In- 
spection Bureau; “Casualty Insurance,” 
by O. J. Strong, Cleveland, and “Fire 
Prevention,” by Fire Marshal T. AIl- 
fred Fleming. It is expected that at 
least 250 will attend the banquet this 
evening. 


To Take Up Overhead Writing 


This convention is expected to con- 
sider a number of important questions. 
Among them will be the subject of over- 
head writing, both by the companies di- 
rect and by their field men, and it is 
hoped that a system may be evolved that 
will minimize, if it does not eliminate, 
this insidious form of company competi- 
tion with its own representatives. 

This question undoubtedly will ramify 
into the status of underwriting pools and 
the attitude of agents toward them, and 
also the detrimental influence of com- 
pany “fleets” on the agency system. 

Another problem to be considered is 
that involving the charging of a policy 
fee. There is substantial agreement 
among the agents that a small fee—say 
£5 cents for each policy—with a similar 


fee for each additional endorsement, is 
necessary. Many policies are written at 
so low a premium that the commission 


does not meet the agent’s overhead ex- 
pense, and under the present system each 
additional .endorsement—and frequently 
they are numerous—adds to his actual 








the business in Chicago. 
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Registered Mail Insurance 


CoMPANIES writing registered mail in- 
surance used to good effect a $250,000 
Liberty bond robbery in connection 
with the StupDEBAKER Company at South 
Bend, Ind. Here were 25 $10,000 bonds 
that mysteriously disappeared from the 
Studebaker office after they had been 
mailed by a bank in Detroit. The mys- 
tery was only solved last week when 
it was found that a telegrapher in the 


Efficiency Is Decreased 


Now and then an agent leaves the 
insurance papers in his office unopened 
and unread. He is decreasing his use- 
fulness and efficiency in not keeping 
in touch with the times. It is inter- 
esting to know that some of the larg- 
est insurance companies have two or 
three of the leading insurance papers 
sent to the home addresses of their 
officials so that they can have time to 
read them. The president of a big 
company takes time to read the papers. 
He feels that he cannot afford to con- 
tinue with his task and not have im- 
parted to him some information that 
he can glean from the trade press. 

The insurance business is a vast one. 
It is surprising that every week it fur- 
nishes such a large amount of interest- 
ing material to its trade papers. The 
leading insurance papers today are not 
alone newspapers, but they are educa- 
tional and inspirational. They give 
agents ideas about new methods of 
getting business. They furnish him 
with the latest information on subjects 


Why Such Ominous Titles? 


State associations of insurance agents 
usually have three standing committees 
—organization or membership, legisla- 
tive, and grievance. The skeptic might 
think from this that the perennial oc- 
cupations of these organizations were 
whooping it up, lobbying and grouch- 
ing. The very names misrepresent 
these very useful and potentially more 
useful state associations. 

Too often the organization commit- 
tee doesn’t function. 

Too often the legislative committee 
is active when it should be inactive and 
comatose when it should be awake. 

And, happily, the grievance commit- 
tee seldom has anything to report. 

Why not create, in lieu of the legis- 
lative and grievance committee, a con- 
ference committee—a committee that 
will confer with company and field 
committees and committees of other 
organizations, whether they be insur- 


employ of the STUDEBAKER COMPANY 
picked the package from the floor. The 
company writing the registered mail 
insurance had paid the loss. This in- 
cident shows that heavy losses can oc- 
cur with the best corporations. Any 
bank, business house or person who 
is sending securities or money through 
the mail should carry sufficient insur- 
ance. 


on which he should be vitally inter- 
ested. These papers are in touch with 
the leading movements of the business. 
They make a study of the men who 
are making a success in insurance and 
interpret as best they can the reason 
for this success. Thus the most hum- 
ble agent in the land has the benefit 
of knowing how the biggest agent in 
the country is transacting his business. 

We venture to say that any local 
agent could well get the value of a 
year’s subscription out of a single is- 
sure of a live insurance paper. If a 
local agent is not reading an up to date 
trade periodical he is not giving the 
service to his assured and company 
that he should. With the great move- 
ment in insurance today, with stirring 
events and with the machinery in rapid 
motion, the local agent needs to take 
every advantage of the facilities at 
hand to improve his condition and 
make him a more service giving indi- 


vidual in his work. Don’t neglect your fF 


insurance paper. 


ance organizations or otherwise, on 
legislative matters; and a conference 
committee that can confer with the 
proper people when grievances do 
arise. The word “conference” doesn’t 
sound as ominous or under some cir- 
cumstances as odious as either legisla- 
tive or grievance. 

Why not also have a fire prevention 
committee that will keep the organiza- 
tion in touch with the National Fire 
Protection Association, the state fire 
marshal and the state conservation and 
fire prevention association; a fire pre- 
vention committee that will help put 
the agents in touch with other organ- 
izations of business men? 

Why not a public welfare committee 
that will represent the agents’ associa- 
tions in Red Cross, Salvation Army and 
similar activities; a committee that 
would pass on the question of whether 
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Secretary Chauncey S. S. Miller, of 
the National Association of Insurance 
Agents who is now in the Old Domin- 
ion State, advises that the agents of 
Portsmouth, Hampton and Newport 
have recently decided to join the Vir- 
ginia association in a body, increasing 
thereby very substantially the member- 
ship of that organization. The Virginia 
association is soliciting contributions 
to a fund, the securing of which will 
enable the employment of a paid sec- 
retary and the carrying out of other 
ambitious plans. Although but half the 
members of the association have been 
seen thus far, pledges’ in excess of 
$1,600 have been signed. 
President F. J. Cox, of the National 
association, is present at the Ohio 
meeting and will make an address. 
Mr. Cox is also scheduled to speak at 
the annual gathering of the New 
Hampshire association. 

T. L. Lauve of the firm of Trezevant 
& Cochran, general agents at Dallas, 
Tex., took an active part in the recent 
Y. W. C. A. drive at Dallas. He was 
successful in getting funds from insur- 
ance men. On the last day of the 
drive it looked as if the workers would 
not get the $800,000 they had set as 
their mark, so a few of the more ag- 
gressive campaigners got together and 
rounded up enough money to make up 
the deficit. Mr. Lauve was one of the 
last minute workers who helped save 
the day. 

Lewis W. Crockett, secretary of the 
New Hampshire Fire, died at- his home 
in Manchester, N. H., last week, after 
a short illness. Mr. Crockett was one 
of the best informed insurance and 
financial men in northern New Eng- 
land and equally well known and popu- 
lar and his early and sudden death 
causes widespread regret. He had been 
with the company many years, be- 
coming cashier in 1895, assistant sec- 
retary in January, 1900, and secretary 
in August, 1905. Well grounded in 
financial and insurance matters Mr. 
Crockett was one of the most influ- 
ential figures in the company. 


United States Manager Charles H. 
Post, of the Caledonian, who has been 
traveling the country with General 
Manager Stewart, of the company’s 
head office, is now in Texas and will 
reach New York very shortly. Mr. 
Stewart plans to sail for Liverpool 
Nov. 29. 


Edwin W. Parkhurst of Liberty- 
ville, Ill., has just been awarded a gold 
medal by the Hartford Fire commem- 
orating a continuous service of a half 
century as agent for the company. He 
was appointed in 1866 by George F. 
Bissell, who was then general agent at 
Chicago, and was father of, President 
Richard M. Bissell. Mr. Parkhurst had 
a store in Libertyville and in order to 
establish the emporium it had to be 
hauled overland from the nearest rail- 
way station, six miles away. 

Mr. Parkhurst, by the way, is the 
tenth Hartford agent whose service 
extends over a full half century. The 
others are: J. F. Deatrick, Defiance, 
O., 1860; E. P. Chancellor, Parkerburg, 
W. Va., 1862; Robert K. Dewey, Green- 
ville, Ill, 1863; James H. Moore, 








come affiliated with the National 
Chamber of Commerce and_ similar 
questions that arise? 

Why not a committee on advertising 
that would function when an emergency 
arose and cooperative advertising by 
local boards might be decidedly advan- 
tageous; a committee that might study 
the problem of making local agency 
advertising effective? 





or not a state association should be- 





PERSONAL SIDE OF THE BUSI 





NESS 











Chicago, 1864; James G. Lowrey, Potts- 
ville, Pa., 1865; R. W. Terrill, Man- 
chester, Ia, 1865; H. M. Brooks, 
Cleveland, O., 1866; Orville Strong, 
Dodgeville, Wis., 1867; Lucius H. Ful- 
ler, Putnam, Conn.; 1868. 


Friends of Carl Rubert, assistant 
manager of the New York Suburban 
Agency, were surprised to learn of his 
Marriage some days ago to Miss 
Mabel Woodey, a charming young 
lady of the younger Jersey City smart 
set, the general sentiment being that 
Rubert was so absorbed in his busi- 
ness affairs as to leave little time for 
love making. One of the upstanding 
figures in suburban fire insurance 
circles, Mr. Rubert is widely known, 
thoroughly well liked and fully deserv- 
ing the latest good fortune that has 
come to him. 


William Leith, underwriter for the 
American National of Columbus, O., 
announces the birth of a daughter, 
Margaret Mary, at Grant Hospital, 
Columbus. Mr. Leith was formerly 
chief examiner for the Royal in its 
Western department at Chicago. 


Fred C. Clarke, state agent of the 
Aetna in Oklahoma and widely known 
for his knowledge of the oil business, 
is greatly pleased over another addi- 
tion to his family in the person of a 
baby girl. Mr. Clarke is now the 
father of two girls. 


Holden P. Bort has purchased the 
T. R. Harper agency at Beloit, Wis. 
This introduces the third generation 
of the Bort family in the insurance 
business. A. N. Bort of Rock Island, 
Ill., is head clerk of the Modern 
Woodmen of America. He is the 
grandfather of Holden. Lee W. Bort, 
former well-known field man, and now 
one of the active members of the ad- 
justing firm of Tolles-Bort-Nurnberg 
Company, of Milwaukee, Wis., is the 
father of Holden. 


MANAGERS PLAN FOR FUTURE 


Chief Men of Royal and Liverpool & 
London & Globe Hold Conference 
in New York 


NEW YORK, Nov. 11.—There was 
a general conference here last week 
among the chief men of the Royal and 
Liverpool & London & Globe, Assist- 
ant Manager R. H. Purcell of the 
Liverpool, and Manager George W. Law 
of the Royal coming from Chicago and 
Manager Clarence Low of the Liver- 
pool from New Orleans. While here 
they were joined by Manager Day of 
the Royal, Walter Carter, general at- 
torney for the Royal interests, and 
Manager H. R. Loudon of the Liver- 
pool. In view of the financial fusion 
at the head offices it is found desirable 
for the chief managers in the United 
States to get together and plan for 
the future. The organizations in this 
country will continue separately as at 
present but undoubtedly there will be 
helpful business cooperation among 
the managers in the group. 








Features Use and Occupancy 

The November issue of “Rough Notes,” 
just off the press, makes a special feature 
of use and occupancy. There are four- 
teen pages of matter relating to this sub- 
ject and designed to furnish the local 
agent with the information necessary t0 
write the line successfully, giving him 
full instruction as to the form and char- 
acter of coverage and numerous sugges- 
tions on how the line may be successfully 
sold. In addition to this special feature, 
November “Rough Notes” contains — 
ber of instructive leading articles an 
numerous business-getting ideas in vari- 
ous lines of insurance. Sample pas 
may be had for 15 cents and the annua 
subscription price is $1.50, Published by 





Why not? 


The Rough Notes Company, Indianapolis, 
Ind. 
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OFFER OIL MILL EXCESS LINES 


Cornwall & Stevens, brokers of New 
York City, who gained a lot of free 
advertising lately through the place- 
ment of a large cotton seed oil mill 
schedule covering numerous proper- 
ties throughout the south, have been 
seeking excess insurance upon several 
of the mills within the past few days. 
As these lines are specific they have 
had no difficulty in securing the insur- 
ance. Cotton seed oil mills offer a 
peculiar underwriting hazard, though 
at prevailing rates companies should 
at least manage to break even upon 
them. Some years ago competition 
forced the rate down to the ridiculous 
figure of 25 cents upon stock, proving 
so unprofitable that many cut out the 
lines altogether. 

© Xe 
DEMAND FOR STRIKE INSURANCE 


Before the strike of the Boston 
policemen the call for riot and civil 
commotion insurance was very limited 
and few offices assumed that the busi- 
ness would ever attain substantial pro- 
portions. The desertion of their posts 
by the men of the Hub and an appre- 
ciation of what the action meant 
aroused property owners all over the 
country to the menace of lawlessness 
and calls for indemnity against loss 
in such connection were numerous and 
insistent. The outbreak at Omaha, the 
strike among the steel workers and 
more recently that among the bitu- 
minous coal miners, to say nothing of 
the hundreds of strikes purely local in 
their application, advertised riot and 
civil commotion insurance from one 
end of the land to the other, and the 
companies that made a drive to secure 
the business have been writing it very 
freely ever since. “Local agents who 
are indifferent to the possibilities of 
the business, and especially those lo- 
cated in trouble zones, are not thereby 
doing their full duty to the assured, 


VIEWED FROM NEW YORK 


By G. A. WATSON 


business now upon their books. An 


! tion here at 750 a share, an advance of 








agent in one of the western Pennsyl- 
vania cities, who had persistently ig- 
nored the suggestion of his company 
that he lay the merits of this particular 
form of indemnity before his custom- 
ers, was severely taken to task by one 
of his large insurers for refusing so 
to do; the client learning that such 
protection could be had from a rival 
agent. It is not an uncommon experi- 
ence for companies to have riot and 
civil commotion lines from agents or 
brokers other than those controlling 
the fire business, a fact that justifies 
the conclusion that if an agent does 
not inform his customers as to the lat- 
est form of protection, he is likely to 
lose the entire business to his more 
wide-awake competitor. 


* KK OK 
FIDELITY-PHENIX SHARES 


Within the past few days ten shares 
of Fidelity-Phenix stock sold at auc- 


nearly 200 points over the previous 
sale. The limited number of the shares 
disposed of precludes any thought of 
a “deal” being under way, and simply 
attests the faith that some investors 
have in fire insurance stocks, and par- 
ticularly in the companies directed by 
the Henry Evans management. Con- 
tinental stock is listed upon the New 
York Stock Exchange and sales are 
reported from time to time. On Friday 
last 200 shares were sold at 84%, an 
advance of 2% points, over the former 
prices. Shares of the company are in 
denominations of $25. While the in- 
vesting public in this country is not 
nearly so partial to fire insurance com- 
pany holdings as are their cousins in 
Great Britain, there is a growing ap- 
preciation of the value of such securi- 
ties on the part of men who study the 
situation closely. Stocks of the lead- 
ing offices are eagerly bid for whenever 
they are offered for sale; a condition 
that does not rise very frequently. The 
great majority of shares of the better 





and stand in danger of losing general 








3 AS SEEN FROM CHICAGO 


class companies are closely held. 











DINNER TO PROMOTED MEN 


The Fire Insurance Examiners Club 
of Chicago will give a luncheon to- 
day (Thursday) in honor of John K. 
Walker, recently promoted to the as- 
Sistant managership of: the North 
America and R. M. Berger, who has 
been placed in charge of the Illinois 
Audit Bureau. Both of these men have 
been active in the Examiners Club, 
have been regular attendants at the 
Meetings and have been counted as 
Strong men in the organization. Mr. 
Berger was an examiner in the western 
department of the Fire Association 
before taking his present position. 
* ok x 


I 


B. F. Walker, of Fred S. James & Co., 
and treasurer, Fred D. Pellett, of Crit- 
chell, Miller, Whitney & Barbour. An 
active membership campaign has been 
inaugurated. All insurance men who 
desire to affiliate with the organization 
should communicate with Mr. Walker. 
x * * 
FIRE INSURANCE CLUB 


Fred C. Clarke, state agent of the 
Aetna in Oklahoma, spoke before the 
Fire Insurance Club on Tuesday night 
on “Oil.” Mr. Clarke is recognized as 
the leading insurance authority on oil 
in its relation to insurance and he 
gave one of the most interesting talks 
that has been heard in Chicago for 
some time. The attendance was un- 





ORGANIZE INSURANCE POST 


_ Members of the insurance fraternity 
in Chicago who were in military or 
naval service during the recent war 
are making progress in the organiza- 
tion of an “insurance post” of the 
American Legions. A survey of the 
field develops the fact that there are 
at least 1,000 men now engaged in the 
Msurance business in Chicago who 
Were in military service in one capacity 
or another during the recent war. 
early 800 of these are in the fire in- 
Surance business. By the quick ac- 
tion of the organizers, the insurance 
ist becomes a charter post in the 
merican Legion. At the preliminary 
meeting held this week, temporary otti- 
cers-were elected as follows: Chair- 
man, Charles R. McCabe, Jr., Illinois 


usually large. The full text of Mr. 
Clarke’s address will be found in an- 
other column. Mr. Clarke was intro- 
duced by John H. Carr, western gen- 
eral agent of the Hartford and 
president of the Oil Insurance Asso- 
Ciation. 

George L. Truitt, manager of the 
liability department of Marsh & Mc- 
Lennan, discussed briefly the casualty 
and compensation hazards at oil refin- 
eries. Mr. Truitt explained the refin- 
ing process and said that at the 
majority of refineries there are no dan- 
gerous hazards. The accidents that 
occur are principally those of common 
labor. As a rule, a rather undesirable 
class of men are employed in the oil 
fields. The danger of serious loss lies 


in the possibility of an explosion or 





NINETY YEARS OLD 


Organized 1829 





HALE AND HEARTY 


The Franklin Fire 


Insurance Co., of Philadelphia 
ELBRIDGE G. SNOW, President 





Charter Perpetual | 











Riot and Civil Commotion Cover 


Full Protection Against Loss from 
Riot 
Insurrection 


Civil Commotion, Including Strike 
Explosion 








STATEMENT JULY, 1919 


CHAM BEMGER ian dccccccicdcdvcccccdacccdcceccetesccccessccqcaccqucseed $5,046,316.10 
Ce CMO sca ccsnccdcccancacadacaccquacsounecaddacaceasaaed +eeees 1,000,000.00° 
TI skied ncincaceccdddcncdassecaussdauadecdatcectsagsadauadeeaas 2,835,817.19 
Wet See Qlee ccc ccccccscccccdccccccccsceccccsevecccessessocceccecsns 1,210,498.91* 


*Surplus as regards Policyholders, $2,210,498.91 
Fire, Lightning, Automobile <Comataen Cover in Combination Policy), 
Explosion, Hail, Marine, Profits and Commissions, Rents, Rental Values, 
a and Civil Commotion, Sprinkler Leakage, Use and Occupancy, 
indstorm. 





























Great American 
Susurvance Company 


New Dork 


ORGANIZED IN 1872 


STATEMENT JANUARY 1, 1919 
CAPITAL 


$5,000,000. 00 


RESERVE FOR ALL OTHER LIABILITIES 


$15,231,512.92 


NET SURPLUS 


$10,619,509.09 


ASSETS 


$30,851,022.01° 


“includes $134,574.96 excess deposit in Canada. 


Western Department, Chicago 
WALTER H. SAGE, General Manager INGRAM & LERCH, Managers 
GEORGE B. SEDGWICK, Assistant Manager 

















ARIZONA 


CENTRAL DEPARTMENT 














state agent of the Niagara; secretary, 








Casualty companies have experi- 


fire. 


FIRE INSURANCE COMPANYY COVERING 
atta cas {LLINOIS—OHIO—INDIANA 
tm WISCONSIN — MICHIGAN 
CAPITAL 
S. P. HALL 
$200,000.00 CHAS. P. 
EDGAR M. DAVIS cn 2919 INSURANCE EXCHANGE 
VICE-PRESIDENT ANE CHICAGO 
MANAGER , 
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GEO. A MOWRY 


President 
W. A. GORDON 
Secretary 


WM. WALSH 
Ass’t Secretary 















51 Maiden Lane 


New Y ork 


Representing local agents, under contract, wherever situated; 
guaranteeing to them the SERVICE of a “branch office” in New 
York, the greatest insurance center in the country. 


Lines located in the territory of agents and controlled by 
brokers, will be SOLICITED from the latter and sent to local men 


for writing, together with all essential information pertaining 


Also surplus lines of agents PLACED with responsible companies. 
Accuracy, despatch and reliability assured; and all correspond- 
ence treated with the utmost confidence. 
Full detailsconcerning the “‘service’’ and references FURNISHED 
UPON APPLICATION. 


SUUATCEERERTUDEUET OUTER GREET EE TENL 





SUT eee 


A Service to Local Agents 
- OF THE UNITED STATES AND CANADA 


Earle C. Smith, Inc. . 
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DETTE 


Twin City Fire Ins. Co. 
MINNEAPOLIS 
Capital $500,000 




















GEORGE M. LOVEJOY, Vice-President 
THOMAS C. TEMPLE, Secretary 
HENRY P. WHITMAN, Ass’t Secretary 
EDWARD V. CHAPLIN, Ass’t Secretary 





EDWARD mee President 


GEORGE C. LO 


Surplus to Policyholders . 
Total Losses Paid ... 


Cash Capital - 


Reinsurance Reserves .... . 
Reserve for Outstanding Losses 

other Liabilities . ..... 
BRE TO. Sal 6 Se ae ss 


Total Assets 


N B. KNOX, Secretary 

NG, JR., Secretary 
FRED C. GUSTETTER, Ass’t Secretary 
F. MINOT BLAKE, Ass’t Secretary 


Three Million Dollars 


gi. « « Meera. 


$10,506,412 
91,623,036 


a 


$7,601,014 


par 


1,598,770 
7,506,412 
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Cemmittees 


ness public, herewith tendering counsel to all State Insurance 
all those who formulate insurance laws designed for the publ 


in Chicago, Cook County and the Greater Metropolitan District. 
{This inspectorate very properly gauges the expectancy of fire riske 

enthy anticipates events before they occur. {The under- 
signed sells this talent te companies, agents, brokers and the busi- 
Officials, Legislative and Municipal 















lic weal. 
20 years in this field. —Dixit et Fecit— 
Office with Knight, Smith & Co. C. W. PIERCE 
Room 1568 Ins. Exchange, CHICAGO, ILL. Phone Wabash 3033 Independent Inspector and Fire Prevention Counselor 
+ WM.L. DICKELMAN HENRY J. WOESSNER HAROLD J. BARBOUR ~ 


DICKELMAN, WOESSNER AND BARBOUR 


Successor to Wm. L. Dickelman & Co. 
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NATIONAL INSPECTION COMPANY 


J. G. HUBBELL, Mgr. 108 So. La Salle St., CHICAGO 


HEAVY RISKS BY USING THE 
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HAWKEYE SECURITIES FIRE 













INSURANCE CO. 
Inc. 1918 


FIRE, TORNADO, HAIL AND AUTOMOBILE 
Applicants for agencies address Home Office, Masonic Temple, Des Moines, Ia. 




































CUSTOMERS’ EXPIRATION BOOKS 


Give your customer something useful. 


ALL STYLES AND SIZES. 


THE NATIONAL UNDERWRITER CO. 


Insurance Exchange, Chicago 











enced an unfavorable loss ratio on busi- 
ness written covering filling stations. 

Mr. Truitt was unanimously elected 
second vice-president of the club, rep- 
resenting the casualty insurance. inter- 
ests. It was announced that the next 
meeting will be held on November 25, 
and will be in honor of the men whose 
names appear on the club’s honor roll. 
All who were in the service will be 
presented with some sort of service 
insignia. Judge Kenesaw Mountain 
Landis will be the chief speaker. 

On December 9, H. H. Merrick, 
president of the Chicago Association 
of Commerce and also president of 
the Great Lakes Trust Company, will 
address the club on “Banking and In- 
surance.” 

* * * 


CHICAGO DIRECTORY OUT 


The fifth annual edition of the Chi- 
cago Insurance Directory is out, com- 
ing from the press of THE NarTIoNAL 
UNveERwRiterR. It is a complete insur- 
ance directory of Chicago and Cook 
Courty, giving full information as to 
all classes of companies and agents. It 
is complete in every detail and presents 
a fund of information that is very 
valuable. The importance of Chicago 
as an insurance city can be appreciated 
after a study of this book. Among the 
interesting features of the book is a 
digest of the Illinois Insurance laws 
by Guilford A. Deitch of Indianapolis, 
the well known insurance attorney. 
The book has 290 pages of real insur- 
ance information about Chicago. 


*k ok * 
WILL HAVE SPECIAL MEN 


The various rating bureaus are now 
arranging to put special men in charge 
of the mill and elevator work follow- 
ing the revision of the mill and éle- 
vator schedule. The idea is to have 
one man in each bureau who will be 
a specialist on mills and elevators. 
He will not be able to do all the in- 
specting, but by giving all his time to 
the work he will be in a position to 
teach other inspectors so that they 
can more intelligently make inspec- 








tions and surveys of this class. In 
Illinois, for example, there are some- 
thing like 3000 elevators and flour 
mills. It will be a big job to rérate 
all these_houses, but it will be done 
in due season. The new schedule is 
far in advance of anything else that 
has been used. 
* * 
COOK COUNTY FIELD CLUB 


The Cook County Field’ Club will 
carry on its inspection work in co- 
operation with the Chicago Board of 
Underwriters and the state fire mar- 
shal’s department. An effort is being 
made to have a “condition charge” put 
on all risks, dwellings and flats in- 
cluded, where undesirable conditions 
warrant. For the development of this 
idea a committee has been appointed 
to take the matter under advisement 
with the executive committee of the 
Chicago Board. 

* * 

The Henry Clay Fire plans to appoint 
a field man early next spring to super- 
vise Illinois, Wisconsin and Iowa and 
having headquarters at Chicago. 

* * * 

United States Manager Joseph A. Kel- 
sey of the Tokio is in Chicago this week. 
*x * * 

E. Pryor Lewis has gone with Kuhns & 
Pogge of Chicago, general agents of the 
Iowa Bonding & Casualty, and will work 
in the burglary department. Mr. Lewis 
has had a long experience in burglary un- 
derwriting. He was formerly at the 
home office of the old American Bonding 
of Baltimore and later came west to be 
in charge of the burglary department of 
the Royal Indemnity in Chicago. He re- 
cently returned from army service over 
seas. 

* * * 

Otto E. Schaefer, president, and H. H, 
Clutia, vice-president of the Westchester, 
were in Chicago last week. 

x cd * 


Henry J. Woessner and William L. 
Dickelman, forming the firm of Woessner 
& Dickelman, succeed to Woessner, Dick- 
elman & Barbour of Chicago. H. J. Bar- 
kour retires from the firm. 


*k *K 
The Illinois Blue Goose luncheon, held 
every Monday, is changing to the Hotel 
Atlantic in Chicago, the first luncheon to 
be held next Monday in the Blue Room 
on the main floor, service a la carte. 








LOSSES. OF 





THE WEEK 











Heavy losses for the first week of No- 
vember are comparatively few, due 
probably to the mild weather throughout 
the country. There will be a noticeable 
increase, however, as soon as the cold 
weather sets in and the now idle fur- 
naces, stoves and other heating devices 
are put in operation. 

* kK * 

Chicago, Ill, Nov. 9—Fire in the four- 
story brick building located at 1510 New- 
berry avenue, owned by the Estate of 
Isaac Jameson and occupied by the firm 
of Jameson, Robin & Jameson, who op- 
erate a wholesale rag and woolen indus- 
try, caused a 60 percent loss to the fol- 
lowing list of insurance: 


Building— 
Caledonian ..$2,500 Boston .......$1,000 
Henry Clay... 1,000 California 1,000 
Norwich Un.. 1,000 Fid. Phen.... 1,500 
Reliance 500 General ..... ,500 
er 500 Lon. Assur... 2,000 
WPRIAGS . «5 o:5%0.0, 2,500 N.-B. M....... 1,000 
Jameson, Robin Norwich Un.. 1,000 
& Jameson— 
Pioneer .... 1,000 


Communicated to an adjoining building 
at 1508 Newberry avenue, occupied by 
M. S. Goldberg & Co., with a small loss. 
The origin is given as spontaneous com- 
bustion. ml 


Chicago, Ill., Nov. 8S—A_ $25,000 loss is 
sustained by the Standard Varnish Com- 


pany, 26th and Dearborn streets. Insur- 
ance carried, $300,000. Insurance: 
Com’l Un....$63,900 C’m’nwealth.$25,000 
Camden 22,500 Liverpool ... 20,000 
Scot. Un..... 14,000 Gt. Amer.... 7,100 
WN. 2 Und:... 28,000: Ge a. 5 SOR 
No. River.. 5,000 Norw. Un.... 5,000 
Springfield .. 15,000 Paint Trad.. 15,500 
American ... 25,000 Phoenix, Ct. 15,000 
Security .... 25,000 Queen ...... »20 
Phenix, Eng. 15,000 
* k a 


Hannah, N. Dak., Nov. 4—A total loss 
is reported in a fire which destroyed the 
building and contents owned by Mce- 
Grath Brothers. Insurance: 


Firemen’s Fd.$1,730 Queen - $1,730 
N: 2 ind......4.:108 Norw. Un... .«< -3400 
Springfield .. 3,460 St. Paul...... 3,460 
POON iaicsccs eae ee 











Chicago, Ill., Nov. 7—Fire caused dam- 
age estimated at $100,000, destroyed thirty 
automobiles, six motor trucks and the 
interior of the building owned by Fred- 
erick E. Hummel, located at 2111-19 
West Lake street and occupied by the 
Auto Construction Company. It is be- 
lieved to have started from an over- 


heated chimney. Insurance: 
Building— 
Lon. Assur...$1,250 Star bcces <Q Que 
ek Un..... 1,250 
yarage— 
MR OMELE 1 sire Sidlatseern sikiooaie ead bievaraietple soos: $7,000 
* * * 


Phlox, Wis., Nov, 4—Fire totally de- 
stroyed the saw mill and machinery 
owned by the Red River Manufacturing 
Company. Insurance: 
Westchester .$3,000 Svea ........ 
Com’n Un.... 1,000 Norw. Un.... 2,000 


* * * 
Montague, Mich., Nov. 7—There is 4 
probable total loss to School District 


No. 2 covered by the following list of 
insurance: 


Westchester .$2,000 U. S. ......-- $1,500 
Det. F. & M.. 2,500 Granite St.... 1,000 
Milwaukee 2,500 


Cincinnati, 0., Nov. 6—Fire, supposed 
to have originated from crossed wires, 
caused a 25 percent loss to $75,000 insut- 
ance covered on the building and con- 
tents owned by the Queen City Forging 
Company, 227-35 Tennyson street; $60,0 
was carried in stock companies and $15, 
000 in mutuals. 

* * 

Kansas City, Mo., Nov. 10—The build: 
ing occupied by the Kansas City Truce 
Manufacturing Company, 4124-30 ie 
12th street, was totally destroyed by = 
The damage is estimated at $25,000. 4 
surance. (partial list): 000 
Nationale ....$8,000 Dubuque .....$4 


* o* * 


Cincinnati, 0., Nov. 5—Flames shooting 
from furnaces in the Moore Oil Rei 
Ceompany’s plant, 619-41 Elsinore Pee 
caused a damage by fire estimated a 
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Riot Insurance 


When ordering fire insurance, good 
business men seldom require to be re- 
minded of the reputation and traditions 


of the A‘tna. 
Western Branch Office = But it should be borne in mind 


Insurance Exchange Bldg. 





CHICAGO that the A‘tna reputation and service are 
Pacific Branch Office today also behind Attna policies covering 
SAN FRANCISCO the newer kinds of insurance. 





Automobile Rent 


Sprinkler Leakage Parcel Post 


AGENTS AT ALL Riot Registered Mail 
IMPORTANT POINTS 



































-—— THE AUTOMOBILE] 
INSURANCE COMPANY : 
OF HARTFORD, CONN. vy 











CSCC 





MORGAN G. BULKELEY, President he 3 
$2,000,000.00 : 


ASSETS 


$9,216,200.73 
LIABILITIES, EXCEPT CAPITAL 


$5,382,334.00 


SURPLUS TO POLICYHOLDERS 


$3,833,866.73 


IT TAKES 
Constant, real, practical and uniform service to simplify an 
Agent's problems, and the recognition of mutual responsibilities 

















Y and benefits. A one-sided business policy is shortsighted and 
! LINES WRITTEN ; shortlived. 3 There must be due regard alike for the rights of 
FIRE MARINE WAR RISK ' . Policyholders, Agents and Stockholders. National Union Service 
soenano vitae Bee AGE | embraces these considerations as a matter of fair play and sen- 
PROF ‘ ? : ir: a 4 
ort Fe a apa sible business practice. Such service ihspires confidence which 
AUTOMOBILES 


|. in turn brings patronage. National Union Service is proved 

_ service. Not here and there, but to several thousand Agents . 
_ for whom it fills the bill. Coupled with a generous measure of 
| co-operation, ample ‘security and excellent facilities we assert 
|, that as an asset to any agency by every test that counts the 
National Union is a company which good Agents should seck 


CAR’ INLAND MARINE 
FLOATERS LEASEHOLD INLAND TRANSPORTATION 
REGISTERED MAIL 


Affiliated with 


AETNA LIFE INSURANCE CO. 
AETNA CASUALTY & SURETY CO. 


‘ever you choose to make the test. Why not do it NOW? 

















| to represent. National Union Service will speak for itself when. 


- IT TAKES; 
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Uniform Forms Filing Cabinet 


Completely 
Adjustable 
To Every 
Size of 
Uniform 
Forms 










(c wemgern meee ‘ inci 
Louis echiadie Dl 
vat: roma 


Ever since the adoption of Uniform Forms there has 
been a consistent and urgent demand from local agents 
for some method of filing which would keep the forms 
in convenient, compact and accessible manner. 


Many suggestions for such a cabinet have been 
offered, none of which has seemed practical. The forms 
vary greatly in length and the difficulty was to arrange 
a method which would take care of these varying lengths 
without leaving a great deal of waste space. 


We believe the Uniform Forms Filing Cabinet illus- 
trated meets every objection, and provides just the cab- 
inet agents have been looking for. 


The cabinet contains 14 shelves. Shelves are slotted 
top and bottom every two inches. Into these slots fit 
metal partitions, so that compartments can be made of 
any desired length, in multiples of two inches. : 


Forms are kept in numerical order, the standard 
Uniform Forms order blank furnishing the index to the 
cabinet. Starting at the upper left hand corner, the 
first metal partition is placed to form a compartment to 
fit Form No. 1. Form No. 2 is then taken care of, and 
so on. 


Many of the Uniform Forms are not required by the 
average local agent, but he can adapt the size and 
arrangement of compartments to suit his particular 
needs. If new forms are added, it is a simple matter to 
readjust the compartments. 


The forms are filed sideways, care being taken to 
have the corner on which the Form Number appears on 
the outside. 


One section as illustrated will hold something over 
one-half of the complete set of forms. This we believe 
is sufficient capacity for the average agent. If practically 
a complete set is maintained, two sections will be 
necessary. 


The section illustrated is a photograph of the first 
section made, and shows a drop front. The sliding door 
style is proving more popular, and will be furnished 
unless the drop front style is specified. 


We have anticipated a large sale for this cabinet and 
have therefore made a very low price, based on quantity 
production, of $20.00 a section. The sections are of solid 
oak, and are handsomely finished. 


Place Your Order at Once 








EVERYTHING FOR THE INSURANCE MAN 
ee 
INDIANAPOLIS. 


ASSOCIATED WITH THE NATIONAL UNDERWRITER CO. 
CINCINNATI CHICAGO NEW YORK 


THE ROUGH NOTES COMPANY 
INDIANAPOLIS 
Please send me at ONCe........cseccccees of your “Uniform Forms 


Filing Cabinet” for which I agree to pay $20.00 each, F. O. B. Factory. 
Send me—sliding door—drop front style. 
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percent. 


Insurance carried aggregates 
$70,000. 





oe * * 

Kansas City, Mo., Oct. 31—Fire origi- 
nating in the building located at 1109 
McGee street, owned and 6tcupied by the 
Star Furniture Company, caused a $15,- 
000 loss to the building and a $10,00 
loss to the stock. Flames communicated 
to the building occupied by the Shubert 


‘ Fur Company, 1113 McGee street, caus- 


ing serious damage to the stock of mer- 
chandise. Insurance: 

Shubert Fur Company— 
Pa. Und.....$10,000 Netherlands..$ 5,000 
BBCNS 5.8 oc08 17,500 Boston ..... 12,500 
Prov. Wash. 15,000 | 


Moberly, Mo., Nov. 10—There is a heavy 
less to the livery stables owned and oc- 
cupied by Carrol & Fleming. Insurance: 
Security ..... $1,000 Marquette ...$1,500 
Nat’l Ben..... 1,000 Buffalo ...... 2,000 
Amer. Cent... 1,000 . 


Carthage, Mo., Nov. 10—A $25,000 loss 
is sustained by the Carthage Superior 
Spring Bed Factory, in a fire which to- 
tally destroyed the building and con- 
tents. Insurance (partial list): 
Agricultural -$2,000 | Firemens --- - $1,500 

Winding Gulf, W. Va., Nov. 6—Fire 
caused a $100,000 damage to the machine 
shops and contents of the Winding Gulf 
Celliery Company. The fire originated 
from sparks from a forge in the machine 
shop. 

* ca * 

Kansas City, Mo., Nov. 3—There is a 
15 percent loss to the stock and 10 per- 
cent loss to the building and machinery 
owned by the Kansas City Saddlery Com- 
peny, 307-13 Delaware street. Insur- 
ance carried $254,000. 7 


Kansas City, Mo., Nov. 4—While work- 
men were at work repairing wires with 
a lighted torch, the switchboard in the 
Linwood Exchange of the Kansas City 
Home Telegraph Company caught fire, 
resulting in a damage estimated at be- 
tween $12,000 and $15,000. 


Springfield, 0., Nov. 7—Fire communi- 
cating from an adjoining building caused 
a 60 percent loss to the stock, furniture 
and fixtures owned by the Bancroft Hat 
& Fur Company, 25 E. Main street. In- 
sumance: 

Caledonian . eit Det. F. & M...$1,000 


EIOMD « o-és0:<-s.< ,500 Nat’l Lib. .... 1,000 
Glens Falls .. 3,000 Aetna ........10,000 
Ohio Farm ... 1,000 Gt. Amer. ... 7,000 
Royal .....:2s, 2,000 Paoenix .....<:. 5,000 
Royal Exch. . 2,000 Fid. Phen. ... 5,000 
New Bruns.... 2,500 Northern, E... 5,000 
Woureka...... 3. 1,000 Fire Assn.... 5,000 
Concordia .... 1,000 Newark .... 5, 


Communicated to the building owned 
by Mary A. Harbaugh, Ida B. and Neal 
J. Kizer, 21-23 E. Main street, causing 
damage estimated at $7,500. Insurance: 
National .....$3,000 Cent. Mfg....$2,000 
SO eee 3,000 Ohio Mut..... 1,750 
Amer. Cent... 5,250 

The Springfield Fashion Company suf- 
fered a 50 percent loss to $21,000 insur- 
ance on its stock of merchandise. 

* * * 


Chicago, Ill., Nov. 7—Fire, originating 
in the dry kilns owned by the Chicago 
Mission Furniture Company, 1927-29 Cly- 
bourn avenue, caused a 60 percent loss 
to the building and a 40 percent loss to 
the contents. No insurance on building. 
Insurance: 


Contents— 

Aetna ........$6,000 Mich. F. & M.$2,500 
BUPBIO. 2.65.03 1,500 New Zealand. 2,000 
Caledonian .. 2,000 Patriotic ..... 5,000 
Caledon. Am.. 1,500 Royal ........ 7,500 
Detroit F. M.. 2,500 Reliance ..... 3,000 
Globe & Rut.. 2,000 Tokio ........ 1,500 
Gt. Amer..... 8,000 


Minneapolis, Minn.—A total loss is re- 
ported on the Cream Cereal Company, to 
the following insurance: 

British Am...$2,000 Svea .........$2,500 
New Zealand. 2,200 Eastern ...... 1,500 
Essex & Suff. 1,250 Home, N. Y...15,000 
Nat. Union .. 2,500 Firemen’s F.. 5,500 
Fire Assn. ... 4,000 Hartford .... 2,500 
Mich F. & M. 3,500 Globe & R... 2,500 
Citizens, Mo.. 1,500 Caledonia ... 2,000 


Nor. Assur.... 6,000 Westchester . 1,500 
N: Y. Und 2,000 Colo. F. Und. 2,000 
Hanover ..... 2,0 


Prov. Wash... 2,000 N. 
Automobile .. 1500 L. & L. & G.. 2,500 
Columb. Nat.. 1,500 St. P. F. & M. 3,000 
Firemen’s Und. 2,500 Rocky Mount. 2,500 
60 percent use and occupancy loss is 

reported to the following insurance: 
Nat. Fire Und.$1,500 Urbaine ......$2 
Nat. Union .. 2,500 Lloyds Lon... 2,500 
Mich. F. & M. 1,000 Fireman’s F.. 3,000 
Nor. Assur. .. 3,000 Star ...:..... 3,000 

The Underwriters’ Grain Association 
had a loss of $4,000 on building. 

* * * 


Bryan, Ohio, Nov. 2—Fire totally de- 
stroyed the building, machinery and 
stock owned by The Bryan Pattern & 
Machine Company with a loss estimated 
at $60,000. Insurance: 

Sun Und. ....$3,000 Prov. Wash.. .$5,000 
New Hamp... 2,000 Security ..... 6,000 
Cent. Mfg. .. 2,000 Connecticut .. 7,500 
Springfield .. 2,000 

* * 


San Augustine, Texas, Oct. 28—A total 
loss is sustained by C. J. Childers, 407 
Harrison street, on stock of hardware, 
implements and furniture. Insurance: 
Springfield ..$1,500 New Hamp...$1,000 
Colonial ..... 1,000 Hartford .... 1,500 
Westchester . 1,500 













Milford Center, Ohio, Oct. 30—There ig 
a probable total loss to the stock of mer- 
chandise owned 
Fred Loschky, Main street. The risk is 
®ocated at UnionvillesCenter: neaf this 
city. Insurance: . : 
Westchester .$3,500 National .....$3,100 
Gt. Amer.... 3,000 Queen ....... 3,500 
i 


Be 

_ Cleveland, O., Oct. 20—Fire originating 
in the frame building owned and occu- 
pied by The Astrup Company, 2937 West 
25th street, totally destroyed the build- 
ing, which is unsprinklered, stock and 
merchandise. Insurance: 

Agricultural .$2,000 Reliance .....$2,000 
PSABS Sv ck 6 i 2,500 Royal Exch.. 2,500 
Amer, Alli.... 2,500 Rhode Island. 2,000 
Connecticut ..,2,000 Royal ........ 4,000 
Com’l Union.. 3,500 Frmns’ Fund. 2,500 
L& L. & G.. 6,500 Niagara 


Lbrmns., Pa.. 3,000 Svea ... Brees Se0p 
Hartford .... 2,500 North River.. 1,500 
Home ........ 1,500 Union ....... 000 


Norwich Un... 1,500 , 
, Communicated to a sprinklered build- 
ing with a loss of % of 1 percent to 
381,000 insurance. Insurance on build- 
ing and awning stock. 


* K fk 

Bowling Green, Ohio, Oct. 26—The stone 
crushing plant, owned and occupied by 
The Wood County Stone & Construction 
Company, situated about two miles from 
this city, was totally destroyed by fire, 
Insurance: 
Springfield ...$1,500 Buckeye .....$2,000 
PORR «360.0 -- 1,500 Millers Nat. .. 2,000 
Hartford .... 2,000 Gt. Amer..... 2.000 
N. Y. Und.... 2,000 Eberly Agcy.. 3,000 


* * * 

Greenville, Ohio, Oct. 28—Fire, which 
attacked the printing plant of The 
Greenville Tribune Printing Company, 
138 West Fourth street, caused a total 
loss to the printing press stock, covered 
by the following list of insurance: 
Continental ..$1,500 Aetna ....... 
Home ....... 1,200 Cleve. Natl... 1,000 
National --. 2,000 Hartford ... 
Pe 5 5 a0i0 620% 


1,300 Springfield ..” 1/200 
*x* *K * 


Kansas City, Mo., Oct. 31—A 60 percent 
loss to the stock of the Star Furniture 
Company is reported in a fire. Insur- 


ance: 
Amer Eagle..$1,000 Milwaukee ...$2,000 
National ..... 2,500 Lond. & Lane. 1,000 
American .... 1,000 Firemens .... 5,600 
Netherlands... 1,000 
kK OK 

Milwaukee, Wis., Oct. 30—There is a 
considerable loss on the 4-story brick 
factory building at 73-77 West Water 
street, owned by the Jos. Schlitz Brew- 
ing Co. and occupied by the French Wax 
Figure Co. The origin is unknown, but 
was discovered on the fourth floor. 

Insurance on building: 
Prus. Natl...$10,000 N. Y. Und...$ 8,000 
Natl. Union.. 15,000 Mich. Com... 5,000 
Amer., N. J.. 5,000 Orient ...... 10,000 
New Hamp... 7,000 

Insurance on contents: 
Connecticut ..$5,000 Wheeling ....$4,000 

yal 6, 


Phoenix ..... 5,000 Royal ....... 
National ..... 6,500 
* * * 


Milwaukee, Wis., Oct. 25—An_ esti- 
mated loss of $5,000 was caused by fire 
in the one-story frame shop at 444 Bar- 
clay street, owned and occupied by the 
Progressive Metal & Refining Co. The 
fire is supposed to have originated from 
an overheated gas fuel pipe at the oven. 
Insurance: 


Building: 

Connecticut ..$3,500 Phoenix ..... $6,500 
Contents: 

Prov. Wash...$2,000 Mercantile ...$2,000 


Grand Saline, Tex., Oct. 21—Fire, 
which attacked the salt plant one-half 
mile east of this city, caused a 60 per- 
cent loss to the Grand Saline Salt Com- 
pany. The fire is supposed to have orig- 


. inated from an overheated motor. In- 


surance: 


Springfield. .$ 7,500 Aetna .......$8,000 
L. & L. & G. 12,500 Frmn’s Fd. .. 4,000 
Hartford ... 15,000 No. Amer. .... 2,500 
Palatine ... 10,000 

* * * 


Sioux Falls, S. Dak., Oct. 21—A heavy 
loss, estimated at 75 percent, is reported 
in a fire which destroyed the laundry 
owned by Sam Speier, operating under 
the name of the Shipley Laundry. The 
building and machinery is fully covered 
by insurance. 

* * * 

Greeneville, 0., Oct. 28—There is prob- 
ably a total loss to $11,250 insurance ina 
fire which destroyed the Greenville Trib- 
une Printing Company. 

* * * 


Minneapolis, Minn., Nov. 2—Sponta- 
neous combustion is believed to be re- 
sponsible for a _ fire which totally 
destroyed the Gould elevator located on 
Grand street, owned by the Fredman 
Milling Mfg. Co. Insurance on elevator, 
machinery and merchandise aggregates 
$100,000 


ot ae F 

Pandora, Colo., Oct. 30—Fire originat- 
ing from acid fumes in the plant of The 
Smuggler Union Mining Company, cause 
a total loss of $50,500. 


* * * 
Trenton, Mo., Oct. 30—A total loss to 
$11.000 insurance is reported in a -“ 
which destroyed the stock of feed an 
grain owned by Marlin Grain Company, 
1607 Lulu street. 


* * x* 
Gary, Ind., Oct. 29—A fire at the Unity 





Hotel caused a loss of $10,000. 


by Chas. M. Diehl @ : 
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FIELD CLUB HOLDS MEETING 





Clean-up Talk Given by Representative 
of the Ohio State Department 
of Health 





COLUMBUS, O., Nov. 11—The 
Ohio Field Club and the Ohio Under- 
writers’ Association met this morning, 
the last part of the session jointly, to 
hear Dr. F. G. Bondreau of the State 
Board of Health talk on clean-up cam- 
paigns. The doctor made a brief, 
snappy address, dealing mostly with 
health phases, but showing that many 
of the factors detrimental to health are 
responsible for fire also. The field 
men pledged themselves to report in- 
sanitary conditions found in making in- 
spections to the board and Dr. Bon- 
dreau pledged the board to prompt 
follow-up work. 

An interesting feature of the meet- 
ing developed when President Gray, 
calling attention to Armistice Day, 
called to the front those who were in 
the service a year ago. The members 
applauded them heartily, then the en- 
tire membership stood at attention for 
a moment as a salute to the dead in 
Europe. 

The Field Club decided to give a 
dinner dance the first Tuesday in De- 
cember, when the annual meeting will 
be held. The Blue Goose also will 
hold its annual meeting and will join 
in the festivities but the association 
voted against formal participation. 

Ray E. Dahlstrom of the Hanover 





was elected to membership and Earl 
A. Reid of the Yorkshire was rein- 
stated. Charles A. Reekie, secretary 
of the Detroit F. & M., and John A. 
Martin of the Continental at Chicago 
spoke briefly. 





FLEMING IN FAREWELL TALK 





Ohic State Fire Marshal Will Soon 
Begin His New Work in 
New York 





COLUMBUS, O., Nov. 11.—State 
Fire Marshal T. Alfred Fleming, who 
will leave office Nov. 15 to go with the 
National Board at New York as na- 
tional director of conservation and fire 
prevention, got up from a sickbed at 
his home in Cleveland this morning in 
order to speak a farewell message to 
the Ohio Conservation & Fire Pre- 
vention Association at its meeting here 
this afternoon. He was given a royal 
welcome by the field men, spoke with 
much feeling of the pleasant associa- 
tion of the last four years; emphasized 
the preeminence of Ohio in fire pre- 
vention work, and was tumultuously 
applauded at the close. On motion of 
Secretary J. E. Lyon a rising vote of 
thanks of confidence, of pledged co- 
operation, of congratulation of his 
broader field of work and of regret for 
his leaving, was tendered. 

One interesting point was brought out 
through the protest of a Toledo seed 
company against an order to whitewash 
a warehouse on account of injury to the 





wash from the walls and ceiling would 
bring the seed company in conflict with 
the law, therefore this form of fire re- 
tardant probably will have to be aban- 
doned in seed warehouses. Chairman 
Gray of the executive committee reported 
a request from city officials of Hamilton 
to make a reinspection, but said it would 
have to be postponed until the conser- 
vation program dealing with food sup- 
plies is finished. 

It was reported that 649 inspection 
reports have been received and 315 edi- 
ted, approved and sent to the committee 
at Chicago. Last year 2,200 reports were 
turned in, so President Drake reminded 
the members that they still have much 
to do. One member declared that farm 
barns are the real source of danger to 
the food supply. Recently he inspected 
eight county elevators, and a few days 
later investigated the burning of a barn 
in which more food values were lost 
than were contained in the eight eleva- 
tors. He urged that more attention be 
given to these risks. 





SEND MAGAZINE TO FIREMEN 





Cleveland Insurance Men Subscribe for 

Fire Protection for All Stations 

in City 

CLEVELAND, O., Nov. 11.—The 
Fire Insurance Club of Cleveland is the 
latest local organization of insurance 
men to subscribe to Fire Protection 
for all of the fire stations in its 
cities. The action of the Fire Insur- 
ance Club of Cleveland follows closely 
upon similar action by the Good Prac- 
tice Club in Newark, New Jersey and 
the Houston Fire Insurance Exchange 
of Houston, Tex. Clubs and organiza- 
tions in other cities are now consider- 


SHUVUNUNERNUOUUUOUOUUUOUOUOOOUOUOQOUQUOUOUOUCUOUGUGUCUUGUOUGENOGUONUOURERUROUOOOOEGOOCOUOCUOGUOUOUCUCEEOOOOGUOOUOOOUGURCGUSORUGERERERUOUOUOUOUOUGOOCOOOOGOUCU00COUUROEOUOURDSEUUNUOUQUOUQUO0000000000000000000008000E8008 











1] 
seed. It developed that the pure seed] ing taking the same step. They are 
laws are so strict that dropping white- 


recognizing that as a plan to bring the 
best information on fire protection 
and fire prevention before the city de- 
partment charged with the duty of 
protecting citizens against fire, they 
can do no better than to send them 
Fire Protection a monthly educa- 
tional journal dealing with every 
phase of fire control. The magazine 
serves to give the men a broader view- 
point of fire protection and fire pre- 
vention than they can get from any 
other source in which they would be 
at all interested. As the members of 
the local fire departments are notified 
of the source of the subscriptions to 
the paper, the action has the immediate 
effect of establishing closer relations 
between the insurance men of the city 
and the members of the fire depart- 
ment. It is an excellent way for the 
insurance men to express their appre- 
ciation and sympathy with the work of 
the fire fighter. 





Veteran Ohio Agent Drops Dead 


COLUMBUS, O., Nov. 12—Stacy B. Ran- 
kin, veteran insurance man and banker 
at South Charleston, fell dead in the 
street yesterday while going from the 
bank to his home, the result of apoplexy. 
He was 64 years old. 

Mr. Rankin had represented the Home 
in South Charleston about 35 years, and 
succeeded his father in the agency after 
the latter had conducted it for years be- 
fore. About 10 years ago he received 
the silver medal which the Home awards 
for 25 years of continuous service, 

Mr. Rankin was president of the Bank 
of South Charleston, founded by his 
father; was vice-president of the Fifth- 
Third National Bank of Cincinnati; a 
director of the State Savings Bank & 
Trust Company of Columbus; one of the 
criginal members of the Federal Reserve 


“ 





OTHO E. LANE, President 


CHARLES A. LUNG, Secretary 


Wm. H. McGee & Co., 





Canadian Department 
W. E. Findlay, Manager 


22 St. Jehn Street, Montreal, P. Q., Canada 


Atlantic Marine Department 


15 William Street, New York City 


BERNARD M. CULVER, Vice-President 
WILLIAM L. STEELE, Vice-President 


HENRY J. ZECHLIN, Assistant Secretary 
MYLES WALSH, = = 
J. G. MACONACHY, ba 3 
J. H. MACFARLANE, - ” 


NIAGARA 


Fire Insurance Company 


ESTABLISHED 1850 


123 William Street, NEW YORK 


Gen’l Agents 


Boston Department 
Rice & Whitney, Managers 


71 Kilby Street, Boston, Massachusetts 


Newark Department 
Lyon & Lyon, Managers 


Niagara Building, Newark, New Jersey 


Pacific Coast Department 
Edwin Parrish, Manager 


334 Pine Street, San Francisco, California 


Pacific Marine Department 
Thomas S. Deering, Manager 


314 California Street, San Francisco, Cal. 
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9H. M. BARFIELD H. S. BASSETT CHARLES H. HARRADEN 
President e 


Secretary | Managing Underwriter 
Buckeye National Fire 


Insurance Co. 
Surplus to Policyholders . . . . $149,508.34 





ECONOMIC MANAGEMENT MAKING SPLENDID PROGRESS 





OHIO AND MICHIGAN AGENTS WANTED! 














A USEFUL AND DESIRABLE AGENCY COMPANY 
For Agents in Iowa, 
Kansas, Colorado, 
Wyoming and 
Nebraska 


Riii 
att: al 
es Office: 


FIRE, 
TORNADO, AUTOMOBILE, 


FARM AND CITY PROPERTY 
1406 Farnam St., Omaha, Neb. 




















HENRY REIS, M. D 


Vice-President 


JOSEPH BERNING 
Vice-President 


DIRECTORS 
THOMAS E. GALLAGHER —_- HENRY REIS, M. D. 
JAMES F. HOULEHAN JOSEPH BERNING 
DR. FELIX GAUDIN HUGH O'NEILL 


ANTHONY MATRE NAPOLEON PICARD 
President Secy-Treas. 







NAPOLEON PICARD 
ANTHONY MATRE 
FRANCIS J. MATRE 


A good company for good agents 


MARQUETTE NATIONAL 


FIRE INSURANCE COMPANY 
INSURANCE EXCHANGE 


ASSETS OVER ONE MILLION CHICAGO ¢ 














H. C. WHALEN, Pres. A. S. BUZZE, Secy. 


THE CENTRAL STATES FIRE 
INSURANCE COMPANY 


Wichita, Kansas 
Writing 
FIRE :: TORNADO :: HAIL :: AUTOMOBILE :: MARINE 
’ Entered 
KANSAS OKLAHOMA TEXAS 




















The COLUMBIAN NATIONAL 


FIRE INSURANCE COMPANY 


DETROIT, MICH. 


ASSETS - - - - 
SURPLUS TO POLICYHOLDERS - - - 


$1,765,472.60 
1,096,744.07 
LICENSED IN 
Michigan, Ohio, Pennsylvania, New Jersey, Illinois, Indiana, 
Wisconsin, Iowa, Minnesota, New York, Massachusetts, 
Rhode Island, Louisiana, California, 
Tennessee and Kansas 


| A Reliable, Progressive Agency Company Representatives solicited 














THEODORE STEIN, JR. 


GENERAL AGENT FOR INDIANA 


GLOBE INDEMNITY COMPANY OF NEW YORK 
AGENTS WANTED IN INDIANA 


241-44 LEMCHE ANNEX INDIANAPOLIS, IND. 






































Capital Fire Insurance Company of California. 
Agents wishing to represent a high class progressive company, apply to 


BIERCE & SAGE Co., Michigan State Agents 


219-220-221 Hammond Bidg., Detroit 
Correspondence solicited for direct lines or re-insurance on mercantiles and special hazards where-not represented - 
Telephone, Cherry 5154 


Prompt Service 


Bank Board at Cleveland, and for many 
years was secretary of the Ohio Bank- 


ers’ Association. 





W. J. Leonard New Fire Marshal 


COLUMBUS, O., Nov. 11—W. J. Leon- 
ard of Cincinnati will be the next fire 
marshal of Chio, taking up his new duties 
Nov. 15 when the resignation of the 
present incumbent, T. Alfred Fleming, 
becomes effective. 

Mr. Leonard has been prominent in 


‘ 








democratic politics ‘in Cincinnati for 
years. He was deputy city treasurer 
under the Hunt administration, and later 
secretary of the Hamilton county liquor 
License Board. At present he is secre- 
tary of the democratic campaign com- 
mittee and secretary of the democratic 
executive committee. 

It is not likely, at least for the pres- 
ent, that Mr. Leonard will make any 
changes in the personnel of the office. 

Mr. Leonard’s headquarters will. be in 
Columbus. 
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TROUBLE OVER “GOING RATES” 





Indiana Situation Continues to Raise 
Many New Questions in Various 
Localities 





INDIANAPOLIS, IND., Nov. 11.— 
While negotiations and ‘“conversa- 
tions” have been conducted between 
the Indiana insurance department and 
the fire companies on the interpreta- 
tion of the newly enacted state rate 
supervision law and progress has been 
made toward the working out of an 
understanding, agents and field men 
are still pretty much in the dark as 
to the actual status of the rate situa- 
tion in the state. By the agreement 
between the companies and the state 
department the “going rate” has been 
legalized but there are still many 
questions arising in various localities 
as to just what is the “going rate” 
and how and when the thousands of 
risks which come under the excepted 
classification may be rerated accord- 
ing to schedule. Instructions have not 
been .sent to agents who are being 
asked to be patient. There are many 
who complain of the condition which 
has been forced upon the business, 
maintaining that, instead of being a 
law to prevent discrimination in rates, 
it is proving to be a measure for leg- 
alizing discriminations. It now ap- 
pears that fire insurance companies, by 
bidding for business at cut rates under 
the old regime, have made an uncom- 
fortable bed in which they are now 
forced to lie. Just how these prop- 
erty owners who were not fortunate 
enough to secure reduced rates in the 
past will feel when it dawns upon 
them that some of their competitors in 
the same line are getting their fire in- 
surance at less than they are paying 
themselves remains to be seen. It is 
anticipated that it will be difficult to 
make them see where the new law is 
in any measure the blessing it was 
promised them it would be. 





Grain Dust Lecture Postponed 


Dr. H. H. Brown of the United States 
department of agriculture, who was to 
speak in Milwaukee on the grain dust 
hazard on Nov. 12, will not be able to 
reach that city until Nov. 17, and the 
meeting will be ‘held on that date at 
3 p. m. in the assembly room of the Mil- 
waukee Athletic Club. 





Watkins Goes With Woodsmall 


W. W. Watkins, who has been travel- 
ing for the Lumbermen’s Casualty of 
Chicago in Tennessee, has gone to In- 
diana to become office manager for H. H. 
Woodsmall & Co., who conduct a local 
agency and are also managers of the 
Union and Madison of Indiana. Mr. Wat- 
kins is a former Indiana man. 

Mr. Watkins comes of a_ successful 
business family and started in the busi- 
ness as office boy in the Prussian Na- 
tional twenty years ago and has been 
connected with the R. J. O. Hunter gen- 
eral agency, Western Factory, Dayton 
Mutual, Zurich and of late with the as- 
sociate lumber mutuals. 

He has had a thorough training in all 
branches of office and field work and 
both fire and casualty lines for stock and 
mutual companies. 





Cc. W. Ohlsen, an examiner in the 
western office of the Sun, has been ap- 














State Agent Drum. 





pointed special agent in Illinois to.assist | 





DETROIT INSPECTIONS HEAVY 





Field Men Must Keep Close Watch 
on Business Written in 
Motor City 





DETROIT, MICH., Nov. 11.— 
Michigan field men are forced to 
spend considerable time in Detroit on 
inspection work. Detroit business 
must be very closely scrutinized by the 
company that expects to earn a profit 
on its Michigan business. There is so 
much ‘business being written in Detroit 
and so many prospects for Detroit 
agents to call on that companies have 
ceased to expect agents to inspect busi- 
ness themselves. Detroit agents are 
so rushed with the production of new 
business that it is in most cases out of 
the question to expect them to do very 
much in the way of inspection work. 
This means that the field men in Mich- 
igan have to watch Detroit offerings 
very closely and follow up with in- 
spections as soon as possible after the 
business is written. 

_ Changes are taking place so rapidly 
in Detroit that it is .unwise to rely 
upon the maps in deciding what the 
net retention is to be. New risks are 
going up every week and it is impos- 
sible for the Michigan Inspection Bu- 
reau to record the changes as rapidly 
as they are made. It is up to the field 
men to stay on tHe job in Detroit, 
watch the business written carefully 
and spend a more than _ ordinary 
amount of time in looking after inspec- 
tions. As time goes on, it is increas- 
ingly necessary for field men to give 
attention to inspection work and as a 
result of this situation many field men 
in Michigan are forced to neglect the 
outside territory in order to give the 





proper attention to Wayne county 
business, 
Richards Addresses Milwaukee Club 


MILWAUKEE, WIS., Nov. 11—Benja- 
min Richards of Chicago, director and 
former secretary of the Insurance Insti- 
tute of America, was the guest of honor 
and principal speaker at the first of a 
series of educational meetings which the 
newly organized Milwaukee Fire Insur- 
ance Club held Monday evening in the 
rooms of the Milwaukee Board of Fire 
Underwriters at 506 Mitchell building. 
Mr. Richards spoke on “The History of 
Fire Insurance,” and outlined the course 
of training provided by the Institute. He 
said in part: 

“The day of achieving leadership in a 
business enterprise by growing up with 
the concern is past, for in all branches 
of industry and commerce we now find 
that young men with technical training 
are being given the preference in em- 
ployment. This is because they are bet- 
ter able to cope with the executive prob- 
lems of the present day than the man 
who has had long, specialized training In 
some certain branch. The Insurance In- 
stitute seeks to train men to a broad 
outlook of the whole field, thereby fit- 
ting them for executive positions t0- 
gether with practical and direct experl- 
ence in their-daily occupations.” 





Indiana Disputes Settled 


Attorney Thomas Bates of the Western 
Union has been able to satisfy the In- 
diana department on some disputed points 
that have been up with the companies. 
The department had refused the — 
rating bureau filing rates on tern 
elevators, it taking the position that the 
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were no such elevators in Indiana. Mr. 
Bates secured the consent of the depart- 
ment to allow rates to be filed under an 
amended definition of a terminal eleva- 
tor class so that owners of’ such risks 
can get proper coverage. Other points 
in the book of rules were harmonized. 


New Offices for Royal 


INDIANAPOLIS, IND., Nov. 12—Horace 
W. Boyd, recently appointed executive 
special agent of the Royal for Indiana, 
has moved his headquarters from New- 
castle, Ind., to Indianapolis where he has 
cpened an office at 207 Lemcke building. 
Fatrick J, Mangan, special agent of the 
Royal for Indiana, will make his office 
with Mr. Boyd and they are having their 
quarters fitted up attractively with a full 
equipment of office furniture and suitable 
signs on the windows and doors. In 
fact they are setting forth with a deter- 
mination to bring the Royal up to a vol- 
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ST. LOUIS LIGHTNING ROD 
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ume of business in Indiana more in keep- 
ing with the company’s relative standing 
among the big underwriting institutions 
of the country. While the bulk of the 
Royal’s business in Indiana has been fire 
and tornado it is Mr. Boyd’s purpose to 
cevelop the other lines as well and agents 
will be given every help to this end. 
While Mr. Boyd was for many years 
Indiana state agent of the Royal, for the 
past two years or so he has been execu- 
tive special of the Caledonian for a num- 
ber of states with headquarters in De- 
troit. 


Wisconsin Notes 


The formal organization of the Gro- 
cers’ Mutual Fire of Wisconsin is rapidly 
being effected, it being reported at the 
monthly meeting of the Milwaukee Retail 
Grocers’ Association on Monday evening, 





Nov. 10, that 135 of the 200 applications 


necessary to complete the organization 
had been received. 


Campbellsport, Niagara and Fairwater, 
Wis., have recently been inspected by 
the Wisconsin Inspection «Bureau, and 
new rate books published. 

The Hilbert & Baerwald Company of 
Milwaukee has been appointed general 
agent for the fire and automobile de- 
partment of the Importers & Exporters. 


South Bend, Ind., will adopt the double 
platoon system for its fire department 
Jan. 1, it is expected. The Board of 
Safety has recommended it to the com- 
mon council, but it will cost $40,000 in 
additional salaries and wages and this 
item has to be considered. 


The Westchester Fire has withdrawn 
from the Manufacturers’ Insurance 
Ageney at Detroit, Mich. 
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STATE SCHEMES LACK FUNDS 


Nonpartisan Leaguers Find It Hard to 
Get Money to Finance Their 
Undertakings 


FARGO, N. D., Nov. 11.—The prob- 
lem of getting its gigantic program of 
state industries into operation has be- 
come a big one for the Nonpartisan 
league administration of North Dakota 
as a result of its inabiltiy to obtain 
money. 

Not the least serious of these propo- 
sitions is that of putting its system of 
farm loans into operation, for the Bank 
of North Dakota, while it has appli- 
cations on file for over $2,000,000 of 
such loans, has only been able to make 
loans totalling a few hundred dollars 
more than $25,000. The failure of the 
state bank and the state industrial 
commission to sell the $3,000,000 issue 
of bonds on which eastern bond houses 
took an option has been one of the 
hardest blows received by the state 
administration, inasmuch as the officers 
had been making a great point of the 
supposed sale of such bonds 


No Money for State Mill 


Another indication of the serious need 
of money is found in the fact that the 
industrial commission, in locating a state 
flour mill and terminal grain elevator at 
Grand Forks, made such designation con- 
tingent upon the sale by the city of 
$1,000,000 of state bonds, and no con- 
struction work of any nature will be 
undertaken until the bonds are sold and 
the money is in the hands of the state. 
Grand Forks also is required to donate 
a site to the state. 

The refusal of the big bond houses 
to invest in North Dakota bonds has been 
greeted with bitter comment in the ad- 
ministration papers. The Wall Street 
brokers, in rejecting the bonds on which 
they had taken an option, took the posi- 
tion that when a state enters an entirely 
new distinct line, turmoil within the 
state naturally ensues, and investors are 
wise in staying out until the legality of 
bonds is judicially determined. 


Threaten to Use Public Funds 


The administration now is threatening 
to use the public funds in the custody 
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of the Bank of North Dakota. These in- 
clude moneys of every nature and de- 
scription collected by taxation for public 
purposes, and total at the present time 
about. $11,000,000. 

F. W. Cathro has reported that only 
$116,000 worth of bonds have been sold 
to banks within North Dakota. These 
were recalled at the time the supposed 
$3,000,000 sale was made, and their status 
is now uncertain. 

League leaders naturally are somewhat 
bitter over the situation, judging from 


| their comment. 


U. & O. Loss Settled 


The use and occupancy loss on the 
Cloquet Lumber Company at Cloquet, 
Minn., has been settled at 29 percent 
of the insurance. The Cloquet Lumber 
Company burned out in the big forest 
fire of October of last year. There have 
been many difficulties in reaching a set- 
tlement. 








New Sioux Falls Company Will Write 
Automobile Insurance Only— Z. 
A. Hazard in Charge 


SIOUX FALLS, S. D., Nov. 12.— 
With a paid in capital of $100,000 (au- 


here. The stock has been sold to a 
few Sioux Falls business men without 
promotion expense. The balance of 
the stock will not be placed at this 
time. The company already has a de- 
sirable agency plant established in 
South Dakota and will apply for ad- 
mission to Minnesota by the first of 
the year. While the company’s articles 
of incorporation provide for the writ- 
ing of a general line of insurance, -it 
will for the present confine its activi- 
ties to automobile insurance, only 
against loss by fire, lightning, trans- 
portation and theft. Term as well as 


the company will not use conference 
rates. 

The officers of the company are 
president, W. Z. Sharp, president Se- 
curity National Bank of Sioux Falls; 
first vice-president, H. E. Judge, of the 
law firm of Aikens & Judge; second 
vice-president, F. H. Hollister, of Hol- 
lister Bros. insurance and loans; secre- 
tary-treasurer, Z. A. Hazard, manager 
Sioux Falls Mutual Insurance Com- 
pany. The active management of the 
company will be in charge of Mr. Haz- 
ard who brings to his office ten years 
of uninterrupted experience in the in- 
surance field 

The company has secured the serv- 
ices of E. W. Braley and George V. 
Alstrom as special agents. Mr. Braley 
occupied the position of secretary and 
treasurer of the Manufacturers and 
Employers Association of South Da- 
kota, a position which he has held for 
a number of years. Mr. Alstrom is an 
experienced insurance man, _ having 
held responsible positions with~several 
companies. He has a knowledge of 
automobile insurance that will be valu- 
able to the company. 


Loss on Gould Elevator 


There is a claim of $4,000 coming to 
the Underwriters Grain Association from 
the Gould Company’s grain elevator at 
Minneapolis. It was due to an exposure 
fire. 


Minnesota Notes 


The North American Fire of Des 
Moines has been admitted in Minnesota. 

The Range Realty Company has been 
organized at Nashwauk, Minn., by A. W. 
Lofgren and E. M. Larson. The new 
company will handle city property, farm 
lands and insurance. M. E. Gustason 
will have charge of the office to be main- 
tained at Marble, Minn. 


A representative of the government 
will give a grain dust explosion talk in 
the physics lecture room of the Agricul- 
tural College at Fargo on the afternoon 





of Nov. 21. 





ATLAS NATIONAL IS STARTED | 





one year policies will be written and | 


thorized $200,000) and a paid in surplus | 
of $100,000 the Atlas National Insur- | 
ance Company has commenced business | 
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The Girard F. & of Philadelphia 


Cash Capital $500,000 Net Surplus $373,035 
Surplus to Policyholders, $873,035 


Eastern Department Home Office 
D. H. Dunnam, V.-Pres. H. M. Gratz, Pres, 




















Western Department 


Neat Bassett, V.-Pres and Mgr. 
Joun Kay, Treasurer E. J. TooMason 


Sec’ 
A. H. Hassincrr, Sec’: PHILADELPHIA W. T. Bassett, Ass’t Mgr. 
NEWARK, NEW JERSEY PENNA. CHICAGO, ILL. 





FIREMEN’S INSURANCE. 


JANUARY 1, 1919 


OF NEWARK 


Cash Capital $1,250,000 Net Surplus $2,246,144 
Surplus to Policyholders, $3,496,144 


Eastern Department 
D. H. Dunnam, President 
Joun Kay, Vice-Pres. 
A. H. Hassincmr, poqetery 
NEWARK, NE JERSEY 


Western Department 
Neat Bassett, V.-Pres. and Mgr. 


W. T. Bassett, Ass’t Manager 
CHICAGO, ILLINOIS 
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AGENTS OFTEN LOSE A GOOD FIRE RISK 


to competitors by not submitting to the assured an estimate for equipping their 
premises with AUTOMATIC SPRINKLERS. We will co-operate with agent and 
assured and submit figures showing sprinkler cost as well as insurance saving, 
and extend payments over several years if desired. 


FIRE PREVENTION COMPANY, First Nat’. Soo Line Bldg., Minneapolis 














The Security Automobile Mutual Ins. Co. 


YOUNGSTOWN, OHIO 


It ie the Age of the Specialist. Our Specialty is Automobile Insuranes. 
Organized under and supervised by the Ohio Insurance Department 
To Ohio Agents: Give us your Automobile business! 
Agents wanted where not represented 








The Leading Mutual Fire Insurance Company on the Pacific Coast 


Northwestern Mutual 
Fire Association 


F. J. MARTIN, Pres. H. K. DENT, V. Pres. M. D. L. RHODES, Secy. 
= Chicago Representative, JAMES S. KEMPER, Lumber Exchange Building A 


MAIN OFFICES, CENTRAL BUILDING, SEATTLE, WASH. 











LIVE AGENTS WANTED 


TO WRITE HAIL AND CYCLONE INSURANCE. 
TERRITORY OPEN IN ALL NORTHWEST STATES. 
TWENTY PER CENT COMMISSION. 


WRITE ST. PAUL MUTUAL HAIL & CYCLONE INS. Co. 
TODAY 805-6 Pioneer Bldg., St. Paul, Minn. 
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WORK OF DES MOINES AGENTS 





Underwriters’ Association Making 
Progress in Combating Obstacles— 
Institutional Advertising 





DES MOINES, IA., Nov. 11.—Some 
real work is being done by the Des 
Moines Underwriters Association, with 
which 15 of the 22 principal fire agen- 
cies in the city are affiliated. The 
agents connected with the Des Moines 
local board realize that their organi- 
zation must be something else besides 
a social club. ‘They have made their 
organization stand out as one of the 
prominent business associations of the 
city, with the result that they are now 
able to get recognition and a hearing 
on any reasonable proposition. 

One of the principal obstacles in the 
path of Des Moines local agents is the 
activities of the automobile interinsur- 
ance exchanges. A number of these 
concerns have been running advertise- 
ments in the local papers, setting 
forth that policyholders can purchase 
automobile insurance in interinsurance 
exchanges at 40 percent less than in 
stock companies. The advertisements 
serve to secure considerable new busi- 
ness for these concerns and to upset 
the peace of mind of a number of au- 
tomobile policyholders. Instead of 
merely protesting against this sort of 
a campaign, a committee of the Des 
Moines Underwriters Association’ first 
visited the vigilance committee of the 
local advertising club, pointed out that 
misstatements were being made in 
the advertising used and asking for a 
correction. No interinsurance' ex- 
change can advertise a guaranteed 40 
percent reduction in premiums as noth- 
ing that an interinsurance exchange 
offers is guaranteed. It is purely 
guesswork and to advertise the rate 
or even the protection as guaranteed 
is a bald misstatement of facts and is 
a proper question for consideration by 
the local advertising club. The Des 
Moines Underwriters Association got 
action on this basis. The committee 
of the local board also took the ques- 
tion up with the insurance commis- 
sioner of the state, who was able to 
assist in combating the propaganda of 
the interinsurance exchanges. 

The association has cooperated with 
the local fire department and the fire 
marshal’s office. Real assistance has 
been rendered the fire department in 
the matter of inspections, and the as- 
sociation has found it to its advantage 
to remain in the background, allowing 
the credit to go to the fire department. 

The association will shortly com- 
mence a cooperative advertising cam- 
paign in which the importance of 
sound protection will be emphasized. 
The members of the Des Moines or- 
ganization are going to emphasize the 
one thing that the interinsurance ex- 
change cannot offer—sound protection. 
In all of the advertising done by the 
interinsurance exchanges, they have 
emphasized low cost, alleged saving in 
premium, etc. The advertisements of 
the Des Moines Underwriters Associa- 
tion are going to point out that in buy- 
ing insurance, the policyholder wants 
something that is sure and certain and 
that after all the cost is a secondary 
consideration, and that the thing that 
must be purchased is sound insurance 
that will pay when the money is 
needed. 





Prevention Campaign in Schools 


TOPEKA, KAN., Nov. 11—Lew T. Hus- 
sey, state fire marshal for Kansas, has 
decided to transfer his fire prevention 
campaign to the growing generation. 
Miss Grace Vreeland, chief clerk in his 
department, is being sent out to the 
schools and to the women’s clubs this 
winter to present the gospel of fire pre- 











vention. Incidentally she will inspect 





public school buildings to see that the 
state law requiring fire escapes is com- 
plied with, but in every school building 
inspected she also will give a talk to the 
school children on the danger from fire, 
and how to reduce it to a minimum, 





Suit on Hail Reinsurance 


TCPEKA, KAN., Nov. 11—Friendly pro- 
ceedings in the courts to determine 
whether .or not mutual hail companies 
in Kansas can reinsure under the Kan- 
Sas statute probably will be started this 
week by the companies, through an 
agreement with the insurance depart- 
ment. The practice was common until 
last season among the mutual hails, to 
reinsure with the old line companics. 
But at the opening of the last season 
Superintendent Travis declared that un- 
der the Kansas insurance laws the hail 
mutuals could not reinsure, but must 
carry their insurance solely on mutual 
lines, and could not get the added pro- 
tection afforded by the stock companies. 





Joseph to Visit Des Moines 


DES MOINES, IA., Nov. 11—Secretary 
James F. Joseph of the western advisory 
committee has written to Walter Harvey 
that he will be in Des Moines Monday, 
Nov. 17. He has been invited to attend 
the regular Monday luncheon of the Iowa 
field men and is to make an address. 

A number of Iowa field men went to 
Cedar Rapids Monday night to hear Dr. 
H. H. Brown of the division of chemistry 
ot the United States department of agri- 
culture discuss dust explosions. 





Ten Held for Arson 


DES MOINES, IA., Nov, 11—Mysterious 
fires, which have kept residents in Ma- 
haska county, Iowa, in a state of terror 
for more than a year and have cost the 
insurance companies thousands of dol- 
lars, have resulted in the arrest of ten 
prominent farmers near New Sharon. 
They are accused of arson or of con- 
spiracy. 

It is the theory of the state that the 
fires were part of an effort to drive the 
Holland Dutch out of that vicinity. It 
is charged that two young men were 
employed to do the burning upon a 
scheduled price of $100 for every church - 
and school burned and $50 for every 
dwelling and barn. 





Iowa Notes 


Manager K. L. Walling of the Iowa 
Rating Bureau, is in Providence, R. IL, 
this week witnessing some interesting 
tests given by the General Fire Extin- 
guisher Company. 


Property owners in Iowa are carrying 
much heavier insurance than formerly, 
insurance men say. The Ellis & Holland 
agency of Des Moines reports an increase 
of 57 per cent in October premiums over 
the corresponding month last year. Ellis 
& Holland have added two more com- 
panies. 





Nebraska Notes 


A’ representative of the government 
will give a talk on grain dust explosion 
the evening of Nov. 18 in Omaha in the 
Court House assembly room. On_ the 
morning of the next day a talk will be 
given in the assembly room of the Rome 
Hotel at Omaha. 

Guy H. Cramer, who has been con- 
nected with the Foster-Barker company 
of Omaha for the past eight years, most 
of that time as manager of the casualty 
and liability department, has resigned 
to become advertising and publicity man- 
ager of the Brandeis department store, 
the largest establishment of its kind in 
Omaha. 





The Central States Inter-Insurance Ex- 
change, of which John C. Bardwell of St. 
Louis is attorney, has been licensed in 
Missouri. Mr. Bardwell is also president 
of the Liberty Fire of St. Louis. 





Arkansas Notes 


The Little Rock Board of Commerce 
has decided to create a bureau of fire 
protection and prevention. 


It has been decreed by the members < 
the Hot Springs fire department tha 
there will be no strike at present. 
sort of “armstice”’ agreement has bee? 
entered into with the city government y 
the firemen whereby they will remain = 
their present salaries until the stat 





supreme court renders a decision on L. 
validity of the occupation tax ordinan 
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OHIO’S OLDEST—43 Years in Business 


C. A. L. PURMORT, Secretary 


Central Manufacturers’ Building 
VAN WERT, OHIO 


CENTRAL MANUFACTURERS’ MUTUAL INSURANCE COMPANY 


OHIO’S LARGEST—Cash Assets $1,500,000.00 
AUTOMOBILE INSURANCE COMPANY 


Providing all forms of automobile coverage in conjunction with 


- LUMBERMEN’S MUTUAL CASUALTY COMPANY 


Cash Agsets over $500,000.00. Net Cash Surplus over $200,000.00. The only legal reserve mutual writing automobile liability insurance in Ohio. 


For Representation Address 


OHIO’S. STRONGEST—by Any Measurement 


JAMES S. KEMPER, Manager 


11 South La Salle Street 
CHICAGO, ILLINOIS 











Nothing but hail insurance—naturally the best service on 
this highly profitable, quick return line of indemnity. 


K.T. MARTIN & CO. 
FORT WORTH TEXAS 


The only exclusive hail insurance general agency in Texas. A low 
loss ratio for the seven years in business, a fine record on returns 
to agents, a reputation second to none among buyers of hail coverage, 














The “livest” spot in the 
business today is Automobile 
Insurance. 

The ‘‘livest’” company doing 
business in Ohio today is THE 
GREAT AMERICAN, Ohio’s 
largest and strongest Automobile 
Insurance Company. Our agents 
are ‘‘boosters”—there’s a reason. 


Full coverage automobile insur- 
ance at reduced rates. 

















—The Original Srugquey ve asioenee Company— 
ncorpora’ 
THE RETAIL DRUGGISTS’ MUTUAL FIRE INSURANCE COMPANY 
Cincinnati, Ohio, 81 Atlas Bank Bldg. 
Total Assets $282,855.70. Operating only in Ohio and Indiana 


LEHR, Pres. ROBT. GROENLAND, Treas. Cc. L. McINTIRE, Secy. 
comcat -" Special Agent: C. C, TS, Ft. Wayne, Ind. 














Surplus to Policy Holders over $160,000 


AMERICAN MUTUAL INSURANCE COMPANY 


Agents Wanted in Ohio, Indiana and Illinois 
FIRE, TORNADO, AUTOMOBILE and MARINE 


J. W.McGINETY, Secretary Indianapolis 

































The Mutual Plate Glass Insurance Co. 
Shelby, Ohio 
Organized 1883 


HENRY WENTZ, President L. A. DENNIS, Sec. and Gen’! Agent 
The only Ohio Company Specializing on Plate Glass Insurance. Not an Experiment. 
SERVICE TO OUR REPRESENTATIVES AND POLICYHOLDERS 


a 








; A. C. CUMMINS, President 


Richland Mutual Insurance Company 
MANSFIELD, OHIO 
Incorporated 1850 
TOTAL ASSETS -:- - - - - $2,486,445.48 








4 










BUSINESS CONFINED TO OHIO R. SMITH, Secretary 





e @ 
Indiana Mutual Automobile Insurance Company 
LA PORTE, INDIANA 
We specialize on Automobile Insurance (full coverage). It means service to our 
agents. If you are not getting this Home Office service let us tell you more. 


F. C. BREWER, Sec. and Treas. 























KNOX MUTUAL INSURANCE CO. | 


Incorporated 1838 MT. VERNON, OHIO 
SURPLUS OVER $200,000.00 
Business Confined to Ohio 
B. M. ALLEN, President H. S. JENNINGS, Secretary 
) 
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**Fire Insurance as You Would Write It’ 
The Merchants Fire Insurance Company of Indiana 
(A Stock Company) 
The Indiana Retail Merchants Mutual Fire Ins. Co. 
(A Mutual Company) 
Both Companies under same management in the same office. 
Home Office: Suite 804 Merchants Bank Ralph B. Clark, 








Nearly Fifty Years of success under same managemen} 


INCORPORATED 1876 


THE OHIO MUTUAL FIRE INSURANCE CO. 


Total Cash Assets $300,319.63 SALEM, OHIO Net Cash Surplus $221,123.76 
Losses Paid Since Organization, $1,252,848.24 


J. R. VERNON, President J. AMBLER, Secretary 
















the kind of automobile insurance we write 
That’s one reason we write it the way we do. 


THE AGENT WANTS THE SAME KIND 


That’s another reason 
MID-WE ST MUTUAL AUTOMOBILE INDEMNITY ASSOCIATION 


E. J. Forney, Pres. J. M. Cook, Sec’y 
Incorporated 1873 


Mansfield Mutual 


33 J. B. HENDERSON, Secretary | | Fire Insurance Company 

















MINSTER MUTUAL FIRE 


Inc. 1849 


Indianapolis Secretary & Mgr. 
} ‘ THE AUTO OWNER WANTS 
Dayton Mutual Fire 
YTON 
Insurance Co., "Ovo 
B. C. COLEMAN, Secy. branes tebe 908 
Conservative and Careful 
Managemeut 
AGENTS WANTED INSURANCE CO. 
Address Home Office. J. B. RATERMAN, President 


JOS. E. SCHMIEDER, Secretary 
VERNON B. ARNOLD, Special Agent, Lima, Ohio { 


OF MANSFIELD, OHIO 


Insurance = $8,918.528.00 
Total Assets 472,284.09 





MINSTER, OHIO 
An Agency Company 






























Rentschler Building 





Low Rates on Automobile Insurance 


While Manufacturers of Automobiles are increasing 
their prices, our rates remain the same. 
Standard fire and theft floaters 
Broad Policy and Liberal Commissions 
An Attractive Proposition for Indiana and Ohio Agents 


UNION MUTUAL INSURANCE COMPANY | Sold to 





LOST POLICY 
CERTIFICATES 


Save work of cancelling and rewriting 
lost policies, and trouble of calculating 
earned premiums. No troublesome signa- 
tures to be obtained. Safer than putting 
out a second policy. | Designed by Carey 
& Zimmerman, local agents at Cincinnati, 
Ohio. Thousands have been used. 

12 50 100 200 500 1000 2000 5000 
$0.75 $1.80 $3 $4.50 $7.25 $12 $20 $40 


THE NATIONAL UNDERWRITER 
ROUGH NOTES 
Chicago Indianapolis © New York 


HAMILTON, OHIO 


Cincinnati 
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[fsurance (0. 


oF NEW HAVEN. CONNECTICUT. 


CASH CAPITAL,-$ 1,000,000 


Western Department, 
WALTER D. WILLIAMS, Mgr. 


Roc ¢ford, Illinois 
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INCORPORATED 1852 


|MILWAUKEE MECHANICS’ 


INSURANCE COMPANY 
MILWAUKEE, WISCONSIN 
Riot and Civil Commotion Insurance 
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For Information Write Home Office or seein ee 














THE LIVERPOOL & LONDON & GLOBE 
Insurance Company, Limited 


Its United States assets are $17,083, 
dollar representing UNITED STATES INVEST- 
MENTS, which are held in trust for sole protection 
of American policyholders and subject to strict 
supervision of State Insurance Department. 


WESTERN DEPARTMENT, 1144 Insurance Exchange, CHICAGO 
CINCINNATI DEPT., 401 Fourth Nat. Bank Bldg., Cincinnati, O. 


985.30, every 








By PROF. DODD’S FAMOUS SYSTEM 


Most perfect lightning protection ever developed. 


Will ab- 


solutely prevent more than 99.9% of losses due to lightning. 
250,000 users recommend it—2,000 successful insurance com- 


panies endorse it. 


efficiency. 


Lightning Specialist. 


Has a 25-year record of practically 100% 
Originated by Prof. West. Dodd, America’s 
Every job absolutely guaranteed—rod- 


ding done by responsible, skilled men ONLY. = 
Investigate the Dodd System now—write for full information 


WRITEHA 


DODD & STRUTHERS 


118 Eighth Street 


DES MOINES, IOWA 


aes 
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ILINSURANCE 





Establish your connections now for 1920 with 


A. J. Shaw General Agency 


HAIL INSURANCE BUILDING, McPHERSON, KANS. 


Five high class stock companies covering the states 
of Kansas, Oklahoma, Nebraska, Colorado, 
New Mexico and Wyoming. 








Many of our agents made from $1000 to $2000 in commissions in 45 days in 1918 























ASSETS, $616,934.38 
$317,696.71 


THE INTER-STATE FIRE INSURANCE CO. 


CAPITAL, $259,150 
SURPLUS TO POLICYHOLDERS, 


110 FORT STREET, WEST, DETROIT, MICHICAN 








STATES OF THE SOUTHWEST 

















TEXAS OFFICE CHANGES NAME 


Cravens & Cage Becomes Cravens, 
Dargan & Roberts—No Change of 
Interest in Firm 





HOUSTON, TEX., Nov. 12.—The 
firm name of Cravens & Cage, the well 
known general insurance agency has been 
changed to Cravens, Dargan & Rob- 
erts. James P. Cravens, K. S. Dargan 
and J. C. Roberts are all members of 
the firm. This is one of the largest 
general agencies in the company, hav- 
ing over 1,600 agents reporting to it. 
In 1903 the firm of Cravens & Kelley 
was organized by James P. Cravens 
and McCluer Kelley. At that time Mr. 
Cravens was state agent for the Amer- 
ican Central in Texas and Mr. Kelley 
was serving in a similar capacity for 
the St. Paul. The name was changed 
to Cravens & Cage a few years later 
and Rufus Cage died in May of this 
year. 

K. S. Dargan is a member of the 
famous Dargan insurance family and 
is a progressive and well informed man. 
He started in the local business with 
his father at Paris, Tex., traveled in 
Texas for the Atlanta Birmingham 
Fire and joined Cravens & Cage as 
special agent in 1906 covering north 
Texas. In 1911 he was called to the 
office of Houston and has been a mem- 
ber of the firm since that time. 

J. C. Roberts was an electrical in- 
spector with the Roulet Bureau in 
Texas for a number of years. He 
afterwards entered the local business 
at Corsicana, Tex. He was special 
agent in. Texas for Cravens & Cage for 
five years and has been a member of 
the firm for the past year. All three 
of the men who are now in charge are 
recognized as able underwriters. 

This general agency handles every 
kind of insurance including life, and 
it was among the first to take up the 
writing of farm and hail business in 
Texas. The office started the farm 
schedule business in Texas. The 
agency operates only in Texas and has 
ten field men covering the state. About 
70 people was employed at the head 
office in Houston. 

The insurance premiums written 
from all lines through the Cravens, 
Dargan & Roberts office this year will 
reach $2,500,000. The agency has al- 
ways earned a profit for the companies 
represented which applies particularly 
to the American Central. This com- 
pany has had a better average by 6 
percent for the past 39 years than any 
other company operating in Texas. The 
firm is a great believer in giving serv- 
ice to and getting in close touch with 
its agents. A bulletin is issued reg- 
ularly, giving business getting hints 
and setting forth the principal events 
of importance in the insurance world. 





_Many New Sprinkler Systems 


AUSTIN, TEX., Nov. 11—The Texas 
Fire Insurance Commission is advised of 
the installation of a number of new 
sprinkler systems, including the Mail- 
ander Company of Waco, which put in 
1,000 sprinkler heads in its show -case 
factory; 1,178 heads in the Peyton Pack- 
ing Company of El Paso; 710 heads in 
the retail furniture store of B. Deutser 
at Hopston, which now has 656 in his 
warehouse; 809 heads in the Trust build- 
ing at El Paso, a five-story office struc- 
ture, and the sprinkling of the Robert 
McLane Co., wholesale grocers at Cam- 
eron, and the wholesale grocery houses 
of the Moore Grocery Company at Pitts- 
burgh and Palestine, the Tyler store hav- 
ing previously been sprinklered. 


Douglas Bodenheimer’s Change 


Douglas Bodenheimer, formerly special 
agent for Hornberger, Schmitt & Co., of 
San Antonio, Tex., traveling in western 
Texas, has gone with the T. A. Manning 
Company, general agency at Dallas, in 














OKLAHOMA AGENTS’ MEETING 


Joint Session of State Association and 
State Federation Will Be Held 
Nov. * 24-25 


~ 


OKLAHOMA CITY, OKLA., Nov. 
12.—The joint convention here of the 
Oklahoma Association of Insurance 
Agents and the Insurance Federation 
of Oklahoma Nov. 24 and 25 is ex- 
pected to be the biggest gathering of 
insurance men ever held in Oklahoma. 
Charles P. Cansler of Enid, president 
of the Oklahoma Association of In- 
surance Agénts, was in this city 
Monday to make arrangements for the 
convention. 

The address of welcome will be given 
by Governor J. B. A. Robertson, and 
John Connolly, fire marshal, will speak 
on “Fire Prevention.” O. B. Ryon, 
general counsel of the National Board 
of Fire Underwriters, will speak on 
“Non-Admitted Companies and How 
to Combat Them;” and G. E. Turner, 
general counsel of the National Coun- 
cil of Insurance Federations, will make 
an address on “What the Insurance 
Federation Expects to Accomplish.” 
Other features of the convention 
will be an address on “Mutuals and 
Reciprocals,” and a talk by a repre- 
sentative of the National Association 
of Insurance Agents. 

The Oklahoma Pond of the Blue 
Goose has furnished pledge cards to all 
local agents to be used in getting new 
members for the federation, and a prize 
of $25 is offered the special agent get- 
ting the largest number of new mem- 
bers. 

The convention also will have social 
features, including luncheons, dances 
and banquets. 








E. W. Frey Is Pardoned 


AUSTIN, TEX., Nov. 12—E. W. Frey, 
formerly a well known insurance agent 
in Texas, now engaged in the oil busi- 
ness in the northwest Texas field, who 
was convicted of forgery and sentenced 
to two years in the penitentiary, has 
been granted a full pardon by Governor 
W. P. Hobby of Texas. Frey, up to the 
time of his pardon, had not been taken 
to the penitentiary. He for six years 
was a county judge and afterwards 
served in the Texas legislature. The 
offense of forgery was alleged to have 
been committed while he was serving as 
county judge. Frey’s application for 
pardon was endorsed by a large number 
of prominent Texas men and there were 
some protestants, 





Conditions at Ranger Improved 


The Texas Fire Insurance Commission 
is considerably relieved over the installa- 
tion of a waterworks system at Ranger, 
the oil boom town which grew to 15,000 
inhabitants in two weeks. The com- 
panies were refusing to write property 
in Ranger because of the fearful condi- 
tions existing there. The town had 4 
good fire department but no waterworks. 
There are heavy values there and cover- 
age will now be available. Ranger is in 
the heart of the immense West Texas oil 
fields. 





Inspect Stricken Coast Towns 


AUSTIN, TEX., Nov. 11—S. W. Inglish, 
state fire marshal, and A. M. Vaughan, 
chief engineer of the Fire Insurance Com- 
mission, have just completed an inspec- 
tion of the storm stricken districts at 
Corpus Christi, Rockport and Aransas 
Pass, where there were heavy coverages. 
Mr. Inglish reports conditions mater!- 
ally improved and gives much credit for 
the very favorable situation to Adjutant 
General Cope, who has been in chargé 
of the military and relief work since the 
hurricane. General Cope was for years 
a local agent and one of his first acts, 
upon assuming command in the storm 
area, was to guard against a conflagra- 
tion. His precautions were so well taken 
that not a single fire loss has resulted. 

Mr. Inglish says that as long as the 





the same capacity. 


vigorous clean up campaign is continued 
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the commission will do all in its power 
to aid the three stricken towns on the 
coast and will not impose penalties. 





Western Mutual Fire Chartered 






























IG AUSTIN, TEX., Nov. 11—The charter of 
the Western Mutual Fire Company of 
Texas, with offices in San Antonio, was 
nd filed at Austin last week. The purpose 
of the company is to write fire, lightning, 
hail and storm insurance. The incor- 
porators are: A. K, Leonard, C. N. Long, 
W. H. Leonard, Langston Branch, John 
H. Dixon, T. M. Palmer and Joseph G. 
OV. Wimberley. 
the The incorporators aver that the com- 
ace pany has 300 risks pledged at a total 
jon coverage of $101,000; the maximum 
amount is $5,000; premiums pledged 
yr $2,400, of which $1,050 is in cash. 
Oo eek 
cat Little Rock Improvements Urged 
In. LITTLE ROCK, ARK., Nov. 11—J. H. 
. Howland, engineer for the National 
city Board, who was sent to Little Rock at 
the the request of Mayor Brickhouse, to look 
over the local fire department, suggésted 
ven changes, additions and an extension of 
and work that it is estimated would cost the 
yeak city in the neighborhood of $55,000 for 
installment, but which would cost only 
por, the amount necessary to keep it in work- 
ard ing order after the first year. 
on Mr. Howland laid special stress on the 
Tow city’s need for an increase in the man 
ner, power of the department. He said that, 
oun- basing the city’s population on 80,000, the 
nake department should consist of 80 men, 
whereas the force at the present time is 
nae 51. He told the aldermen they needed 
1. another aerial truck, four additional 
ition chemical tanks, and better equipment to 
and keep the men in first-class physical con- 
.pre- dition. 
tion : —_ . 
Hearing on Change in Forms 
Blue AUSTIN, TEX., Nov. 11—Last week the 
‘0 all Texas Fire Insurance Commission held 
new its scheduled meeting to consider three 
prize topics previously docketed for considera- 
et- tion in open hearing. Most important 
& was the revision of the clauses, permits, 
nem- forms and warranties embraced in the 
‘ Texas standard fire policy. There was no 
social general objection to the propositions sub- 
ances mitted by the companies, though it was 
necessary to elucidate them at several 
points for the benefit of the commission. 
The commission is expected to give its 
approval to the forms within a very 
short time. There will be a separation 
Frey, of a number of clauses for various com- 
agent modities, 
busi- No action was taken with reference 
, who to the petition of the Texas steam laun- 
tenced drymen for a reduction in the rates on 
y, has laundries in modern brick structures. 
yvernor The underwriters and the laundrymen 
to the agreed to discuss the matter at a round 
taken table and agree on a schedule to be sub- 
years mitted to the commission at a later date. 
wards With the exception of garages con- 
The nected with dwellings the underwriters 
» have had no objection to reducing the: rates 
ing as on private garages. The present charge 
yn for is 50 cents where not exceeding three 
umber machines are housed, with 10 cents for 
e were each additional car. The commission re- 
Served its decision. 
ved Report on Wichita Falls 
nission A report on Wichita Falls, Tex., located 
istalla- in the heart of the oil district, has been 
tanger, Made by the Texas Inspection Bureau. 
» 15,000 Less than two years ago the population 
» com- of the.city was approximately 15,000 and 
roperty it now has a permanent population of 
senile 35,000, with an estimated floating popula- 
forge tion of from 5,000 to 10,000. However, the 
rworks. fire protection of the town is based upon 
. cover- a Population of 10,000. 
er is in The inspection made revealed that the 
exas oil Pump capacity was deficient at the water- 
- Works, approximately 740,000 gallons, 
, 4nd recommendations were made to in- 
Stall an additional large pump, as well as 
wns another Booster pump. At the present 
lish time only 13 paid firemen are employed, 
Inglish, and the bureau recommended the em- 
aughan, Dloyment of 22 additional full paid men. 
ice Com- Only 2,700 feet of hose were found in use 
rig and additional hose was recommended. 
ricts ae Two additional hose trucks, as well as 
deg? > the erection of two additional fire sta- 
pe apy tions, was recommended. 
dit for . F 
Adjutant Greenville Being Inspected 
1 charge The Texas Inspection Bureau is mak- 
since the ing an electrical inspection of Greenville, 
or years ex, 


Recently there have been a num- 
ber of fires at Greenville, which were 
Supposed to have been caused by defec- 
tive wiring, The situation became so 
Undesirable that the field men of the 
‘ompanies operating in the town called 
4meeting of the mayor and a number of 
leading citizens and the’ defects were 


irst acts, 
e storm 
bn flagra- 
ell taken 
sulted. 
b> as the 
ontinued 












FRED. S. JAMES GEO. W. BLOSSOM WM. A. BLODGETT 


FRED. S. JAMES & CO. 


Chicago New, York San Francisco 
United States Managers 


General Fire Assurance Co.—Paris. Organized 1819 
Urbaine Fire Insurance Co.—Paris. Organized 1838 
Eagle, Star & British Dominions Ins. Co.—Lendon. 1807 


Agency Superintendents 


123 William Street 
New York 


CARROLL L. De WITT P. A. COSGROVE 
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F.C. VAN DUSEN, President 


Minneapolis 


JOHN D. McMILLAN, Vice-President 


WALTER C. LEACH, Secy, 
FIRE AND 


Marine Insurance Company 


MINNEAPOLIS, MINNESOTA 


This company will be glad to receive agency applications and will take up with union offices the question of its repre- 
sentation. 


The underwriters are formes field men who had had long experience in agency operations. 
There are many striking features in the Minneapolis F. & M. which make it attractive. We can tell them to you 
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F. H. Hawley, President W. E. Haines, Secretary 
718T ANNUAL STATEMENT OF THE 


Ohio Farmers Insurance Co. 
LE ROY, OHIO 
BONS Givin cadiedindibe tudettictedetiscs «+ See 
365 


Reserve for Reinsurance......,.......--++- 2 
Increase 


Net Surpius .............-c..escceeeeseeee 1 








INSURANCE 


NORTH BRANCH FIRE coveany, 


Incorporated 1911 Capital $500,000 


C | + Y INSURANCE 


COMPANY 
Incerporated 1870 


SUNBURY, PA. 


Net Surplus $160,493.14 Assets $1,392,556.14 


OF PENNA., PITTSBURGH 


Capital $250,000 Net Surplus $68,381.07 Assets $660,328.77 


PITTSBURGH FIRE comeaxy’ PITTSBURGH, PA: 


Incorporated 1851 Capital $200,000 Net Surplus $116,057.35 Assets $644,677.62 





























CASH CAPITAL $839,580.00 


CLEVELAND NATIONAL 


FIRE INSURANCE COMPANY 
CLEVELAND, OHI8 


APPLICATIONS FOR AGENCIES DESIRED 


E. KIMBALL 
PRESIDENT 
ARCHIBALD KEMP 
SECRETARY-TREASURER 
& MANAGING UNBER- 
WRITER 


SURPLUS TO 
POLICY HOLDERS 
$1,209,812.34 





$1,662,212.57 





i 























(Established in 1782) — _~ ‘i tai en 
Western : 
PHOENIX ASSURANCE COMPANY, Ltd. sxe... 
OF LONDON eet See 
FORE tetityetiapiscon asd Rice und Greil Commotion, "3B Semone Se, San France 
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New Jersey Insurance Company 


CAPITAL ONE MILLION DOLLARS 
Head Office: 
40 Clinton Street, 
Newark, N. J. 


Arthur Hoyt, Vice-President. 
J. B. Guthrie, Secretary 


C.. P. Stewart, President. 
F. L. Brokaw, Treasur 





WESTERN DEPARTMENT: 
Insurance Exchange Bldg., Chicago, III. 
H. H Ingalls, Manager. 


PACIFIC COAST DEPARTMENT: 
140 Sansome St., San Francisco, Cal. 
Seeley & Co., Manag:rs. 

















PITTSBURG UNDERWRITERS 


Ooi eneiaes, anew Sacenger Commonwealth Bldg., Pittsburgh, Pa. 
Underwritten by 


Allemannia Fire Ins. Co. 
National-Ben Franklin Fire Ins. Co. 
All of Pittsburgh, Pa. 


Combined Capital $1,900,000 Assets, $10,011,358 
Surplus to Policyholders $3,899,135 


G. R. Goodsell, Columbus, Ohio, State Agent for Ohio 
Eliel & Loeb ek: General Agents for Illinois and Indiana 
am, Mgr., Indianapolis, Ind. 
Fish & Schulkamp, Siadlens, Wis., General Agents ‘for Wisconsin 


NEW AGENTS SOLICITED 


Republic Fire Ins. Co. 
Superior Fire Ins. Co. 














National Hiherty 


Insurance Gompany 
of Amerira. 


INCORPORATED UNDER THE LAWS OF \WS OF THE STATE OF NEW YORK IN 18s9 
STATEMENT JANUARY 1, 1919 


Cash Capital : $1,000,000.00 
$9,609,646.00 Net Surplus $2,395,417.89 
Lite including Capital - 7,214,228.11 Surplus to Policy Holders - 3,395,417.89 


HEAD OFFICE: 62 WILLIAM STREET, NEW YORK 








INCCRPORATED 1720 


ROYAL EXCHANGE ASSURANCE 


LONDON, ENGLAND 


UNITED STATES BRANCH 


92 WILLIAM STREET, NEw YoRK RCD , Tey 


UNITED STATES MANAGER 











* SECURITY * 


Fire Insurance Company, of Davenport, Ia. 


CASH CAPITAL $200,000 


This Company -has had 36 years of successful business experience, and is now doing business in 
Iowa. L.Inos, Wisconsin, Ohio and Indiana. It is a good company for the agent, because in addition to 
writing a general business, it accepts practically all classes of farm risks. 


We want agents in the above states, and would appreciate 
h-aring from agents desiring to represent us. 


JAMES W. BOLLINGER, Pres, E. E. SOENKE, Secy. 











FIRE, MARINE, WINDSTORM, 


¢ 
wv AUTOMOBILE, SPRINKLER, 
Sumcance Company LEAKAGE, RIOT AND 
of Watertoun.N.¥! EXPLOSION INSURANCE 
STUART MORGAN, State Agent, Michigan, East Lansing 
CASHMAN & EVANS, General Agents, Colorado, Denver 
N. T. JULIAN, State Agent, Ohio and West Virginia, Columbus 


F. G. HERMAN, State Agent, Indiana and Kentucky, Indianapolis; Ind. 
P. P. WIPPELL, State Agent, Illinois and Wisconsin, P. O. Box 225, Chicago 


O. T. PRICE, State Agent, Missouri, Kansas and Oklahoma, Kansas City, Mo. 
E, S. FREEMAN, State Agent, Iowa, Nebraska and Minnesota, Omaha, Nebraska 


pointed out. The state fire commission 
is joining in an inspection of the town 
and many improvements will undoubtedly 
be made. i 





May Revoke Licenses 


OKLAHOMA CITY, Nov. 12—The state 
insurance board will hold a hearing this 
week at which a number of companies 
will be asked why they are including in 
policies insuring frame buildings a 
three-fourths value clause. They must 
show cause why their licenses to do bus- 
iness in the state should not be revoked, 
since the Oklahoma insurance law pro- 
hibits a three-fourths value clause. 





Rapid Growth of Eastland 


So many changes and improvements 
have been and are being made in East- 
land, Tex., that the fire map of the city, 
which was published in 1911, is now 
found to be wholly inadequate. The 
population of Bastland has increased 
from 800 to 14,000 in one year. It natur- 
ally follows that many new structures and 
additions to old buildings have been 
erected to take care of the increased 
population. In order to pass intelligently 
on business submitted from the town, 
the companies are daily requesting agents 
and field men for diagrams showing the 
location of the risk insured and its re- 
lationship to other risks. The same con- 
dition exists in practically all of the oil 
towns in Texas, such as Wichita Falls, 
Ranger, Cisco and Desdemona. 





New Adjustment Firm 


DALLAS, TEX., Nov. 12—A new ad- 
justing firm to be known as the South- 
western Adjustment Company has been 
organized and will open offices on Jan. 
1, 1920, at Dallas, Houston and San An- 
tonio. They will handle losses for all 
of the southwestern states. 

The firm is composed of E. C. Cooper 
and T. C. McCurdy, formerly of the Bates 
Adjustment Company; J. B. Hines, inde- 
pendent adjuster at San Antonio, Tex.; 
F. E. Holmes, formerly of Trezevant & 
Cochran, and T. L. Overbey, independent 
adjuster. They are all recognized as 
high class men. 





Texas Notes 


_The Phoenix Underwriters of the Phoe- 
nix of London, is being planted in Texas. 


A. J. Edwards has purchased the 
seoecy of John G. Forman at Del Rio, 
ex. 


At Wichita Falls, Tex., the Stevens- 
Talbert Company has sold out to Crav- 
ens & Co. 


Price & Miller have been appointed 
agents of the Pennsylvania Fire at 
Wichita Falls, Tex. 

The fire loss in Port Arthur in October 
was only $10. Only five fire alarms were 
turned in during the month. 

At Dallas, Tex., the Imperial Fire has 
transferred from the Harry C. Crutcher 
& Co. office to Blanton Thomas & Co. 


State Agent M. D. Kinney has ap- 
pointed Head, Teas & Co. local agents at 
Fort Worth, Tex., for the Phoenix Under- 
writers. 


The Pennsylvania Fire has withdrawn 
from the Slaton Insurance Agency at 
Dallas, Tex., and has appointed John H. 
Love sole agent. 


Denison, Tex., has acquired a new 750- 
gallon auto pumper for its fire depart- 
ment and will expect the usual allow- 
ance in key rate reduction. 


Beeville, in Southeast Texas, has 
bought and installed a Ford hose wagon 
and a Ford chemical engine. It also 
wants the key rate allowance. 


Rogers-Hill & Co. at San Antonio, Tex., 
have been appointed agents of the Con- 
necticut Fire. Fitch-Hugo & Co. for- 
merly represented the company at San 
Antonio. 


Houston & Tyler of Houston, Tex., 
have been appointed agents of the Im- 
perial Fire and the company has also 
entered the office of Grafton T. Austin 
of Galveston. 


The Texas department has issued a 
permit to the Insurance Company of the 


rine, tornado, lightning and automobile. 
7. a. Manning of Dallas is named as 
state agent. 

William A. Blanton of Gainesville, 
Tex., has purchased the interest of Ed- 
ward Liedthe in the Blanton-Liedthe 
agency and will hereafter operate the 
office alone under the name of Blanton 
Insurance Agency. Mr. Liedthe will en- 
ter the business in Gainesville 
pendently. 


D. Barron, who for the past six years 
has been manager of the Insurance 
Forms department at Dallas, Tex., the 
activities of which were recently brought 
under the Texas Inspection Bureau, has 
been appointed an inspector for the bu- 
reau and Barron is now in charge 
of the Forms Department. 














the Phoenix Assurance has just ap- 
pointed Paul O. Simms & Co. agents of 
the Columbia of New Jersey, at Austin, 
Tex. The Columbia is owned by, the 
Phoenix of London, and is just entering 
the state for fire business. Simms & Co. 
have the distinction of being the first 
representatives of the new company ap- 


State of Pennsylvania to write fire, ma-, 


inde- 


pointed. 


for the Liverpool & 
Weleetka, Okla., to s 


David A. Gorman 





Oklahoma Notes 


The Westchester has appointed J. H. 
Manning as its agent at Pawnee, Okla., 
to succeed James H. 


Fred L. Strongle has been named agent 


Hale. 


London & Globe at 
ucceed E. W. James. 


K. Freese has been appointed to suc- 
ceed J. C. Fisher as agent for the West- 
chester Fire at Shawnee, Okla. 


and F. M. Morris, 


doing business as the Pawhuska Abstract 
& Title Company, are successors of Mrs, 
Cc. V. Morris as agents for the Great 
American at Pawhuska, Okla. 








THE SOUTHERN STATES 
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the present year, w 


The premiums 
shown as follows: 


Pushing Virginia 
RICHMOND, VA., 





T. L. Monagan, Texas state agent of 





TENNESSEE PREMIUM FIGURES 





Loss Ratio for First Six Months of 
Year 34.2 Percent—Total Pre- 
miums, $4,133,641 


The Tennessee department has com- 
piled the premium figures for that 
state for the first six months of 1919, 
showing total net premiums of $4,133,- 
The records of the fire prevention 
department show that the total losses 
in the state for the first six months of 


ith the exception of 


five months in Shelby county and three 
months in Knox county, amountéd to 
$1,422,246, which gives a loss ratio to 
net premiums of 34. 


2 percent. 
by companies are 


Aetna .....$182,698 Mercantile . 12,896 
BETICE 0 oe 26,021 Mich. F.& M. 19,432 
American . 32,083 Mill. Nat. . 1,346 
Amer. All. . 6,412 Milw..Mech. 16,359 
Am. Drug. . 2,181 Minn. Im. M 310 
Am. Cent. .. 7,29 at. B. Fr. 37,766 
Am. Eagle.. 18,270 Nat. Lib + 32,427 
Am, Ex. Un. 597 Nat. Fire .. 55,293 
Am. In.-In. E. 958 Nationale . 3,588 
Automobile 59,181 Nat. Union.. 120,521 
Bank. & Sh. 1,344 New Jersey. 6,394 
Boston * 0,033 Niagara ... 52,422 
Brit. Am. .. 918 No. River... 21,551 
Caledonian . 6,887 N. W. Nat.. 10,308 
Camden .... 17,540 Newark 11,748 
Cen. Mfrs.M. 3,941 New Bruns.. 3.083 
Citizens 174 New Hamp... 15,157 
Columbia .. 3,578 N. Y. Rec, U. es 
Col. Nat. eet Nor. Assur.. 55,343 
Com’ wealth. 12,4 No. Branch. 18,447 


Com. U.,Eng. 120, 756 N. Bri. & M. 46,540 
Com. oes "747 Chio Val 7,056 
Concordia .. 16,388 Orient ..... 12,619 
Conn. ...... 47,348 Pacific ..... 13,118 
Cant. 5.5% 229,659 Palatine ... 15,129 
County ..... 1,077 Patriotic 2,745 
Det. F. 15,361 Penn. ..... 18,519 
Drug. Ind 203 Pa. Lum. M. 7,794 
Eq. F. M 1,776 Peop. Nat. 32 
Fid.-Phen. . 83,229 Phoen., Eng. 32,418 
Fire Asso. . 31,398 Phenix .... 2,704 
Firemen’s :. 47,532 Phoen., Ct 47,759 
‘Firem. Fd. . 47,3885 Phil. Und 35,369 
Fitchburg M. 1,123 Potomac. 2,318 
Franklin 2,728 Prov. Wash. 57,382 
Federal ... 10,060 Queen ..... 75,316 
Ga. Home .. 9,869 Rec. Ex 4,483 
Guardian .. 12,022 Rel. Mar. 2,139 
Glens Falls. 17,870 Rhode Isl. 3,951 
Globe Nat. . 9813 Rich’d ..... 7,098 
Globe & R 72.460 Royal Exch. 40,323 
Great Am 92,805 Royal ..... 39,343 
Hanover 33,367 Scot. U. & N. 44,753 
Hartford 255.421 Security ... 17,94 
Hdw. Mut 2,696 Seneca Fire 1,292 
Hdw. Und 441 Sp. F. ee T4178 
Hawkeye Se. 3,205 Standard .. 7,293 
Henry Clay. 10,699 Stand. Mar. 14,147 
Home ..... B1GS sete css... 4,189 
Home F. & M 8,172 State Assur. 1,887 
Hudson . Sterling err 
In. Co. N. A. 119. 398 Stuyv. ..... 21,938 
Ind. M. Mar. 12,063 St. Paul 25,60 / 
Ind. L. Mut. 13,183 Sun.......- 76,58 
Ind. Und. Superior re 
In. Co. St. Pa: 32, 699 uO eae 14,00) 
Int.-Ins. Ex. 1,331 Tokio ..... at 
Lincoln .... 84 383 Union As tH 
L, & L. & G. 112,479 Union sicese 3, 08 
London As.. 25,776 U. S. Fire 19,80) 
Lon. & Lan: 20,637 Union Mar. ie 
Lumb. Mut. 8,256 U. S. Lloyds oH 
Lumb. Mut 4,954 Und. Exch 796 
L, Und. All 4,813 Va. F.& M 385 
Mfg. L. Und. 6,964 ‘Westch. 16 
Mara. Nat. 15,197 West. Assur. 20098 
Motor Car. 17,874 W.R.U. 61 
Mechanics . 7,446 W.I. In. Bu. oth 
Mech. & Tr. 7,198 W. Gr. R. In. 





Organization Work 
Nov. 11—The Virginia 


Association of Insurance Agents has ue 
fered the position of salaried secreta’ 
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6.350,079.09 








[6.969.672 54 
[-7.383,893.68 
L_ 8.011,409.82 il 


TOTAL LIABILITIES $4,374,107.74 
POLICVHOLDERS SURPLUS $3,637, 302.08 






























































WESTERN SPECIAL AGENTS—M. 8. Moore, 
utive al Terre Haute, Ind.; Wm. "il, 


saute. Ind.; 


L 

Mich. ; W. Jones, Colum ; F. 8. Chase, 
Bi . DL; J. HL. Gosnell, 1126 McKnight Bidg., 
Minneapolis, Minn.; A. D. Yeaton, 217 West Water 
St, Milwaukee, Wis; BR. W. Miller, Webster City, 
fowa; W. G. Bidg., City, Me.; 
u& a State Agent, Gas and Electric Bldg., Den- 
ver, 








Prevents 
Lightning 
Losses 


Shinn-Flat is the only 
Lightning Conductor 
made in the form of a 
woven flat cable, which 
electrical authorities say 
is more efficient. 


Shinn-Flat has 86 per- 
cent more conducting 
surface than any round 
rod or cable containing 
the same amount of 
material, and it is con- 
sequently more effec- 
tive in controlling an 
electrical discharge. 


Shinn-Felt is woven 
in a continuous. ribbon- 
like form without joints, 
and the machines used in 
its construction are pat- 
ented. 


Ask for agency infor- 
mation. 


W. C. SHINN MFG. CO. 
W. C. SHINN, President 
General Offices: 1648 Monadnock Block, CHICAGO 











Cincinnati Underwriters 


121 East 3rd St., CINCINNATI, O. 


Eureka F.& M.Ins.Co. Security Ins. Co. 
Organized 1864 Organized 1881 





COMBINED STATEMENT 
Capital - - - - 000.00 
Assets - - - - 959,818.90 
Surplus to Policy Holders - 631,728.12 





F. A. ROTHIER, Prest. 
ADAM BENUS, Secy. 
F. C. BARTON, Asst. Secy. 
R. B. HEATON, State Agt. 





| ordination, before solutions acceptable 








ROSSIA INSURANCE CO. 


HARTFORD, CONN. 


‘: and MARINE INSURANCE 





to a well known insurance man and a 
favorable reply is expected from him 
shortly. It is understood that revenue 
from the new system of self-graded dues 
will be sufficient to pay him well for his 
services, 

An intensive drive for new members 
is now on. Chauncey S. S. Miller, na- 
tional secretary, visited Norfolk, Ports- 
mouth and Newport News last week, 
urging agents to line up to a unit. Ports- 
mouth came across with a 100 percent 
record, with the other two cities not far 
behind. Richmond had already reported 
100 percent. 





Kentucky Notes 


George H. Parker, manager of the 
Kentucky Actuarial Bureau, has gone 
East for a few days, and will be present 
at some conferences in New York during 
the week. 


_ Paul H. Easihan of Catlettsburg, Ky., 
in addition to the continued operation of 
the Catlettsburg agency of Paul H. East- 
han & Co., has acquired an interest in 
the Jordan, Crowell & Co. agency at 
Ashland, Ky. 


Due to the heavy business handled by 
special agents in Kentucky, and those 
handling both Kentucky and Tennessee, 
a number of companies are planning or 
have already appointed men as assist- 
ants to the special agents in the district. 
Due to the rush to rerate Kentucky 
by Jan. 1, the Kentucky Actuarial Bu- 
reau has borrowed several men, among 
these being Messrs. Peete and Linnell, of 
the General Inspection Bureau of Minne- 
sota, and Mr. Dobbs of the Tennessee In- 
spection Bureau. 


Heavy rains have resulted in consider- 
able damage to corn and other crops in 
the river bottoms, thousands of acres of 
corn in the shock being reported under 
water around Henderson, Ky., Greens- 
burg, Owingsville and other places, with 
Greensburg reporting nearly $1,000,000 
worth of corn swept away. 











PACIFIC COAST FIELD 

















DO NOT LIKE THE PLAN 





Question of Extension of Jurisdiction. 
of Pacific Board Will Be Dis- 
cussed in Chicago 


SAN FRANCISCO, CAL., Nov. 12. 
—The effort of San Francisco under- 
writers to have the Board of Under- 
writers of the Pacific extend its 
jurisdiction to embrace automobile in- 
surance does not meet with the ap- 
proval of insurance men _ generally. 
However desirable it may be _ to 
stabilize commissions, it is recognized 
that a board, from which both acci- 
dent and marine companies would be 
excluded, would have a poor chance | 
of enforcing regulations as to rates 
and rules. 

This question of the desire to trans- 
fer to the Board of Underwriters juris- 
diction over business now in charge of 
the Pacific Conference will, it is under- 
stood, come up for discussion at the 
annual meeting of the National Auto- 
mobile Underwriters Conference in 
Chicago, Nov. 13-14, when decisive 
action on the question may be ex- 
pected. National in scope as the con- 
ference it has a broader view of 
conditions than can prevail in any one 
local jurisdiction. Those in touch with 
its operations feel that one by one 
solutions are being found for delicate 
questions and that it is only a question 
of time and better cooperation and ¢o- 


to all will be found. For any local 
fire board to assume control of the 
automobile business would in the 
opinion of those best able to judge, 
merely make matters worse and undo 
much of the sound constructive work 
the conference has to its credit. 


Shallcross to Visit Coast 


Cc. F. Shallcross, United States manager 
of the North British, who attended the 
conference of the western field men and 
home office people in Chicago last week, 
left Saturday evening for the Pacific 
Coast. 





Homer F. Mordoff 


Homer F. Mordoff, who has been spe- 











cial agent for the Hartford Fire in north- 








United States Fire Insurance Co. 
Capital - - $1,400,000.00 


Assets- - - 





INCORPORATED 1824 


8,636,661 .00 








Western Department Home Office Pacific Coast Dept. 
FREEPORT, ILL. 95 William Street | SAN FRANCISCO, CAL. 
NEW YORK 
[FIRE] 
Great Lakes 
Insurance Company 





Home Office, Insurance Exchange 


CHICAGO, ILL. 


N. L. Piotrowski, President 
A.C. Mack, Managing Underwriter 


CASH CAPITAL - - = - $200,000.00 
SURPLUS TO POLICY HOLDERS $323,174.71 








GUSTAVUS REMAK, Jr., Pres. 
WAITE BLIVEN, Vice-Pres. 
H. W. STEPHENSON, Vice-Pres, 


TOTAL ASSETS 
737, 


) SRR | 
SATE OF PENNGNAVANIA 


308-310 WALNUT ST., PHILADELPHIA, PA. 


532.76 
FIRE, TORNA! Mi 0 TED 
E, + dee RENT, USE AND OCCUPANCY 


1794—125th ANNIVERSARY—1919 


JOHN J. P. RODGERS, Sec’y and Treas, 
SAM'L P. RODGERS, Asst. Sec’y 





CASH CAPITAL $1,000,000 
- SURPLUS TO POLICY HOLDERS 
$1,310,917.86 
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BROWN’S ESTIMATES 
AND 
AGENT’S COMPANION. 


Just the information the Local Agent and Field Man 
should have at his Finger tips. 
Clearly and simply stated. 
New Edition—thoroughly revised. All figures based 
on 1917 costs of Labor and Material with an addenda 
estimating increases as of September 1918. 

A complete Underwriting Manual of convenient pocket 
size, compiled by a man whose fifty years’ experience as 
contractor, local agent, field man and adjuster give him 
an ideal equipment for the work. $2.00 per copy. 


1362 Insurance Exchange Bldg. CHICAGO, ILL. 


By James N. Brown 














. 


National Underwriter Co. 
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ern California, Nevada and southern 


DETROIT NATIONAL FIRE 


DETROIT -_ - - - - 


PHILIP BREITMEYER, Pres. 





Insurance Company 
41-43 John R. Street 





MICHIGAN 


GEORGE K. MARCH, Sec. & Gen. Mgr. 
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CAPITAL $200,000.00 


sylvania. 


M. S. CREMER, President 





INCORPORATED 1876 


ILLINOIS FIRE 


INSURANCE COMPANY OF PEORIA . 
Total losses paid since organization $6,618, 180.00 


Reliable Agents Wanted in Illinois, Indiana, Wisconsin and Penn- 
For Particulars Address Home Office 


HENRY F. TUERK, Secretary 

















GEORGE E. FEENEY, President 
~ EDWARD T. LYONS, Secretary-Treasurer 


Assets .. 


The Columbian Insurance Co. 


430 N. Pennsylvania St., Indianapolis, Ind. 


Surplus to Policyholders ; 


The Securities of this Company are deposited with the Indiana Insurance 
Department for the Protection of Policyholders and Creditors 


Agents Wanted in Indiana, Illinois, Ohio, Michigan, Wisconsin and Minnesota 


A. M. WAGNER, Supt. of Agencies 


$529,005.00 
344,529.00 











American Merchants 
Fire Insurance Company 


Capital and Surplus 


$250,000.00 





= 





Kansas City - 


1 


Missouri 


Reinsurance 














AUTO-OWNERS INSURANCE COMPANY 
LANSING - - MICHIGAN 
Live Agents Wanted where not represented 
Most protection offered by any Company in Michigan 
V.V. MOULTON, Sec., F. P. WRIGHT andF. A. WALL, Field Secretaries 

















INDEPENDENT ADJUSTERS 











ILLINOIS MISSOURI 

j QUINCY ADJUSTMENT 
{ and SERVICE BUREAU 
Well’s Bldg., Quincy. GEORGE C. GILL, Mgr. 


ILL., WIS., IND. 
Cc. H. TAYLOR 
1885 Insurance Exchange, Chicago 
Phone Wabash 2546 
ADJUSTER OF FIRE LOSSES 


ILLINOIS AND EASTERN IOWA 


Western Illinois Adjustment Bureau 
62 S. Cherry St.; Galesburg, III. - 
H. F. Pa F. R. Hazlett W. A. Bartlett 
Fire and Automobile Losses 


ILLINOIS INDIANA 
ELDRIDGE H.-SPERRY _- 
506 & 7.-Robeson Bldg., Champaign, Ill. 
Western Unioh or ‘Long Dist. Phoné (Office "147, 
Res. 458) facilitates oramnt service 


ILLINOIS 
THOMAS A. PETTIGREW 
Eades Building, Streator, Illinois 
Pire loss adjuster for the companies. Building Losses 


‘A.ananiolty 


ILLINOIS—Northern and Centra 

Ben. c Coop an omen Adjustments 

Central Life Buildin ILL. Phones 913R and 791 

sterner of FIRE.AN’ bw WINDSTORM LOSSES for Companies 
5 years in insurance work 


NORTHERN ILLINOIS EASTERN IOWA 
adjustment and Inspection Bureau 
STACEY M. CAHN, Mgr. Chadwick, Illinois 
' Adjustet.of fire losses and inspector of risks 
for the companies, 12 years’ experience in 
_ ‘insurance work. 


IND. ILL. KY. 
H. N. ODELL 


110 Upper Second Second St., Evansville, Ind. 
Adjusters of Fire, Tornado, Automobile and Iniaad 
ating, Losses 


IOWA 


























WISCONSIN and NO. MICHIGAN 
Fire Loss Adjustments 
. Over 30 Years’ Experience 
PHEN: 


SOUTHERN INDIANA KENTUCKY 


H. L. MAURY 

ADJUSTER OF LOSSES 
612 Columbia Bldg. Louisville, Ky 
Kansas Ukitahoma Eastern Colorado 


WARREN ADJUSTMENT BUREAU 
R. B. WARREN, Manager. 


Fire Loss Adjustments for the Companies Only 
No. 229 Beacon Building Wichita, Kansas 


NORTHERN MICHIGAN ADJUSTMENT COMPANY 
Adjusters of Fire Losses 


206 Schirmer Bldg. 304 Federal Ave., Saginaw, Mich. 
MINNESOTA AND TRIBUTARY STATES) 


J. F. MAIN & COMPANY 
General Adjusters. 14 years experience. 
506 Palace Bldg., Minneapolis, Minn. 
MISSOURI 
F. W. LITTLE, JR., Adjuster 

_ _ FIRE and AUTOMOBILE LOSSES 

1025 New York Life Bldg. KANSAS CITY, MO. 
Over 30 Years Experience 


KANSAS 
JOHN M. KINKEL W. P. KINKEL 
KINKEL ADJUSTMENT AGENCY 
FIRE, TORNADO and ee 
LOSSES ADJUSTED 
KANSAS 


HUTCHINSON _ - : 
NEBRASKA WESTERN IOWA 


CONFIDENTIAL ADVICE & elgg 4 BUREAU 
W. H. Hatteroth, Attorney anager. 
Inspection reports. —— — oy ee of 

all classes of claim Cases handled in_ court 
essary. 1418 First “National Bank | Building, OMAHA. ‘OMAHA. 


OHIO—WESTERN PENNSYLVANIA 
FRANK A. DUNNING CO. 
Claims & Adjustments 
Ohio Bldg., Akron, O. Main 50, O. C. 2667 


WISCONSIN AND MICHIGAN 

Fire Loss Adjustments § Wisconsin and Northern Michigan 
Over 25 years’ experience. 
DAVID LAWSON 

Room 1, Cook Block Oshkosh, Wisconsin 
































. J.S ENSON 
624-26 M. & M: Bank Bldg., Milwaukee, Wis. 








Local and Long Distance Telephone 786 






Oregon, has gone with the Balfour Guth- 
rie & Co. General Agency in the same 
capacity and will cover eastern Oregon, 
eastern Washington and Idaho with 
headquarters at Spokane. He succeeds 
Charles H. Hay, who resigned to go with 
the National Liberty. 


Will Hold Const Conference 


Following the conference of middle 
western field men of the North British 
combination, held at Chicago last week, 
a like gathering of the compaines’ Pa- 
cific coast general and special agents 
will be held at San Francisco within a 
day or two. United States Manager C. 
F. Shallcross is now nearing the leading 
coast city. 


A. L. Tefft Transferred 


A: L. Tefft, who has been special agent 
tor the Northern Assurance in Montana, 
will be transferred to Denver on Dec. 1 
as special agent in the Rocky Mountain 
field.. 


Bailey Heads Executive Committee 


SAN FRANCISCO, Nov. 12—A. T. Bai- 
ley, Pacific coast manager for the Boston, 
was elected chairman of the executive 





committee of the Pacific board at the 


annual meeting last week. Other new 
members on the executive committee for 
the ensuing year are: Sam B. Stoy, Lon- 
don & Lancashire; C. J. Holman, Com- 
mercial Union; W. M. Speyer, New Zeal- 
and; McClure Kelly, North America, and 
Neal Bassett, Firemen’s of New Jersey. 


Behrens & Co. Get Company 


SAN FRANCISCO, Nov. 12—The Wash- 
ington Marine Insurance Company of 
New York has been licensed in California 


with E. S. Behrens as general agent. . 


The company is licensed to write marine 
and automobile lines. 


Pacific Coast Notes 


W. A. Blodgett of Fred S. James & Co., 
of New York, who has charge of the 
General, Urbaine and Eagle, Star & Brit- 
ish Dominions, has gone to Portland, 
Ore., to make a trip through the coast 
territory, meeting Assistant General 
Manager S. A. Bennett of the Eagle, 
Star & British Dominions in Portland. 

Union firemen found the sledding hard 
at Yakima, Wash. The city council re- 
fused to recognize the union and the men 
went out to enforce recognition. The 
city commissioners stuck to their guns 
and encountered no difficulty in selecting 
good material from the numerous appli- 
eants for the vacancies declared. 














NEWS FROM EASTERN FIELD 











ATWOOD FIRE IS ORGANIZED 


New Company Formed by Preferred 
Accident Interests to Write Auto- 
mobile Lines 





NEW. YORK, Nov. 11.—The At- 
wood Fire Insurance Compariy is being 
organized by the interests controlling 
the Preferred Accident, with $250,000 
capital and a like amount of net sur- 
plus. It expects to begin operations 
about the first of the year and will 
specialize on automobile fire and theft 
insurance. The.Preferred was noi able 
to write those lines under its own char- 
ter and, therefore, found it necessary 
to organize a new company. As the 
name “Preferred” was already in use 
in the fire field, the new company was 
named for Kimball C. Atwood, presi- 
dent of the Preferred Accident. The 
officers and directors of the two organ- 
izations probably will be the same, but 
some stock in the new organization 
will be sold to agents of the Preferred 
Accident, who do not hold stock in 
that company. 


New Harrisburg Agericy 


HARRISBURG, PA., Nov. 11—Albert 
L. Allen, until recently assistant direc- 
tor of the Pennsylvania State Insurance 
Fund, is the head of a new insurance 
and brokerage firm here, known as the 
Albert L. Allen Company. Mr. Allen 
resigned from the state fund when Com- 
missioner Donaldson announced that he 
would eliminate the 10 percent differen- 
tial in state written compensation in- 
surance. Since then Governor Sproul has 
directed that the differential be retained. 
Among the incorporators of the new com- 
pany is James W. Leech, who was a com- 
pensation commissioner until the begin- 
ning of this year. 


Develop Reserve Fire Fighters 


BOSTON, MASS., Nov. 12—One of the un- 
expected but nevertheless valuable devel- 
opments growing out of the recent strike 
of the Boston police has been the training 
of the first motor corps of the Massa- 
chusetts state guard in the handling of 
modern fire apparatus, with the result 
that the city has a strong corps of re- 
serve fire fighters. The men of the motor 
corps were given a special course of in- 
struction in the handling of fire fighting 
equipment at the Massachusetts Institute 
of Technology. The drills developed a 
number of men who are capable of driv- 
ing the long and unwieldy trucks, and 
others who can operate the gasolene 
pumping engines so as to maintain a suf- 
ficent head of water to-throw an effective 
stream. A number of steam and gaso- 
lene engine experts were furnished by 
the institute as instructors, and the men 
proved to be apt pupils. 





SITUATION BAD IN PITTSBURG 





Complaint Made to Companies That 
Agents Are Violating Rates, 
Rules and Forms 


PITTSBURGH, PA., Nov. 11.—In 
their eagerness to secure business a 
number of agents throughout Alle- 
gheny county are resorting to prac- 
tices that are. not only highly unethical, 
but which are likely to bring them into 
sharp conflict with the state law. Es- 
tablished rates, rules and forms are 
being. violated by the local men and, 
owing to the frequent condonation of 
offenses by their companies, the agents 
openly defy the governing board, when 
it attempts to enforce corrections. 
The situation has. now reached such a 
pass that it can no longer be borne 
and the Board of Fire Underwriters of 
Allegheny county, which has jurisdic- 
tion over the territory, has addressed 
the membership: companies upon the 
subject; asking that each write its 
agents regarding the evils complained 
of, and insisting that all association 
requirements be faithfully adhered to. 
It is suggested further that the matter 
be taken up with the special agents 
and they be asked to cooperate along 
the desired lines. 

For: many years the loss record of 
this city was excessive, due mainly to 
the baneful influence of politics in the 
fire department. This was finally re- 
moved with a résultant reduction in 
the number and seriousness of fires. 
Companies that formerly wrote busi- 
ness very guardedly began to broaden 
out, a policy that steadily continued 
and is exceedingly pronounced today. 
In the struggle for income, practices 
are winked at in the home office that 
ordinarily would call forth sharp re- 
buke; each company being seemingly 
afraid to take a stand lest its premium 
income suffer. 

If the underwriters are unable or un- 
willing to adopt remedial measures 
these may be applied by outside inter- 
ests, and certainly they would be of 
a far more drastic nature than the in- 
surance men would. desire. 





New England Fire Chartered 


PITTSFIELD,. MASS., Nov. 11—Prom!- 
nent and representative business men 
of the western part of the state, with 
others from Boston and elsewhere, have 
incorporated a new fire reinsurance com- 
pany to be known as the New England 
Fire Insurance Company, which will have 
its headquarters in this city. The com- 
pany starts off with a capital of $200,000 
and a surplus of not less than $300,000. 
The officers are: President, H. Calvin 
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Ford; vice-president, Winthrop Murray 
Crane, Jr.; secretary, Carl B. Gale; direc- 
tors, Charles G. Bancroft, president In- 
ternational Trust Company, Boston; 
Clement’ .F. Coggan, Winthrop Murray 
Crane, Jr., and E. Elmer Foye of Bos- 
ton; Willard F. Smith of Lee; Louis 
Hollingsworth, James B. Savery, George 
H. Tucker, Carl B. Gale and H. Calvin 
Ford. 





Two-Platoon Plan Beaten 

BOSTON, MASS., Nov. 11—The two 
platoon bill for firemen, campaigned for 
by the Boston firemen and for which a 
referendum was placed on the state bal- 
lot, applying to all cities and towns of 
the commonwealth, was defeated in Bos- 
ton by 5,446 votes. The opposition in Bos- 
ton was due to the estimated cost of the 
change, some $600,000 annually, and the 
pledge of the firemen two years ago who 
promised not to ask more favors upon be- 
ing granted the one day offinthree. Four 
municipalities, Beverly, Melrose, New- 
ton and Brookline, voted not to adopt 
the two platoon system and thirteen 
others accepted the change, the latter 
being Brockton, Chelsea, Fitchburg, Ha- 
verhill, Lawrence, Methuen, North Adams, 
Quincy, Lynn, Lowell, Salem, Somerville 
and Andover, 





Borchers Enters Newark Agency 

NEW YORK, Nov. 12—A. H..Borchers, 
Jr., for the past ten years New Jersey 
special agent for the United States Fire- 
men, will in January associate with the 
progressive Newark local agency of 
Ryerson & Hall. As its secretary, Mr. 
Borchers has been connected with the 
Crum & Forster companies for seventeen 
years and is held in high esteem by its 
management. As an underwriter and 
business getter he has developed marked 
ability, qualities that will stand him in 
good stead in his new venture. The 
Ryerson & Hall office is one of the live 
agencies of Newark, representing in ad- 
dition to the United States, Atlas, Bos- 
ton, Caledonian and other stalwart com- 
panies. 


Horan to L. & L. & G. 

BOSTON, MASS., Nov. 1i—John T. 
Horan of Hartford, Conn., a graduate of 
the head office of the London & Lanca- 
shire, and for several years special agent 
of the company in Maine, western Mas- 
sachusetts and Connecticut, has resigned 
to join the field force of the Liverpool & 
London & Globe as assistant to special 
agent F. W. Bauer in eastern Massachu- 
setts and Rhode Island, wit’: headquar- 
ters in Boston. 


Organizing Guaranty Fire 
NEW YORK, Nov. 12—The Guaranty 
Fire Assurance. Corporation is the title 
chosen for the insurance company which 
E. E. Hall and associates of this city 
have been promoting for some time past. 


New York Association Elects 


SYRACUSE, N. Y., Nov. 12—Officers of 
the Underwriters Association of New 
York state elected at the annual meet- 
ing of the organization at Syracuse 
yesterday were: President, W. R. Som- 
erville, London & Lancashire; first vice- 
president, George D. Tompkins, Fireman’s 
Fund; second vice-president, F. M. Crit- 


tenden, Hanover; chairman executive 
committee, Joseph M. Donald, Great 
American, 


Eastern Notes 


The Mutual Fire of Reading, Pa., has 
been elected a member of the Philadel- 
phia Fire Underwriters’ Association. 

A movement is in progress in Somer- 
dale, N. J., for the erection of a fire sta- 
tion and the purchase of fire apparatus. 

The fire department of Newfield, N. J., 
has inaugurated a fire protection and 
prevention and periodical house inspec- 
tion system. 

The Central Fire Office has been given 
the New York City agency of the Auto- 
mobile department of the Columbia of 
Jersey City. 

Lockwood Brothers of New York have 
been appointed metropolitan district 
agents for the Western Alliance of Chi- 
cago, and are now writing business for it. 

The Lumbermen’s of Philadelphia has 
commissioned M. A. O’Neill as agent in 
the home territory and cancelled the au- 
thority of Charles W. McCue in the field. 
hayre Guardian Fire of Salt- Lake City 

as been admitted to Massachusetts to 

0 a general fire business and has ap- 
Dointed Starkweather & Shepley as state 
agents. . 

‘ zne city eouncil-of Somers Point, N. J., 
ae to pay the increased fire hydrant 
Wat granted the Atlantic & Suburban 


ater Compa 
Commission ny by the Public Utility 
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HOME OFFICE 
SAGINAW, MICHIGAN 


of America 


Peninsular Fire Insurance Company 


EXECUTIVE OFFICE 


GRAND RAPIDS, MICHIGAN. 


Will begin writing a general classification of busiuess January 2nd, 1920. 
Salesmen who can present a high grade proposition convincingly will be interested. 
A Michigan Company—organized, owned and managed by Michigan men. 


COLON C. LILLIE, President 
J. FLOYD IRISH, Managing Underwriter 


COMFORT A. TYLER, Vice President 








P. D. McGREGOR, - + - 
A.R.MONROE, -~ - 
W. E. McCULLOUGH, - 


OU KEN 


INS. CO. OF AMERICA 
NEW YORK 


**One of the Giants’’ 


Western Department 
CHICAGO 
Manager 


Assistant Manager 
Agency Supt. 





ASSETS p.tenber 3 tois 
U.S. Liberty Loan Bonds ......... 025,000.! 
Bonds of States and of Foreign 
EET Ie 1,125,735.84 
Bonds and Stocks of Municipalities  2,232,277.16 
Bonds of Railroads 4,316,588.67 
Guaranteed Stocks of Railroa ,622,093.50 
ferred Stocks of Railroads 275,635.00 
Miscellaneous Securities 750. 
on Bond: a: 
Mortgages .... $ 62,000.00 $77 088,080.17 
Cash in Banks on 
Betcwaste 927,503.43 
Premiums in 
of Collection 1,174,819.13 
Accrued Interest.a: 
other ts 266,519.29 $ 2,430,841.85 
TOTAL ASSETS......../..... $14,518,922.02 


. Dep. in Excess of Liabiliti 61,771.73 
TOTAL ADMITTED ASSETS $14,457,150.29 








STATEMENT JANUARY 1, 1919 


LIABILITIES 
Unearned Premi 

Reserve. ........ $6,162,361.72 
Losses in the 

Adjustment ..... 989,574.90 
Commissions and 

Liabilities....... 644,763.63 
Capital Stock ......... 2,000,000.00 


$9,796.700.25 


Net Surph nd Capital’ and all 
Tle et as ». $4,660,450.04 
Net Surplus to Policy Holders....... $6,660,450.04 


“Security valuations on basis fixed by National Convention of Insurance Commissioners. 











Its Name Indicates Its Character. 
Operating Along Sound Lines. 


JOHN W. ZUBER, President 


American National Fire Insurance 
Company 


Capital $500,000 


COLUMBUS, 
OHIO 


JOHN A. DODD, Secretary 


Progressive, Yet Conservative. 











1849 


THREE SCORE YEARS AND TEN—A LONG 
AND HONOURABLE RECORD 


1919 


THE WESTERN INSURANCE COMPANY 


OF PITTSBURGH 


THE OLDEST FIRE INSURANCE COMPANY WEST OF THE ALLEGHANY MOUNTAINS 


JOHN D. MILLER, Secretary and Treasurer 

















NOW ORGANIZING 


FEDERATED FIRE RE-INSURANCE COMPANY 


When Completed Will Have Capital of $1,000,000.00 


Will Do a Re-insurance Business Only 


314-320 M. B. A. Building 


Home Office 


Mason City, lowa 






































REINSURANCE ONLY 


GLOBE NATIONAL FIRE INSURANCE Co. 


SIOUX CITY, IOWA 


Paid Up Capital, $1,000,000.00 
EDD G. DOERFLER, Secretary and General Manager 
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Do you sell 
Disability 
Insurance? 















































Do you sell 
as much as 
you'd like to? 


If you do sell accident 
and health policies but 
don’t sell as many or as 
big contracts as you'd 
like to The Casualty 
Review would interest 
you. It’s an illustrated 
monthly magazine—the 
only publication devoted 
solely, :fexclusively, 
wholly and constantly to 
accident and health 
insurance. : 


The Casualty Review 
deals with the accident 
and health business from 
the agent’s or solicitor’s 
viewpoint. 


There are regular de- 
partments of hints and 
suggestions for salesmen 
—hints and suggestions 
from successful solicitors. 
Explanations¥Yof how 
modern sales methods 
are being applied in the 
accident and health field. 


There are special arti- 
cles on methods that 
particular men have suc- 
ceeded with—the ‘‘Am- 
erican Magazine’’ style 
of material but specifi- 
cally dealing with fithe 
accident and health 
business. 


And illustrations— 
yes, the kind that really 
help sell. 


Why not send 10 cents for 
7 copy or one dollar 
for a year’s subscription. 


The Casualty Review 


1362 Insurance Exchange 
CHICAGO 

















| Gus M. Wise Heads New Indianapolis 
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ORGANIZING CENTRAL LLOYDS 





Concern—Will Write Full Auto- 
mobile Coverage 





INDIANAPOLIS, IND., Nov. 11.— 
The Central Lloyds Underwriters is 
being organized at Indianapolis by 
persons interested in the State Auto- 
mobile Insurance Association, associ- 
ated with Gus M. Wise, well known in 
insurance circles in the Middle West, 
who has closed his connection at Kan- 
sas City and moved with his family 
to Indianapolis. The attorney and 
manager of the Central Lloyds will be 
the Insurance Underwriter, Inc. It 
will write full coverage insurance on 
automobiles in Indiana and _ Illinois 
through a local agency plant while 
other lines will be written through re- 
insurance treaties. “We’re not going 
out after surplus lines,’ say the man- 
agers. “We expect to write a care- 
fully selected, conservative line of 
business. We have reinsurance con- 
tracts pending with a number of class 
reciprocals and mutuals which will give 
us a very substantial volume of prem- 
iums from the start.” 

Underwriters’ subscriptions for the 
new Lloyds have been pledged in excess 
of $200,000. The requirements of the 
new state law are for subscriptions 
totaling $250,000. The law requires 
that 25 percent of the subscription be 
paid in cash; 50 percent by note se- 
cured by collateral, and 25 percent by 
individual note. The first dividends are 
to be used to retire the individual note. 
Mr. Wise will be the manager of the 
Insurance Underwriter, Inc. He is 
particularly well known in Indiana, as 
he traveled in this state for a number 
of years. Associated with him will be 
J. M. Dalrymple, W. E. McKee, A. W. 
Early and Arthur Wolf, who are active 
officers in the operation of the State 
Automobile Insurance Association. 
Among the underwriters will be some 
of the prominent financiers and manu- 
facturers of the state. The Lloyds will 
be ready for business within a few 
weeks. 





Philadelphia on Penalty List 


The experience of the companies on 
the theft side is not showing any par- 
ticular improvement. Its unfavorable 
character is reflected by the recent ad- 
dition of Philadelphia to the penalty ter- 
ritory. 

The big cities are not the worst ter- 
ritory for thefts, however, by any means. 
Some of the companies report that their 
worst experience recently has been in 
Nebraska and South Dakota, where a 
string of fences has been established that 
it seems to be almost impossible to break 
up. As a result of the conditions there 
the American Automobile has virtually 
ceased writing business in that territory 
and it is understood that other com- 
panies are contemplating similar action. 

Little change has been noted so far in 
the Chicago situation, but the steady 
hammering by the daily papers on the 
city’s record for both auto thefts and 
fatal accidents is believed to be having 
an effect which will begin to show up 
before very long. 





Await Rating Report 


At the annual meeting of the National 
Automobile Underwriters Conference at 
Chicago Nov. 13-14, interesting reports 
from the various committees will be pre- 
sented. That of the committee on rat- 
ing is awaited with interest as it is 
expected considerable advance has been 
made in this matter. The airplanes com- 
mittee will report with the possibility of 
a presentation of a prepared policy for 
airplane insurance. 





Company Is Held Liable 


An Iowa case involving an unusual 
point in automobile coverage has been 


against the Home Mutual, involving the 
theft of a car in Omaha. After the ap- 
plication was sent in the company 
changed its by-laws to exclude liability 
for theft in certain large cities, includ- 
ing Omaha, but nevertheless issued a 
policy, with the same date as the appli- 
cation. After the car was stolen the 
company refused payment and the in- 
sured brought suit. The trial court gave 
judgment for the full amount of the 
policy. 





Grand Rapids Automobile Company 
The United Automobile Insurance Com- 
pany has been organized with offices at 
303 Michigan Trust building, Grand Rap- 
ids, Mich., for the purpose of writing 
automobile insurance covering theft, fire, 
property damage, liability and co?lision. 
The company is capitalized at $200,000 
of which $100,000 has been deposited in 
securities with the state treasurer at 
Lansing and approved by the Michigan 
department. 

Officers have been elected as foilows: 
President, E. P. Whitney; first vice-presi- 
dent, J. H. Seabrook; second vice-presi- 
dent and general counsel, R. M. Shivel; 
secretary and treasurer, J. K. Miller. The 
board of directors comprises the officers 
and John A. Higgins, S. J. Barkwell, 
W. B. S. Matheson, Frank S. Elston, Leo 
A. Bruton, Arthur J. Tuttle and B. P. 
Sherwood. With the exception of the 
latter two all the officers and directors 
are Grand Rapids men. Tuttle is a resi- 
dent of Detroit and Sherwood of Grand 
Haven. 





National Council Meeting 
The National Automobile Council is 
holding its meeting in Chicago this week 
at the Underwriters Laboratories. This 
meeting is held prior to the meeting of 
the National Automobile Underwriters 
conference, on Friday. The council is 
considering the physical hazard of auto- 
mobiles and the conclusion as respects 
the application of insurance rates will be 
submitted to the executive committee of 
the council. 





Southern Conference Disturbed 
ATLANTA, GA., Nov. 12—Alleged cut- 
ting of rates and payment of excess 
commissions has disturbed the automo- 
bile situation in this city very seriously, 
and unless relief is given it is declared 
that further violations of conference 
rules are to be expected. It is stated 
that the conference companies will insist 
upon better observance of rules as to 
both rates and commissions, not only by 
their own members but by the allied com- 
panies operated by them. 





Took Commissions on Stolen Cars 


COLUMBUS, O., Nov. 11—Tom L. Sam- 
le of Cleveland, who pleaded guilty with 
John B. Kelley, also of Cleveland, to auto 
thefts, says he unknowingly accepted 
commissions from Kelley on autos he 
now knows were stolen. He says further 
that he incorporated the Opportunity 
Sales Company to deal in stolen automo- 
biles purchased from insurance com- 
panies after the owners had been paid 
their indemnities and the cars had been 
recovered. He'says he has bills for 68 
automobiles so bought. The sentencing 
of this pair will break up at least one 
auto gang. Sample is a former news- 
paper man and gained notoriety some 
years ago by being in a balloon race and 
landing in Lake Erie. 





HATCHER TO SUCCEED BUSH 


State Agent of Hartford in Wisconsin 
Takes Charge of Special Hazard 
Department 








W. J. Hatcher, who has been state 
agent of the Hartford in Wisconsin, 
kas been appointed superintendent of 
the company’s special hazard and 
brokerage department in Chicago, suc- 
ceeding Harvey A. Bush, who recently 
resigned to become assistant secretary 
of the Evans companies. Mr. Hatcher 
comes to his new work well equipped. 
He is regarded as one of the strong 
field men in Wisconsin, is a good busi- 
ness getter and has made a splendid 
record. In his field work he has given 





watched with considerable interest by 














underwriters. The case was brought 
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EXPORTS and IMPORTS 


PARCEL POST—Domestic and 
Foreign 


HOUSEHOLD FURNITURE and 
MERCHANDISE IN 
TRANSIT 


TOURIST BAGGAGE and 
PERSONAL EFFECTS 
Domestic and Worldwide 


SECURITIES and CURRENCY 
by REGISTERED MAIL 


Prompt and Efficient Service 


Insurance Company of North America 
Marine Department 


GEORGE L. McCURDY 
MANAGER 


1101-209 W. Jackson Blvd., CHICAGO, ILLINOIS 
Telephones: Wabash 1543—1027 

























The Concordia Fire 
Insurance Company 


of Milwaukee, Wis. 


Total Assets, 

Jan. 1, 1919 . « « $3,404,843.08 
Capital Steck .... 750,000.00 
Reserve ....... 1,904,018.89 
S <n Policy- 

olders . .. ... 1,258,967.64 
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Fire Tornado 
Sprinkler Legkage 


Rents Use and Occupancy 
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London & Lancashire 


FIRE 


Insurance Company 
Limited 


of Liverpool, England 





CHARLES E. DOX, Manager 
Western Department 
39 S. La Salle St., Chicago, Illinois 





A. G. McILWAINE, JR., Manager 
Hartford, Conn. 





SAM B. STOY, Manager 
San Francisco 
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OIL BUSINESS SHIFTED 
FROM LOSS TO PROFIT 


(CONTINUED FROM PAGE 4) 


containing certain kinds of oil. This led 
to the discovery that there was a great 
difference in the hazards and that these 
risks could be protected against light- 
ning. 


Lightning Never Struck Anything 


Lightning being 99 percent of the haz- 
ard, we at once found that it would be 
necessary to get some real information 
on the subject of lightning. That we 





did through the best electrical engineers 
in the country. One of the things that 
impressed us was that lightning never 
struck anything. That is true. A bullet 
will strike a tank or building, but light- 
ning never strikes. When a storm comes 
over a city or a tank “farm” containing 
these large tanks of oil or a refinery, the 
earth and the clouds become more and 
more charged with electricity, and all 
the while the clouds and earth are trying 
to even up their differences. Now the 
minute that the clouds and earth get 
close enough together the currents rush 
back and forth between the two, and the 
result is what is commonly called “a 
stroke of lightning.” A tall tree or what- 
ever object that is closest to the clouds, 
will act as a conductor of the charge. 

So long as those clouds do not get low 
enough to the earth to charge the earth 
or overcharge it, and leave a space for 
them to even up their differences, there 
would be no lightning, but the instant 
they do get close enough together, the 
current jumps from one to the other and 
you have what is called “a stroke of 
lightning.” “Take two wires charged with 
electricity; put them together and there 
is no flash; separate them and a spark 
jumps from one to the other. That is 
lightning. Now this charge does not 
jump from one wire and hit the other, 
nor does lightning come down and hit a 
church steeple or an oil tank. 


Big Tank Principal Problem 


Our principal problem has been with 
the enormous losses which occur in 
55,000 barrel tanks, and in 99 percent of 
the cases these fires are started by light- 
ning, and naturally our first thought was 
that the lightning came in direct con- 
tact with the tank, or the common ex- 
pression used, it “hit’? the tank, broke in 
the roof, ignited the oil. In underwriting 
the proposition we would take our full 
line on each tank and trust to luck that 
lightning would not “strike” it. This 
luck did not follow us, to the contrary, 
lightning did “strike,” or we thought it 
did at the time, and we found ourselves 
with an enormous amount of liability, 
and while the premiums were attractive, 
the loss ratio was bad, as it had been for 
many years. 

We discovered that it was always a 
certain kind of a roof to a tank, with cer- 
tain kinds of oils that were ignited. We 
sent to the government at Washington, 
D. C., and got copies of all kinds of liter- 
ature; we also got in touch with the best 
electrical and petroleum engineers; we 
found men in Oklahoma who had worked 
in refineries and with oil properties in 
Japan, England and other foreign coun- 
tries, and these men told us that in for- 





no losses, and yet the same kind of oil, 
the same kind of lightning, but with an 
entirely different kind of a tank. 


Gasses Come Off of Crude Oi *- - 


Most of the foreign governments do 
not allow, for conservation reasons, any- 
ene to store gaseous oil in anything ex- 
cept an air tight tank. Crude oils will 
throw off, under different temperatures, 
32 kinds of gasses. Now, in underwriting 
the problem, as regards the hazard from 
lightning, we only have to deal with the 
first few of these gasses. The first gas, 
we will call No. 1, is the natural gas that 
burns in your stove, or is piped from dif- 
ferent gas fields into sections of the 
country where natural gas is used. That 
gas rises off the oil and is much lighter 
than the air. Gas No. 2 is also lighter 
than air, but not in the same proportion 
as No. 1. 

The third gas is the same weight as 
the air, and there are numerous records 
of cases that I know of personally, where 
this gas coming out of enormous gas 
wells rolled up in a ball and floated along 
on the ground very much as a toy balloon 
would do. It is blown from place to 
piace by the wind. In the olden days, 
when the headlight on automobiles was 
acetylene flame, in two cases in the 
Cushing, Okla., oil field, passengers were 
unfortunate enough to run into a ball 


of this gas, which exploded and burned 
up the occupants. Now, of course, this 
gas will not come off the oil in a large 
55,000 barrel tank with sufficient rapidity 
to carry this fuse very far—that is; in the 
opinion of most of the petroleum en- 
gineers with whom I have talked—and 
yet there are some of the best petroleum 
engineers who contend that the gas com- 
ing out of a leaky top tank will float off 
into the air that lightning gets into this 
gas and fuses back under the tank. 
You can not ignite the gas from crude 
cil or any other oil if it is not suffi- 
ciently mixed with air. The same applies 
to the other side of the situation, i. e., 
that if it has too much air it will not 





ignite. 
Statice Electricity 


These large shells of a steel tank are 
30 feet high and 114 feet across. They 
accumulate quite a bit of electricity dur- 
ing a storm. That is the very nature of 
steel and the ground. Now when this 
electricity gets excessive during a storm, 
the shell of a tank and the top become 
negative and positive. Therefore, when 
the storm concentrates even within a 
mile or perhaps two miles of the tanks, 
the shell is apt ot get more of the elec- 
tricity than the top. Instantly little 
sparks will shoot from one to the other, 
trying to even up their differences just 














exactly as a lightning stroke evens up 
its differences between the clouds and the 
earth. Now this little spark, sometimes 
not over an eighth of an inch long, lights 
off the $300,000 “tank of oil, pfovided, of 
course, that the gases which are coming 
off of this oil have a sufficient mixture 
of air. 

Truly, if this mixture in leaky top 
tanks was easier to get right there would 
be very few tanks left in the Mid-Con- 
tinent oil fields. The fact is that very 
few out of many thousand are in the 
proper receptive mood when the storm 
comes over, and those few burn. Those 
few have been so numerous in the ag- 
gregate losses and in dollars and cents 
that the fire insurance companies, up 
to three or four years ago, could not 
take the chances, because they had not 
studied and did not know the real con- 
ditions. And so in simple, plain lan- 
guage, to avoid these fires, two things 
must be done: First, to keep the tank 
absolutely air tight, arrange it so the 
air cannot get in and mix with the gas 
in sufficient quantities to cause it to 
ignite and as an extra precaution elec- 
trically bond the tank top to the shell, 
so that there will be, as far as pos- 
sible, no negative or positive electrical 
changes created. 

The best thing is to require that the 








tank be constructed steel riveted, caulked 
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THE GENERAL AGENCY OF 


NEARE, GIBBS & LENT 


CINCINNATI 
“The Office with the Quick Service” 
Handles eight companies for automobile, fire, theft and transportation 
has an agency organization, with first class special 
agents’ and adjusters’ service, in fourteen states. 
Prompt correspondence with agents, quick adjustments and settlements. 


Write Us for an Agency 


We also handle river hull, yacht, river cargo, ocean cargo, parcel post, registratered mail, tourist 
floater, transportation floater and traveling salesmen floater insurance. 
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UNUSUAL OPPORTUNITY FOR LIVE AGENTS TO SECURE ATTRACTIVE TERRITORY 


OMOBILE INSURANCE 


PROPERTY DAMAGE 


1 South William Street, New York City 


$1,000,000.00 


AMES BARBER, Vice President 
ROLD STANLEY, Vice President 


NET SURPLUS, $1,000,000.00 


J. SCOFIELD ROWE, Vice President 
CLINTON V. MESEROLE, Vice President 


SECURITY AND SERVICE UNEXCELLED 
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ROBERT VAN IDERSTEIN, Secretary 
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and air-tight with a properly protected 
vent. This applies to advice given to 
operators when they are building new 
tanks. In many cases they cannot get 
the steel so as to construct an all steel 
riveted top tank, and, therefore, they | 
build an ordinary steel shell and then 
construct an enormous wooden top, which 
contains about 75,000 feet of lumber. 
On top of this wood roof they put either 
sheet metal, galvanized iron sheeting, or 
paper roof, and sometimes a composition 
roof, and this is where the trouble comes. 
These roofs do not fit down close over 
the shell, and after they are used a 
while and the expansion and contraction 
of the steel, as well as the rolling of the 
tank like a huge tub, when filled and 
emptied, pulls these nails and metal 
parts away from each other just a suffi- 
cient distance so that when the electricity 
is charged into them by a storm they will 
shoot the spark from one to another, and 
if the mixture of the gasses is right 
and is coming out through the leaky 
holes in the roof, ignition takes place, 
the roof blows into the air and many 
times returns into the tank in the shape 
of an umbrella wrong side out, so ter- 
rific is the explosion and so high has 
it been blown. 


Cement Applied to Seams 


Now with a paper top tank there is 
little or nothing to be done, for the 
reason that you cannot properly seal 
the joints of the paper and make them 
air-tight. But with a metal top tank 
on wood, a cement is applied to every 
seam, the nails are all put in tight so 
that they cannot get in a shape to in- 
vite static electricity. Around the edges 
a steel trough is riveted into the tank. 
That is filled with a class of cement 
which will give according to the move- 


ment of the tank either from expansion f 


and contraction, or from the rolling when 
fililed and emptied. 

Then a 4-inch pipe is put into the top 
of the tank and run out beyond the dyke 
with screen arranged along the prin- 
ciple of the Davey safety lamp used in 
mines, so that the ignition of the gasses 
at the end of the pipe cannot flash back 
through the pipe. In addition to this, 
big heavy wires are put on top of the 
tank and riveted into the shell so as to 
take care of static electricity and as far 
as possible prevent it. 


Proper Protection Possible 


The consensus of opinion of all petro- 
leum and electrical engineers and ex- 
perts on this matter is positive that a 
tank properly protected in this way and 
carefully maintained will not ignite from 
lightning. Therefore, 99 percent of the 
hazard is gone. The one thing left is, 
of course, the human element and the 
difficulty in properly maintaining the pro- 
tection, just as the difficulty in properly 
installing and maintaining sprinkler sys- 
tems, waterworks systems, or any other 
kind of protection where the human ele- 
ment enters into it. 

In our first two years of inexperience 
on the problem, we had serious losses 
but discovered where the losses came 
and the cause of them, discontinued writ- 
ing risks of that kind, and we have not 
had a loss on a tank properly constructed 
or protected in over three years. 


British General to Enter U. S. 
The British General of London has de- 
cided to enter the United States for fire 
insurance business. General Manager 
Norman M. Walker is now in New York 
to arrange for the necessary deposits and 


E. L. KELLEY TO JAPAN 
WILL HAVE IMPORTANT POST 


Fire Association Field Man to Manage 
American Foreign Insurance Asso- 
ciation in Island Empire 


Ed. L. Kelley, special agent of the 
Fire Association in Michigan, has 
been appointed manager of the Amer- 
ican Foreign Insurance Association for 
Japan. American fire insurance com- 
panies will enter the island empire and 
Mr. Kelley will look after the making 
of agency connections, the establishing 
of reinsurance arrangements and in 
general supervise the affairs of the as- 
sociation in Japan. He will make 
headquarters at either Tokio or Yoka- 
hama. Mr. Kelley is at present in New 
York and before leaving this country 
will visit his parents in Texas, sailing 
from San Francisco about Dec. 1. For 
many years Mr. Kelley acted as execu- 
tive special agent in the western depart- 
ment of the Fire Association. He has 
traveled in nearly all states in the 
middle west and is well known. He 
was in the service during the war and 
upon his return was assigned to the 
Michigan field. He is a capable man 
who has made good in every field that 
he has traveled. 


Ohio Farmers Promotions 


Some of the men in the Ohio Farm- 
ers organization have received promo- 
tion and deserve the recognition given 
them. George S. Valentine has been 
appointed manager of the western de- 
partment. Mr. Valentine was formerly 
assistant manager of the Prussian Na- 
tional and Netherlands and has had a 
wide insurance experience. J. W. 
Crooks, who was formerly an examiner 
in the Ohio insurance department, is 
made treasurer of the company. N. R. 
Chalfant is appointed assistant secre- 
tary. Mr. Chalfant has been with the 
company at its home office for over 25 
years. For some time past he has had 
charge of the farm department, al- 
thought he has held various positions 
in the underwriting department. 


Hartford Men to Meet 


Livestock field men of the Hartford 
Fire in its western department will meet 
in Chicago for a conference on Thursday 
and Friday of this week. About 35 will 
attend. The Hartford transacts a large 
livestock business in the central west and 
livestock insurance conditions in the ter- 
ritory in which it operates will be dis- 
cussed. R. H. West, Jr., of Cincinnati, 
general manager of the company’s live- 
stock department, will act as chairman 
of the conference and one or two home 
office officials will probably attend. 


It has been decided to consolidate the 
Cook county departments of the North 
British companies with that of the Penn- 
Sylvania Fire. Until now they have been 





to appoint United States managers. 


affairs of all of the North British com- 
panies will fall under one management. 
The offices have been consolidated and 
are now located at the western depart- 
ment office of the Pennsylvania, 1437 In- 
surance Exchange. 





For the first time in many years Glou- 
cester City, N. J.. appears to have an ade- 
quate water supply. The first of several 








artesian wells under contract has been 
completed and is being operated by the 
air-lift system. It is giving 937,000 gal- 
lons in twenty-four hours and is keeping 
the reservoir filled to capacity. 





The Continental has sold its former 
home office building at 46 Cedar street, 
New York. No details are given as to 
the price but it is known that the prop- 
erty was held at about $1,500,000. 





lished and 


mentin 1867 


The Fireman’s Fund Insur- 
ance Company was estab- 


started in 


the fire business in 1863, 
organized a marine depart- 


and originated 


the agency system for auto- 
mobile business in 1904. 


Today the company stands 
in the front rank in all three 
lines throughout the country. 








Hog Insurance for the 





OVER 25,000 RISKS NOW IN FORCE 


The Company that delivers the goods. If you want to make money write 


STATE MUTUAL HOG INSURANCE CO. 


SPRINGFIELD, ILLINOIS 








THE KASKASKIA LIVE 


Home Office: - - 


The Best Field in the Insurance Business 


Today is Live Stock Insurance 
We want good men who work among farmers and stockmen to communicate with us 


Territory in Ohio, Indiana, Hlinois, Michigan, Minnesota and Oklahoma 


INCORPORATED 


STOCK INSURANCE CO. 
- Shelbyville, Illinois 











operated separately, but hereafter the 





AMERICANIZE YOUR HOGS 


American Live Stock InsuranceCo. 


THE PIONEER NEBRASKA COMPANY 
Agents Wanted 


Omaha, 
Nebr. 








Flynn Building 
Des Moines, Iowa 





Cash Capital 


NATIONAL LIVE STOCK INSURANCE CO, we are the ORIGI- 


$100,000.00 


AGENTS WANTED IN IOWA 


NATORS of HOG 
Insurance 














PEORIA, ILL. 


‘Western Live Stock Insurance Company 
CLIFFORD IRELAND, Pres. 
Maine, Massachusetts, Connecticut, Rhode Island, Pennsylvia, North Carolina, South Carolina, Ohio, Indiana, Illinois, Wisconsin, Towa, Kansas, Texas, Missouri, Tennessee 


BERT BUCKLEY, Secretary 














Michigan Livestock Insurance Co. 
308 Davidson Building, Bay City, Michigan 


COLON C. LILLIE, President and Superintendent of Agencies 
HARMON ba WELLS, Secretary and General Manager 


Organized, owned and managed by Michigan men. Backed by 
the substantial interests of Michi 
and owners of livestock against death from any cause. 


AGENTS WANTED 


ichigan. Insuring Michigan farmers 











=z 


If 






1 uS 











NON-PARTISAN LEAGUE 
INCREASES ITS SCOPE 


Links Up With Labor in Minne- 
sota and Makes Similar Play 
in Nebraska 


ORGANIZERS ARE AT WORK 


If Activities Are Confined to North 
Dakota for Two Years, Doom 
Is Sealed 


Insurance men who have made a re- 
cent survey of conditions in the north- 
west with regard to the Non-Partisan 
League operations feel that not only 
those interested in insurance, but all 
concerned with business operations, 
private ownership and initiative and 
good government should be alert to 
the dangers confronting the people. 
The Non-Partisan people have re- 
sumed their work in Nebraska during 
the last few months and have gained 
a number of converts. There is a con- 
siderable foreign element in that state 
which is aligning itself with the non- 
partisan League and the radicals. The 
Non-Partisan League is also appealing 
to the labor people endeavoring to 
form an alliance with them in Nebraska 
as it has in Minnesota. Now that the 
war is ended the disloyalty charges 
against the Non-Partisan League are 
ineffective and the issue is purely a 
political and economic one. 

Plans Ably Worked Out 


The interwoven plans of the Non- 
Partisan League have been most care- 
fully and shrewdly drawn. The big 
finaticial men and captains of industry 
who have looked into the intricacies 
and interlocking measures of the Non- 
Partisan League say the machine is 
one that has been devised by brilliant 
minds, undoubtedly those connected 
with the international socialistic move- 
ment. If the Non-Partisan League can 
be confined to North Dakota so- far 
as political control is concerned for 
the next two years its doom will be 
sounded. The people will not stand 
for the high rate of taxation to which 
they will be subjected to carry out the 
state owned enterprises and activities. 


Can Extend Its Schemes 


The great danger will come if the 
league gets control of the political ma- 
chinery in Minnesota and Nebraska or 
other states. Then it can extend its 
State bank scheme and get control of 
the mineral resources and other im- 
Portant industries which will augment 
its coffers and power. Under the North 
Dakota law it can exténd its banking 
System, its chain of stores and so on 
to other states. This will permit the 
transfer of funds from one state to 
another in a pinch which will enable 
it to keep its machinery moving. If, 

Owever, it is confined to North Da- 
kota the structure will finally fall un- 
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important class of court bonds 
commonly’ written. Statutes 
authorizing attachments are summary 
and drastic, inasmuch as they permit 
the taking of property at the beginning 
or during the pendency of an action, 
and, furthermore, even though the ac- 
tion may be sustained the seizure may 
be wrongfully made, resultant of seri- 
ous injury to the owner. Therefore, it 
is universally required that the plain- 
tiff shall give bond before the issuance 
of the writ of attachment. The bond 
is conditioned ordinarily, that if the 
plaintiff fails to sustain the attachment 
the surety will pay all costs and dam- 
ages incurred by reason of the sueing 
out of the writ. 

The form, penalty and conditions of 
the bond are usually prescribed by 
statute and the attachment will fail if 
such provisions are not substantially 
complied with. But where a _ bond, 
given voluntarily and not opposed to 
public policy, is defective as a statutory 
bond and a levy has actually been made 
the surety will be held liable thereon 
as a common law obligation, and this 
is true though the attachment is held 
void because of the defect in the bond. 
The surety cannot be held liable be- 
yond the amount of the penalty of the 
bond or bound except by its plain 
terms. The surety is liable with refer- 
ence to the particular writ and with 
respect to the property of the particu- 
lar defendant. Thus there would be no 
liability to a disinterested person whose 
property had been seized in error. 


Covers Only Direct Damages 


Although the bond is conditioned for 
the payment of costs and damages, such 
damages are confined to those which 
are the direct and proximate result of 
the seizure, and, according to the 
weight of authority, it is not meant 
to cover damages for malicious and 
vexatious prosecution. In _ several 
southern states, however, damages for 
abuse of process may be_ recovered 
against the surety on an attachment 
bond where the writ was sued out ma- 
liciously or without probable cause. 

Therefore the measure of damages 
for which the surety is usually liable is 
based upon, and confined to, the actual 
pecuniary injury suffered by the party 
in being deprived of the use of the 
property, or by its loss, destruction or 
deterioration. The surety is not usu- 
ally liable for loss of credit, interrup- 
tion of business and the like. Damages 
for loss of profits have, nevertheless, 
been allowed by the courts where the 
loss was the direct and. proximate re- 
sult of the wrongful seizure and the 
profits were not purely speculative and 
conjectural. 

Frequent discussions arise between 
agents and companies as to the liabil- 
ity on an attachment bond conditioned 
simply for the “wrongful” seizure, 
where the suit is abandoned. There 


pete coger bonds form an 


be safely followed. Many cases hold 
that a voluntary abandonment of the 
attachment proceeding or its dismissal 
for want of prosecution, is an admis- 
sion that the attachment is wrongful. 
On the other hand a number of authori- 
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ATTACHMENT AND INJUNCTION BONDS 


BY GEORGE R. WENTZ 
Judicial Department Fidelity & Deposit, Baltimore 


seems to be no general rule which may 





cation dissolving the attachment to 
constitute a breach of the bond. 
Other undertakings given in attach- 
ment proceedings are forthcoming or re- 
delivery and dissolve attachment bonds. 
A forthcoming bond is one given in a 
proceeding wherein the property of the 
defendant is seized by virtue of which it 
is returned to the defendant, the condi- 
tion of the bond being that such property 
shall be returned or redelivered to the 
levying officer if the attachment is su- 
tained. The lien of attachment still con- 
tinues, and any purchaser of the property 
pending the action takes title subject to 
the lien. The undertaking is meant sim- 
ply to secure to the defendant posses- 
sion of the property pending the pro- 
ceedings, and unless it is actually deliv- 
ered to him and left in his possession 
pending adjudication no recovery can be 
had against the surety; hence the surety 
will not be liable if the same property 
is seized under another attachment by 
the same plaintiff. 
Dissolve Attachment Bonds 

A dissolve attachment bond is meant 
to stand in lieu of the property as se- 
curity for the payment of the judgment 
as may be recovered, or the value of the 
property, at least, and it is not merely 
for the purpose of securing to the de- 
fendant possession of the property, as is 
the object of a forthcoming or redeliv- 
ery bond. The giving of the bond ter- 
minates the attachment, but, of course, 
not the action, the adjudication of which 
in favor of the plaintiff usually is con- 
clusive against the surety in the absence 
of fraud or collusion. 

These bonds are equally as dangerous 
as appeal bonds, and are generally re- 
garded in the same light by surety com- 
panies. One feature which makes them 
especially hazardous is the length of 
time it may take for the case to come 
to trial. The suit is very likely to drag 
along in the courts for many years and 
the financial condition of the principal 
frequently changes for the worst in the 
meantime. The risk is essentially a finan- 
cial guarantee, and the same careful at- 
tention should be paid to the applicant’s 
financial capacity as in the case of an 
appeal bond. 

When a plaintiff seeks an interlocu- 
tory injunction the statutes usually re- 
quire the filing of a bond as a condition 
precedent to the granting of such injunc- 
tion. The conditions of the bond are 
for the payment of costs and damages 
that may accrue to the defendant in the 
event the injunction is found to have 
been improperly granted. In the absence 
of a statute prescribing the conditions 
of the bond, its terms and conditions are 
within the discretion of the court. As 
in other undertakings, the surety is not 
bound beyond the plain import of the 
terms of the bond. 

The losses and injuries that may re- 
sult from the operation of the writ are 
as various the subjects of its restraint, 
but it is a well settled rule that dam- 
ages will not be allowed which are not 
the natural and proximate result of the 
invasion of the defendant’s rights. Thus 
remote, contingent and speculative ben- 
efits will not be taken into account. How- 
ever, the depreciation of property where 
its actual sale has been enjoined will 
be allowed as damages, and where the 
defendant has been deprived of the use 
of his property, its rental value, or the 
value of its use, will ordinarily be re- 
coverable. 
has been enjoined, the interest thereon 
is the measure of damages, or if the sale 
of land is so delayed, interest upon the 
purchase price during the period of de- 
lay. Reasonable attorneys’ fees will be 
usually allowed, but no award will be 
made for defendant’s time in attending 
the case, or for mental strain and 


Where the payment of money | 
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DISABILITY MEN HAVE 


THEIR OWN TROUBLES 


Lot of Executives at Philadelphia 
Has Been Anything But 
Happy of Late 


LICENSE RULE PERTURBS 


New Source of Worry Added to Loss 
of Agents During War and 
Shifting of Workers 


PHILADELPHIA, PA., Nov. 11.— 
The lot of health and accident field 
executives has been anything but 
happy and prosperous in the Philadel- 
phia district since the United States 
became an active factor in the world 
war. The excessive compensation paid 
in the various forms of government 
employment deprived general agents 
and managers of many valuable pro- 
ducers. This was the case both as to 
full-time and part-time men. 

Since the cessation of hostilities and 
the discontinuance of warfare activities 
a large proportion of those who were 
attracted to Philadelphia and the ad- 
jacent territory by the extravagant 
wages, and who invested in disability 
insurance, have been obliged to return 
to their former abiding places because 
of lack of employment and as_a rule 
permitted their policies to lapse. 


New License Rule Perturbing 


The prevalent perturbation was fur- 
ther aggravated by the Pennsylvania 
insurance department sending to all 
licensed agents a new form of applica- 
tion for license, embodying a much 
wider range of interrogatories than 
formerly, inquiring closely respecting 
personal history and previous business 
experience and relations, and by the 
announcement that license would be 
withheld from agents making insur- 
ance a side line vocation. 

It turns out, however, that the new 
rule of the department to subject all 
applicants to rigid examination and in- 
spection, whether it be for a new li- 
cense or a renewal, does not debar 
competent and trustworthy part-time 
agents, and general agents and mana- 
gers express approval of requiring ap- 
plications to be filed in advance of the 
termination of existing licenses in 
order to afford adequate opportunity 
to. make requisite examination as to 
character and proficiency, so as to cull 
out the unreliable and the unqualified 
before the period of issuing new li- 
censes arrives. This move is recog- 
nized as benefiting the underwriting 
profession, the companies and the in- 
surance users. 


Part-Time Agents Needed 
Respecting the indiscriminate ban- 


ning of all part-time agents, which was 
surmised to be the intention of the 


Pennsylvania department, the general 
agent of one of the largest companies 
writing health and accident lines esti- 








ties hold that there must be an adjudi- 


anxiety suffered by him. 


(CONTINUED ON PAGE 26) 
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ARE LEADING DOCTORS 
MAD AT COMPANIES 





Strong Charges Are Made by Dr. 
C. J. Whalen of the “Illinois 
Medical Journal” 


DR. D. H. KELLER’S VIEWS 


Shows That Insurance Corporations 
Are Not Following Unfair or 
Disreputable Practices 


In the September issue of the 
“Tilinois Medical Journal,” which is 
the official organ of the Illinois State 
Medical Society, a very stinging edito- 
rial appears, undoubtedly written by 
Dr. Charles J. Whalen, the editor, who 
was former president of the Illinois 
Society and the Chicago Medical Soci- 
ety. It is headed “Private Insurance 
Companies Methods as Bad or Worse 
Than a Compulsory Health Insurance 
System.” 

Dr. Whalen in the editorial says that 
the companies have had to rely chiefly 
on the medical profession to combat 
compulsory health insurance schemes. 
Indeed, he states that had it not been 
for the doctors, statutory health insur- 
ance would be inaugurated in a number 
of states. He asserts that the insur- 
ance people evidently do not appre- 
ciate the work done by the doctors in 
this respect. He says that the medi- 


cal profession is being treated shabbily 
by the insurance companies. 


Says Cheap Methods Are Used 


In the course of the editorial he 
says, “Insurance companies have 
adopted a five and ten cent store treat- 
ment for the insured. Strong armed 
methods are being used in taking pa- 
tients away from the physician who 
renders first aid. Every unethical 
method that can be inaugurated to 
filch a patient from a physician is 
being practiced. Back door methods 
of gaining private interviews with the 
injured unknown to the regular at- 
tendant are resorted to.” 

Dr. Whalen says that he has been 
active in health insurance matters and 
does not approve of the present system 
of insurance companies. He says that 
it is time that the medical profession 
takes drastic action and expels from 
the county medical societies the 
“leaches in the profession that are help- 
ing the insurance companies to carry 
on their nefarious work.” He also de- 
clares that it is time that the insur- 
ance companies wake up, correct their 
faulty methods and treat the profes- 
sion ethically. Otherwise Dr. Whalen 
asserts it may be best for the doctors 
to allow health insurance to become 
established. 


May Have Trades Union 


THe NATIONAL UNDERWRITER wrote 
Dr. Whalen, seeking to find out more 
specifically and definitely just what 
grievances he has against the insurance 
companies. In his reply he is rather 
ambiguous and says that the situation 
has become so acute that a number of 
conservative physicians have reached 
the point where they are advocating 
a doctors’ union, to be affiliated with 
the federation of labor. He declares 
that the doctors are all wrought up 
over the situation and declares that 
he would not be surprised to see some 
radical resolutions condemning the 
private companies at any time. He 
says that many doctors are beginning 
to take the position that they are wast- 


health insurance, inasmuch as the in- 
surance imterests are unappreciative. 


Dr. D. H. Kelier’s Position 


While Dr. Whalen does not specifically 
mention his complaint it is undoubtedly 
directed against insurance companies 
that employ their own doctors with sal- 
aries or retainers to take care of their 
cases instead of permitting the injured 
or policyholders to employ whom they 
desire. 

Dr. David H. Keller of Chicago, who 
devotes all his time as medical advisor to 
insurance companies, declares that Dr. 
Whalen cannot speak for a large number 
of members of the Illinois Society and 
declares that he has talked with a num- 
ber of doctors who assert that Dr. Wha- 
len’s utterances are unwarranted. Dr. 
Keller asserts that while Dr. Whalen 
might personally profit by state compul- 
sory insurance in securing the appoint- 
ment as one of the head medical 
supervisors of the state fund yet the big 
majority of physicians would be greatly 
injured by the adoption of state health 
insurance. Such a law would provide for 
cnly a limited number of medical men 
and they would be compelled to do the 
work at a price set by the state. The 
head medical man would have the power 
of appointment and he would have to 
discriminate in favor of certain members 
of the state society and the rest would 
not get a “look-in.” Dr. Keller asserts 
that insurance companies have all along 
congratulated the doctors on the success 
of their efforts in defeating compulsory 
health insurance because they are far 
more interested than the insurance com- 
panies. The great financial blow would 
fall on the doctors, not the insurance 


interests. Dr. Keller said that decidedly 
there are cases where the insurance 
companies have practiced “unethical 


methods” in taking patients from regu- 
lar practicing physicians and having 
them treated by their own doctors. Yet 
Dr. Keller asserts that he can cite many 
cases where doctors not employed by the 
insurance companies have been as often 
unethical in getting cases which eth- 
ically belong to the doctors employed 
by the insurance companies. 


Workmen’s Compensation Practice 


He says that insurance companies writ- 
ing workmen’s compensation insurance 
are not conducting their business for 
sentimental reasons. 

Dr. Whalen undoubtedly has in mind 
practices of insurance companies in writ- 
ing workmen’s compensation in the criti- 
cism that he makes of them. Dr. Keller 
calls attention to the fact that a large 
part of the money paid out by insur- 
ance companies under the workmen’s 
compensation laws is expended for medi- 
cal aid. It makes a great deal of differ- 
ence, says Dr. Keller, to the insurance 
earrier whether this money is paid the 
surgeons who are competent and who 
are working in the interests of those 
who employ them. The doctors employed 
by the insurance companies are work- 
ing in the interest of these companies. 
But aside from this academic viewpoint, 
it is an indisputable fact that the inter- 
ests of the insurance companies and the 
injured employe are identical. 


Reasons for Companies’ Action 


Dr. Keller was asked why many of the 
insurance companies prefer to employ 
their own doctors rather than allow in- 
jured parties or the policyholders to do 
the selecting. He said that in the first 
place the insurance companies are paying 
the bill. They have a right to say who 
shall be employed to do the work. 

Furthermore, the insurance companies 
want a true report of the case. They 
desire the actual facts. The family doc- 
tor in many cases will favor the patient. 
That is but natural. The insurance com- 
panies will not get an accurate report of 
the case. The doctor wants to keep on 
the good side of the patient. The insur- 
ance company will base its settlement on 
the finding of the doctor. Therefore it 
is necessary for the insurance company 
to have a report that will set forth the 
facts. Again Dr. Keller says that many 
doctors have a financial interest in a 
hospital or they are personally favoring 
a hospital, desiring to see it flourish. 
They will throw cases to this hospital 
and the longer they can keep a patient 
there the better for the hospital. 


Cases Are Prolonged 


Furthermore, some doctors selfishly 
prolong a case for their pecuniary bene- 


company and the patient to get a case 
cured as soon as possible and the man 
back at his regular work. The patient 
himself desires or should desire to get to 


tots. 


fit. It is to the interest of the insurance | 


consistent with safety. The insurance 
companies figure that it is thus more 
economical to deal with their own doc- 
Where insurance companies throw 
a lot of work a doctor’s way it is to his 
interest to cure his cases as soon as he 
can and do a good job. Altogether Dr. 
Keller says the companies have found it 
much more economical and satisfactory 
to deal with what are known as “insur- 
ance doctors.” 


Doctors Study the Law 


Not every claim made by employes 
covered under the workmen’s compensa- 
tion law is justified by the facts. Fre- 
quently disabilities arise from conditions 
not due to injuries covered by the law. 
The insurance companies are, of course, 
interested in determining the liability of 
the employer whom they represent. The 
surgeons employed by them are in- 
structed in the operation of the law and 
in the requirements of the Industrial 
Board as to proofs of disability. When 
they examine the disabled employe they 
glean all possible facts as to cause of 
the alleged accident and as to cause of 
the alleged disability. The physician who 
is employed only occasionally by the in- 
surance carrier or who is employed by 
the injured employe in spite of the de- 
sires of the insurance carrier, is not 
interested in the matter of coverage. He 
:s interested mainly in a casual fee. Even 
when his intentions are good and when 
he has a sincere interest in the welfare 
of the patient his neglect in gleaning a 
true history as to the cause of the dis- 
ability before it is too late imposes un- 
just obligations upon the insurance car- 
rier. 

Dr. Keller further says: ‘Insurance 
earriers are not alone in their desire 
to choose those to whom they shall pay 
fees. They are not alone in their desire 
to pay reasonable fees. Individuals are 


obsessed by’ the same _ desire, and 
both individuals and insurance car- 
riers have the same legal and moral 
justification for this obsession. Dr. 
Whalen is certainly mixed in his 
ideas of trades unionism. I have 


never heretofore heard of a trades union- 
ism propaganda that was not started in 
behalf of the fellows who are underpaid, 
or who believe they are underpaid. He 
believes that the surgeons who are work- 
ing for the insurance companies are 
working on ‘five and ten cent store’ fees. 
He believes that they are underpaid. 
They deny this. They say that they are 
prospering and that they want more 
work at the same price. Then why 
should Dr. Whalen.worry? Does he 
promise these surgeons larger fees and 
more of them when the boogy-man of 
state insurance becomes a reality? 


Accomplished Body of Surgeons 


“I would feel that I had not rounded 
off my remarks with the proper finis 
did I not add this: By all odds the most 
accomplished body of surgeons in Chi- 
cago is that body made up of the staff 
of surgeons who: serve the insurance 
companies which write workmen’s com- 
pensation insurance. In the treatment 
and management of emergency surgery 
cases—fractures, contusions, lacerations, 
punctures, infected wounds—they are the 
peers of any surgeons in the world. Be- 
cause of the fact that their field of 
operations is among a lowly class of 
people who have not access to newspaper 
publicity; because they do not do their 
operating with nonpareil type in the 
columns of the medical journals; because 
they are so busily engaged making hon- 
est livings that they have not time in 
which to brag about their successes—in 
fact, because they are so competent that 
they can afford to be modest, they are 
unheralded and unsung.” 


What the Employe Receives 


Dr. Keller says: “At most the injured 
employe in Illinois receives in the way 
of compensation only 65 percent of his 
regular wages during the period of dis- 
ability. In the event of total permanent 
disability he can collect a maximum of 
only $3,500. No employe desires to lose 
35 percent of his daily wages for even a 
short time and certainly the prospect of 
total permanent disability on a capital 
of $3,500 is not alluring. So when th- 
insurance company, for purely selfish 
reasons perhaps, employes a _ surgeon 
with the understanding that this sur- 
geon shall do his level best to heal the 
wounds of the injured employe in the 
shortest possible time, at the least pos- 
sible expense consistent with the inter- 
ests of the injured employe, everybody 
4 except the surgeon who is not employed 
is benefited.” Dr. Keller is emphatic in 








ing time in opposing compulsory 


his job at the earliest possible moment 


his assertion that the insurance compa- 





DISABILITY MEN HAVE 
~  JHEIR OWN TROUBLES 


(CONTINUED FROM PAGE 25) 
mates that it would have reduced the 
income of the Philadelphia office fully 
60 per cent. The manager of another 
leading company remarked: “If we 
cannot employ part-time men I may 
as well shut up shop.” Another gen- 
eral agent asserted that such part-time 
men as foremen of industrial estab- 
lishments furnish to companies a far 
better and more satisfactory class of 
risks than do the agents who depend 
solely on their writing for their liveli- 
hood. He said that the latter are apt 
to write everything in sight and reach 
and put it up to the companies to de- 
tect deficiencies in eligibility. They 
care nothing for the company’s losses 
in their anxiety to gather in commis- 
sions. 

Licenses for Collectors 


Some opposition is manifested to 
paying license fees for individuals and 
banking concerns employed to collect 
monthly premiums. The stand taken 
by the Pennsylvania department is 
that “persons who merely do Clerical 
work for insurance companies are not 
licensed, but the line of demarcation 
between collecting and soliciting is not 
always clear, in case of doubt, the col- 
letcor is compelled to take out license.” 
Some of the companies’ representa- 
tives state that they consider the col- 
lection of monthly premiums as re- 
newals and equivalent to writing new 
business and that they invariably ob- 
tain licenses for collectors as agents. 
It is generally recognized in under- 
writing circles that the closer attention 
being given to scrutinizing license ap- 
plications will hinder agents from 
constantly changing connections and 
covertly being commissioned by sev- 
eral companies at the same time. 








nies endeavor to employ the very best 
medical talent. 


Complaints as to Employment 


Dr. Keller says further: “Dr. Whalen 
complains because of the fact that cer- 
tain surgeons seek the business to be 
had from the insurance companies. He 
complains because the companies in co- 
operation with the employers insist that 
one set of surgeons rather than another 
set shall treat the injured and shall be paid 
for treating all injured employes covered 
by these companies. We do not recognize 
any grounds for these complaints. Even 
medical ethics which has been for a long 
time more or less in the discard does not 
rrohibit the subscriber thereto from at- 
tempting to make an honest living 
through competition with his fellow 
subscriber and more important, it does 
not and cannot prohibit anybody from 
paying his money to whom anybody 
pleases.” 

In commenting on Dr. Whalen’s state- 
ment, “That a great many of our con- 
‘servative physicians have reached the 
point where they are advocating a doc- 
tors’ union to be affiliated with the fed- 
eration of labor,” Dr. Keller says: “A 
little while ago we should have declaimed 
against the prospect of witnessing s0 
great a science as medicine as bed-fellow 
to the man with the hoe, but in this era 
of surprises, when the sweat of the brow 
commands more dollars than intellect, we 
are constrained to believe that Dr. 
Whalen is on the right track.” 





Johnston Made President 


NEW YORK, Nov. 4—At the annual 
meeting of the Casualty Insurance Ex- 
change of New York the following offi- 
cers were elected: Chairman, H. B. John- 
son, Travelers; vice-chairman, John s. 
Turn, Aetna Life; secretary-treasurer, 
George G. Wetzel, Massachusetts Bond- 
ing; executive committee, 
Dwight, Employers’ Liability, and F. G. 
Morris, Ocean Accident. The other mem- 
bers‘ of the executive committee include 
the officers and M. A. Jewett, Royal In- 
demnity; F. J. Walter, London Guaran- 
tee; A. W. Whitney,-National Workmens 
Compensation Service Bureau. 





H. E. Southam, manager of the acci- 
dent branch of the Norwich Union re 
has sailed for England, having spent pars 
weeks over here assisting in the orgat 
zation of the Norwich Union Indemnity. 
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Compulsory Health Insurance 


Those who have studied the report 
of the Ittinors HEALTH INSURANCE Com- 
MISSION that was authorized by the 
Illinois legislature of 1917 to investi- 
gate sickness and accident affecting 
employes and their families not pro- 
vided for by the workmen’s compensa- 
tion law of the state agree that it is 
a very conservative document and 
shows the results of seafching inves- 
tigation and special study. 

When it came to the subject of health 
insurance the commission suggested 
that “compulsory health insurance 
should be tested by what it has ac- 
complished; what would be the prob- 
able result in Illinois; whether in the 
light of the need for, and the effects of 
a compulsory health insurance system, 
it would be a sound public policy for 
Illinois.” 

The commission finds that the na- 
ture of the problem of sickness as well 
as the resulting losses clearly justifies 
the application of the insurance prin- 
ciple to the sickness hazard. The com- 
mission in its studies found that there 
is a growing practice among wage earn- 
ers to procure a measure of protection 
against sickness. 

It studied the results that have fol- 
lowed the application of compulsory 
health insurance ‘systems in countries 
where it has been adopted and believes 
that there is no evidence that such laws 
have resulted in an improvement in 
health. The death rate and the mor- 
bidity statistics of the countries that 
did not have compulsory health insur- 
ance show a decline fully equal to that 
of the countries which have such sys- 
tems. The commission says that it 
seems clear that compulsory health in- 
surance is not an important factor in 
the prevention of disease or in the 
conservation of health. 

The commission states that its in- 
vestigations show that a large percent- 
age of the cases of poverty caused or 
accompanied by sickness could not 
have been avoided by compulsory 
health insurance of the kind that has 
been proposed. The investigations also 
show, according to the commission, 
that compulsory health insurance would 
not prevent as much as a fourth of 
the cases of dependency on charitable 
agencies or material relief. 

Ten cents a day, the commission 


Soliciting Plate 


Agents will find that the late autumn 
and the beginning of winter make a de- 
cidedly appropriate time for soliciting 
Plate glass insurance. There are hazards 
all the year round so far as plate glass 
is concerned but the winter hazards are 
Particularly dangerous. This is true 
especially where glass is held by metal 
Clamps or metal bars. The contraction 
of the metal on the glass results in 
Numerous plate glass breakages. Then 
the winter months are usually blustery 
Which causes added wind danger. 
Furthermore, heavy snows and slippery 
Sidewalks contribute to accidental 


says, will provide the wage earner with 
all the insurance needed. The com- 
mission says that with few exceptions 
the wage earners can meet the cost if 
they desire. If the wages paid in a 
given employment are not sufficient for 
the wage earners to do this, the wages 
should be increased. But all employ- 
ers, say the commission, should not be 
charged with an increase in wages be- 
cause of the failure of some to pay 
a living wage. 

The commission estimates that the 
cost of compulsory health insurance in 
Illinois would be between $50,000,000 
and $60,000,000 a year. The commis- 
sion declares that if existing health 
insurance carriers were used aad con- 
tinued their present amount of insur- 
ance there would remain between $40,- 
000,000 and $50,000,000 to’ be carried 
in state or local funds. This would in- 
evitably lead to political control and 
management, declares the commission. 
There are a number of forecasts made 
as tothe disasters that might be ex- 
pected to follow the adoption of the 
system of such magnitude, and the 
desirability of individual action rather 
than state compulsion is emphasized. 

The commission makes this impor- 
tant conclusion, “Few could not pay 
for the insurance if they desired so 
to do. Society does not consider mak- 
ing it a legal requirement that the in- 
dividual shall each pay day save a 
portion of his earnings to provide 
against the almost certainty of unem- 
ployment or that he shall have life 
insurance to provide against the cer- 
tainty of death. Guardianship by gov- 
ernment of a normal adult man or 
woman has sooner or later either ended 
in disaster to the government which 
attempted it or in the servility of those 
so governed. It is the opinion of the 
commission that its findings do not 
justify it in recommending compulsory 
insurance.” 

The conclusions reached by the ma- 
jority of the commission will strike all 
as being eminently sound, clear and 
convincing. The commission looked 
at the question from all sides. It had 
a most important problem to deal with 
and to have one of the large states pre- 
sent an impartial report will do much 
to clarify the situation in the minds 
of the public. 


Glass Insurance 


breakage of plate glass. Boys throw- 
ing hard snowballs form another win- 
ter factor that results in plate glass 
losses. 

It would be a good plan therefore 
to put down plate glass as one of the 
November specialties on which to con- 
centrate. The supply of plate glass is 
limited. The price is high. It is diffi- 
cult for the plate glass insurance com- 
panies to keep pace with the increasing 
price of glass. The loss of a pane of 
glass means more today by far than 
ever before. It is a good time to go 
out for plate glass insurance. 





Charles H. Burras, president of 
Joyce & Co., managers of the National 
Surety in Chicago, is one of two or 
three men who are starting to organ- 
ize the Citizens’ American Legion, 
which will co-operate with the Amer- 
ican Legion in promoting and defend- 
ing American principles. The Citizens’ 
Legion will be composed of men who 
stood back of the men who wore the 
uniform. It will comprise all those 
who were engaged in some form of 
war activity and can present creden- 
tials to show that their service was 
valuable and officially recognized. 
This will include members of the 
American Protective League, Liberty 
Loan workers and war service work- 


ers of all kinds who can present 
credentials. Mr. Burras_ said that 
thousands and thousands of people 


rendered valiant service at home, and 
banded together they can be a mighty 
force to promote real American doc- 


| trine. 


Within a few days W. G. Falconer, 
president of the Norwich Union In- 
demnity of New York, plans making a 
short trip West in the interest of his 
company. He will likely stop at Buf- 
falo, Detroit, Pittsburgh, Chicago and 
Indianapolis, studying local conditions 
at each center and arranging for agency 
representation. The organization of 
the Norwich Union has been com- 
pleted, its capital and surplus fully 
paid, official staff chosen and under- 
writing plans clearly defined. Forms 
of policies in the various lines the cor- 
poration will write will be the ac- 
cepted standards, the policy of the 
management will be to build slowly but 
carefully. Quality of business will not 
be sacrificed to volume of premium 
income. Mr. Falconer is a casualty 
underwriter of varied and valuable ex- 
perience who knows the classes of 
risks to seek and those to avoid. 

Frank Zetteler, superintendent of 
agencies of the Automobile Mutual 
Liability, Milwaukee, died Monday 
after a brief illness. He was born in 
Milwaukee in 1884 and devoted his en- 
tire career to the underwriting busi- 
ness, accepting the agency supervision 
of the Milwaukee company upon its 
organization about two and a half 
years ago. 


Harwood. E. Ryan, recently chosen 
general manager of the National Coun- 
cil on Workmen’s Compensation In- 
surance, will assume the duties of his 
new post the latter part of the present 
week. The task of directing an organ- 
ization, membership in which is made 
up of stock and mutual companies, and 
state fund departments, is admittedly 
of large proportions, but it is felt gen- 
erally that Mr. Ryan will prove equal 
to it. As an actuary for the New York 
insurance department he made an es- 
pecial study of workmen’s compensa- 
tion insurance, and served as chairman 
of the committee that prepared the 
basic rates for writing the business. 
Never having been associated with an 
institution seeking compensation risks, 
he is without prejudice as between the 
different schools of practice and en- 
joys the confidence of all. He will 
have the best wishes of all the council 
members for his success in his new 
position. 


George U. Pope, who has been a 
surety man in Philadelphia and other 
points, has joined the surety depart- 
ment of Marsh & McLennan in New 
York City. 


P. B. Shillito, manager of the north- 
western department of the Massachu- 
setts Bonding, who has been elected 
president of the Chicago Surety Under- 
writers Association, is one of the well 
versed men in casualty and surety 

















P. B. SHILLITO 


lines. Mr. Shillito is secretary of the 
National Association of Casualty & 
Surety Agents and has taken a wide 
interest in his work. He is a student 
of the business, progresive in his ideas 
and thoroughly in harmony with the 
best practices of insurance. 


Thomas P. Kennedy has been ap- 
pointed branch manager of the General 
Accident at the Philadelphia office. He 
takes the place of W. P. Mifflin, who 
is leaving the General to build up his 
own agency. Mr. Kennedy served the 
General as assistant Pacific coast man- 
ager and later was transferred to New 
York as underwriter of the liability 
department. He returned to San Fran- 
cisco in 1915 as manager. He entered 
the naval service in 1918 and on his 
release was attached to the company’s 
executive department. 


Mark T. McKee, secretary of the 
National Council of Insurance Federa- 
tions, has resigned as supreme master 
of accounts of the Brotherhood of 
American Yeomen to become a mem- 
ber of the board of directors. For a 
number of years Mr. McKee has been 
state manager for the Yeomen in 
Michigan. 


Manager J. E. Callender of the 
Ocean at Chicago will give a compli- 
mentary dinner to all agents in IIli- 
nois who have qualified in the contest 
for miscellaneous lines that has been 
running from Aug. 15 to Nov. 15. The 
dinner will be given in Chicago, Nov. 20. 


The accident department of the Lion 
Bonding & Surety is growing very 
rapidly under Manager F. B. Alldredge, 
who went to the company a few months 
ago from the Home Accident & Health 
of Omaha. Mr. Alldredge revised all 
of the policies of the company and has 
not only put added life into the 
agency staff, but has increased it ma- 
terially. The company hopes to pass 
the million mark in accident and 
health premiums in 1921. 





Beard Gets Lion Bonding 


Robert H. Beard of Chicago has been 
appointed resident manager of the Lion 
Bonding & Surety for northern Illinois. 
Mr. Beard has had a wide experience in 
casualty insurance both in the field and 
the home office. He will have his office in 
830 Insurance Exchange, Chicago. 


New Ohio Casualty Company 


The Ohio Casualty Insurance Company 
of Hamilton has been incorporated for 
$200,000 by B. D. Lecklider, Howard 
Slaneker, S. D. Fitton, S. M. Goodman 
and Charles Solingen. 
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Assets 
$1,780,412.00 
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Capital 
$500,000.00 


Surplus to 


Policyholders 
$1,402,255.00 


O. F. ROBERTS, Vice-Pres. and Gen. Mgr. 


Home Office:-—CHICAGO, III. 
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CAPITAL ONE MILLION DOLLARS 
* Emcry H. English, President 





Joel Tuttle, Secretary 


HOME OFFICE: 715 Locust St., DES MOINES 
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Semi-Annual Statement, June 30, 1919 
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Liabilities end Reserves.. 
Paid Up Capital 
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$1,016,£00.C0 in Approved Securities on Deposit with Insurance Department of Iowa 
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C. A. CRAIG 
President 


W. R. WILLS 
Vice-Pres. 


THE NATIONAL 
LIFE & ACCIDENT INSURANCE CO. 


OF NASHVILLE, TENNESSEE 


Capital, $300,000.00 





Record For 


Growth Unsurpassed 


Cc. R. CLEMENTS 
Sec’y and Treas. 


Money-Making Contracts 
For Good Agents 
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NEED OF GOOD LEGISLATORS 





Secretary C. W. Olson of the Illinois 
Insurance Federation Urges 
Higher Grade of Men 





At the annual banquet of the Chi- 
cago Surety Underwriters Association, 
State Secretary C. W. Olson of the 
Insurance Federation of Illinois 
pointed out the need of electing good 
men to the legislature. He said that 
the Insurance Federation is not seek- 
ing to get insurance men elected, but 
solid, substantial, honest, far seeing 
business and professional men who 
have the interest of the state at heart. 
He said that one-half of the legislators 
of Illinois come from Cook county 
and many of them are of a very low 
grade. He declared that the time had 
come for the insurance people to act 
in coordination with other groups of 
business men to see to it that the 
American principles of government 
are maintained and that hostile attacks 
are repulsed. 


Views of New President 


P. B. Shillito of the Massachusetts 
Bonding, the new president, said that a 
surety contract is akin to banking, the 
only difference being that the surety 
company gives extension of credit by 
contract or name. He said that Chi- 
cago must rise to the occasion surety- 
wise. The surety men must take care 
of the big business. They must exer- 
cise good judgment. They must have a 
vision and perform a service. He pre- 
dicted that after while the surety com- 
panies would see the advantage of hav- 
ing western departments to look after 
their interests in western territory. Mr. 
Shillito advocated the formation of a 
clearing house for information among the 
surety people of Chicago. He said that 
the surety men need the viewpoint of 
the big men outside of their business and 
he remarked that he intended to bring in 
bankers, manufacturers, credit men, ar- 
chitects, builders and so on to tell the 
surety men something about the rela- 
letionship between their business and the 
surety contracts. 


Col. J. V. Clinnin’s Talk 


Charles H. Burras of the National 
Surety, in his talk, urged greater cooper- 
ation and a spirit of helpfulness. The 
main talk of the evening was given by 
Col. J. V. Clinnin, assistant manager of 
the United States Fidelity & Guaranty, 
who served in the army in France and 
rendered heroic service. He advocated 
universal military service as a precau- 
tionary measure, as he said that wars 
will occur in the future. He said that 
30,000 young American men lay in graves 
in France as a monument to America’s 
lack of preparedness and _ inefficiency 
along military lines. Referring to gov- 
ernment insurance, he said that the life 
insurance feature provided by the War 
Risk Insurance Bureau was a necessary 
war measure, but that in peace times the 
government should keep out of insurance. 
Private institutions can conduct the busi- 
ness satisfactorily and render far more 
capable service. He said that the gov- 
ernment had not made a success of oper- 
ating the railroads, telegraph and tele- 
phone lines and other activities. He said 
that the people had had their experience 
in this direction and don’t want any more 
of it. 


Should Show More Sympathy 


In referring to the capital and labor 
disputes he said that ofttimes the em- 
ployers failed to look into the hearts of 
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their men. The men appreciate being 
| part of a human machine. The employers 
should show more kindliness and sym- 
pathy and get closer to their men and 
| study their needs. , 

Henry M. Marshall of the United States 
Fidelity & Guaranty acted as toastmas- 
| ter of the evening. 





| Welch Succeeds Galloway 


V. H. Galloway, district manager for 


the National Surety at Portland, has re- 
; Signed and is succeeded by Edward P. 


, Welch, who has been assistant Pacific 
— | northwest manager at Seattle. 


PROBES BOSTON COMPLAINTS 





Secretary Gilkey Is Looking Into 
Charges of Payment of Excess 
Commissions There 





NEW YORK, Nov. 11.—Secretary 
R. R. Gilkey of the Surety Association 
of America is in Boston this week tak- 
ing up some of the complaints in that 
city. The chief complaint is excess 
commissions. The main complaint in 
Boston is due to the payment of 
agents’ commissions by companies to 
men who are agents in smaller towns 
near Boston. Many of these suburban 
agents get most of their business in 
Boston and receive agents’ commis- 
sions, while regular Boston agents are 
paid only half as much for the same 
kind of business. 

Mr. Gilkey expects to visit Chicago 
in the near future, where there is gen- 
eral complaint of excess commissions. 
The trouble in Chicago is due to pay- 
ment of excess commissions to brokers, 
they claiming that if their regular 
offices turn them down they can get 
higher commissions from _ certain 
offices. Similar complaints are heard 
from Detroit and Cleveland. There is 
considerable complaint that. excess 
commissions are being paid in this 
city. 





FIGURES ON NEW ROAD WORK 





Portland Cement Association Shows 
Bond Issues Have Reached Total 
of $49,865,490 This Year 





Agents of surety writing companies, 
who may be tempted to complain of 
the lack of opportunity for business 
getters during the present period of 
contracted building operations, will be 
interested in some figures lately com- 
piled by the Portland Cement Asso- 
ciation for the benefit of its member- 
ship offices, regarding highway bond 
issues authorized in this country since 
the first of the year. These total 
$493,865,490. In all $772,943,500 of 
bonds have been proposed; hence it 
is highly probable that in addition to 
the huge sum already decided upon, 
further issues will be authorized in the 
near future. As every road improve- 
ment contract calls for a surety bond 
to guarantee the faithful performance 
of the work, surety agents should find 
abundant scope for their soliciting abil- 
ity in this class of public work alone, 
and would do well to follow it closely. 

Classified as to states the road im- 
provement bond issues already author- 
ized are as follows: Arizona, $4,400,000; 
Arkansas, $2;000,000; California, $57,535,- 
000; Delaware, $500,000; Florida, $1,065,- 
000; Georgia, $14,245,000; Idaho, $6,773,000; 
Illinois, $62,615,845; Iowa, $18,475,000; 
Kansas, $50,000; Kentucky, $1,050,000; 
Louisiana, $3,100,000; Maine, $8,000,000; 
Michigan, $52,100,000; Minnesota, $12,- 
500,000; Mississippi, $3,185,000; Missouri, 
$11,378,600; Montana, $6,283,000; Neb- 
raska, $3,000,000; Nevada, $1,200,000; 
North Carolina, $13,109,635; Oklahoma, 
$1,158,000; Oregon, $19,696,704; Pennsyl- 
vania, $66,665,506; South Carolina, $8,625,- 
000; Tennessee, $6,685,000; Texas, 
$73,532,000; Utah, $5,500,000; Washington, 
$7,875,000; West Virginia, $5,213,200; Wis- 
consin, $12,920,000; Wyoming, $2,800,000. 





National Surety in Foreign Fieid 


President W. B. Joyce of the National 
Surety announces an agreement between 
that company and the old American = 
press Company, whereby the branches 0 
the latter company will hereafter be able 
to execute bonds and guarantees in al 
parts of the world for the National 
Surety’s clients. The records of the sola 
eign employe will be investigated locally 
by the American Express manager ol 
his record in America by the Nationa 





Surety. 





Nove 








The 
insura 
collisi 
damag 
season 
now f 
portun 
the w 
season 

Brol 
the wr 
port a 
the pa 
ago th 
miums 
and M 
the aw 
their b 
out the 


: 


The 
the sta 
with tl 
for the 
livery 
therefo 
sured a 
a sligh 
busines 
to buy 
start o1 
that is 
which ; 
seasona 
_ There 
tion an 
benefit 
stead o 
ter, as 1 
a few 3 
crease 
in use, 
availabl. 
cannot | 
to conv 
all-year 
As ar 
same pe 
ity, 
coveragy 


The o 
carry fy 
Is the ¢ 
Closed 2 
use the 
Next fey 
not figus 
he will 
theft c« 
Miums ¢ 
lines fos 
year we 









tO 


nies, 
n of 
iness 
d of 
ll be 
com- 
\sso- 
nber- 
bond 
since 
total 
0 of 
ce it 
on to 
upon, 
n the 
yrove- 
bond 
nance 
d find 
x abil- 
alone, 
losely. 
da im- 
uthor- 
00,000; 
57,535," 
51,065,- 
73,0003 
175,000; 
150,000; 
00,000; 
. $12,- 
issouri, 
Neb- 
200,000; 
lahoma, 
ennsyl- 
$8,625," 
Texas, 
\ington, 
0: Wis- 
1800,000. 


ield 

bational 
etween 
han EXx- 
ches of 
be able 
5 in al 
Vational 
he for- 
locally 
er an 
vational 















November 13, 1919 





THE NATIONAL UNDERWRITER 








CASUALTY 29 





WRITE CARS ALL YEAR 


AUTO COVERAGE WINTER NEED 





Agents Find That Class of Business 
No Longer Seasonal—Danger of 
Accidents Greater 





The time has passed when automobile 
insurance, especially as regards the 
collision, public liability and property 
damage covering, was regarded as a 
seasonable business, and agents are 
now finding practically the same op- 
portunity for writing those lines in 
the winter months as in the summer 
season. 

Brokers and agents specializing on 
the writing of automobile business re- 
port a great change in that respect in 
the past four or five years. Four years 
ago the bulk of their automobile pre- 
miums was received in March, April 
and May. Now both the agents and 
the automobile writing companies find 
their business practically level through- 
out the year. 


Buy Cars Now Year Round 


The fact that the manufacturers of 
the standard makes are so far behind 
with their orders makes it necessary 
for the buyer of a car to accept de- 
livery whenever he can get it and 
therefore there are new cars to be in- 
sured all the year round. There is still 
a slight increase in the spring because 
business establishments are more likely 
to buy new commercial cars when they 
start out on the new year’s work, but 
that is practically the only feature 
which makes the business in any way 
seasonal in its character. 

There is also an -increasing disposi- 
tion among auto owners to get the 
benefit of their cars all the year, in- 
stead of laying them up for the win- 
ter, as was quite generally the practice 
afew years ago. Aside from the in- 
crease in the number of closed cars 
in use, cheap winter sides are now 
available, which enable the man who 
cannot afford the more expensive kind 
to convert his car into practically an 
all-year type with very little expense. 
As a result there is not nearly the 
same percentage of cancellations of lia- 
bility, property damage and collision 
coverage as there was formerly. 


Can’t Afford to Cancel 


The only man who can afford not to 
carry full coverage during the winter 
is the one who has two cars, of the 
closed and open type, and expects to 
use the closed car exclusively for the 
text few months. Even if a man is 
not figuring on using his car regularly, 
he will want to continue the fire and 
theft coverage and the return pre- 
tiums on the cancellation of the other 
lines for possibly four months of the 
year would be relatively very small. 
Then, too, there is always the possi- 
ility of an emergency use of the car, 
and an accident on a single trip of 
that sort would be just as costly as at 
ay other time. 

he man who expects to use his car 
at all certainly cannot afford to cancel 
any of his coverage. There is just the 
Same amount of traffic, with the excep- 
ton of the few strictly pleasure cars, 
aid the same number of pedestrians. 
Whatever gain there may be in the 
kssening of the congestion of traffic 

Tough the absence of the pleasure 
‘ts is more than offset by the in- 
‘teased hazard of driving in the winter 
Months. There is more wind, which 
Makes it more difficult to steer the 
&t; more rain, sleet and snow, which 
tot only increase the chances of skid- 
ing but tend to obscure the vision and 
us add to the number of accidents. 
Taking it altogether, there are plenty 
arguments to be offered to the car 
er in favor of continuing his poli- 
“mm throughout the year, and very few 
athe can advance against it. 














NON-PARTISAN LEAGUE 
INCREASES ITS SCOPE 


(CONTINUED FROM PAGE 25) 


der its own weight in the opinion of 
those who have gone into the subject 
fully. 

Linked Up With Labor 


It is the opinion of shrewd observ- 
ers that if an election were held in 
Minnesota at this time the Non-Par- 
tisan League would carry the state. It 
has linked itself up with the labor ele- 
ment, is championing the labor cause 
and the two forces combined make a 
majority. The Non-Partisan League 
has. grown by leaps and bounds in 
Minnesota. It has absorbed the radical 
element in the state and if it once gets 
control of the state administrative and 
legislative machinery it will give it 
power in one of the foremost states 
that will mean a tremendous boost for 
the movement. The labor platform 
adopted in North Dakota means but 
little to that state as it is not a labor 
state. The Non-Partisan League peo- 
ple, however, were shrewd in doing 
this as it enabled them to show what 
they were willing to do in other states 
and thus make a very vital appeal to 
Minnesota and Nebraska. 

Offer Lower Prices 


An insidious. propaganda now be- 
ing spread by the Non-Partisan League 
is that in which it promises to open 
stores in Nebraska and sell bread at 8 
cents a loaf. This it says it can do by 
using North Dakota wheat. It will 
be impossible for the Non-Partisan 
League to do this and come out even. 
It will mean that a subsidy will have 
to be granted which naturally will 
come from the resources of the state 
and fall on the people. This is one of 
the most dangerous movements in- 
augurated. It is also promising to 
furnish other necessities at a much 
lower price provided it comes into 
power. The great danger at the pres- 
ent time according to those who are 
on the inside is the possibility of the 
league getting control of state machin- 
ery in Minnesota and Nebraska which 
will enable it to carry forward its 
schemes with a high hand. 


Don’t Want Third Party 


A. R. Townley, the head of the 
league, is not favoring a third party 
movement in politics as is John Fitz- 
patrick, president of the Chicago Fed- 
eration of Labor, who is conducting 
the steel strike. Mr. Townley sees 
the advisability of getting control of 
the machinery of one of the two big 
parties. In North Dakota, the league 
took over the Republican party. Mr. 
Townley and Mr. Fitzpatrick have 
locked horns over this issue in the 
effort to link the league and labor to- 
gether. 

The outcome of the steel strike will 
have a bearing on the Non-Partisan 
League. If labor wins, the radical ele- 
ment will be strengthened, and the 
league power will be increased be- 
cause of it alignment with labor. 





Thistle With Norwich Union 


Edward B. Thistle has resigned as 
manager of the burglary department of 
the Metropolitan Casualty to- become 
superintendent of the plate glass and 
burglary departments of the Norwich 
Union Indemnity. Mr. Thistle started 
with the Metropolitan 20 years ago. He 
was with the Globe Indemnity for a time 
as superintendent of its plate glass de- 
partment, returning later to the Metro- 
politan. 





Preferred Accident Has Fire Company 


NEW YORK, Nov. 11—The interests 
controlling the Preferred Accident have 
erganized the Atwood Fire, with $250,000 
capital and a like surplus, primarily to 


] write automobile fire and theft insurance, 
which the Preferred itself is unable to 


write under its charter. The new com- 
pany is expected to be ready for business 
about the first of the year. The officers 


and directors of the two organizations 
will probably be the same. 











rs \ Workmen's Compensation 


All Liability Lines 
Automobile Insurance 


Accident and Health 





Where We Are Doing Business: 


Cal., Conn., D. C., Ills., Ind., Ia., 
Md., Mass., Mich., Minn., Mo., 
N. J.. N. Y., Pa. R. I. and Wisc. 


United States Head Office : 
431 Insurance Exchange, Chicago 


























CASUALTY REINSURANCE 


BY TREATY 


Enables the REINSURED to accept larger lines 
and deliver better SERVICE 


Emp.oyers INDEMNITY CORPORATION 


KANSAS CITY 
NEW YORK 
35 Nassau St. 


CHICAGO 


Insurance Exchange 














“OUR BONDS GUARANTEE INTEGRITY” 


SURETY 
BONDS 





NEW YORK 


CHARLES H. HOLLAND, PRESIDENT 
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- The Lion Bonding and Surety Company of Omaha 
Capital and Surplus = - =- = ~—_‘$750,000.00 


I have just written to a friend,— 


“In the management of The Lion, I have two ideals,— 
one, to keep the assets of the Company sound, and the 
other, to give the public a fair deal”. This program 
ought to appeal to the Agent who is wise. The Lion 
has a premium income of a Million a year, and is in 
the arena for keeps. With these things to recommend 
us, you should write for an agency. We write practic- 
ally all lines. 


E.R.Gurney President 





WE DON’T WANT MUCH 
JUST THE LION'S SHARE 





= 














The American Credit-indemnity Co. 
of NEW YORK 
CREDIT INSURANCE ONLY 
E. M. TREAT, President 


The American’s, Unlimited Policy not only provides absolute protection against abnor- 
mal loss on all outstanding covered accounts, but serves to prevent losses. 








If you are a manufacturer or jobber, write for the full particulars of this service. 

415 Locust St., St. Louis, Mo. 91 William St., New York 
OFFICES IN ALL PRINCIPAL CITIES 

R. J. LYDDANE, General Agent 1149 Marquette Bldg., Chicago 











GEORGIA CASUALTY COMPANY 


Surplus and Reserves to 
Policy Holders, $2,030,162.08 
Compiled Under Laws of New York, Pennsylvania and Georgia 


MACON GEORGIA. 








Agents: If you desire connection with a Company rendering REAL 
SERVICE write to one of the following agencies in your territory: 
P. A. COOLING CO., General Agents, 404 Amer. Central Life Bldg. 
Indianapolis, Ind. 
OSCAR R. WITTE & CO., General. ents, 403-6 Wainwright Bldg. 
it. Louis, Mo. 
FRANK V. SMITH & BROS., General Agents, 428 Reserve Bank Bldg. 
nsas City, Mo. 
E. J. MILLER, General Agent, 311 Gas and Electric Bldg. 
JOPLIN & WHITESIDE 


Denver, Colo. 
General Agents, 305 Hoyt Bldg. 
as 


Wichita, 
(For Other States Write Home Office) 
We Specialize in Accident and Health, Plate Glass and Automobile Insurance. We Write All Casualty Lines 


WESTERN INDEMNITY COMPANY, Dallas, Texas 
Capital, $300,000 Assets, Over $1,500,000 











Horet RONTENELLE 
OMAHA, NEB. 
H. EDGAR GREGORY, Manager 


330 Rooms—330 Baths 


RATES 


One person - - - $2.50 
Two persons - - $3.50—$7.00 
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WORKMEN'S COMPENSATION _ 














RECALL PENNSYLVANIA BOOK 





Companies Left Out Protest Vigor- 
ously Against Exclusion From 
Acceptable List 





The new Pennsylvania compensation 
manual contains a list of insurance com- 
panies which will be accepted under the 
compensation law in that state after Dec. 
31. There were four companies which - 
had previously written compensation 
business in the state that were omitted, 
one of them being the General Accident. 
Commissioner Donaldson has ordered the 
recall of the manual so as to include the 
name of the General Accident as it was 
omitted by error. 

The Commercial Casualty also has filed 
a vigorous protest against its exclusion 
from the list of acceptable companies 
and contends that a serious injustice 
has been done in excluding it, presumably 
on the ground that its compensation loss 
ratio was too high. Officials of the com- 
rany say that it has never attempted to 
write a volume of compensation busi- 
ness in Pennsylvania, taking it only as 
an accommodation for brokers who 
placed other business with it. 

REPORT ERROR IN LOSS RATIO 

DES MOINES, IA., Nov. 12—The South- 
ern Surety, one of the companies omit- 
ted from the Pennsylvania Manual for 
1920, says: 

“Referring to the Pennsylvania situa- 
tion an error in reporting Pennsylvania 
compensation experience gave a loss 
ratio of 74 percent instead of an actual 
incurred loss to earned premiums of 41.9 
percent. Due to misunderstanding the 
Seuthern had no representative at the 
hearing. The error has been called to 
the commissioner’s attention and in view 
of the Southern’s favorable experience 
we are satisfied the order will be re- 
scinded.” 





TO START SOON IN ALABAMA 





Company Men Are in the State 
Arranging to Begin Operations 
Jan. 1 





To assist the Alabama authorities in 
the formation of a board to administer 
the new compensation law of the 
state, which becomes operative Jan. 1, 
1920, several underwriters are now in 
Montgomery. The Alabama act com- 
pels insurance on the part of all indi- 
viduals, firms or corporations employ- 
ing sixteen or more persons, but leaves 
the choice of the insurance carrier. On 
the whole statute is regarded as a 
proper one, the operation of which 
should prove helpful to the individual 
workers of the state. 

There are six states in the south at 
present without workmen’s compensa- 
tion laws, namely, North and South 
Carolina, Mississippi, Georgia, Florida 
and Arkansas, but it is anticipated that 
each of these will fall into line before 
long. : 

The Virginia compensation law 
went into effect in January last, the 
Tennessee act on July 1, while that 
in Alabama, as above noted, becomes 
effective at the beginning of the New 
York. 

The Missouri law was to become 
operative November 1, but its enforce- 
ment has been deferred pending deci- 
sion by the court upon several mooted 
points. 


4 





New Rates for New Jersey 


Rules for the application of the rate 
revision on New Jersey compensation 
risks, effective Jan. 1, have been issued 
by the Rating and Inspection Bureau. 
The new rules prevent the extending of 
the normal expiration date by reissuance 
of policy. 





California Rates 


SAN FRANCISCO, CAL., Nov. 12—Pres- 
ent indications are that the California 














insurance department will not under take 


rates which had been planned with the 
completion of the experience of compen- 
sation carriers in the state up to and in- 
cluding 1917. With the organization of 
the National Council on Workmen’s Com- 
pensation Insurance and the announce- 
ment that the latter will take up rate 
revision through the country, the Cali- 
fornia department is inclined to refer 
the new manual for the state to the New 
York body although it appears that the 
latter may not be able to undertake 
the work without considerable delay. 
G. F. Mickelbacher, actuary of the Na- 
tional Workmen’s Compensation Bureau, 
will arrive at San Francisco next week, 
presumably on rating matters. 





Urge Missouri Governor to Act 


have Governor Gardner appoint a com- 
mission to control operation of the work- 
men’s compensation act, regardless of the 
referendum movement against the act, 
have begun. The St. Louis Chamber of 
Commerce has sent a letter to the state 
executive urging him to declare the act 
effective. 

Meanwhile, Missouri insurance compa- 
nies are attaching indorsements, cover- 
ing workmen’s compensation, to all lia- 
bility policies issued to workmen. 





Court Criticizes Kansas Law 


TOPEKA, KAN., Nov. 11—Apparently 
the Kansas workmen’s compensation act 
needs a public defender appointed. It 
has no defenders at present, and even 
the state supreme court is taking pot 
shots at the law. In an opinion just 
handed down the supreme court says: 

“It is practically impossible to deter- 
mine what the legislature intended,” 
and in the same opinion, after calling at- 
tention to the contradictory features of 
the act, “if it be harsh or unjust to 
workmen or dependents, the remedy lies 
in an appeal to the legislature, not to 
the courts.’ The opinion was handed 
down in the case of Mrs. Lee Alice Boyd 
against the J. R. Crowe Coal & Mining 
Company, brought in the Crawford 
county district court. 








Interest Is Taken 
in Engine Insurance 














NEW YORK, Nov. 12.—All com- 

panies writing engine insurance 
speak well of its reception by the pub- 
lic and are satisfied with the quality 
and quantity of the business secured 
thus far. That the indemnity will be 
a permanent fixture of the business, 
admits of no doubt. Of course, pioneer 
work has to be done and risks are be- 
ing critically scanned as they come in, 
for some time must elapse before a 
proper experience can be had. One 
present difficulty is for customers to 
seek and agents to grant coverages 
beyond that definitely contemplated by 
the engine policy, the acceptance of 
which would take the companies into 
the realm of machinery breakage. This 
latter class of hazard is a serious one, 
the experience of the office that es- 
sayed to carry it some years ago prov- 
ing very unsatisfactory, and was one 
of the reasons for deferring for a con- 
siderable time the issuance of the en- 
gine insurance policy. 


U. S. F. & G. to Increase Capital 


The board of directors of the United 
States Fidelity & Guaranty has recom- 
mended an increase of $1,500,000 in the 
capital stock by an issue of 30,000 shares 
of new stock, par value $50. With this 
issue the company would have a capital 
of $4,500,000, surplus of $4,800,000 and 
assets of over $25,000,000. The matter 
will be submitted to vote of the stock- 
holders some time this month. 





Hord Addreses Institute 


NEW YORK, Nov. 12—Eugene F. Hord, 
resident manager of the Maryland pass 
ualty, made an interesting address — 
the development of automobile insurer 
-at yesterday’s gathering of the Insuran 





a general revision of state compensation 





Institute of America. 


ST. LOUIS, MO., Nov. 12—Efforts to 
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North Dakota Commissioner Defers 


THE *Final Action on Matter of 


Company’s License 


JIFFY tre ae Interstate Casualty Company 

















1 com- 
ee ae against the Ocean Accident & Guaran- Home Office: Birmingham, Ala. 
the pub- PEN tee involving the company’s right to 


. quality 








do business in North Dakota, sched- 


a The word “Jiffy” de- uled to be heard before Commissioner Capital, Surplus and Reserves, $747,657.55 


Olsness, Monday, was postponed till 


busines notesspeed and action, Monday or Tuesday of next week. The Specializing in Automobile and Public 
9 : e sha an al- charge is that the company violated ° eye 
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plated by Pri db f, la a an pe Begereng iy ayree Phe lesa Chronicle Bldg., Houston, Texas Columbia Bldg., Louisville, Ky. 
tance ot a eee $ a up. The company is resisting on the STATE AGENCY, No. 1 Montgomery St., Jersey City, N. J. 
nies into Self-filling without a 


age. This 


"her eae grounds that the proceedings, which 
rious one, 5 


were initiated on the complaint. of 
William Lemke, attorney for the bank 








that es- Sena ‘or descriptive 


ago prov- and vice-president of the Nonpartisan Chas. L. Nicholson, Pretend Harry R. Wood, Secretary 
ea. on matter. League, are not in accordance with |} THE INTER-STATE. SURETY COMPANY 
one a JIFFY PEN CO. tion act, and that the rejection of the REDFIELD, SOUTH DAKOTA 


risk was merely a matter of business 
PP es ohiy ake judgment, as the bank at the time was . W E I S S U E 


in the midst of a hot factional con- 
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ADEQUATE PAYROLL ESTIMATES IMPORTANT Re-Insurance 











ERHAPS the greatest difficulty 
P experienced by companies writing 
* workmen’s compensation insur- 
ance in their relations with the local 
agent is in getting the agent to make 
his initial payroll estimates sufficiently 
high. It is pointed out by company 
' officials that the agent who writes 
business on too low an estimate does 
an injustice to himself, the assured and 

’ the company. 

The purpose of making the lower es- 
timate is of course to give the assured 
the advantage of a lower initial pre- 
mium. Many agents fear that they 
might lose the business if it is put too 
high. In a case where the actual pay- 
roll is, for example, $10,000 a year, 
which would mean a premium of $200, 
the agent in order to close the matter 
might agree to put it in at $5,000. He 
can get by for the first year, but at 
the expiration of that time the assured 
will have to pay not only his premium 
for the coming year but also the addi- 
tional amount due on the expiring pol- 
icy, which probably will make it look 
a great deal bigger to him than if he 
had paid on the basis of his actual pay- 
roll in the first place. 


Does Injustice to Assured 


Furthermore, such a procedure is 
doing the assured a decided injustice 
on the books of the company. If the 
losses are $80 on a $100 premium it 
makes the risk look like a money loser, 
whereas if the premium had been put 
at $200, where it should be, it would 
be shown up as a money maker in- 
stead. 

If the risk is large enough to be ex- 
perience rated, the lower premium fig- 
ure also fails to do justice to the as- 
sured in that respect, as the bigger the 
payroll is in proportion to the number 
of accidents, the lower the rate. 

In the case of contractors especially 
there is still a further danger from the 
low estimate. The contractor is in 
many cases a non-resident, who has 
his plant and his men in the town 
where the business is written only 
long enough to complete the work 
which he has on hand. If the estimate 
is too low, that fact very likely will 
not be discovered until after the work 
is completed. Then it may be difficult 
or impossible to locate the contractor, 
with the result that the company will 
be out the premium and the agent 
loses the commission that he should 
have had if the estimate had been 
placed at the proper figure in the first 
place. 

Question of Reserves Raised 

Companies have been severely criti- 
cized by the insurance departments of 
certain states where business had been 
written at less than the approximate 
payroll, because the reserves were not 
sufficient. The criticism may have been 
well founded from the departments’ 
standpoint, but it certainly furnishes 
another good reason from the com- 
pany’s standpoint for impressing on the 
agent the evils of such procedure. 

It is not believed that there is any 
desire on the part of the agent in most 
cases deliberately to falsify the pay- 
roll figures. It is simply a question of 





carelessness, and proceeding along the 
line of least resistance. The agent asks 
the assured what his payroll will 
amount to. The latter puts it below 
the actual figure for the purpose of 
getting a lower premium, and the 
agent accepts his figures without in- 
vestigation. 

If such investigation were made it 
would be to the real interest of the 
assured as well as the agent, and it 
would be a comparatively easy matter 
to show him that while he might save 
the interest on a few dollars for a 
year’s time as a result of putting in the 
lower figures, he is bound to get an 
awful wallop when the year ends. 


Writing at Old Rates 

The Western Indemnity of Dallas states 
that it does not intend to make any in- 
creases in plate glass insurance, although 
the conference announced a new increase 
for this fall. The company says that it 
is continuing to write at book rates with 
50 percent added for box car sizes and 
75 percent for flat car sizes in smaller 
towns with 25 percent added for box 
car sizes and 50 percent for flat car 
sizes in the larger points. 


Casualty Notes 


Nelson F. Conger, manager of the cas- 
ualty department of Cory, Moorhouse & 
Co. of Chicago, has resigned. 


F. Willard Smith, who was formerly 
connected with the Sovereign Fire of To- 
ronto, and prior to that was in the in- 
surance business in St. Louis, has gone 
with the credit insurance department of 
the Ocean Accident of Chicago. 


Fred C. Alexander, manager of the in- 
surance department of the Citizens’ Trust 
Company of Evansville, Ind. has re- 
signed to become district manager of 
the bonding department of the Fidelity & 
Casualty. 


Scenticnsniamiiamnitiemnell 


When Man Is a Failure 


When he has no confidence in him- 
self or his fellow-men. 

When he values success more than 
character and self-respect. 

When ‘he does not try to make his 
work a little better each day. 

When he lets a day go by without 
making some one happier and more 
comfortable. 

When he tries to rule others by bully- 
ing instead of example. 

When his friends like him for what 
he has more than for what he is. 

When he does not care what happens 
to his neighbor or to his friends so 
long as he is prosperous.—Organizer. 


Excess Re-Insurance 
Catastrophe Hazard 11 So. LaSalle St. 


Accident Re-Insurance Underwriter. 


DEE A. STOKER 


RE-INSURANCE UNDERWRITER 
CHICAGO 


Employers Indemnity Corporation 

















American Indemnity Company 


co CAPITAL - - $ 600, ae ro 
ASSETS—OVER = - + - = ° $0 100,00 


This Company was examined by the New York Insurance Department as of June 
30, 1919. The examiners stated in part: 

“The Company is in a sound financial condition. Its funds 

are well invested, its reserves are ample and its affairs are 

efficiently managed. Claims are promptly settled and policy 

holders and claimants receive fair and equitable treatment.” 


RESPONSIBLE AGENTS WANTED WHERE NOT REPRESENTED 








Republic Casualty Co. 


PITTSBURGH, PA. 


Writes All Lines of Casualty Insurance 
: and Surety Bonds 








Agents Wanted: To sell an unrestricted Acci- 
dent and Health policy costing $9.00 quarterly. 
Covers every disease and every accident. _Lib- 
eral commission paid to live producers. 

Central Business Men’s Association, 


Westminster Bldg. 
CHICAGO, ILL. 


ROYER, Pres. 


H. G. 
C. O. PAULEY, Secy. & Treas. 








i. iE Ban tt 


i °“Federal Savings and Insurance Co. | 





& Representatives Wanted in Indiana and Illinois. 
B BSE 


FOUNDED 1889 
INDIANAPOLIS 
Specializing on monthly Premium Health and Accident 
with non-classification of risks. Benefits paid weekly. 
Policy includes $100.00 funeral benefit. i 
Our Victory Policy Will Interest You 


a2 6—————as see | 





A Progressive Surety and Casualty Company 








WORKMEN'S COMPENSATION 


THOROUGHLY EXPERIENCED RATER- 
INSPECTOR;; desires to communicate with 
Insurance Coim panies or General Agents hav- 
ing vacancy for man of above qualifications. 

Ada dress 51-P, care The National Underwriter, 


95 William Street, New York. 








Wanted— Experienced Surety or 
Casualty man for Special Agent in 
Middle Western States. Leading 
conference Company. Advise in 
confidence; full particulars. Address 
48-M, care The National Underwriter. 

















Liberal Contracts 


ELMER H. DEARTH : : 


General Casualty & Surety Company 
114 WOODWARD AVENUE, DETROIT 


A Michigan Company for Michigan People 
Live Agents Can Secure 


Up-to-Date Policies 


WRITE US j 
President 























November 13, 1919 THE NATIONAL UNDERWRITER 





MARYLAND .CASUALTY COMPANY 


BALTIMORE 


A TOWER OF STRENGTH 


L - 


TOTAL RESOURCES 
OVER $17,000,000.00 








CASUALTY SURETY 
INSURANCE BONDS 


Frrnceveccncnnncncccsceseannnnvececnsancs+sessneccsescetsacce 


; es The Sign of Good Casualty Insurance 
Business-Builders — 
ss LIABILITY BURGLARY 
Developing ne i \ Sn 27 “ cameer 
Fidelity and Surety Bonds, Automobile, asvemenns Grane 6 ae LANDLORE’S 
Elevator and General Liability, Accident, | COMPENSATION ee rr 
Health, Burglary and Plate Glass Insurance 


GEN’L LIABILITY 
Appreciate the co-operation of the 





ESTABLISHED 1865 


| London Guarantee & Accident Company, Ltd. 
Massachusetts Bonding OF LONDON, ENGLAND 


Head Office, Chicago F. W. LAWSON, General Manager 
& Insurance Company 


CONKLING, PRI 
FRED. L. GR 
BOSTON T. J. FALVEY, President 


Lead 1 
217- . Bank Bldg... Cincinnati 
Paid-in Capital $1,500,000 Write for Territory HANSEN & ROWLAND, Inc. Gen, “Agis.. Wash 1708 i. C. Smita Bidg., Seattle 
THE MERRILL, DODGE & JACKSO. Gen. Agts., Lucas Co., Produce Exch. Bldg., Toledo, Ohio 
O'CONNOR BROS.-McCUNE AGENCY Dist. Agts., Savings Bldg., Lima, Ohio 











AMERICAN BONDING = GENERAL ACCIDENT 
Fire and Life 
CASUALT hd oh lai ASSURANCE CORPORATION Ltd. 


General Building, Philadelphia 
eA , 
AMERICAN BONDING Begs to announce 
AN 
CASUALTY COMPANY 


assoc Marked Reductions in Automobile Rates 


| SURETY incusance Agents and Brokers may promote their own and their clients’ interests by 
sbabevtal tide consuiting the Corporation’s General Agents 


a J H.C. ene ay T. Grant Slaughter, 

Over $700,000.00 in Sioux City, lowa Writing Surety and Exchan Plymouth Bidg.. Tedd Bldg» 

approved securitics P Fidelity Bonds 

Rg ont GUS A. ELBOW, President anh elasdienauna 
surance art- ‘ 

ment for protecti Assets. Dec Casualty lines in 

of Policy. holders ts, 31, 1918 fourteen States. 


$1,365,275.23 ied tndiane Truge Bide," Eespira dg 1 arid 


St. Paul, Minn 


















































THE MONEY SAVING SERVICE 


Friend Insurance Agent: 


We have indirectly saved 


Many Thousands of Dollars 


to the clients of Insurance Agents who have taken ‘our tip’ and ad- 
vised their clients to refuse to purchase appraisements sold 


Upon an Open Per-Diem Basis 


“With the Sky as the Limit.” 


This does not mean that 


We Got the Job; 


but it does mean that 


They Got a Fairer Contract. 


If any of you have overlooked this advice, 


It Will Pay Your Clients 
and It Will Pay You 


to act upon this tip: 


No Good Appraisal Company 


is obliged to sell such a contract; and any of them will make a bet- 
ter and fairer one, if your clients insist upon it. 


No “Experienced” Man Will atid One. 

















6) APPRAISERS ENGINEERS S(O 


CHICAGO 


BRANCHES: Cincinnati, Cleveland, Detroit, Indianapolis, Milwaukee, 
Pittsburgh, St. Louis, Toronto and Memphis. 
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Total Disability—Sickness or Accident— At Death—Face of Policy, Paid Within 24 Hours 


Double Indemnity for Accidental Death Our Policy {Ar Dea Payments Waived During Disability 
Pays Insured Income During Disability Without Deduction For Disability Payments, 


Features 


4 WRITE US TODAY—We have territory open in Ohio, Pennsylvania and South Dakota 
: | e I 
| nsurance Compan 
; Reser ve Loan Life INDIANAPOLIS, INDIANA . | 


LIFE INSURANCE SECTION | 





























2 LIFE 





THE .NATIONAL 


UNDERWRITER 











November 13, 1919 





LIFE AGENCY OFFICERS 
HOLD ANNUAL MEETING 


Convention in Chicago Takes up 
Agency Quotas in Its 
First Discussion 


HOW PRODUCTION TRENDS 





Interesting Comparison Between Life 
Insurance Writings and Com- 
modity Prices Made 


The annual meeting of the Life 
Agency Officers’ Association was held 
in Chicago this week. The first session 
began Tuesday morning with Winslow 
Russell as chairman in charge and 
Isaac Miller Hamilton, president of the 
Federal Life, as secretary. It was de- 
cided to change the rules to give rota- 
‘tion to membership on the executive 
committees so that three members can 
be elected each year. The association 


now has a membership of 96, being a 
net gain of 13. 


Life Insurance a Stabilizer 


The executive committee in its re- 
port referred to the big business being 
done this year and urged that the life 
companies assimilate this business and 
see to it that the gospel is preached 
still more emphatically. The members 
were congratulated for their support of 
the War Risk Insurance Bureau. At- 
tention was called to the fact that the 
industrial strain in the country was 
never so great as now. Life insurance 
men can do much as stabilizers. It 
was stated in the report that too many 
agency contracts are being made from 
company to company. The aim of the 
association should be to increase the 
average of the standard of the agent 
in the field. 

The overseas educational life insur- 
ance work done under the leadership 
of the organization was pointed out. 
The greatest accomplishment of the 
year was the establishment at Carnegie 
Institute of the Institute of Life In- 
surance Salesmanship. It is hoped 
that 100 people can be accommodated 
each term. 


“Agency Quotas” Discussed 


The first subject for discussion 
Tuesday morning was “Agency 
Quotas.” The speakers were Frank H. 
Sykes of the Fidelity Mutual, H. G, 
Ramsay of the Canada Life and 
Stephen Ireland of the State Mutual. 
Chairman Russell stated that many 
agency managers are studying the sub- 
ject of quotas and endeavoring to as- 
certain what factors should enter into 
the naming of a quota and getting the 
agency and individual quotas on a 
more scientific and logical basis. Mr. 
Sykes said that the quota is ambition 
organized. It is ambition plus a defi- 
nite time and a definite purpose. He 
thinks much can be gained in going 
about one’s work in a systematic and 
orderly way. Quota means a scien- 
tific handicap on the greatest producers 
so that the little agents and agencies 
can be given a chance. The object of 
the quota is to encourage the individual 
manager and make him grow rather 
than to set an arbitrary price on a given 
territory. He said the quota must fit 
the man. It must be fixed so that it 
can be attained without a great strain. 
Unless this is done it will mean little 
to the men. He said there is great joy 
in doing more than is expected of one. 
The Fidelity Mutual, he says, submits 
quota figures to managers before the 
quota is definitely determined: He 
thinks that it is well to inject human 














PARTNERSHIPS AND INCOME TAX 











HE PENN MUTUAL in com- 
menting on the federal tax situa- 
tion and life insurance says: 

A copy of the following letter, writ- 
ten by P. S. Talbert, acting assistant 
to the Commissioner of Internal Reve- 
nue, was recently received by the 
company. It relates to the effect of 
receiving life insurance proceeds on 
partnership income. As there has been 
no specific ruling on this question 
heretofore, it will be of considerable 
interest to members of the field forces. 

“Receipt is hereby acknowledged of 
your letter of Sept. 3, 1919, asking if a 
ruling has been made by which the in- 
come received by a partnership from 
an insurance policy, upon the death of 
one of the partners, is subject to in- 
come tax. 

“In reply, you are advised that no 
ruling as stated above has been made 
by this department. In this connection, 
you are advised that the term ‘indi- 
vidual beneficiary,’ as used in Section 
213 (b) 1, Revenue Act of 1918, is held 
to include a partnership beneficiary. 
Accordingly a partnership is not re- 
quired to include in gross income the 
proceeds of life insurance policies paid 
to it upon the death of the insured.” 

* 


The use of the word “partnership” 
calls for further explanation, for there 
are several classes. The chief distin- 
guishing feature, however, so far as 
the revenue act is concerned, is 
whether the partnership partakes of the 
nature of a corporation or is an asso- 





ciation of individuals. The former is 
known in common parlance as a lim- 
ited partnership, where the liability of 
individual members is limited to the 
amount of investment therein, although 
the name does not always indicate the 
class. The latter is known as a com- 
mon law partnership and the liability 
of the individuals composing it is not 
limited to the investment in the busi- 
ness, but also extends to the private 
fortunes of the partners. In addition 
to this a common law partnership is 
immediately dissolved by the death of 
any one partner. 
* * 

The mere use of the word “limited” 
in a partnership does not always desig- 
nate it as a corporation for the pur- 
poses of the act. Thus the so-called 
limited partnerships of the type author- 
ized by the statutes of New York are 
partnerships and not corporations 
within the meaning of the revenue law. 
So, also, are limited partnerships of 
Michigan, Illinois and California. But 
limited partnerships of the Pennsyl- 
vania type and partnership associations 
of Virginia and Michigan are consid- 
ered to be corporations. It will be 
seen, therefore, that the effect. of the 
act is determined by the character of 
the organization and not the mere 
name by which it is known; and ac- 
cording to the Treasury regulations, in 
all doubtful cases, limited partnerships 
will be considered as corporations un- 
less satisfactory evidence is produced 
to the effect that they are not so or- 
ganized. 








The president of his company keeps 
the production cards in front of him 
and does not hesitate to send out a 
word of commendation or encourage- 
ment wherever it is needed. 


In order to keep the quota properly 
visualized the Fidelity Mutual Life 
sends out a card each month that fits 
into an easel giving the quota for the 
month so that this easel can stand on 
the manager’s desk and can be kept 
constantly before him. This card is to 
be sent back after the close of the 
month with the report on the back of 
the business paid for. Each manager 
sends out cards to sub-agents with 
their allotment on and he _ requires 
them to report to him just as he does 
to the company. An allotment bul- 
letin is published showing the achieve- 
ments of the men in order that the 
office can keep track of what is going 
on and also that the men may know 
what each other is doing. 

Mr. Ramsay said that the Canada Life 
is changing its basis of allotment and 
next year will use the territory for the 
basis rather than the man. It will take 
into consideration per capita wealth, pop- 
ulation and so on. It will require more 
per capita in cities than in the agricul- 
tural communities. 


Quota Gives Definite Goal 


Mr. Ireland believes that the quota 
gives a definite goal and therefore the 
agent has something specific to strive for. 
It improves the standing of the agent. 
The agent can be stimulated along right 
lines so that as the years go by more 
and more satisfactory business is pro- 
duced. He said that each general agent 
and agent is given not only a yearly 
quota, but a monthly quota. He said 
that effort is made all along the line by 
the men to exceed their quota. The home 
office studies the record, the capacity and 
the opportunity for production and aims 
to put the quota within the reach of each 
man. 


Mr. Ireland said that in fixing the 
quota it should not be under or over 
estimated. He said that the State Mu- 
tual takes up with a general agent each 
month the quota and -:the record made 
and discusses the future with them. He 
said that he finds that if the agencies 
secure their quota before December the 
production is not diminished, but is 
rather stimulated because the men are 
anxious to see what great records they 





interest into life insurance production. 


| tion in the immediate future. 


Probable Trend of Production 


Philip Burnet, vice-president of the 
Continental Life of Wilmington, Del., 
gave an address in which he showed the 
probable trend of life insurance produc- 
All were 
impressed with the scholarly efforts and 
the vision shown by Mr. Burnet. He is 
one of the most brilliant of the younger 
officials and is a man who has a pene- 
trating mind. He showed by a chart how 
life insurance production has followed 
increasing prices of commodities follow- 
ing the civil war and the same trend is 
seen at the present time. Prices bounded 
upward during and following the civil 
war and life insurance production was 
correspondingly stimulated. Then there 
came some years when prices were fall- 
ing and life insurance production de- 
creased. Then there came the era of 
stability when both prices and life in- 
surance found their normal product. With 
the present high prices life insurance 
production has kept pace. Mr. Burnet 
feels that the high level of prices has 
not been reached. He thinks that prices 
may go 25 percent higher if conditions 
are right an in that event he feels that 
life insurance production will be corre- 
spondingly stimulated. 


Price Apex Not Reached 

Mr. Burnet said that whether prices 
continue to go up will depend on the 
quantity of purchasing power and the 
production of goods. The natural ten- 
dency is for the quantity of purchasing 
power to increase. If the quantity of 
goods increase the tendency will be for 
prices to go down. He said the Euro- 
pean countries are paying off their debts 
to us by goods. This is increasing the 


(CONTINUED ON PAGE 18) 





Transfer of American Home 
AUSTIN, TEX., Nov. 12—Commissioner 
Briggs announces that the American 
Home Life will return to Texas and that 
it will be turned back by the Interna- 
tional Life and taken over by the Great 
Southern. The reinsurance contract pre- 
sented is sure to be approved by Com- 
missioner Briggs as he has been endeav- 
oring to bring about the return of former 
Texas companies. There will be a meet- 
ing in St. Louis, Mo., Dee. 8 to consider 
the matter of approval by three com- 
missioners, Potter of Illinois, Harty of 
Missouri and Briggs of Texas. 
The American Home was a deposit 
company and its Texas deposit has been 
kept up by the International. It had 
well over $3,000,000 in force when rein- 





can make, 


sured in the International and about 
$2,500,000 is still in’ foree. : 





TWISTING EVIL IS IN 
EVIDENCE IN CHICAGO 


Life Underwriters to Take Steps to 
Curb Activities of Offenders 
Along That Line 


HOW CASES ARE HANDLED 


Claimed That Most Active Twister Is 
‘Placing Business with Fifteen Com- 
panies Operating in Chicago 





Twisting is the cause of disagree- 
ment and discontent among Chicago 
life insurance men at this time. It was 
the principal topic of discussion at last 
week’s meeting of the executive com- 
mittee of the Chicago Association of 
Life Underwriters. It seems that 
twisting has become so prevalent and 
disturbing in Chicago that the Chicago 
Association felt the necessity of tak- 
ing action in the matter. Accordingly 
it was proposed at the executive com- 
mittee meeting to send a personal let- 
ter to the president of every life insur- 
ance company operating in Chicago, 
enclosing in the letter a number of 
pledge cards. It was the plan to have 
the presidents addressed write to their 
Chicago representatives, asking them 
to do everything possible to discour- 
age twisting and to have their principal 
producers sign a pledge card. The 
cards were to pledge the signer not to 
accept business from twisters, not to 
license twisters to transact business, 
nor to have any business dealings of 
any kind with twisters. In this way 
it was proposed to ally the principal 
producers of Chicago against the 
twister, and make it impossible for him 
to place any business written. 


Position of One General Agent 


The plan struck a snag when two 
Chicago general agents who have for 
years been members of the life under- 
writers’ association stated that they 
would not attach their signatures to 
any such pledge card. One of them 
said that he was and had been receiv- 
ing considerable business from Gustav 
Meyers, alleged to be one of the most 
active and aggressive Chicago twisters, 
that his company knew he was accept- 
ing this business and had asked him to 
continue his present arrangements. He 
took the position that so long as his 
company desired this business and in- 
structed him to continue to receive it, 
he could not discontinue the present 
arrangements. He said that he took 
orders from his company and _ not 
from the Chicago association and that 
until his company requested him to 
discontinue his arrangement with 
Gustav Meyers, he would continue to 
take the business as heretofore. 


Says Other Evils Exist 


The other general agent said that 
if the Chicago association was going 
to.undertake the regulation of twisting, 
it would also have to commence at 
once to remedy other evils of the 
business. He asked for a-definition of 
twisting. He stated that twisting was 
no more reprehensible than other prac- 
tices indulged in by prominent mem- 
bers of the association. He indicated 
that he would not sign the pledge card, 
because he regarded the action of the 
Chicago association as a direct intef- 
ference with his personal affairs. 


Keen for Meyers Business 


To those who are familiar with the 
real facts in Chicago the situation 18 
amusing if nothing else. There are 
two non-participating companies that 
write the great majority of Gustav 

(CONTINUED ON PAGE 18) ~ 
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DECIDE TO HOLD ONE 


DAY SALES CONVENTION | 


Chicago Life Underwriters Will 
Stage Meeting Devoted Ex- 
clusively to Selling Topics 


IDEA GAINING IN FAVOR 


Plan Will Probably Be Adopted by 
Local Associations in Majority 
of Large Cities 


Chicago life insurance men of every 
rank have taken enthusiastically to the 
idea of holding a one-day salesmanship 
convention in the near future. It has 
been decided to call this meeting, the 
first of its kind in the history of life 
insurance, on Jan. 26, extending into 
the 27th if necessary. Jules Girardin, 
president of the Chicago Association, 
has appointed the following committee 
on organization and arrangements: 
Edgar C. Fowler, New England Mu- 




















SELLS POLICY TO WELL-KNOWN ACTRESS 














Julius Abrahamson, Chicago general 
agent of the Illinois Life and one of 
the company’s leading producers, last 
week wrote a $75,000 ten-payment life 


policy on Frances Kennedy, the famous 
vaudeville star. At the time he wrote 
the policy Miss Kennedy was the head- 
liner at the Majestic Theatre, the lead- 
ing vaudeville house in Chicago. Miss 
Kennedy is well known to theatre 
goers. She was prominent in Chicago 
in the days when the old La Salle 
opera house was at the height of its 
glory and at the time when many new 
successful plays were being produced 
there. Miss Kennedy is a versatile 
artist who has gained considerable 
prominence in vaudeville circles during 
the past four years. 

Mr. Abrahamson says that in writ- 
ing this contract for Miss Kennedy his 
eyes have been opened to a new field 
for business. Miss Kennedy is the 
wife of Tom Johnson, an attorney in 
Chicago, and has two children, a boy 
and a girl. She took out the policy 
without any idea of benefit to herself. 
She would not listen to arguments 
favoring an endowment contract. She 
acted on the theory that, in the event 
of her ‘death before her children are 


through school, it would be impossible 
for them to be educated and reared in 
the manner that she desires. With a 
$75,000 policy protecting them, she is 
assured that their future is properly 
provided for. She takes the position 
that, wherever possible,- a heavy 
amount of life insurance should be car- 
ried during the period that children 
are being educated. After that it is 
not so important. The principal work 
has been done after the child graduates 
from school. The boy or girl is then 
equipped to forge ahead. The proper 
foundation has been laid. 

Mr. Abrahamson says that this view 
of the situation explodes the old 
theory that women earning good sal- 
aries cannot be written for anything 
but endowment policies. Few women 
are in the business world because they 
want to be. Most of them are working 
because they have to support them- 
selves or because they are trying to 
give their children the best there is in 
life by sending them through school 
and in every respect giving them the 
proper start. Those in the latter class 
are prospects for something besides 
endowment policies, the premiums on 
which are so high that many women 
are “priced out.” 








BALTIMORE, MD., Nov. 7.— 
To the Editor—The suggested— 
actual I hope—program for a 
day’s selling meeting of Chicago 
life men and women is the most 
encouraging, optimistic sign of 
the big future for the rate book 
man that has been proposed. 
Have Chicago do it and all or- 
ganizations will follow. Not only 
that, but the success of the plan 
will stimulate efforts each month 
by all associations to do like- 
wise. Good work. May you put 


it over. 
J. K. VOSHELL, 
Ex-president National Asso- 
ciation of Life Underwrit- 
ers. 











tual, chairman; James F. Oates, North- 
western Mutual; A. A. Drew, Mutual 
Benefit; Edward C. Platter, Massa- 
chusetts Mutual; Herman C. Hintz- 
peter, Mutual Life, and Jules Girardin, 
president and John R. McFee, secre- 
tary of the Chicago Association, ex- 
officio. 
Interest on the Increase 


Life insurance men in Chicago and 
the surrounding territory are com- 
mencing to catch a vision of what a 
meeting of this kind will mean. It will 
in the first place bolster up and 
Strengthen the Chicago Association, 
which has been in anything but a 
commanding position for some time. 
This is of secondary importance, how- 
ever. Of major consideration is the 
fact that the holding of this one day’s 
business session will mean a dollar and 
cents advancement for every man at- 
tending the meeting. The officers of 
the Chicago Association realize that 
the purpose of the gathering will be 
defeated if the meeting is conducted 
along the lines usually adopted by life 
underwriting bodies. 


Will Be Business Only 


All of the frills, the addresses of 
welcome, the comment on the general 
Situation, the lengthy discourses by 
men not engaged in the life insurance 
business are to have no place on the 
Program of this meeting. It will be 
business from start to finish. The 
Speakers will tell how to get business, 
the methods to pursue in going after 
it, and the best people to see. Known 
Producers, men who have real records 
to their credit will be heard from. 

en who have made good through the 
use of some unusual unique selling 








method or idea will explain the how 
and why of it. 


To Benefit Selling Agent 


Life insurance problems will not be 
discussed from the standpoint of the 
general agent or home office officials. 
The whole meeting will resolve itself 
into a life insurance selling symposium. 
The plain agent, the man who carries 
the rate book in his hip pocket and 
makes the round day after day will be 
able to listen to the kind of addresses 
that will enable him to sell more in- 
surance, and he will be benefited with- 
out any expense to himself. There will 
be no organized entertainment of any 
kind at the meeting. 


Outsiders to Attend 


It seems quite certain that life in- 
surance men within a radius of about 
100 miles will attend this meeting. 
Most of these men are not able to get 
to the meetings of the National Asso- 
ciation, principally because of the time 
and expense involved. In the proposed 
convention they will have an opportu- 
nity of listening to some of the most 
successful men in the business at a 
very small cost. A few general agents 
in the territory contiguous to Chicago 
have signified their intention of bring- 
ing their leading producers at the 
meeting. 


No Outside Attractions 


As a matter of fact, this gathering 
will be a miniature national association 
meeting at which as much, and very 
likely more, of a practical nature, will 
be given to the life insurance salesman 
without any dinners, dances, trips 
around the city, theatre parties or any 
other outside attractions that ordi- 
narily characterize the meetings of the 
National Association. The Chicago 
meeting will be business from start to 
finish with nothing else sandwiched in 
between. 


Other Cities to Follow 


If the plan is a success, and there is 
every indication that it will be, it will 
in all probability be adopted by the 
prominent local associations through- 
out the country. Something of this 
kind should be done by every associa- 
tion at least once a year. A- meeting 
of this kind will bring out the entire 
membership, as well as many not affil- 
iated with the association. It will give 
all who attend a new idea of what a 
life underwriters association can stand 
for and what it can do along practical, 
helpful, constructive lines. Meetings of 





this kind will be the means of dismiss- 
ing the charge that life underwriters 
associations are in existence largely for 
the benefit of general agents, and are 
social, pink tea affairs that mean little 
or nothing to the plain, unadorned life 
insurance agent. 


Committee to Meet 


There will be a conference of the life 
insurance salesmanship congress commit- 
tee of the Chicago association on Nov. 
14. The purpose of the meeting is to 
organize and make a preliminary survey 
of what is to be accomplished and how. 
Luncheon will be served during the con- 
ference. 


Assessment Companies’ Meeting 


The Mutual Life Underwriters National 
Association will hold its annual meeting 
in Chicago Nov. 18-19. Dr. George W. 
Hopkins of the Pure Protection Life of 
Cleveland is president. Edward M. Mar- 
tin of the Guarantee Fund Life is vice- 
president, and N. O. Tiffany of the 
Masonic Life of Buffalo, secretary. The 
program is: 

First Day 


Tuesday, November 18, 1919 
MORNING—10 o’clock 


A Few “Twisting” Insurance Periodi- 
cals—Dr. George W. Hopkins, president 
Pure Protection Life, Cleveland. 

The Right to Assess During War and 
Pestilence—Arthur W. Hamilton, secre- 
tary Mutual Underwriter and Fraternal 
Monitor, Rochester, N. Y. 

Taxation Problems—Edward M. Martin, 
vice-president Guarantee Fund Life, 
Omaha. 

Some Actuarial Observations—George 
Dyre Eldridge, actuary, Boston, Mass. 

AFTERNOON—2 o’clock 

Uniformity—Nelson O. Tiffany, presi- 
dent and general manager Masonic Life, 
Buffalo, N. Y. 

Large Policies—Walter L. McCaslin, 
Pure Protection Life. 

Economical Management—F. M. Hal- 
lam, treasurer and general manager Illi- 
nois Bankers Life, Monmouth, IIil. 

The Banker and Life Insurance—J. W. 
Hughes, secretary and treasurer Guaran- 
tee Fund Life. 

Second Day 
Wednesday, November 19, 1919 
MORNING—10 o’clock 

Ways and Means of Our Larger Pro- 
gress—J. M. Eilers, Knights Templar’s 
& Masonic Mutual Aid, Cincinnati. 

Legislation — Charles F. Dickinson. 
vice-president and superintendent of 
agencies, Merchants Reserve Life, Chi- 
cago. 

Some Thoughts on Organization—C. G. 
Warren, secretary Empire State Degree 
of Honor, Stockton, N. Y. 

AFTERNOON—2 o’clock 

Plain Protection—O. P. Worsley, secre- 
tary Mutual Life, Red Oak, Iowa. 

Fraudulent Claims—A. L. Sarran, sec- 
retary Western Medical Defense Bureau, 
Chicago, Ill. 

Round Table Sales Discussion—Led by 
Mr. Frank D. Shera, Guarantee Fund Life, 
Indianapolis, Ind. 





PROGRAM PROPOSED BY 
EDWARDS IS ADOPTED 


Kansas City Association Enthusi- 
astic for Plans of New Na- 
tional President 


EXTENDS SCOPE OF WORK 


Organization Which Doubled Mem- 
bership Last Year Expects to 
Surpass That Record 


KANSAS CITY, MO., Nov. 11.— 
The constructive work of the new ad- 
ministration in the National Associa- 
tion of Life Underwriters was launched 
in Kansas City Monday. The cam- 
paign, which is to extend the scope of 
usefulness of the national, and of every 
local life association, as outlined by 
President J. Stanley Edwards, was 
presented to the Kansas City associa- 
tion by Dick Oliver of Denver, per- 
sonal emissary of President Edwards. 
And it was adopted with enthusiasm 
by the Kansas City association. There 
were present at this meeting more 
than 100 members of the Kansas City 
association, and the presidents of the 
Topeka, Kan., and St. Joseph and 
Springfield, Mo., associations. These 
latter officials are now working out 
with the Kansas City association offi- 
cials the distribution of territory and 
developing the machinery through 
which Western Missouri and the state 
of Kansas can be made the strongest 
kind of life underwriters’ association 
territory. 


Edwards’ Program Well Received 


Kansas City had already doubled its 
membership in the past year—and won 
the trophy at the national association 
convention, for this aggressive mem- 
bership work. Kansas City had laid 
out for itself the coming year a heavy 
program of educational and other lines 
of work for directly assisting the mem- 
bers in getting business and making 
themselves more effective insurance 
salesmen. 

President Edwards’ plan for the na- 
tional association work the coming 
year is therefore undertaken with the 
more enthusiasm and interest, since 
something definite and helpful can be 
promised new members, and since a 
larger membership is desired to par- 
ticipate in the planned benefits. 


Hughes Urges Vigorous Support 


William Hughes, general agent of 
the New York Life in Kansas City, 
urged vigorous support of the mem- 
bership drive, and particularly urged 
general agents to make it easy for 
membership committees to solicit their 
local agents. He said that he would 
give a dinner for his agents, compli- 
mentary also to a comimittee of the as- 
sociation, at which the committee 
might lay before the agents, the ad- 
vantages of membership. 

L. L. Adams, district manager of the 
Metropolitan Life, made the definite 
suggestion and outline of the manner 
in which the helpful plan of work of 
the Kansas City association would fit 
so nicely into the campaign outlined 
by President Edwards. 


Plan to Double Membership 


The Kansas City association expects 
to double its membership in Kansas 
City alone, and perhaps to get in an- 
other 100 per cent of non-resident 
memberships. The organization for the 
new-membership work will include 
therefore both committees for local 
solicitation and committees for branch 
association work (in larger towns of 

(CONTINUED ON PAGE 9) 
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DARST HITS TWISTING 
EVILS CLEARLY POINTED OUT 


Insurance Commissioner of West Vir- 
ginia Says. Agents Should Make 
; Government Policies Stick 





Insurance Commissioner Darst of 
West Virginia, who is one of the level- 
headed state officials, has this to say 
on twisting government insurance: 

We have a very stringent law in this 
state against misrepresentation and 
twisting, known as Section 15a of Chap- 
ter 77 of the Acts of 1907. 

Yet, in spite of this law, occasional 
complaints are made that some life in- 
surance agents misrepresent the facts as 
to the companies they represent or the 
policies of competing companies. This is 
not only bad ethics, but it is so unneces- 
sary and useless. There is room for all, 
and any agent representing a good com- 
pany has no right to attempt to switch 
a policy in any admitted company in this 
state for one in another company. The 
cancelling of a policy after one or more 
years standing is generally at a loss to 
the insured in increased rates, and 
benefits surrendered under the old policy. 


Applies to Government Insurance 


What we have said here also applies 
to government insurance. It was a great 
blow to this class of insurance that 
nearly 75 per cent of the soldiers and 
sailors carrying it during the war let it 
lapse and have failed to convert it into 
some permanent form of insurance. The 
government has extended the time in 
which this can be done, and every effort 
is being made to reinstate this lapsed 
insurance. 

Nearly every convention of insurance 
men this year, including life underwrit- 
ers, have passed resolutions deprecating 
any soliciting of men who hold govern- 
ment insurance with a view of switching 
their policies. It is well known that the 
government rates are cheaper than old 
line companies and that this class of 
insurance was offered as a substitute 
for the pension system. Good ethics 
would prelude any life insurance agent 
from attempting to twist this class ‘of 
insurance. The local life underwriters’ 
association of Cincinnati suspended Capt. 
Millard Mack, general agent for a leading 
life company, from their association upon 
a charge of twisting government insur- 
ance. While this action may have been 
hasty and Capt. Mack may have a good 
defense later to these charges filed with 
the insurance commissioner of Ohio, yet 
this action clearly indicated how this as- 
sociation viewed this character of offense. 


Been a Boon 


Government insurance has been a boon 
to life insurance agents by showing how 
inadequate the insurance now carried by 
the average citizen, and this and the late 
influenza have enabled them to write a 
vast volume of business this year. We 
should, therefore, encourage those now 
earrying government insurance to main- 
tain it and to reinstate the same if it 
has lapsed. It is a species of disloyalty 
to try to twist such insurance. Lend a 
helping hand, but do not tear down in 
order to make a profit for yourself. 





Preliminary Term Committees 


The committees appointed at the sug- 
gestion of E. E. Rhodes in his address at 
the American Life Convention to con- 
sider the question of preliminary term 
valuation are as follows: 

American Life Convention—J. B. Rey- 
nolds, president Kansas City Life, Kan- 
sas City, Mo., chairman; Harry L. Seay, 
president Southland Life, Dallas, Tex.; 
Charles G. Taylor, Jr., vice-president At- 
lantie Life, Richmond, Va.; C. H. Beckett, 
actuary State Life, Indianapolis; E. W. 
Randall, president Minnesota Mutual 
Life, St. Paul; C. J. Arnold, secretary Ili- 
nois Life, Chicago; Sidney A. Foster, sec- 
retary Royal Union Mutual Life, Des 
Moines; H. W. Johnson, president Ameri- 
can Life Convention, Ottawa, Ill.; T. W. 
Blackburn, secretary and counsel Ameri- 
can Life Convention, Omaha, Neb. 

Association of Life Insurance Presi- 
dents—E. E. Rhodes, vice-president Mu- 
tual Benefit Life; Alfred Hurrell, vice- 
president Prudential; Robert Lynn Cox, 
Metropolitan Life; James H. McIntosh, 
New York Life; E. E. Rittenhouse, Equit- 
able Life; D. F. Appel, New England Mu- 
tual Life; Walton L. Crocker, John Han- 
eock Life; Edward B. Morris, Travelers, 
and Archibald A. Welch, Phoenix Mutual 
Life. 


ECENTLY, at a meeting of the 
R Chicago Life Underwriters’ As- 

sociation, a general agent of a 
leading company declared that twisting 
in Chicago is appalling. He is a new- 
comer to Chicago, coming from the 
home office of his company to the head 
of one of the most successful general 
agencies in the country. This remark 
was made in an open discussion aiming 
to discover what the _ association 
should do in 1920. The discussion had 
been opened by one of the most force- 
ful general agents among the associa- 
tion’s members, who had culminated an 
eloquent eulogium on the dignity of 
the life insurance calling with an ar- 
raignment of the twisting evil. So the 
membership of the association again 
heard bitter denunciations of evils and 
this when new officers for the year 
were being inaugurated. 

Jules Girardin had consented for a 
third time to become president for the 
avowed purpose of destroying acrimony 
among the members, in a determined 
zeal to advance constructively and 
affirmatively the merits of life insur- 
ance aS a cause. Whatever hope the 
management of the association may 
have that educative methods and in- 
spirational aims may be employed to 
lift the life insurance man above 
acknowledged evils, must be postponed 
until positive attempts to correct at 
least the twisting evil is made. So the 
Life Underwriters’ Association of Chi- 
cago must meet now and meet un- 
equivocally the evil of twisting. 

ie ek 

As the association’s secretary, con- 
tinuing with the new administration, 
after a year so devoted to enthusiastic 
effort for the association’s good as 
really to imperil my activity as an un- 
derwriter, I regret that the present sit- 
uation exists. Always I see a greater 
danger in discussing the subject of 
twisting than I see in ignoring it. In 
the Chicago association we have 
wrangled over codes of ethics, over 
part-timeism, over unfair methods in 
competition, until our membership has 
fallen away and the influence which 
should be ours has been largely de- 
stroyed. Now the subject of twisting 
comes up in all its ugliness. We must 
meet it. 

I, therefore, purpose fully and fairly 
and frankly to attempt to summarize 
the evil of twisting. I shall try to 
exhibit why and how it threatens the 
business, and I shall not shrink from 
giving consideration to the arguments 
on which it bases its appeal. As I 
view the subject, mere vituperation will 
not kill it, insistence that it depletes the 
income looked to from renewals will 
not injure it. 

* x x 

Logically the primary need in discuss- 
ing a thesis is to define the thesis. No 
law against twisting exists in Illinois. 
I gravely doubt the _ possibility of 
drafting a statute that the courts will 
sustain forbidding twisting. It is in- 
sisted even that no definition of twisting 
exists which the courts would recognize. 
In my opinion, however, a definition full 
and exhaustive of twisting is not diffi- 
cult. Its meaning may readily be defined 
by statute. The argument of the twister 
is not necessarily based on misrepre- 
sentation. The twister prostitutes to a 
false use the mathematical basis of re- 
serve life insurance. The inevitable des- 
tiny of his general success would mean 





UNDERMINES LEGAL 
RESERVE SYSTEM 


Effects of Twisting Policies Under the Guise of 
Saving the Assured Money Are Unsettling and 
Weaken the Old Line Plan of Life Insurance— 
A Scientific Presentation of the Practice 


By JOHN R. McFEE 
Chicago Agency Provident Life & Trust 


the destruction of life insurance as 
surely, as I see it, as the removal of 
deposits from banks would destroy bank- 
ing. The unquestioned right in bank de- 
positors to withdraw their balances does 
not destroy banking because it is as- 
sumed that it will not be universally 
exercised, that withdrawals will realize 
an average ascertainable with the prac- 
tical certainty of a law. 

* * * 


Perhaps one reason why a definition of 
twisting seems difficult is that it par- 
takes of the nature of fraud. The courts 
have always refused to define fraud. As 
a student of jurisprudence, I have always 
thought the doctrine that fraud will not 
be defined whilst it will always be rec- 
ognized, was an anomaly. The taint of 
fraud in any transaction always destroys 
its legality. Yet fraud might be defined 
as readily as murder is defined. But the 
courts hold that they should not define 
it for fear that the definition may fail 
to exclude specific instances of fraud to 
be recognized unerringly as they arise. 
There is always fear of exclusion where 
inclusions are made specific. 

* * oo 

I hazard the following definition of 
twisting. It should be broad enough to 
inciude all particulars in the generaliza- 
tion: 

Twisting is an attempt to obtain an 
application for a policy of life insurance 
in a legal reserve life insurance company 
to take the place of another policy of 
life insurance issued on the life of the 
proposed applicant and once put in force 
by any legal reserve life insurance com- 
pany authorized by law to issue life in- 
surance policies. If we dissect’ this 
definition, we shall find: 

1. It consists of an attempt whether 
realized or not. 

2. That the attempt is to substitute 
one policy with another of the kind de- 
fined. 

The attempt exists whether the reali- 
zation is accomplished or not. The offense 
consists in inducing to the application 
whether a new policy is obtained or not. 
The harm is in the attempt. It is but 
increased by the accomplishment, as I 
shall hope to demonstrate. In the con- 
demnation of life insurance men, twisting 
exists wherever the policy to be discon- 
tinued has been issued and put in force 
by any duly licensed company. It is the 
discontinuance of the outstanding protec- 
tion which is the evil. It is the method 
attempted to effect that result, whether 
effected or not, which constitutes the 
life insurance misdemeanor. 

a * * A 

If this definition be accepted it should 
include every attack within the defini- 
tion of attempt at the integrity of a pol- 
icy once issued and in force. The overt 
act is the attempt. The basis of the at- 
tempt is the substitution. The offense 
is complete before the application. The 
carrying out of the substitution is un- 
important. The definition states attempt, 
not intent. Intent is a state of mind. 
The law presumes an intent to do what 
an action naturally accomplishes. At- 
tempt is provable by evidence; intent is 
in thought. An old English judge a 
century ago declared “the thought of man 
is not triable, for the devil himself 
knows not the thought of man.” 

If, then, we have defined what twisting 
is, it is incumbent now to go to the heart 
of the evil, to determine why twisting is 
a life insurance offense. 

* * * 

There are but three forms of non- 
speculative life insurance, the assess- 
ment plan, the step-rate plan, the reserve 
plan. The assessment plan collects from 
a membership the mortality as it actually 
arises. It is unsafe because the collec- 
tion of the assessment is always uncer- 
tain and because the assessment must in- 
crease to meet increasing mortality. The 
policy is necessarily devoid of guaranty. 





NEW DAKOTA COMPANY 


POLICYHOLDERS LIFE STARTS 


Sioux Falls Company Will Operate on 
Mutual Basis—Guy C. Barton 
Actively in Charge 


The Policyholders Life Insurance 
Company of Sioux Falls, S. D., has 
been licensed to write business under 
the revised code of 1919 of the laws 
of South Dakota governing the organi- 
zation of mutual legal reserve corpo- 
rations. The basis of valuation of the 
company is the American 3% per cent 
Illinois Standard. Guy C. Barton of 
Sioux Falls is president. He has had 
several years’ experience in salesman- 
ship and 10 years’ experience in gen- 
eral and insurance accounting and 
auditing. For five years he served as 
chief insurance examiner under O. K. 
Stablein, M. H. O’Brien and W. N. 
Van Camp, commissioners of insur- 
ance of the state. 


Personnel of Company 


H. O. Chapman of Sioux Falls is 
secretary. Mr. Chapman has had a 
long experience in life insurance work 
in various departments. He has just 
returned from military service, having 
received a commission. In January of 
this year he was appointed chief ex- 
aminer of the Nebraska insurance de- 
partment and recently resigned. 

S. itmer is treasurer and 
agency supervisor. He has had a long 
experience in sales and organization 
work. 

W. B. Young is actuary and vice- 
president. He was formerly the actuary 
for the North American Life of 
Omaha, Nebr., and early this year was 
appointed actuary for the Nebraska 
Insurance Department. He received a 
commission while in military service. 

. A. Luckey, vice-president and 
manager of agents, has had ten years’ 
experience in salesmanship. In the in- 
surance field he has served as agent, 
district manager, renewal agent and 
executive representative. Dr. Stephen 
A. Donahoe is medical director. The 
company is starting out under excel- 
lent auspices. 


Atlas Life Changes 


Stephenson & Walker of Dallas, Tex., 
general agents and organizers of the At- 
las Life of Tulsa, Okla., are no longer 
connected with the company. Their ter- 
ritory consisted of the northern half of 
Texas and eastern Oklahoma. The com- 
pany will not appoint a general agent for 
this section, but will handle the business 
direct from the home office at Tulsa. 

The company now has two general 
agents in Texas, Jesse R. Phillips, at 
Houston, Tex., for the southeastern part 
of the state, and W. H. Hall at San An- 
tonio for southwestern Texas. 

The company was one year old on Oct. 
1, and will have close to $8,000,000 of 
business in force at the end of this year. 
H. C. King, manager of agencies, is build- 
ing up a strong producing plant. 


Kansas Ruling on Reinstatement 


TOPEKA, KAN., Nov. 11—The life in- 
surance forfeiture law of Kansas, which 
requires notice of forfeiture when the 
policy lapses or the policy remains in 
effect, has no bearing upon reinstatement 
except that the policy can be reinstated 
upon payment of back premiums where 
the proper notice has not been served 
on the insured. This is the informal 
ruling of Superintendent Travis in an- 
swer to queries from several insurance 
companies who have a number of lapsed 
policies on which proper notice of for- 
feiture was not given. 

E. E. Brookens, special attorney for 
the department, is holding that lapsed 
policies may be cancelled on thirty days 
notice now, no matter at what time pol- 
icy actually lapsed, but that the policy 
is not forfeited for another thirty days. 
During that time, if the insured desires, 
he may have the policy reinstated by 





(CONTINUED ON PAGE 8) 





paying all defaulted premiums in full. 
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One Day’s Sales Congress 


THE suggestion that local life under- 
writers’ associations plan for a one 
day’s salesmanship symposium or con- 
gress each year and make it a part of 
their regular work is being received 
with favor all over the country. The 
idea was suggested by Jutrus H. MEYER 
of Chicago, general agent of the New 
EncLanp Mutuact Lire. Last week 
Tue NATIONAL UNDERWRITER presented 
a suggested model program and urged 
that the Chicago association take im- 
mediate steps for a day’s congress of 
this character. President JULES GrRar- 
DIN of the Chicago association has now 
appointed a committee of which Gen- 
eral Agent Epcar C. Fow er of the 
New EncLtanp Mutuat is chairman to 
formulate plans and a program for a 
symposium Jan. 26. 

Thus the machinery is quickly put 
in motion in Chicago. Now other life 
underwriters’ associations should fol- 
low the plan and make this a national 
movement. No greater benefit could 


Value of Old 


A LeapInG life agent said the other 
day that the hard point in soliciting 
life insurance is getting prospects that 
are really prospects. It is easy to get 
a list of names and addresses without 
knowing much about the people and 
start out on a cold canvass. This sort 
of soliciting has its reward. However, 
much time is wasted because so little is 
known about the people and there is 
no particular reason for calling. 

This life man said that it will pay 
any agent to keep in close touch with 
his policyholders and get suggestions 
from them as to people who will make 
likely prospects. The policyholders, of 
course, must be satisfied with their 
policy and the company. The agent 
who is going to them for prospects 
must not let the obligation be entirely 
onesided. He must see to it that the 


Getting Results on Calls 


One of the companies in comment- 
ing on the high batting average in life 
insurance, borrowing the term from the 
baseball diamond, shows how a high 
average may be misleading so far as 
soliciting life insurance is concerned. 
He calls attention to an agent who 
may make one call every other month 
and write his men. This would give 
him 100 percent standing. Yet he may 
have written but $10,000 insurance. 
Another agent who interviews 200 pros- 
pects and insures only 50 of them 


come to men carrying the rate book 
than to be able to spend at least one 
day a year without additional expense 
in attending what might be termed a 
life insurance sales institute. Here 
educational, inspirational, business-get- 
ting ideas can be presented by the best 
men in the business. No man should 
be allowed to talk over twenty minutes. 
There should be ample time for gen- 
eral discussion. - All superfluous side 
issues should be eliminated from the 
program. This should be a selling 
symposium pure and simple. If life 
underwriters’ associations would adopt 
a program of this character and get up 
an institute that would furnish practi- 
cal, business-getting ideas there would 
be no need for any further campaign 
to secure members. They would volun- 
tarily flock to such a meeting and 
would identify themselves with an or- 
ganization that could furnish business- 
getting provender of this kind, some- 
thing every live agent desires. 


Policyholders 


policyholders are really under obliga- 
tions to him for some sort of service, 
especially insurance service. This man 
said that if an agent keeps policyhold- 
ers satisfied and under obligations to 
him there is no reason why 75 percent 
of his new business every year should 
not come from additional insurance on 
old policyholders or on new people 
whom they suggest. If a policyholder 
can suggest a relative or a friend the 
agent has some knowledge at hand be- 
fore he starts out. He does not go to 
it blind. Furthermore, if the policy- 
holder will allow his name to be used 
the approach is that much easier. An 
agent who keeps in close touch with 
his policyholders, renders them every 
possible service and sees to it that 
they are satisfied does not need to fear 
the twister. His business will stick. 


would have a batting average of but 
25 percent. Yet this average would 
be an excellent one so far as life in- 
surance solicitation is concerned. 

Those who have given solicitation a 
scientific and systematic test and have 
kept figures know that there is an 
average secured and out of a certain 
number of prospects interviewed every 
week in time a certain percentage will 
be closed. The average works out to 
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Not only is Adolph Hollander the 
star life insurance business producer of 
the agency staff of the Equitable Life, 
but he leads by a wide margin all of 
his competitors in successfully solicit- 
ing personal accident and health busi- 
ness as well. In the year ended July 
30 Mr. Hollander personally wrote 
$3,000,000 of paid-for life business, a 
record he promises to eclipse during 
the succeeding twelve months. Very 
few of his policies are for large 
amounts, the individual lines ranging 
from $10,000 to $25,000. Seldom are 
either the minimum or maximum fig- 
ures varied from, Mr. Hollander seek- 
ing his prospects among a substantial 
class of merchants, who appreciate the 
benefits afforded by life insurance pro- 
tection and can pay its cost without 
serious effort. Although he had never 
previously written accident and health 
business, immediately the Equitable 
Life began issuing such contracts Mr. 
Hollander started to solicit it, and 
with such result that his record as a 
producer in the line is said to surpass. 
that of any other man in the business. 
So far from militating against the sale 
of life insurance, Mr. Hollander has 
found that the solicitation of accident 
risks an admirable introduction to life 
insurance, and almost invariably the 
successful sale of an accident and 
health policy is followed by an appli- 
cation for a life contract, evidencing 
that his prospect has “been sold” 
properly and a friend made not only 
for the society but for Mr. Hollander 
as well. 


The North American Life of Chi- 
cago is staging a contest running from 
Oct. 15 to Nov. 30, in honor of Secre- 
tary William P. Kent, familiarly known 
to those closest to him as “Bill” Kent. 
Mr. Kent was one of the organizers of 
the North American. He was in it 
from its inception. He is a bully good 
fellow, a hard worker, well informed 
and most valuable in his organization. 


W. D. Mead has been appointed as- 
sistant to the president of the National 
Life Underwriters’ Association for the 
seventh district with headquarters at 
Seattle, Wash. 

Lawrence M. Cathles, secretary and 
actuary of the Southwestern Life of 
Dallas, is back at his desk after an 
absence of several months due to ill- 
ness. Mr. Cathles is a hard and earnest 
worker and applies himself vigorously 
to his task. He is in fine condition 
again after his long rest and seems to 
be completely recovered. 


C. W. Estes, ” ‘seperatentent of 
agents of the Southeastern Life, who 
at present has his headquarters at 
Columbia, S. C., will shortly move to 
the home office at Greenville, S. C. 


John D. Parker, assistant secretary 
of the Connecticut Mutual Life since 
1889, died last week in South Manches- 
ter of heart disease. -He was born in 
Pittsfield, Mass., 60 years ago. 


President Robert W. Huntington of 
the Connecticut General Life, has just 
completed thirty years of service in 
the company’s employ. He entered 
the service of this concern as an office 
boy in November, 1889, and at the 
time of his appointment to the presi- 
dency, was the youngest insurance 
president in the country. 

Mr. Huntington had just finished 
college when he entered the employ 
of the company. He took up the study 
of actuarial science and so successfully 
conducted this department that he 
was elected the company’s first ac- 
tuary June 20, 1893, and a fellow of 
the Actuarial Society of America in 
October, 1894. 





a nicety, and to sell insurance an agent 
must see people. 





Upon 'the retirement of Secretary F. 


oe 4 


ton was elected to succeed him and 
became president in May, 1901, fol- 
lowing the death of President T. W. 
Russell. 


George Woodbridge of the Spring- 
field, Mass., agency of the Equitable 
of New York, has a quick method of 
showing a prospect the approximate 
amount of weekly income which a 
given amount of insurance invested at 
5 percent will produce for his family: 
$5,000=$5 per week ($250 a year 
on 5 percent basis). 

$12,000=$12 per week ($600 a year 
on 5 percent basis). 

$30,000=$30 per week ($1,500 a year 
on 5 percent basis). 

$50,000=$50 per week ($2,500 a year 
on 5 percent basis). 

Note that the amount of weekly in- 
come (on a 5 percent basis) is approxi- 
mately the same as the number of 
thousands invested. 





Great State Making Progress 


The Great State Life of Wichita, Kan., 
is making a good record. The company 
is just four months old and has written 
$2,000,000 of business. An agency plant 
is being established in Kansas. James 
P. Sullivan, formerly vice-president and 
superintendent of agencies of the Farm-., 
ers & Bankers of Wichita, is in active 
charge of the Great State. 


Central Life in New Quarters 
DES MOINES, IA., Nov. 4—The Cen- 
tral Life Assurance of Des Moines cele- 
brated the opening of new and larger 
quarters in the Central Life Building 
with an elaborate and enjoyable Hal- 
lowe’en program. One hundred and fifty 
attended the party. A vaudeville pro- 
gram enlivened the evening and there 
was a veritable Hallowe’en feast. Danc- 
ing and stunts wound up the affair. 


Union Central’s Biggest Month 
CINCINNATI, O., Nov. 5—The agency 
force of the Union Central ‘went over 
the top” in October, with applications for 
$16,099,000 of new business. This is by 
far the largest month in the history of 
the company, and is an increase of 105 
percent over the figures for October, 
1918. 


Chicago Insurance Directory 


Life insurance men will be interested 
in the new Insurance Directory of 
Chicago that comes from the press of 
Tue NATIONAL Unpberwriter. This is 
the fifth edition and gives full informa- 
tion as to companies and agents in the 
city. Itisa handy book to keep ona 
desk or in one’s pocket. The book is 
carefully gotten up and among other 
features has a digest of the Illinois in- 
surance laws. 


Two New Associations 


Two new local associations have ap- 
plied for membership in the National As- 


sociation of Life Underwriters. The 
Ogden, Utah, association and the Joliet, 
Ill., association. 


International Hearing Dec. 1 


The hearing of the three commissioners 
at St. Louis on the examiner’s report on 
the International Life, is being fixed for 
Dec. 1. The date has been changed sev- 
eral times. 


Farmers National Making Gain 


The Farmers National Life of Chicago 
shows for the first ten months of the 
year three times as much net gain as 
was recorded during the same period of 
1918. At the present rate, the company 
will close the year with $13,000,000 of 
insurance in force. The company ¢n- 
tered Iowa this year and has secured 4 
satisfactory volume of business from that 
state. Soon after the first of next year 
the Farmers National will probably enter 
Missouri. 





A son, Charles W. Gunter, Jr. has 
been born to Mr. and Mrs, Charles Lf 
Gunter of Oklahoma City. Gunter ite 
general agent for the Penn Mutua 4 
and he predicts that the new mem 





V. Hudson in May, 1899, Mr. Hunting- 





of his family is destined to develop into @ 
“big writer.” 
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Policies and Service 


Our policies are good to sell because 
they are good to own 

















First—Our Mortality for the last twenty years is the lowest among all companies of like age or older. 


Second-——Our interest earnings on invested assets are published as being the highest of any company 
in the United States of like age or older, with only one exception. 


Third—Naturally, we offer a most liberal policy to the insurance buyer. 


To offer Central Life Service to your clients; you must sell Central Life Policies. 






ASSURANCE Jocmrv 
OF THE UNITED STATES (MUTUAL) 





HOME OFFICE, DES MOINES, IOWA 





DTI MUI! wt AK 

















: GEO. B. PEAK, PRESIDENT 
eS 
SOME OF THE INNOVATIONS INTRODUCED BY THE EQUITABLE DURING ITS 

Sixty Years of Public Serv: 
Shortening, ' a and aie the _— Free Health Examinations for Policyholders 
tract conlinnpeelinicaenitos 
Paasninttenaeetl A Home Purchase Policy 
Immediate Payment of Death Claims eee 
—_——_——_ ’ A Refund Annuity Guaranteeing Return of Entire 
Incontestability After First Policy Year Principal 
Group Insurance for Employees An Income Bond to Provide for Old Age | 


A Corporate Policy to Protect Business Interests New and Improved Forms of Accident and Health Policies, 


thus completing the circle of protection against 
the hazards of Life, Accident and Disease. 


THE EQUITABLE 


LIFE ASSURANCE SOCIETY OF THE UNITED STATES 


W. A. DAY, President 
120 BROADWAY - 


A Convertible Policy Adaptable to Altered Circumstances 
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President 








You Can Get Ahead 


Under the direct agency contract we 
make with our agents. They have a 
real opportunity to earn a reasonable 
commission and build up a permanent 
renewal. ‘Why not take advantage of 
this profit-sharing arrangement? 


A solid, safe Illinois Company 
with over twenty millions of business 


The Central Life 


Insurance Company of Illinois 


OTTAWA, ILL. 


W. F. WEESE 
Vice-President 


Ss. B. BRADFORD 
Secretary 
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tel Ia Salle 


‘ Chicago’s Finest Hotel 


ERNEST J. STEVENS, Manager 


ping place for the busy man. 


RATES: 
ONE PERSON 
Room with detached bath = = = = $2 to $3 per da! 
Room with private bath © © © « $3 to $5 per day 
TWO PERSONS 
Room with detached bath + = © © $3 to $5 perflay 
Rooms with private bath e = e = $5 to $8 per day 


Connecting rooms and suites as desired 


All rooms at $5 or more are the same price 


for one or two persons. 


Hotel La Salle gives more for the price, 
you pay than any other hotel in Chicago: 


CEE EUIIELIOII eee 


La Salle at Madison Street, Chicago 


WHERE INSURANCE MEN MEET 


Hotel La Salle ranks first among Chicago 
hotels for its perfect service, elegant equip- 
ment and comfortable accommodation. 
cated at the center of the insurance 
district it is the most convenient stop- 
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The step-rate plan imposes increasing 
premiums, with decreasing security as 
life is prolonged, because of increased 
burden in the premium. Legal reserve 
life insurance guarantees the policy con- 
tract, because it balances the yearly in- 
crease in individual hazard with single 
premium purchase of paid-up insur- 
ance from a part of the premium 
in exact ratio with the natural 
yearly increase in individual hazard. 
There is no need to demonstrate that 
the existence of life insurance as a co- 
operative economic certitude rests on 
reserve life insurance. Legal reserve life 
insurance we call it because the suffi- 
ciency of the reserve mathematically is 
required by statute. 

To provide paid up life insurance at 
rates fixed by the attained age: of the 
insured from year to year is a mathe- 
matical requirement of the contract. The 
need of the reserve is to provide this 
paid up insurance. That part of the pre- 
mium not held in the terminal reserve is 
expended in actual payment of mortality 
from year to year and in expenses of the 
business. If the policy be discontinued 
the companies give the options either of 
withdrawing all or part of the reserve in 
cash or the obtaining of its net value 
in fully paid up single premium insur- 
ance or extended term insurance. The 
company gives the right to borrow 
against the reserves without discontin- 
uing the policy. So a loan value as 
equivalent or less than the cash value 
is fixed. But the object of the reserve 
is not primarily to provide funds for 
withdrawal nor funds for borrowing. 

* * * 

The real object of the reserve is to 
guaranty the fulfillment of the contract 
with the aid of the yearly premiums. The 
method is mathematically accurate. It is 
the perfection of co-operative economic 
achievement. Survivorship in life of the 
strong is thus given a money value by 
the very destruction by death of the 
weak. Life insurance pays for the dead 
and by the very payment creates a value 
to the living. As the terminal reserve is the 
mathematical equivalent of the increased 
hazard from year to year, equal to the 
increased premium charged at each year 
of attained age to those newly insured, 
so the cost of insurance is the same at 
whatever age it be obtained. The man 
at 30 really pays the same as the man of 
56 but he enjoys longer his protection. 
The new policyholder at 50 pays the same 
as the man of 30. He cannot become a 
member if he cannot pass a medical ex- 
amination to determine him to be a nor- 
mal constituent of the group of humans 
at 50. At 50 he must begin to do by 
larger yearly deposits what beginning 
at 30 he has been doing by longer but 
smaller deposits. So necessarily he who 
obtains a 20-payment life policy at 30 and 
completes the premium deposits at 50 
has bought paid-up single premium in- 
surance fixed by the net premium rate 
not at age 30 but at age 50. 

* + * 

It is this fact, that reserve life insur- 
ance must obtain single premium paid 
up insurance at attained ages, which 
gives the twister his opportunity. Of 
course it is true that if we knew 
the happenings of inevitable events, 
the man who obtains a policy one 
day before he is doomed to _ die, 
or one day before he would be able 
to pass the medical examination, may be 
conceived as obtaining the highest in- 
dividual profit possible to his estate. He 
would be the perfect life insurance 
scalper. But the man persuaded to ac- 
cept a cash value and then begin his 
premium payments over again, assumes, 
if he pass the medical examination and 
obtains the new policy, an exact net 
equivalent obligation, so far as the com- 
pany and himself are concerned, as he 
did under the old policy. 

Under the old policy, however, he paid 
the cost of placing the business and car- 
rying the business. He has paid the 
agents’ commissions, the medical fee, the 
inspection fee. Like in every other pur- 
chase, the consumer pays the tax always. 
So he must pay all this over again if he 
start afresh. How much this is may be 
determined by deducting the price paid 
for the paid-up insurance, that is, the 
cash value of the policy, from the single 
}rremium rate quoted by the companies 
at the age attained for a similar volume. 
The expense loading will thus stand out. 

* * * 

If the reserve be withdrawn as the 
twister urges, then invested to yield in- 
come to provide a premium in whole or 
part for the new insurance taken, the 














hazard of the personal investment is also 


UNDERMINES LEGAL RESERVE SYSTEM 


(CONTINUED FROM PAGE 4) 


assumed. If the twister’s victim can get 
the new policy at all, the fact demon- 
strates that he cannot be improved finan- 
cially. If he take the cash value on a 
paid-up policy, he will lose paid-up re- 
serve increase and paid-up dividends 
under the policy surrendered. If the 
company’s allotment of interest’ is 
4% percent he will lose that inevitably 
or must offset that earning against the 
earning on the personal investment he 
must make. The company credits to the 
policy and pays in dividends, if the paid 
up insurance be participating, full re- 
turn, without decrease for taxes, of funds 
invested beyond speculative hazard. Not 
a sound bank in the country would un- 
dertake to pay net 4% percent interest 
on funds invested by it. If the banks 
do not dodge the tax assessor, some 2 
percent of the income from the invest- 
ment must be paid in taxes. ~ 
* * * 


So the man who twists must logically 
rely on death within his expectancy, 
which the medical examiner guards 
against, or he must rely on a higher net 
interest return than the company gives 
or he must do again just what he has 
done and pay the expenses a second time 
of doing it. If the insured need the 
money, it may be cheaper to borrow it 
from the reserve and leave the insurance 
intact. The interest will not be a factor 
if he can earn as much or more from his 
own investment. The expenditure of the 
fund if needed may leave the burden of 
paying interest on consumed principal, 
but if no interest is earned from invest- 
ment of the money withdrawn, no contri- 
bution of interest to pay a new premium 
is possible. So the needful borrower and 
the needful spender of the reserve is not 
within the twister’s argument that the 
reserve will earn part or all of the new 
premium. 

I do not deny that the insured who has 
withdrawn and spent his reserve and, 
therefore, must continue to pay interest 
on his loan without earning interest on 
an investment, may, if he be insurable, 
find it apparently advantageous to ob- 
tain new insurance. Such a man has 


| really collected part of his insurance in 


anticipation of death. He has to that 
extent necessarily taken funds intended 
for his beneficiary. His position is un- 
fortunate, however it be viewed. 


* * * 


The vice of twisting, however, is not in 
the substitution of an occasional new pol- 
icy for one necessarily depleted by need- 
ful borrowing. It is in twisting asa 
calling that life insurance recognizes a 
threat. By concealing the reason for the 
mathematical requirements of reserve 
life insurance, the twister persuades his 
victim that life insurance is a form of 
profiteering. The highest economic 
achievement known to finance, the con- 
tract freest of hazard of all money obli- 
gation, is presented as an appropriation 
of the victim’s own funds. The victimis 
pledged to secrecy, as he is told this. 
“Don’t tell the company, of course it will 
be denied.” ' ’ 

Distrust of the great institution pay- 
ing seven hundreds of millions to bené- 
ficiaries because of death annually in the 
United States is engendered. I care not 
for the loss to agencies of collection fee 
compensation nor for renewal income 4e- 
struction to general agent or underwriter. 
I do not deem the injury to any one’s 
income a legitimate inquiry in considet- 
ing the evil of twisting. It is the in- 
sidious attack on the cause of life in- 
surance that seems to me to convict the 
twister of life insurance treason. It is 
the basest of lies to conclude that the 
necessary purchase of paid-up insuran¢e 
at attained ages is a wrong to the pol- 
icyholder. It is here that the twisting 
evil looms forth as a legal fraud. 

* * * 


Of course the policyholder has the right 
to demand his reserve in the form @¢f 
cash value. Of course again no company 
issuing a contract to pay a cash value 
will hesitate to make the payment. Banks 
pay checks drawn against them, but the 
continuance of deposits means the com- 
tinuance of the bank. Of course, too, one 
may elect to terminate the policy and 
realize thereby practically the term rate 
for the period during which the policy 
was carried. But if lapsations grow be- 
yond anticipated proportions, the ort 
panies would inevitably tend more am 
more to a term insurance basis. Destroy 
the reserves and step-rate yearly renal 
able term insurance would be the bes 
result to be hoped for. It is, therefore, 








unthinkable that life insurance com- 
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panies of standing should accept twisted 
business knowingly. 

We have, I believe, too much unworthy 
competition in life insurance. I believe 
men still active among life underwriters 
will live to see all unworthy competition 
eliminated. High above any individual 
earning of profit, high above dominant 
preeminence in any company, stands the 
cause, the great cause utilizing the his- 
tory of human doom, the mortality ex- 
perience, as basic security to guarantee 
individual prosperity. 

* * * 

Think of it! We hypothecate the se- 
curity of the group for the fortuity of 
the individual life. The true life insur- 
ance man is enthused with the joy of the 
cause he represents. Earn a livelihood 
we must, but we pluck no graft, we give 
ever more than we gain. Without home 
office cooperation or indifference, twisting 
as an organized business would be impos- 
sible. We life insurance men have the 
power, if we do but realize it, to drive 
from the temple these organized twisters 
and we have that power because we have 
the promise that no reputable company 
will dare defy our united demand that no 
twister in their agencies shall be toler- 
ated, that no twisting business shall be 
accepted. 

Away with special pleas as to indi- 
vidual cases. We must abolish the busi- 
ness of twisting not because it may hurt 
our incomes, but because it lays unholy 
hand on a sacred institution. Where 
action made general would work wrong, 
an individual act is a dereliction. 


PROGRAM PROPOSED BY 
EDWARDS IS ADOPTED 


(CONTINUED FROM PAGE 3) 


the territory) and for memberships of 
agents in small towns where local as- 
sociations cannot be organized. 
Clarence H. Poindexter, president of 
the Kansas City association, named at 
this meeting his executive committee, 
as follows: Chairman, William Hughes, 
general agent, New York Life; F. L. 
Chesney, State Mutual Life; J. R. Far- 
ney, Bankers’? Reserve Life; E. S. 
Clark, Mutual Life of New York. 
Three ex-presidents were named as 
members of the advisory committee to 
sit with the executive committee: A. 
D. Bonnifield, Union Central; E. M. 
Somerville of the J. P. & E. M. Somer- 
ville agency, Penn Mutual; and E. S. 
Villmoare, Kansas City Life. 











| WITH INDUSTRIAL MEN | 





Conservative Life News 


President Dixon W. Place of the Con- 
Servative Life of South Bend, Ind., has 
been confined to his home for some little 
time. The doctor reports a slight im- 
provement. Owing to Mr. Place’s ad- 
vanced age, grave doubts were felt for 
atime for his recovery, but it is hoped 
now that he will be back at his desk 
again within the next thirty days. 

Albert R. Landis, who entered the serv- 


ice of the company, Dec. 20, 1915, and who 4 


was in its employ continuously up to the 
time he was called to the colors, has 
arrived at his home in Marion, Ind., from 
overseas and takes charge of the Elwood 
district as special superintendent. 

The Conservative announces the ap- 
Pointment of John Grable to the superin- 
tendency at Kokomo, Ind. Mr. Grable 
has been with one of the largest indus- 
trial companies in the country, for some 


time past, where he made a. very fine 
record, 





Western & Southern Changes 


CINCINNATI, O., Nov. 12—The Western 
& Southern has made a number of im- 
portant field changes incident to the pro- 
motion of Leo Head, formerly superin- 
tendent at Indianapolis, to the home 
office, F, P, Kennedy, formerly superin- 
tendent at East Cleveland, has been sent 
to the Indianapolis office; C. A. Marshall, 
formerly Superintendent at East Detroit, 
becomes superintendent at East Cleve- 
land; J. R. Gulley, formerly assistant 
Superintendent at West Detroit, becomes 
Superintendent at East Detroit. 


ne I. Lampert and L. A. Kline, forming 
€ firm of Kline & Lampert, have taken 
€ agency of the Penn Mutual Life un- 
td General Agent Randall H. Hepfer, of 
Ockford, Ill. They are part time men, 
ut are writing a splendid business. 











George Washington Life Insurance Company 





Our 20 Pay Endowments at Ages 60, 65, 70 and 75, and our 
Monthly IncomeCoupon Bond Policies are growing in popularity. We 
are also writing all standard forms at low premium rates. If you area 
successful salesman, and a State Agency would be of interest, address 


JAMES A. EDGAR, JR., Manager of Agencies 














Peoples Life Insurance Company 


Frankfort - - - - - - - Indiana 


$ 1,000,000 
10,000,000 


Assets - - - - 
Insurance in force 


Of course we want salesmen 

Of course we will pay the right kind well. 

Nor do we consider former life insurance experience absolutely 
necessary, in order to succeed with us. 

If you are loyal, enthusiastic and industrious we will stand 
back of you. 


E. O. BURGET, 
Secretary. 


W. A. IRWIN, 
Supt. Agents. 











and 


We Want q Must Be An Ohio Man, 
g. _ Herrapeertt teens nae 

Supervisor 22 " 

for Ohio 


Address 
Security Life Insurance Company of America 
1101 The Rookery, Chicago 














to furnish first class personal and business 
references. 
The Leading Michigan Company 
for the fourth consecutive year led all Michigan Companies in new paid-for business issued in Michigan in 
1918. Over $3,800,000 new business paid for last year. Now has $13,500,000 in force. ; 
A number of counties are open for General Agents and we invite Michigan men to investigate this op- 
portunity. We write Participating and also Non-Participating Insurance, Double Indemnity and Disability. 


‘Write Direct to 


M. E. O’BRIEN, President 


Home Office, Blessed Building 


DETROIT, MICHIGAN 














Indiana National Life Insurance Co. 
INDIANAPOLIS 


WE AIM TO GIVE THE FULLEST SERVICE TO ALL WITH WHOM WE HAVE RELATIONS 


Our policy contracts are liberal and modern, having many 
features that appeal to agents and prospects. 


WE PAY OUR AGENTS WELL WHO DESERVE WELL 
For Territory and Agency Contracts Address C. D. RENICK, President 


Our Home Office is helpful: our agents are pleased with 
the treatment accorded them. 











Pioneer Life Insurance Co. 


of America 


EVERYTHING NEW BUT THE NAME 





HOTEL WISCONSIN 


Big Hotel of Milwaukee 


HEADQUARTERS for INSURANCE MEN 
500 Rooms-400 with Bath 


KANSAS CITY, MO. 


Organized 1907 John W. Cooper, President 
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To assist its Agents in rendering 


“Professional Public Service” 


The Connecticut Mutual 
Life Insurance Company 


is preparing a series of new circulars 
illustrated by the well known artist, 
.”.. Franklin Booth: -. .. .. 


. . 
ee oe 




























THE CRESCENT LIFE INSURANCE COMPANY. 
CAPITAL STOCK (FULLY PAID) $100,000. 


Owned and operated exclusively by Masons (only one of its kind in 
the world). ‘ 


COPYRIGHTED CONTRACTS. 


Only Masons need apply for Agencies. No advances. No first 
year premium notes. Cash Business. All Physicians must be Masons. 


M. E. Callane, Secretary. Bertram Day, President. 
FLETCHER TRUST BUILDING - - INDIANAPOLIS 
























Build Your Own Business 


under our direct general agency comtract 
Our Policies provide for: 


DOUBLE INDEMNITY, 
DISABILITY BENEFITS, 
REDUCING PREMIUMS. 


See the new low Rates. 
John F. Reche, Vice-President. 


orcanizep Lhe Manhattan Life 


1850 Insurance Co. 
66 Broadway - NEW YORK 






























National Life Insurance Company 


MONTPELIER, VERMONT 





FRED A. HOWLAND, President 


A MUTUAL COMPANY 
Which for 
SIXTY-NINE YEARS 


Has protected the 
HOME AND FAMILY 





EDWARD D. FIELD, Superintendent of Agencies 








LOCAL ASSOCIATIONS 




















Minneapolis, Minn—At last week’s 
meeting of the Minneapolis association 
A. O. Eliason of St. Paul, chairman of 
the executive committee of the National 
association, spoke on the subject of 
taxation, with regard to the much mooted 
question of taxing the proceeds of poli- 
cies payable at death. Mr. Eliason’s re- 
marks were directed toward the Fordney 
amendment now pending in the ways and 
means committee to exempt the proceeds 
of all life insurance policies payable at 
death from taxation as income. He urged 
the advisability of leaving this and all 
legislative matters in the hands of the 
law and legislative committee of the 
National Association. He further stated 
that this committee had conducted a cam- 
paign to prevent and correct this mon- 
strosity in the law. 

Following Mr. Eliason, W. M. Horner 
severely arraigned both the action and 
lack of action upon the part of the law 


Association of Life Undewriters in con- 
nection with the income tax law as af- 
fecting the proceeds of policies payable 
at death. He stated that the resolution 
adopted at New York in 1918 at the an- 
nual convention suggesting that under- 
writers over the country keep their 
hands off was a purely political and un- 
democratic action and gave one man, 
who has very largely dominated the af- 
fairs of the law and legislative commit- 
tee, control of the interests of 100,000 life 
insurance agents and their clients, 100,- 
000,000 people. He further charged that 
the report of Mr. Eliason as to the activi- 
ties of the law and legislative committee 
in the past was not supported by the 
facts and that if they were now working 
for the passage of the Fordney amend- 
ment it was due to the fact that the Min- 
neapolis and Seattle associations by their 
positive stands and publicity in regard 
thereto, had whipped the National Asso- 
ciation into line. 

A motion was passed leaving the legis- 
lative matter in the hands of the execu- 
tive committee and law and legislative 
committee of the Minneapolis association. 

H. T. Miller gave an interesting report 
of the National Association meeting, stat- 
ing that the progressive action of the 
Minneapolis association in ruling out the 
part-time agent had created widespread 
interest and endorsement. The real 
fireworks of the meeting started with 
Mr. Miller’s caustic comment upon cer- 
tain telegrams sent to President Voshell 
during the holding of the convention at 
Pittsburgh. It appears that J. E. Meyers, 
who has missed only two annual conven- 
tions for twenty-two years, due to his 
strenuous duties as mayor of Minneap- 
olis, was unable to attend the Pittsburgh 
convention. Mr. Meyers sent certain 
telegrams, but failed to realize the emas- 
culated condition in which long worded 
intricate telegrams covering half a dozen 
subjects reach their destination, and Mr. 
Miller, who was the leader of the delega- 
tion at Pittsburgh, felt he had a griev- 
ance against the sender of the telegrams. 

At the close of Mr. Miller’s remarks, 
Mr. Meyers read his telegram, properly 
punctuated and relieved of the errors of 
transposition, at the end of which re- 
marks there was a vote of confidence in 
and sympathy for the delegates to the 
convention and Mayor Meyers, and the 
cohesiveness of the Minneapolis associa- 
tion and its progressive fight for better- 
ment of life insurance remained intact. 

Other speakers were Frank T. McNally, 
president of general agents for the Mas- 
sachusetts Mutual, who gave an inspir- 
ing talk on “The First Interview,” and 
Byron Timberlake. 

*x* * x* 

Boston, Mass—J. Everett Hicks, state 
manager of the Union Mutual Life, wiil 
have the honor next summer of welcom- 
ing to Boston the delegates to the annual 
convention of the National Life Under- 
writers Association, as a result of having 
the past week been elected president of 
the Boston Association. 





















Easy Lessons on Life Insurance $1.50 a copy, The National Underwriter, 
1362 Insurance Exchange, Chicago. 


















The constitution was changed to allow 
| the offices of secretary and treasurer to 
be filled by one man and the following 
officers were then elected: President, J. 
' Everett Hicks, Union Mutual; vice-presi- 
dents, Charles C. Gilman, National of 
Vermont; Franklin W. Ganse, Columbian 
National; secretary-treasurer, Clinton A. 
Ferguson, State Mutual; executive com- 
mittee, Robert W. Moore, Jr., New Eng- 
land Mutual; Fioyd E. DeGroat, Mutual 
._ Benefit; Merle G. Summers, Massachu- 
setts Mutual; K. A. Luther, Aetna Life; 
, Edward I. Brown, Phenix Mutual; Alex- 
ander M. Hammer, Provident Life & 
Trust; Lloyd K. Allen, Union Central. 
Resolutions were then presented by 
Franklin W. Ganse, expressing apprecia- 


and legislative committee of the National + 





tion of the patriotic and valuable self- 
sacrificing service of the Boston life men 
who were serving in the state guard, 
called out as a result of the desertion 
of the Boston policemen, and waiving 
the dues of all who had been serving 
continuously in the guard, for the com- 
ing year, besides making any non-mem- 
bers full members of the association 
without dues for the same period. 

Retiring President Frank H. Stratton 
presided at the annual dinner and the 
new Massachusetts commissioner, Clar- 
ence W. Hobbs, as the opening speaker, 
was warmly welcomed by the Boston Un- 
derwriters. The commissioner outlined 
some of the arguments which he said he 
had gathered from labor men and others 
opposed to private insurance. He said 
exponents of state insurance argued that 
insurance now costs too much, that the 
expense of dividends on capital and 
agents’ commissions are far beyond rea- 
son and that insurance as a whole is 
guided more for selfish interests than 
for the interests of the policyholders, 
while the funds are used for financial 
gain and diverted to channels which 
would not stand the test of good ethics. 
Without assuming responsibility for the 
views, he said it was apparent, in the 
face of such beliefs, that the companies 
and agents should see that their own 
houses were kept clean, and if this was 
done there need be no fear of state in- 
surance. He thought most of thé critic- 
isms made applied to the far distant past 
and that life insurance today was on a 
finer, higher plane than ever before and 
steadily growing better. 

Julian S. Myrick of Ives & Myrick, New 
York city manager of the Mutual Life of 
New York, discussed inheritance taxes 
and paid a high tribute to F. W. Shan- 
bacher and the value of his charts. 

National Secretary Franklin W. Ganse 
conducted a series of five-minute talks 
on the National Convention at Pitts- 
burgh, participated in by Paul S. Burns, 
Merle G. Summers and George Doggett, 
and discussed preliminary plans for the 
next national convention in Boston. 

Dr. George B. Van Arsdall of Chicago, 
instructor of agents of the Equitable, 
was the closing speaker, who emphasized 
the high character of the life insurance 
business. 

* * * 

Grand Rapids, Mich.—The Grand Rap- 
ids Association is planning an innova- 
tion in the way of a ladies’ night banquet 
to be held in the Association of Com- 
merce cafe the night of Nov. 15. M. J. 
Cleary, vice-president of the Northwest- 
ern Mutual of Milwaukee, former insur- 
ance commissioner of Wisconsin, and 
Raymond W. Stevens, vice-president of 
the Illinois Life Company, will be the 
principal speakers. Lee H. Pierce of 
Grand Rapids will be toastmaster, and 
Ned Bomers, president of the association, 
has arranged several surprises for the 
program. There will be musical num- 
bers and a number of brief talks by 
members of the organization. This will 
be the beginning of a series of programs 
which will include the devoting of an 
entire day to a sales convention. 

* * * 

Chicago—At the recent executive com- 
mittee meeting by a vote of seven to 
three it was decided to recommend to 
the membership the defeat of the amend- 
ment which would eliminate from mem- 
bership the officials of Chicago and 
Illinois life companies. Since the Chi- 
cago Association failed in its efforts to 
pass an agents’ qualification bill, it has 
been felt by some of the members that 
it would be best to drop from active 
membership all company officials for the 
reason that some of them opposed the 
work of the association in its efforts to 
have passed an agents’ qualification law. 
However, the majority of the members 
of the executive committee seem to feel 
that such an amendment would be in- 
advisable and undesirable, and it will 
probably be not passed. The Chicago 
association is working on a plan to elim- 
inate twisting by having the principal 
producers of all companies operating in 
Chicago sign cards pledging themselves 
not to knowingly have any dealings with 
twisters. It has been decided to hold a 
one-day sales convention which will be 
held Jan. 26. 

s * * * 

Des Moines, Ia.—Members of the lowa 
Life Underwriters enjoyed a social party 
Saturday night. The ladies were guests 
and the program in charge of M. M. Dem- 
ing and I. M. Traynor was thoroughly 
enjoyed. A hundred sat down at the din- 
ner. <A _ special musical program was 
given. Miss Louese Dusenberry sang; 8° 
did I. M. Treynor. Then there was com- 
munity singing in which everybody 
helped with a number of old favorites and 
some new ones. The insurance men 
agreed to turn out in force Tuesday to 
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MERCHANTS LIFE 
INSURANCE CO. 


DES MOINES, IOWA. 











Agency Opportunities 
Nineteen States 





Wm. A. Watts, President. 
Established 1894 
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AMERICAN 
CENTRAL 
LIFE 


Insurance Co. 











INDIANAPOLIS, IND. 
Established 1899 


HERBERT M. WOOLLEN 


PRESIDENT 





























b\ # frcmar you begin to figure up your earnings and 
recall the several reasons for failures during the 
past year, you then more than any other time keenly 
realize the importance of a helpful constructive home 
office service that trains you to overcome such failures. 


One of the vital elements which makes your day 
profitable is a harmonious working arrangement with 
home office officials and a direct cooperative spirit 
generously given.’ 


Inter-Southern Life 


JAMES R. DUFFIN, President 








The Close of the Day’s Work 


All this and more we constantly strive to give our 
agents. This coupled with good policy contracts 
and liberal commissions, is an incentive which should 
interest any ambitious agent who wishes to make 
the most of his salesmanship efforts. 


We would like to hear from several 
good men for important field positions 


Insurance Company 


LOUISVILLE, KENTUCKY 























MR. SUCCESSFUL LIFE INSURANCE AGENT 
Tim Paes arent Aree Ee Se tin 


in case 
that in case SPE 
pot FOURTH Ghat ta\case of fetal dicchliy on’ rerult of nccltoatal 
such disability, exceed weeks, after which wee: indemni will a 
And WHY should any man be satisfied with a policy that would do less? 


Annual Age Ordinary Life, $128.05. 


Premium, 
T Payment 67.10. 
ieenty e Life, . 








UNITED LIFE AND ACCIDENT INSURANCE CO. 





WORTH KNOWING. 


FIRST, that in case of death from any cause, $5,000, the face of the » will be paid. 
SECOND, that of death from any ACCIDENT, Me DOUBLE’ ths fore of the Policy, will be 
of from certain SP TIMES 


paid. 
$15,000, or THREE the face of the policy, will be paid. 
Sere he Cee direct to the insured at the rate 
rate of $25 WE throughout the period of disability 


WEEK 


do MORE? 


of $59 PER 
Can imsurance 


General Agents wanted in the following states: Pennsylvania, Delaware, Kansas, Mich igan, Ohio and the District of Celumbia. Address: 


Home Office, United Life Bldg., Concord, New Hampshire 
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BIG AGENCY OPPORTUNITIES! 


In the next thirty days someone is going to be selected to represent one of 
the fastest growing life insurance companies in America today, in the cities of 
Kansas City, Missouri, Detroit, Michigan, and Cleveland, Ohio. 
































These are three real opportunities for men capable of handling large agencies, 
Over $200,000,009 of insurance in force, with assets of over $22,000,000. 
Policy contract embodied with all the up-to-date features. 


MISSOURI STATE LIFE INSURANCE COMPANY 


M. E. Singleton, President = “ 
Saint Louis 





Home Office 


















































THE GUARDIAN 
LIFE INSURANCE COMPANY 
OF AMERICA 


Established 1860 Under the Laws of the State of New York 





New Insurance paid for in 1918.......... $24,657,927.00 
Total Insurance in force, January 1, 1919. .179,410,731.00 
MER ss fou bey ween Oates waeaen xe ..--+ 56,111,806.00 


4,999,205.00 


New issues in 1919 being paid for at the 
rate of over $35,000,000.00 annually 


Surplus assigned and unassigned......... 





For information concerning a direct agency connection, address 


T. LOUIS HANSEN 
Vice-President and Agency Manager 


50 UNION SQUARE, NEW YORK CITY 
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A Wider Field —An Increased Opportunity 


Our Agents can sell policies on the annual premium plan; up to $3.000, to 
yeung men and young women as young as age 2—protective insurance and 
cational and Business Start Endowment Insurance. This extension of the age 
limit for me ae J Insurance down to age 2 helps our Agents considerably, and 
we have other advantages that help still more. Weprovide banking facilities for 
our Agents in the rural districts. e issue Participating and Non-Participating 
Policies. As regards adults, we write contracts with Double Indemnity provi- 
sions a any kind of fatal accident, or with Double Indemnity provisions 
covering fatal travel accident only, as may by desired. We issue polici with 
waiver of Premium and Disability Annuity or Instalment Payment features. 
We insure males and females at the same rates. If you cannot make a full time 
contract with us we will let you write our insurance for children as a side line, as 
long as your Company does not object. Some are writing as much as $10,000 a 
month of this insurance for us as a side line. 


OLD COLONY LIFE INSURANCE COMPANY, 
CHICAGO, ILLINOIS 





































The Man Who Is Willing---and WILL 


We are prepared to offer unusual opportunities for 
money-making NOW and creating a competence 
for the FUTURE. 


For Contracts and Territory, Address 


H. M. HARGROVE ~- President 


Beaumont, Texas 



















CONSERVATION OF BUSINESS 


We are reinstating, revamping and cleaning up indebted policies for a number of Life Companies, 
thus standardizing and conserving the business, increasing the income, preventing lapses, and keeping 
the policyholders satisfied, and at practically no expense to the Companies. 

Our references cover eighteen years of satisfactory service, and we respectfully solicit your patronage. 


THE OTIS HANN COMPANY, Inc. 
10 So. LaSalle St. Chicago, Ilinois 



























































put the Red Cross drive over the top and 
they were on the job Tuesday in full 
force. i 
* * * 
Kansas City, Mo—Frank L. Travis, 
superintendent of insurance of Kansas, 
frankly admitted to the life underwriters 
of Kansas City, at the association’s 
monthly meeting, Nov. 10, that he had a 
lot.to learn yet about insurance, which 
he hoped to learn through the friendly 
help of life insurance men. He said that 
some of his statements in the past had 
been misinterpreted, and he also prom- 
ised that in cases where he was correctly | 
interpreted, but was in the wrong, he 
would back down. 
“You'll get action in our office,’ he 
promised. “You won’t find us sitting on 
the fence. And you won’t get the right 
kind of action, really best for all con- 
cerned, unless you come forward boldly 
with your own ideas as to what is right. 
Kansas City general agents have been 
disturbed over the Kansas law that re- 
quires residence in Kansas. Mr. Travis 
remarked that he recognized that many 
general agents had built up their agency 
plants with Kansas City, Mo., headquar- 
ters; that it would be unjust and in- 
equitable to force strict compliance with 
the apparent requirements of the law, 
and he didn’t intend to destroy their 
present agency plants by any such dras- 
tic action. 
“I’m worried over this situation far 
more than you are,” he said, “because 
you stand to suffer a wrong, and I would 
be in danger of doing a wrong. I’m in 
a box; but I am going to get out of it 
without doing you an injustice, you may 
be sure of that. I don’t know how, yet— 
but you don’t need to worry.” 
Mr. Travis announced that he had pre- 
pared a ruling on twisting, which was 
to be promulgated soon. He intimated 
that he would enforce this ruling strictly, 
canceling the license of any agent who 
violated it. Mr. Travis declared that his 
own idea as to where twisting becomes 
improper, is at the moment the prospect 
is examined. Many cries of “You're right!” 
greeted this statement. 

His remark that he had three speeds 
forward and one reverse—indicating that 
he might change a ruling if it were 
proved that he had got off on the wrong 
tack—was greeted with laughter and ap- 
plause. 





Fight Life Insurance Tax 


DES MOINES, IA., Nov. 11—Life insur- 
ance men from all over Iowa will meet 
in Des Moines, Dec. 6, to form a con- 
certed movement against a tax on life 
insurance. It is purposed to carry on a 
state wide campaign to the end that re- 
lief may be secured. 

The Iowa Life Underwriters of Des 
Moines have asked other associations in 
the state to send representatives and has 
sent out a referendum letter calling upon 
all life men to propose plans whereby 
they may intelligently oppose the mat- 
ter of taxation. . 


Wisconsin Life Convention 


The Northwestern Mutual Life has 
joined the Wisconsin Life Convention, 
thus giving the convention the member- 
ship of the six legal reserve companies 
in the state. At the annual meeting 
George A. Boissard, president of the 
Guardian Life of Madison, was made 
chairman; J. E. Reilly, of the Old Line 
Life, secretary; M. J. Cleary, vice-presi- 
dent of the Northwestern Mutual, coun- 
sel. 


. Conservative Life Ready Soon 


DES MOINES, IA., Nov. 11—The new 
Conservative Life announces that it will 
be ready to write insurance about Dec. 
1. Headquarters are at Sioux City. About 
70 percent of the stick has been sold. 
It is the plan to organize with as little 
expense as possible so that the surplus 
provided by the sale of the stock, which 
is at double par, will not be impaired. 
B. H. Saxon is president of the new com- 
pany; A. E. Wilder is vice-president and 
J. P. Langstaff, secretary. 


Inspection Committee Meets 


The committee of the American Life 
Convention appointed to arrange for the 
inspection bureau of the organization 
met in Chicago this week with Dr. E. G. 
Simmons of the Pan-American Life as 
chairman. While some opposition is 
found on part of two or three companies, 
the committee states that the project 
will be carried through. At the Chicago 
meeting a general outline of the plan 
was made and the details will now be 
worked out. It will be some months be- 














DECISIONS HELD BACK 
DIVIDEND SCALES RESTORED 


Most Companies with Influenza Losses 
Out of Way Will Pay the 
Old Amount 


An inquiry sent out to the various 
companies shows that practically none 
of them have as yet decided upon their 
dividend schedule for 1920. The pres- 
ent indications are that a good part at 
least of the dividend scales which were 
reduced or discontinued altogether for 
1919 will be restored. Replies from a 
few of the larger companies indicate 
that there is a tendency to “stand pat,” 
especially in the cases of those com- 
panies which made no reductions or 
changes last year. It would seem that 
the 1918 dividend scale will be pretty 
much the basis for 1920. While it is 
true there were heavy “flu” losses 
with some companies early this year, 
it is also true that mortality through 
the summer and fall months has been 
remarkably low. 


Large New Business 


New business has been written in 
great quantities and this has tended to 
reduce surplus, but companies would 
not be inclined to reduce dividends on 
account of a prosperous new business. 
There will probably be even a few ad- 
vances in scales over 1918. High in- 
terest rates and low mortality with a 
somewhat increased expense due to 
taxes, higher salaries for home office 
employees and other items on the 
whole make for a favorable dividend 


| showing in 1920. 


In all probability the Southern States 
Life of Atlanta, Ga., wil restore the 
dividends paid in 1918. The com- 
pany’s mortality experience has been 
unusually favorable, being only 37% 
of the expected, and this should enable 
the company to return to its former 
dividend scale. 

The Boston Mutual of Boston, which 
on account of the epidemic of last 
year discontinued dividends beginning 
Jan. 1, 1918, has not as yet taken action 
regarding the 1920 dividends. 

The Volunteer State Life of Chatta- 
nooga has decided upon the same divi- 
dend schedule for 1920 as for 1919. 

The Minnesota Mutual, whose divi- 
dend year runs from Sept. 1 to Aug. 
31, has made no changes in its scale 
and therefore its dividends for 1920 
will be the same as for 1919. 














NEWS OF COMPANIES | 











Farmers National Life—The company 
closed its books Oct. 31 with over $11,- 
600,000 of life insurance in force, hav- 
ing made a net gain during the first ten 
months of this year of over three times 
the amount gained during the same 
period last year. With approximately 
$2,000,000 more business in force on 
which renewal premiums were due this 
year than during 1918, the net lapses 
from Jan. 1 to Oct. 81 were 50 percent 
below the net lapses during the corre- 
sponding period last year. The fact that 
the company wrote a great deal more 
business during the first week of this 
month than it did during the first week 
of November, 1918, assures Mr. Stahl, the 
president of the company, and Mr. Bar- 
more, the agency manager, that the com- 
pany will gain enough business during 
the last two months of the year to have 
$18,000,000 of life insurance in force 
Dec, 31 

* * x 


Columbus Mutual Life—During Octo- 
ber, 1919, it showed a net gain in insur- 
ance, over six times as large as the net 
gain recorded in October, 1918. President 
Cc. W. Branson attributes the big 2ain 
to the emphasis the company has placed 
upon constant yearly increases in sur- 
plus safety and consistent reduction In 
the net cost of insurance to policyholders. 
The company is operating in Ohio, West 
Virginia, Michigan, Kentucky, Indiana 





fore the bureau can be put in operation. 





and the District of Columbia. 
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Founded 1865 


The Provident Life 
and Trust Company 


of Philadelphia, Pa. 





The Thrift Campaign 
reinforces the Provi- 
dent agent’s canvass 
for long endowment. 





Northwest corner Fourth and 
Chestnut Streets 














“SOMETHING 
NEW FOR 
AGENTS" 





National 
American 
Life 
Insurance 
Company 





Burlington, lewa 








HOME LIFE 


INSURANCE Co. 
aay, Mutual) 

.256 BROADWAY, NEW YORK 
WILLIAM A. MARSHALL, Pres. 
The 59th Annual Report of the Home Life 
Insurance Company shows over Four Mil- 
lion Dollars paid to policyholders in 1918, 
of which over Seven Hundred Thousand 
was in dividends. The influenza pneumonia 
epidemic caused an abnormal mortality, 
greater than any experienced in the Com- 
pany’s history, but notwithstanding this 
the assets show an increase of more than 
4% and are now over Thirty Six Million 
Dollars. 

The total insurance in force was increased 
during the year 8.6% and is now nearly One 
Hundred and Fifty Nine Million Dollars. 
W. A. R. BRUEHL & SONS 
meral Managers 
Central and Southern Ohio and 
Northern Kentucky 
Rooms 601-606 The Fourth Nat. Bank Bldg. 
CINCINNATI, OHIO 


HOYT W. GALE, General Manager 
For Northern Ohio 
229-232 Leader-News Building 
CLEVELAND, OHIO 








OFFICE SUPPLIES 


FOR INSURANCE AGENCIES 
“Everything for the Insuranes Man” 


THE NATIONAL UNDERWRITER 





1362 Insurance Exchange, CHICAGO 
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RESIGNS HIS POSITION 


———— 


GEORGE T. WILSON QUITTING 





Equitable Life of New York Executive 
Leaving Active Field After 
Successful Career 





NEW YORK, N. Y., Nov. 12.— 
George T. Wilson, whose resignation 
as second vice-president of the Equit- 
able Life has been forced by the con- 
dition of his health, is one of the best 
known life underwriters in this coun- 
try, and is likewise a prominent figure 
in the social life of the metropolis. 
Entering the service of the Equitable 
Life as a stenographer in 1875 he rose 
rapidly in its service, becoming second 
vice-president 12 years ago. For a 
long time he had direct charge of the 
society’s foreign business and traveled 
pretty much around the world. Since 
the withdrawal of the Equitable Life 
from foreign fields, Mr. Wilson has 
been identified with business produc- 
tion in the United States and was a 
leading figure at gatherings of its 
agents. A magnetic speaker, he was 
in demand at general association meet- 
ings and from time to time spoke at 
annual conventions of the National 
Association of Life Underwriters. Mr. 
Wilson has no outside interests and 
will continue to serve the Equitable 
Life in such capacity as his health will 
permit. , 








LIFE AGENCY CHANGES 




















E. G. Holz 


E. G. Holz has been appointed superin- 
tendent of agents of the Providers Life 
of Chicago. Mr. Holz formerly repre- 
sented the Spectator Company at Chi- 
cago and recently resigned as assistant 
to the president of the Old Colony Life. 





Jefferson Standard Changes 


For the purpose of representing the 
Jefferson Standard Life as general agent 
in eastern Virginia, the Jefferson agency 
has been incorporated at Richmond. The 
firm has already established offices in 
rooms 410-12 Mutual building, Richmond. 
BK. R. Aiken, secretary-treasurer of the 
firm, is in charge of the Richmond ter- 
ritory. J. W. Umstead, Jr., president, 
will supervise territory outside that city 
embracing all counties and cities east of 
the line of the Atlantic Coast Line rail- 
road from Alexandria to the North Caro- 
lina border. He has been manager for 
seme time for the Jefferson Standard at 
Tarboro, N. C., and is expecting to pay 
for fully $3,000,000 of business in that 
territory before the close of 1919. He 
will devote his entire time to the Vir- 
ginia work after Jan. 1. Meanwhile he 
will alternate between the two states. 

Mr. Aiken went to Richmond from Tar- 
boro, where he established a reputation 
as a business producer under Mr. Um- 
stead. He is originally from El Paso, 
Tex. District agencies will be estab- 
lished in Norfolk, Newport News and 


Umstead. 





J. T. Ratliff 
Jim T. Ratliff has become junior part- 
ner in the firm of P, C. Ratliff & Son, gen- 
eral agents of the Penn Mutual Life at 
Birmingham, Ala. 





Fansler & Hoffman 


Fansler & Hoffman, general agents of 
the Northwestern Mutual Life in Phila- 
delphia, will retire the first of the year. 
They will be succeeded by C. B. & H. M. 
Taylor of Wheeling, who have been gen- 
eral agents for the company in West 
Virginia. Thomas L. Fansler, the senior 
member of the present firm, was for- 
merly an agent in Chicago and served as 
president of the Life Underwriters Asso- 
ciation there and later the Philadelphia 
Association. Louis Hoffman, the junior 
member, is well known in Philadelphia 
life insurance circles. The Philadelphia 
General Agency will have incorporated 
in it Delaware county, Pa., the state of 











Delaware and the eastern shore of Mary- 











1867 THE 1919 


EQUITABLE LIFE oF IOWA 


Announces New Policy Forms 
INCORPORATING: 


Increased Total Disability Benefits 
Double Indemnity Benefits 


Other Increased Benefits and Privileges 
Low Net Cost and Best Service to Policyholders 


For Agency Connections, Address HOME OFFICE, DES MOINES 














Midland Mutual Lite 


Insurance Company 
Columbus, Ohio. 


W. O. Thompson, President G. W. Steinman, Secretary 
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“THE WEST COAST LIFE” 


Offers splendid opportunities in the West in alive 
organization that last year produced over Twelve 
Million Dollars in applications for new insurance. 
Ask for the current copy of THE PIONEER. 


WEST COAST SAN FRANCISCO LIFE INSURANCE COMPANY 


_376 Pine Street SAN FRANCISCO 








Combination Accident and Health Policy 
$6,000.00-12,000.00 $50 per week 


$48.00 a Year 


Membership 80,000 Claims Paid $2,000,000.00 


Unusual Agency Opportunities at present in 
Wisconsin, Minnesota, Indiana and Iowa 


Our Leading Salesmen in 1918 made $10,000.00 


BUSINESS MEN’S ACCIDENT ASSOCIATION 


W. T. GRANT, Secretary K/DSAS. CITY, MO. 
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HE Farmers National Life In- 


surance Company of America 
has openings for general and local 
agents in lowa, Illinois and 
Indiana. Address the company, 
Farmers National Life Building, 































Chicago, Illinois. 

















EXCELLENT OPPORTUNITY for Reliable, Energetic men to 
represent us in the states of Illinois and Missouri with direct 
Home Office contracts. Liberal policies. 


CAPITOL LIFE INSURANCE COMPANY OF COLORADO 


THOS. F. DALY, President 
DENVER, COLORADO 











F. J. Uehling, Secretary 





The “Giant of the West’? 


Southland Life Insurance Co. 


DALLAS, TEXAS 

















The Progressive Company of the South 





HARRY L. SEAY, President 














We write all forms of up to date life and accident policies, issuing more than twenty 
different policies in each department. We are looking for a responsible man for 


TOLEDO, OHIO 


We have over two hundred life policies in force in Lucas County. The Company 
will get behind a producing General Agent. If you believe you are the right man, write. 


The Gem City Life Insurance Co. Dayton, Ohio 
a I. A. MORRISSETT, Vice-Pres. and Gen’l Mgr. 











| MASONIC LIFE ASSOCIATION 


MASONIC TEMPLE (Commenced Business 1872) BUFFALO, NEW YORE 
SOUND PROTECTION AT COST 
Accumulated Surplus Over $400,000.00 
To Free and Accepted Masons Only 
Over $9,000,000.00 Paid in Benefits 
Agents Wanted. Liberal Terms. Exclusive Territory. For Agency or Membership, Address 
NELSON O. TIFFANY, President and Manager 
MASONIC TEMPLE, BUFFALO, N. Y. 








The Masonic Mutual Life Association 


Of the District of Columbia 
Chartered by Special Act of Congress, March 3, 1869 
The Security of the Old Line 
The Economy of the Fraternal 


Select work, with big returns to high class representatives. For terms 
and territory, write to 


WM. MONTGOMERY, President and Gen. Mgr. 
New Masonic Temple Washington, D. C. 








NEWS ABOUT LIFE POLICIES | 





in Policy Literature, Rate Books, etc. 
Digest” and ‘‘Little Gem,” 








New Policies,; Premium Rates, Dividends, Surrender Values and all Changes 


Published Annually in May. 


Supplementing the ‘‘Unique Manual- 
PRICE, $2.50 














OFFERS LIFE INCOME BONDS 





Pacific Mutual Life Puts Out New 
Contract Which Is Issued on 
Three General Plans 





The Pacific Mutual Life is putting 

out a new life income bond, designed 
to meet the needs of those who wish to 
provide for themselves an income, to 
begin when they have reached a speci- 
fied age, or at the end of a definite 
period. It will be issued on three 
general plans—an income to begin at 
age 55, at age 60, or at the end of a 
15-year period. 
The rates are based on a unit in- 
come of $10 a month, and are exclusive 
of any charge for permanent total dis- 
ability, accidental total loss or acci- 
dent and sickness disability benefits. 
The income is to begin at the time 
specified and continue for ten years or 
as long thereafter as the insured lives. 
Should the insured die during the 
premium-paying period, the amount of 
all premiums paid, less outstanding in- 
debtedness, will be paid to the bene- 
ficiary. Should the insured die during 
the payment of the income, the balance 
of the 120 monthly payments will be 
continued to the beneficiary or at the 
option of the beneficiary commuted at 
the rate of 3% per cent and paid in one 
sum. The maximum income is $500 
per month. 

After three full annual premiums 
have been paid, cash, loan and paid-up 
values will be granted. Disability fea- 
tures will be added on about the same 
basis as for the company’s other poli- 
cies. The rates for the three classes 
are as follows: 


Income at Age 60 


Annual dividend $10 a month. 
Semi- Quarter 


Annual Annual Annual 





7.85 $ 4.00 

8.20 4.15 

8.60 4.35 

9.00 4.60 

9.45 4.80 

9.90 5.05 

10.40 5.30 

10.90 5.55 

11.50 5.85 

12.10 6.15 

12.75 6.50 

13.40 6.85 

14.15 7.20 

14.95 7.60 

15.80 8.05 

16.70 8.50 

17.70 9.00 

18.75 9.55 

19.90 10.15 

21.15 10.80 

22.50 11.45 

24.00 12.25 

25.65 13.10 

27.45 14.00 

29.45 15.00 

31.65 16.15 

34.10 17.40 

36.85 18.80 

39.95 20.35 

43.50 22.15 

47.55 24.20 

52.20 26.20 

57.65 29.40 

64.15 32.70 

71.85 36.60 

Income at Age 55 

|, EM $21.70 $11.30 $ 5.75 
iy CARS eee 22.75 11.8 6.05 
| SSS ere 23.90 12.45 6.35 
is BESRIEE eie Re oe 25.10 13.05 6.65 
Ot Sie cceiehene 26.40 13.75 7.00 
5 Sa re ee a 27.80 14.45 7.35 
De. 46. 64 SENS 29.30 15.25 7.75 
A ear rae eee 30.85 16.05 8.20 
| SE 32.55 16.90 8.65 
a aS 34.40 17.90 9.10 
ORS an 36.35 18.90 9.65 
2 a eee 38.45 20.00 10.20 
Bes sates 40.75 21.20 10.80 
MM “cig sehatetece oe 43.25 22.50 11.45 
a aes 45.95 23.90 12.20 
TN, ko dred asa 48.90 25.45 12.95 
EE Ar 52.10 27.10 13.80 
= Se eee 55.60 28.90 14.75 


Premium Premium Premium 
15.0 $ 


8 Semi- Quarter 

Annual Annual Annual 

Age Premium Premium Premium 
IAS ee 68.45 .60 8.15 
1 ares ee 73.70 38.30 19.55 
pie are Uae 79.60 41.40 21.10 
DY ne -din'aker4.0.8 86.25 44.85 22.85 
- eee oar er 93.85 48.80 24.85 
Are 102.50 53.30 27.15 
Bs Sangean 112.50 58.50 29.80 
SOE FS ae 124.20 64.60 32.90 
eee 138.05 71.80 36.60 
| Mee re. 154.70 80.45 41.00 

15-Year Life Income Bond 

Semi- Quarter 

Annual Annual ‘Annual 

Age Premium Premium Premium 
BG Se cic ale $136.00 $70.70 $36.05 
: | oe eae 134.7 70.05 35.70 
BD esters ntoiece 133.40 69.35 35.00 
BO) 52 .vate wie sait 132.00 68.65 35.00 
BO nee ec scsse 130.60 67.90 34.60 
as ree ree 129.15 67.15 34.20 
>: Pree ee 127.65 66.40 33.85 
Se sede erce® 126.10 65.55 33.40 
Be Scriices's 124.50 64.75 33.00 
SG 5cctewas 122.85 63.90 32.55 
eee ene 121.15 63.00 32.10 
PP EES: 119.45 62.10 31.65 
Ie a 117.70 61.20 31.20 
. ea 115.85 60.25 30.70 
Leer ee 114.00 59.30 30.20 
See 112.10 58.30 29.70 
a 110.15 57.30 29.20 
Bee okie Sigcars'e 108.15 56.25 28.65 
re 106.15 55.20 28.15 
BG Seiewewes 104.15 54.15 27.60 
: ewe eye 102.10 53.10 27.05 
OP esaekien 100.05 52.05 26.50 
BS. exevea actress 98.00 50.95 25.9 
| reer ees 95.90 49.85 25.40 
ee ee 2 93.85 48.80 24.85 





National American of Iowa 


The National American Life of Bur- 
lington, Ia., has suspended dividends for 
one year beginning Aug. 1, 1919. 





Baltimore Life 


The Baltimore Life has increased its 
maximum net line from _ $5,000 to 
$10,000. The company has recently en- 
tered New Jersey and is now doing busi- 
ness in Delaware, District of Columbia, 
Maryland, Pennsylvania and New Jersey. 





Twin City Life 

The Twin City Life of Minneapolis has 
adopted the automatic premium loan 
upon written request. After the third 
year it makes no surrender charge what- 
ever except fractional dollars, the sur- 
render value being the full reserve. For- 
merly the full reserve was not allowed 
until the end of the eighth year. 





Great Republic of California 


The Great Republic Life of Los An- 
geles is now reinsuring all over $5,000 
instead of $10,000 as formerly. Its limit 
under the double indemnity clause has 
been changed from $2,500 to $5,000. The 
company’s military and naval service 
clause provides that if death occurs 
within five years after date of policy the 
company will pay twice the amount of 
the premiums paid. After five years it 
pays twice the amount of premiums paid 
for five years, together with all such 
premiums and 4 percent interest. The 
company recently adopted new rates on 
its twenty year endowment forms, both 
with and without coupons. Without cou- 
pons the rate at age 35 is $43.43 and on 
the coupon reduction policy it is $51.38. 





Home Life of Fordyce 


The Home Life & Accident of Fordyce, 
Ark., is now reinsuring all over $8,000 
instead of $5,000 as formerly. The com- 
pany has discontinued entirely the writ- 
ing of participating business and some- 
time ago made considerable change 1M 
its policies. 





Mutual Trust Life 


The Mutual Trust Life of Chicago will 
not decide on what its dividend schedule 
will be until about March 1, 1920. 


Inter-Mountain Life 


The Inter-Mountain Life of Salt Lake 
City is now giving the full Illinois stand- 
ard surrender values without surrender 
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“THE COMPANY OF CO-OPERATION” 


DES MOINES 
LIFE AND 
ANNUITY 


COMPANY 


We will insure the whole family! 
Any plan, any age, either sex! 


This is a service our men 
appreciate these days. 


If it appeals to you, write 


HOME OFFICE 
DES MOINES _(R-T Bidg-) IOWA 


TERRITORY 
IOWA SOUTH DAKOTA 











—_ =~, _-—) 


A Penn Mutual Premium, less a Penn Mu- 
tual Dividend, purchasing a Penn Mutua! 
Policy, containing Penn Mutual Values, 
makes an Insurance Proposition which in the 
sum of all its Benefits, is unsurpassed for net 
low cost and care of interest of all members. 


The Penn Mutual 
Life Insurance Company 


of Philadelphia 


On January 1, 1909, Rates Were Reduced 
and Values Increased to Full 3% Reserve. 














ACTUARIES 
[M20 F. CAMPBELL 


CONSULTING 
ACTUARY 





76 West Monroe Street 
Telephone Randolph 918 


CHICAGO, ILL. 
PRANK J. HAIGHT 


CONSULTING 
ACTUARY 


811-812-813 Hume-Mansur Bldg. 


INDIANAPOLIS 


ULIAN C. HARVEY 
Consulting Actuary 
Chemical Building ST. LOUIS, MO 











T J. McCOMB 


COUNSELOR AT LAW 
CONSULTING ACTUARY 


®temiums, Reserves, Surrender Values, etc., caletx 
lated. Valuations and Examinations made. 
Policies and all life Insurance forms prepared. 
The Law of Insurance a Specialty 


Colcord Bldg. 
OKLAHOMA CITY 


J H. NITCHIE 
° pee et 


223 Assuciation Buildin: 
is S. LaSalle St., CHICAG 


ARRIS E. VINEBERG 


‘ellow Actuarial Society of America 
Fellow American Institute of Actuaries 


CONSULTING ACTUARY AND EXAMINER 
Room 1437 First National Bank Building 
CHICAGO 





Telephone 
Central 3462 








FPeEDeERic Ss. VE EInGTOn F. A.I.A 
EXAMINER 


ONSULTING ACTUARY AND 
804-306 Security Building 


DES MOINES, tOWA 


no longer issuing nonparticipating joint 
life policies, but has put in a participat- 
ing joint life policy on the whole life, 
20-payment and 20-year endowment 
plans. 


Central Life, Ottawa, Ill. 


The Central Life of Ottawa, Ill, will 
have the same dividend schedule in 1920 
as in 1919. 





Iowa Life 


The Iowa Life of Waterloo, Ia., is work- 
ing on a new rate book and new policy 
forms, which will be out within the next 
two or three months. 


Errata in North Dakota Tax Table 
One error, once repeated, crept into 
Table No. 1 of the analysis of the North 
Dakota income tax law in the issue of 
Oct. 238. The word “surrender” was mis- 
printed “surplus” in the eleventh and 
thirteenth lines, which should read: 
11—Cash surrender up to amount of 


premium paid........ <oa eee? 
13—Cash surrender over amount of 
premium paid........ .. Yes 


Milwaukee Agency Meeting 


The third annual meeting of the Mil- 
waukee agency the Massachusetts Mu- 
tual Life, presided over by James Gregg, 
was a great success. Joseph W. Briggs, 
general agent, gave the address of wel- 
come. I. H. Offner of the Bokum & Din- 
gle agency of Chicago gave a talk. Ger- 
old A. Ubank, assistant superintendent of 
agencies from the home office, was on 
the program. Other speakers were W. F. 
Gibson of Eau Claire, Wis., James Baley 
of Kenosha and Eugene Wulff of Mil- 
waukee. Capt. Claude C. Manly, fresh 
from France, where he participated in 
the work of the 119th machine gun bat- 
talion, told something of his war experi- 
ences. The entértainment feature was 
furnished in the evening. 


More Assistants for Edwards 


J. Stanley Edwards, president of the 
National Association of Life Underwrit- 
ers, has announced the appointment of 
two more of the assistants to the presi- 
dent authorized at the Pittsburgh con- 
vention. They are Harry T. Miller of 
Minneapolis, for District 3, and Orville 
Thorp, Dallas, Tex., for District 5. The 
selection of Leon J. Barrett of Worces- 
ter, Mass.; Charles T. Brockway of Utica, 
N. Y., and John L. Shuff of Cincinnati, 
has already been announced. 


Texas Woodmen Split on Rates 


WACO, TEX., Nov. 11—Texas Woodmen 
of the World are split on the question of 
raise in rates. Two rival conventions of 
Woodmen were held last week at Waco 
and expressed opposite opinions on the 
subject. The conventions were attended 
by 1,800 members. One of the conven- 
tions was termed “Regulars” and the 
other “Insurgents.” Sovereign Com- 
mander W. A. Frazer of Omaha, Neb., 
attended and participated in the meeting 
of the “Regulars.” 

The “Insurgents” passed resolutions 
condemning the laws and insurance rates 
enacted at the Sovereign Camp meeting 
in Chicago. Injunction proceedings in 


| Texas courts, if possible, to prohibit the 


enforcement of the laws and rates are 
favored. 

The “Regulars” endorsed the action of 
the Sovereign Camp and the Supreme 
Grove at Chicago in raising the assess- 
ments on insurance. 


Indianapolis Meeting 

The November meeting of the Indiana 
Association of Life Underwriters was 
held at Indianapolis following a luncheon 
last Monday noon. Geo. M. Spiegel made 
a report on the Pittsburgh convention, 
to which he was a delegate. He dwelt 
principally upon the address of Earl G. 
Manning. Wm. E. Osborn also spoke on 
Mr. Manning’s address. It was an- 
nounced that Winslow Russell, agency 
manager of the Phoenix Mutual, would 
be in Indianapolis Dec, 1 and would ad- 
dress a special meeting of the associa- 
tion. 


The New England Mutual Life has 
acquired title the past week to the for- 
mer home of the Mutual Life of New 
York at 95 Milk street, Boston, corner 
of Pearl street, in the heart of the in- 
surance district. The Federal Reserve 
Bank bought the property some months 
ago and dispossessed the Mutual Life, 
but for some reason the plans for a 
new Federal Reserve Bank on the site 
have fallen through. The New England 
Mutual will occupy the present building 
with several of its departments, for 











“The Oldest Company in inhinh 


Issued its first Policy in 1843 


Three leadership achievements of the Mutual Life:—The 
American Experience Table of Mortality, the cornerstone of 
modern life insurance. The “contribution plan” of surplus dis- 
tribution, used almost universally by American companies. The 
Continuous Instalment policy, the basic form of all Life Income 
contracts. 


‘Mutual Life’’—known in every household. Unexcelled 
policies and service, notable financial strength, co-operation with 
agencies. Life Insurance at its best!—the Agent’s desire and ideal. 


For terms to producing Agents address 


The Mutual Life Insurance Company 
of New York 


34 Nassau Street, New York City 




















General and Local Agents 








Contracts With Very Attractive 
Perpetual Renewals 








We Can Use a Field Superintendent—Salary, Expenses 
and Over-Writing Commissions 


Write, Giving References. TERRITORY: Indiana 








Gary National Life Insurance Company 
Gary Theatre Building 


Gary, Indiana 
WILBUR WYNANT, President 





























Stock Salesmen Attention! 


THE GARY NATIONAL ASSOCIATES 
COMPANY 


FINANCED THE 


GARY NATIONAL LIFE INSURANCE 
COMPANY 


We are doing a Mortgage Loan, Mortgage Loan and 
Investment business. 


We have $250,000 6% Participating Preferred Stock to sell. 




















Can use a few high-grade stock salesmen who can 
furnish references. 


ADDRESS OR CALL- 








GARY NATIONAL ASSOCIATES COMPANY 
GARY, PADIARA 


Gary Theatre Building 








which room has long been much needed. 
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THE INDIANAPOLIS LIFE INSURANCE CO. 


Insurance in Force 
1805 $325 ,600.00 





Look up the Company’s Record 



















1906 1,281 ,909.93 
1907 2,158 ,315.62 
1908 = -2,344,449.12 
1908 ©: 3,037,135.59 
1910 =. 3, 760,237.71 


Managerships Open 


sit = -4,451,264.48 
1912, 5,756,690.86 
1913 7011 ‘554.27 
1914 8,655, 788.49 
ins —-10,231,921.21 
ins —-12,021,820.06 


wn 13,665,053.54 
15,532,346.26 


19,225,392.00 


If You Have Confidence in Your Ability 


address 


FRANK P. MANLY, President 
Home Office: INDIANAPOLIS, INDIANA 


Indiana Illinois 
Michigan 


1918 
1919 
to Oct. 

































A Record of Thirty Years of Progress— 


‘Ten-Year Periods 


Assets Insurance in Force Income Policies Issuzd 
Dec. 31—1888.... $ 104,307 $ 889,073 1889-1898...... $ 2,128,182 $460,386 
1898... me 321,505 8,392,902 1899-1908...... 12,088,346 1,169,329 
1908.. 3, ty 170 3,443,633 1909-1918...... 35,887,982 2,199,357 


4 
1918. 145,055,484 


he WESTERN ana SOUTHERN 


Life Insurance Company 


W. J. WILLIAMS, President CINCINNATI 
Organized February 23rd, 1888 





Attractive Opportunities 


Open to Agents in Ohio, Indiana, Kentucky, West Virginia, 
Western Pennsylvania and Michigan 



















The American Home Life 


Insurance Co. 


Topeka, Kan. 


F. S, Jackson, Pres. F. P. Metzger, Sec. 


Good contracts for live agents. Address F. P. Metzger, Topeka, Kan. 
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The OHIO STATE LIFE 


LIFE, HEALTH, ACCIDENT *»x° MONTHLY INCOME INSURANCE. 


Openings OHIO, IND., KY., MICH. and W.VA. Write Columbus 













We have a contract for you under which your 
income will be limited only by your activities. 
A REAL PROPOSITION FOR A REAL MAN 


FEDERAL CASUALTY COMPAN 


Cash Capital $200,000.00 V. D. CLIFF, President 


B 
ECRET OF OUR 
One Suscess 1S 
ERVICE - 


‘MICHIGAN 






































week is the cost of The 
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INSURANCE EDUCATION AND EQUIPMENT 


By H. M. HOLDERNESS 





Connecticut Mutual Life Agency Correspondent 


education is closely linked. Up 

through the ages we note improve- 
ment and betterment through the in- 
creasing development of the mind. In 
fact, all material and social progress 
have evolved out of vigorous and active 
minds. New thoughts ever evolving 
out of older principles and precepts— 
the sound and logic surviving, the un- 
sound and illogical being disregarded 
—have brought us to the indisputable 
conclusion that, only through educa- 
tion can these processes of betterment 
and world enlightenment go on, and 
that mental vigor, properly trained, can 
accomplish more during our short span 
of active years than any other force. 

It being generally acknowledged that 

a firm foundation of knowledge of pre- 
vious principles and practice in all 
walks is essential to further creation, 
we cannot but be impressed with the 
application of this summary to our life’s 
work. We speak of our business today 
as a profession—and indeed, it is such 
in every sense (especially in that of 
service )—though, up to but recently we 
have felt small justification in pro- 
claiming ourselves professional men. 
And why? Is it not because we have 
hesitated to place ourselves in a class 
which is generally recognized as es- 
sentially studious; a class which cannot 
be entered without years of training? 
In a sense this is largely the reason, 
and good reason it is, too. We do not 
wish to appear to claim that which we 
do not possess, especially in our life’s 
work. 

Evolution Makes Duties Clear 


But out of this process of reasoning 
comes an understanding of our needs. 
The evolution of human progress has 
again made clear our duties and our 
obligations. War and plague and re- 
construction have changed us strangely. 
We are a different people than we 
were in 1914; still luxury-loving; still 
free spenders; still generous, yet not 
quite so improvident of the future. 
The people as a whole recognize their 
need for protection. They are buy- 
ing and will continue to buy as never 
before (for I firmly believe, gentle- 
men, that we have suddenly broken 
into a new era that cannot be gauged 
by precedent). They want to provide 
against the unknown, the unlooked for. 
Life’s uncertainties have so impressed 
this present generation that nothing 
short of unconscientiousness can bring 
forgetfulness. (Think back quickly 
for a moment over the vast sequence 
of destruction for the past four years 
and register the impression of inse- 
curity. Think again of the swift 
economic change that has had genesis 
from these events and again register 
your impression of the seriousness of 
the times.) The people can’t forget 
it—and won’t forget it. They will 
provide as prudently as they can for 
safeguarding the future of the family 
and their business. And when they go 
about such a task with such a pur- 
pose, they demand _service—adequate, 
acceptable and proficient service. In 
short, it is this quick transition of the 
mental attitude of the people them- 
selves that pushes us willy-nilly into 
the class of the professions; that makes 
us study our subject; that makes us 
realize the absolute need of the best 
professional service in such a situation. 

In march with this quick progress 
—and indeed with unusual and_ sa- 
gacious anticipation of it, the univer- 
sities of the country one by one have 
followed each other in starting and 
adding to courses on life insurance in 
theory and principle and practice in 
conjunction with their classes in eco- 


Tee history of social evolution and 


nomics. Schools of finance, private 
courses, individual lectures have fol- 
lowed. Insurance companies’ home 


office schools, the Insurance Institute, 











various life associations and others are 








falling in line by reason of this firm 
impression of the need of the times— 
to say nothing of the duty of the in- 
surance companies’ through _ their 
representatives to impart essential 
knowledge at best to the new entrants 
into the business.: From theory and 
first principles we have moved on to 
practical salesmanship, applied ele- 
mentary psychology in the sale, delv- 
ing deeper always into the very heart 
of scientific application to find the best 
means to improve ourselves to spread 
the gospel of protection in a convinc- 
ing manner for the lasting betterment 
of humanity. 


Proficiency Requisite to Service 


There is the vision of the scope of 
our work. Is it conceivable that one 
can study for a better profession? Can 
we not see our clear duty to our client? 
Is not proficiency a prerequisite if we 
are to give professional public service? 
By every law governing human activity, 
we have our answer. Forces far greater 
than the small band of pioneers in this 
work have moved us forward swiftly, 
almost blindly, to our present-day op- 
portunities and obligations. We do 
not stand alone in the recognition of 
our shortcomings. We are, in fact, 
today going through the crucible of 
public scrutiny; we are being tried, 
silently though none the less surely at 
the bar of public opinion and by no 
other standard than that of proficiency. 
We cannot ignore it; we cannot dodge 
the issue. There can be no thought of 
our not measuring up to a standard 
set by public demand. 

The value of perpetuating high 
standards of education has so impressed 
men in times past and present, that to- 
day we find most of our universities 
richly endowed through their benefi- 
cence; these men having in most 
instances had, and in other cases seen, 
the advantages derived through edu- 
cation, feel: that no better purpose can 
be served by their money than to hand 
down these same advantages to pos- 
terity possibly less favored. Thus the 
student at college today receives 
through the excellent tuition derived, 
a training far outmeasuring the nom- 
inal fee he is called upon to pay. This 
added generous bounty is universally 
recognized and appreciated by students 
and parents alike. This wealth of 
knowledge is for ‘the diligent, the 
persevering, the enthusiastic. The in- 
terested and zealous student cannot 
fail to build, and build well—with the 
master builders guiding his every 
move—a splendid foundation for a per- 
manent and useful life’s work. 


Old Plan Wastes Much Time 


I have already endeavored to point out 
briefly that there is little room for argu- 
ment in the statement that education is 
a prerequisite to any real and perma- 
nent success in our business. (The old 
guard of life insurance field men can 
testify to this statement. A rate book 
—-perhaps a manual—and a large assort- 
ment of literature were handed the 
newly appointed agent with a pat on the 
back and a cheery word and the general 
agent or manager would turn to other 
problems with a feeling of entire satis- 
faction in the thought of work well 
done. The new appointee would then 
waste weeks of time trying to master 
unassisted the complex details of the 
business and endeavoring to apply them 
to actual field conditions.) As has been 
well said: “You can teach a boy to 
swim by throwing him into deep water, 
but you cannot teach a man life insur- 
ance on the same principle.” Systematic 
training is essential. 

With this accepted premise, let us con- 
sider the essentials necessary for the 
acquisition of knowledge through study 
and application. 

First and foremost, we must find in the 
student the motive power in the will to 
do—the will to accomplish results. 

Second, he must be animated essen- 
tially by interest, without which the will 





is working against itself to no purpose. 
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Applications for Agencies 
in Wisconsin to be dated 
January 1, 1920, will now 
be considered. 





Gardiap tite 


Madison, Wis. 


C. L. Miller, 
Directing Sales 














THE PEOPLES LIFE 
INSURANCE CO. 


_, Now convert- 
x ing Industrial 
“<] policies to 

sj Ordinary. 

ics Splendid op- 

| portunities for 
i good men. 















Address 
= ELON A.NELSON 


President 
Home Office Building CHICAGO 
Chicago 








19,712 LEADS 


“were distributed among Fidelity field men in 1918— 
the result of our direct mail advertising, This is agency 
co-operation on a vast scale and exp! why we are 
writing more business than at any time ia our history. 
The Fidelity operates in 40 states. Full levei net 
premium reserve basis. Faithfully serving insuress 
since 1878. Insurance in force over $150,000,000. 


A FEW AGENCY OPENINGS FOR THE RIGHT MEN 


THE FIDELITY MUTUAL LIFE 


INSURANCE COMPANY, PHILADELPHIA 
Walter LeMar Talbot, President 











Sa 
FEDERAL UNION LIFE 
Insurance Company 
Cincinnati, Ohio 
has just issued a very interesting booklet 
‘Suggestions for Increasing 
Your Income”’ 


and would be pleased to send a copy to every 
Life, Fire and Accident Agent in 








ALWAYS A PLACE FOR 
DEPENDABLE AGENTS 


Those who can not only write applications 
but deliver policies, and are energetic in their 
methods. Good positions are ready for such 

en. 
Union Mutual Life Insurance 
Company 
Arthur L. Bates, President, Portland, Maine 
Address ALBERT E. AWDE 


7 W. Madison 











Supt. of Agencies 
St. 3 Chicago, Ill. 
‘ 


Ohio, Illinois and Kentucky = 
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Interest is positive; disinterest—nega- 
tive. Nothing constructive or decided 
can be accomplished without interest. It 
is the basis of all investigation, of all 
research, of all study. 

Third, study demands attention, and 
attention means concentration; and the 
ability to concentrate one’s thought and 
attention on any given subject means 
mental control. So the student gradu- 
ally accumulates added mental vigor and 
elasticity as study progresses. 


Brain Demands Exercise 


Fourth, the brain demands exercise 
just as do the muscles. And just as the 
lack of physical exercise is reflected in 
flaccid muscles, so does the brain become 
dull and flabby through disuse. It is safe 
to say that few of us overtax this will- 
ing muscle—the brain. In a healthy 
State it is a veritable octopus for work 
and the more we give it the more fitted 
it seems to become, to increase its capac- 
ity. 

Decidedly it is our fault if we do not 
grasp the opportunities at our command 
for enlarging our mental scope—for in- 
creasing our mental power—and espe- 
cially so is it when we have as a goal 
our own life’s work, where we must real- 
ize that knowledge and mental vigor 
give power and ability—and power and 
ability mean success if ever any two 
qualities did. 


Example of Training Schools 


One of the finest and most inspiring 
iliustrations of quickly developed effi- 
ciency through essential study, has but 
recently been demonstrated in the cur- 
riculum of our officers’ training schools 
opened at the time of our advent in the 
world war. Here students were com- 
pelled to master some forty-two text 
books and pamphlets ranging from 10 to 
over 200 pages in the short period of two 
months, and most notable of all, to the 
everlasting credit of the young manhood 
of our country, exceptionally few failed 
to qualify on this end of the work as- 
signed them. Can there be any better 
illustration of the capacity than this, 
especially when we consider that great 
numbers of these men had not acquired 
or had long since lost, the study habit? 
This is merely another illustration of 
the essential need in most every walk of 


| life demanding brain work. Pick up any 
} magazine today and notice the numer- 


ous advertisements on home study, spe- 
cial training, extension courses of one 
kind or another, correspondence schools, 
etc. Indeed, it is not so much the de- 
sire for, as the actual need of knowledge 
in specialized lines, that has made a real 
place for these training schools. 

There are no half measures—one must 
be either master or slave of his work. 
This is an age of specialties. Each man 
to his chosen part. To conquer we must 
strive to excel. No fear of self should 
enter. We should go about our educa- 
tional task with the same faith and 
courage with which we overcome obsta- 
cles in daily life. Determination and 
self-confidence will bring results in our 
pilgrimage for knowledge in the same 
measure as they do in any other en- 
deavor. All the merits we admire in 
great men, such as poise, expression, 
confidence, ability and strength of pur- 
pose, can only come through increased, 
and ever increasing, mental power. If 
our business is in a true sense a pro- 
fession, we must be willing and ready 
to study like professional men. 


Must Build Toward Excellence 


If we aspire to excel we must patiently 
build toward excellence and be willing 
to pay the price in time and labor. Some 
few of the especially gifted may and do, 
by weight of earnestness, by force of 
personality, or by one gift or another of 
native selling ability, become successful 
without any other school of training 
than that of adversity and worldly expe- 
rience. Manifestly, such men are unusu- 
ally talented. But have they used their 
talents to the best advantage? Is it not 
conceivable that, without knowing it, 
they are daily guilty of errors in judg- 
ment; in advice and in casual state- 
ments, that may reflect to their dis- 
credit in future years and that, but for 
the lack of insurance education, they 
would not make. And again, is it not 
apparent that such a foundation as in- 
surance knowledge through education 
will so strengthen their natural ability 
and reputation for accuracy and sound 
advice as to make such gifted men as 
they next to invincible in their sure 
progress toward even greater and far 
more secure and lasting success. 

Undoubtedly having attained: some 
measure of success the easiest way is to 
evade the issue and plod along in our 











THE OHIO NATIONAL LIFE 
INSURANCE CO. 


CINCINNATI, OHIO 
ALBERT BETTINGER, President 





THE COMPANY WITH THE BIG SURPLUS 


Management Progressive, Yet Conservative 
Complete Protection Low Cost Policies 


$5,000.00 20 Payment Life Pro- 
vides the Following Benefits: 


$ 5,000.00 death from natural causes 
10,000.00 death from accidental 


causes 


25.00 per week for temporary 


disability 


50.00 per month for life for total 
permanent disability and the face 
of the policy at death 
Premium age 30, $175.34 


JO 


Writing at the Rate of $8,000,000 New Business in 1919 


Splendid Openings in Ohio, Kentucky, West 
Virginia and Michigan 


Address in confidence if desired 


T. W. APPLEBY 


Secretary-Agency Manager 























The Prudential Insurance 


Forrest F. Dryden, 


Company of America 


Home Office, 


President Newark, N. J. 


Incorporated Under the Laws of the State of New Jereey 
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The Minnesota Mutual Life 


INSURANCE COMPANY 


Excellent Opportunities for Two General Agencies in Illinois 
Contract Direct with Home Office 


For particulars address 


E. S. ALBRITTON 


2nd Vice President St. Paul, Minnesota 

















Chicago National Life Insurance Co. 
10 South La Salle Street 





NOW ORGANIZING 





AN ILLINOIS COMPANY OWNED BY ILLINOIS CAPITAL— 
MANAGED BY LIFE INSURANCE MEN 














HOME LIFE INSURANCE COMPANY 


of America 
Incorporated 1899 


PROTECTION FOR THE ENTIRE FAMILY 
This Company issues all modern forms of policy contracts from age 3 
months next birthday to 60 years. 
Industrial policies are in full immediate benefit from date of issue. 


Ordinary policies contain a valuable Disability clause and are guaranteed 
by State Endorsement. 


GOOD CONTRACTS FOR LIVE AGENTS 
Executive Offices, No. 506 Walnut Street, Philadelphia, Pa. 
BASIL 8S. WALSH, Pres. JOSEPH L. DURKIN, Secy. JOHN J. GALLAGHER, Treas. 








THE NATIONAL BUSINESS MEN’S ASSOCIATION 


A. R. SMITH, Secretary Cleveland Ohio 





Unrestricted Accident and Health Insurance for business and profes- 
sional men; cost $9.00 quarterly. No other Company writes our 
INCOME policy. Ask for folder describing it. Prompt and liberal 


claim settlements made. : : : : : : : : $ $$ ¢ $23 





Representatives Wanted in Ohio 















Are You Permanently Established? 


Write for Territory 
Pennsylvania—Ohio—West Virginia 


PHILADELPHIA LIFE INSURANCE CO. 
PHILADELPHIA 





History Goes Ahead of Itself 


A record and a name go hand in hand. 


Date Business in force Assets 
December 31, 1901....... Riek sOeLun meee awe .--$ 2,363,054.00 $ 102,687.00 
USES SS Face, | COURIERS na 10,576,111.00 661,430.00 
APRON T SIS IONS Sc hs. wb. icinides Kawa eco oes owes 20,565,577.00 1,952,407.00 
eS did EAS: Lp | RRR ca eR 48,026,506.00 4,922,478.00 
December 31, 1921....... PSOE Rey rye a re ? "y 


More than doubled each five years. 
Business in force, September 30, 1919 
$78,160,536.00 





ASSURANCE SOCIETY 
OF THE UNITED STATES (MUTUAL) 
DES MOINES, IOWA 
® rey 
































































accustomed channels, never caring to 
consider that increased knowledge of our 
business would open up greater avenues 
of endeavor. Most of us are disinclined 
to revive the old study habit of our 
youth. Education makes large demands 
or our time. It calls for ever increasing 
concentration and determination for 
mastery. To many of us, who by our 
very active daily life, seem unfitted for 
the role of student, it appears as a hard 
taskmaster. We are prone to approach 
any task requiring deep application with 
a very natural distaste. We fear our 
ability to master the subject. Through 
experience we have grown to realize and 
acquiesce in.our self-imposed mental 
limitations. So frequently we hear our- 
selves saying, “Oh, that’s not essential to 
my business,” or again, “I can sell busi- 
ness without all this or that, why try to 
change?” 


LIFE AGENCY OFFICERS 
HOLD ANNUAL MEETING 


(CONTINUED FROM PAGE 2) 


imports while the exports of the United 
States are falling off. In September the 
exports were greater than ever before. 
He said that the labor situation may 
affect the production of goods in this 
country, but he believes that concessions 
are likely to be made to labor in order 
to keep up the production. He thinks 
that the rising prices may be maintained 
for a year or more before the apex is 
reached. The high prices will attract 
European goods. Goods from abroad are 
being paid for in gold. This is tending 
to decrease the purchasing power. Mr. 
Burnet said that his prediction was only 
his own guess and did not take into con- 
sideration the unusual conditions that 
may arise, such: as, war, pestilence and 
change in social conditions and so on. 


May Remain for 10 Years 


Chairman Winslow Russell remarked 
in commenting on Mr. Burnet’s address, 
that he had recently talked with the 
credit man of one of the large New York 
City banks who told him that his bank 
was figuring on present price conditions 
and business situation to remain about 
as they are for the next ten years. 

It was announced that there were 115 
ir attendance at the meeting. Both Tues- 
day and Wednesday noon the members 
and visitors lunched together and on 
Tuesday night was held the Victory Din- 
ner with M. Mangasarian, lecturer 
of the Independent Religious Society 
Rationalist of Chicago, as speaker, 


Frank L. Jones Speaks 


At the afternoon session on Tuesday 
Frank L. Jones of Indianapolis, state 
supervisor of the Equitable of New York, 
who headed the educational expedition 
fostered by the Life Agency Officers for 
overseas service following the signing of 
the armistice, told of the work done by 
the men. He said that it had been dem- 
onstrated that life insurance can be 
taught to groups and put up in such a 
way that men will be interested init. He 
said that life insurance has a popular ap- 
real to the people and if the material is 
gathered together and given right it can- 
not fail to elicit a keen human interest. 

Dr. John A. Stevenson, who was for- 
merly assistant director of the depart- 
ment of education at the University of 
ljllinois and is now director of the School 
of Life Insurance Salesmanship of Car- 
negie Institute in Pittsburgh, told about 
the course that is being pursued there in 
teaching life insurance salesmanship. He 
said that the course does not embrace 
the technique of history of life insurance 
but is confined entirely to preparing men 
for selling. In the first term there are 
47 students. In the next term there will 
be 75 and after that buildings will be 
completed so that 100 can be accommo- 
dated. The men are given ample oppor- 
tunity to apply their teaching by actual 
selling, being aligned with different gen- 
eral agencies at Pittsburgh. 


Company Methods 


Four strong company men told about 
the plans that their companies follow in 
training agents. H. H. Steiner spoke for 
the Connecticut Mutual, George H. Hunt 
for the Imperial of Canada, W. E. Taylor 
tor the Equitable of New York and Glover 


| S. Hastings for the New England Mutual. 


The Connecticut Mutual uses an organi- 
zation book for a prospective agent and 
then if he decides to go into the work he 
is given a special training following a 
course that the company has outlined. 
Mr. Taylor told of the special classes 
that had been carried on by the Equitable 
starting in New York last December. 


i. The first one was devoted to men return- 





ing from army service. The class started 
in Chicago in September was the sixth. 
In the Chicago class there were 64 at- 
tending and 48 secured diplomas. The 
class voluntarily voted to meet at 8:15 
A. M, and thus everybody got an enthusi- 
astic start for the day. A school is now 
being conducted in Boston and many of 
the experienced men are attending it. 


Work of Canadian Companies 


Mr. Hunt told of the work done by the 
various Canadian companies in educating 
men coming from over the seas. It was 
first decided to have a central school at 
Toronto but it was found that more pro- 
gress could be made by éach company 
doing individual work in the way of 
iraining life salesmen. Thus there were 
training schools all through Canada. Mr. 
Hunt said that the men who had been 
trained in this way are making a success. 
In his own company, the Imperial Life, 
there were 94 men that took the course 
and in four months’ time they wrote 
$3,116,000. Ninety-three percent of these 
men never had any selling experience. 

Mr. Hastings gave some sage counsel 
on life insurance selling, he taking the 
position that a man cannot get too much 
of the right kind of knowledge. He 
does not believe in using figures, actu- 
arial science nor technical terms in 
soliciting life insurance. However, the 
trained life insurance salesman will have 
a big advantage over the untrained sales- 
man. 


J. Stanley Edwards Present 


The association was honored by the 
presence of President J. Stanley Ed- 
wards of the National Life Underwriters 
Association, who is manager of the Aetna 
Life at Denver. Mr. Edwards told about 
the cooperation that can be_ secured 
through the men in the field and the home 
offices. Major C. S. Yoakum, director of 
the Bureau of Personnel Research of 
Carnegie Institute, gave an interesting 
description of the work being done in 
assigning men to tasks and training 
them for special activities, first finding 
out what they are best adapted to do. 

There were two talks on “Stimulating 
Production by Means of Contests, Prize 
Offers, Etc.,” the speakers being Super- 
intendent of Agents Walter E. Webb, of 
the National Life U. S. A., and Vice- 
President Minor Morton of the Volunteer 
State of Chattanooga. 

Final Session 

Arthur F. Hall, vice-president of the 
Lincoln National, led the discussion on 
the subject “The Service the Actuarial 
Department Can Render the Sales Force.” 
The subjects discussed Wednesday after- 
noon were “The Best Method of Super- 
vising Territory,” and the “Best Method 
of Following Leads for Agents or Man- 
agers.” John A. Paterson, a well known 
attorney of Toronto, made a patriotic ad- 
dress, his subject being “The Problems of 
Peace.” Sidney A. Foster, vice-president 
of the Royal Union Mutual Life, made 
the closing talk. 


TWISTING EVIL IS IN 
EVIDENCE IN CHICAGO 


(CONTINUED FROM PAGE 2) 
Meyers’ business. Between these two 
there is a keen rivalry. When Meyers 
writes a case, and most of his are large 
ones, he divides the business about 
50-50 with each company. The excess 
goes to anyone of the other 13 com- 
panies with which Meyers has con- 
tracts and with which he is placing 
business every month. The representa- 
tives of the two favored companies 1m- 
mediately begin to importune their 
companies to give them the best p0os- 
sible service on the business. Wires 
are freely exchanged. There is a great 
race to see which company will return 
the policy first. Sometimes it 1s one 
and sometimes another, but on all big 
cases there is this race to be first un- 
der the wire. In most instances, 
Meyers’ business is of a good character 
and for large amounts. He does not 
have many turn-downs. 


“Dummy” Agents Employed 


It is claimed that Meyers has bts” 
able to deal with some Chicago genera 
agents without their knowing it. It's 
|said to be his custom to employ a de 
coy or figure head. He will have his 
men take out a contract with the Chi 
cago representative of some good com- 
pany. Ostensibly the new man 1s 4 
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bona fide agent. All he does is handle 
Gustav Meyers’ business, or that of 
some other twister, according to re- 
port. He turns in and signs the appli- 
cations on business that he does not 
create. In effect he is a dummy agent. 
Sooner or later the general agent 
learns the true condition of affairs. 
When full knowledge has come to 
them, some have discontinued the con- 
tract at once, but the temptation has 
been too great for a few others. The 
desirability of the business has led 





GLOBE MUTUAL LIFE 
INSURANCE ASSOCIATION 


431 S. Dearborn St. Chicago, Ill. 
Gain of the Globe for Year 1917 


Increase in Assets ........ +. 90 percent 
Increase in Premium Income. 20 percent 
Increase in Insurance ........ 13 percent 
For the Last Five Years 
Gain in Income .......... eeee-230 percent 
Gain in Assets .......csseeeeee 190 percent 


Gain in Insurance in Force..160 percent 

Ordinary and Industrial Branches. All 

policies pay Total and Permanent Dis- 

ability Benefit at the rate of $10.00 per 

week. 
All Claims Paid “On Sight” 

T. F. BARRY, Secretary and Manager. 
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WANTED! 
DISTRICT AND SPECIAL 
AGENTS 
both in NORTH DAKOTA and 
SOUTH DAKOTA, by one of 
the most active and progressive Old 
Line companies in the Northwest- 
ern field. Writing business in its 


home state at the rate of $500,000 
per month. 


Men of integrity and ability, 
who wish to stay and build for the 
future, will be given liberal con- 


tracts directly with the Home Of- 
ce. 


We invite correspondence. 
PROVIDENT INSURANCE 
COMPANY 
BISMARCK, NORTH DAKOTA 
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them to continue the arrangement, but 
to lend no assistance whatever in the 
securing or creating the business. The 
assuming of this attitude has been a 
salve to the conscience of some who 
are still knowingly accepting business 
from twisters. 


Companies are Responsible 


Gustav Meyets has, it is reported, at 
present contracts with 15 companies 
operating in Chicago. Business is 
placed with some of these companies 
regularly. Other twisters probably 
have as many contracts. So long as 
these contracts are continued, there 
will be twisting. So long as it is pos- 
sible for men of this type to place 
business in high class reputable com- 
panies, twisting will continue. Pledge 
cards may be signed, letters may be 
written, but so long as the twister is 
able to have his business accepted and 
even have big companies rivaling each 
other for the business, twisting cannot 
be exterminated. Just now there is 
considerable disturbance in the ranks 
of the Chicago association over the 
question. The members of the Chi- 
cago association cannot accomplish 
anything unless they have the backing 
of the home offices they represent. In 
the last analysis the companies them- 
selves are responsible for twisting. If 
they did not countenance it or, even as 
some do, encourage it, there would be 
no more twisting. Until the companies 
say the word, twisting will continue. 
No local life underwriters’ association 
can stop it. 


Will Meet. Next Week 

E. A. Ferguson, Chicago general agent 
of the Union Central, has called a meet- 
ing of Chicago life general agents and 
company officials for Nov. 18 at which 
definite action on twisting will be taken. 
Mr. Ferguson takes the position that the 
situation in Chicago is so serious that 
life insurance men must at once face 


and solve the twisting question once and 
for all. 


Des Champs With Pacific Mutual 


SAN FRANCISCO, Nav. 12—Arthur S. 
Des Champs, who came to San Francisco 
from the east early this year to become 
general agent for the Massachusetts 
Mutual Life in Northern California, has 
resigned and joined the Pacific Mutual 
Life as an agent at Los Angeles. 





Life Notes 


ae eres & — Life of Syra- 
cuse, N. Y., has increased its capital from 
$200,000 to $300,000. 3 

John R. McFee of Chicago, will ad- 
dress the Milwaukee Association of Life 
Underwriters at luncheon, Nov. 22. 

Manager Darby A. Day of the Mutual 
Life in Chicago, is at Casa Grande, Ariz., 
having been called there by the serious 
illness of his father. 


J. Henry Johnson, Oklahoma manager 
for the National Life: of Vermont, has 
been named a director of the First State 


| Bank of Oklahoma City. 


The Southern Trust Company of Little 
Rock, Ark., will insure the lives of every 
officer and employe to the amount of 
their annual income, a total of more than 
$75,000, the premium to be paid by the 
company. Mrs. Mary Ellen Marshall, of 


| the Equitable of New York, landed the 


contract. 


T. W. Blackburn, counsel and secre- 
tary for the American Life Convention, 
at the request of the commissioner of 
internal revenue at Washington, D. C., 
will attend’ the conference to be held 
there Nov. 15 on the return of life insur- 
ance companies on income and excess 
profits tax. 


J. J. Hughes, general agent for the 
Northwestern Mutual Life in Oklahoma, 
is a member of a committee from Okla- 
homa City which has just returned from 
Washington, where it presented the peti- 
tion of Oklahoma City for a branch of 
the Kansas City Federal Reserve Bank 
to the Federal Reserve Board. 

R. G. Cholmeley-Jones, director of the 
Bureau of War Risk Insurance, attended 
the American Legion’s national conven- 
tion at Minneapolis, Nov. 11. The direc- 
tor was accompanied by R. H. Hallett, 
assistant director, in charge of compen- 
sation and insurance claims, and by Col. 
W. C. Rucker, chief medical advisor. 


O. J. Backenstose, general agent of the 
Missouri State Life of Tulsa, Okla., 
wrote over $500,000 of new business in 
his agency in October. This is the larg- 
est amount of business recorded in any 
one month and a large portion of it 
was secured by Mr. Backenstose, per- 
sonally, who is one of the leaders of the 
Missouri State. 
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The Agents of the 


New England Mutual Life Insurance Company, 


After another Year of Splendid Success, 





Face the New Responsibilities resulting from the War, 
with the Determination to give that 


Generous Service which is making Life Insurance 


A Universal Necessity 

















The Reinsurance Life Company 
of America 


Des Moines, Iowa 


The first strictly American Company in the field’ doing an exclusive 
Life Reinsurance business. 


REINSURANCE ONLY 


Correspondence Solicited 


F. D. HARSH, Secretary 


H. B. HAWLEY, President 

















Central States 


Life Insurance Company 
St. Louis, Mo. 








Insurance in force é ‘é 


$43,000,000.00 





JAMES A. McVOY 


Vice-President and General Manager 
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Why Peoria Life Men 
Make Money 


WE PAY AGENTS what they deserve. Our agencies are the building force 
ya com Company. We make them into a Big Happy Family of Success- 
ful men. 


MEN AND WOMEN are insured on equal terms. Women are valuable 
insurance prospects for large policies today. 


PARTICIPATING AND NON-PARTICIPATING POLICIES—We issue both 
kinds. The agent who has both rates to offer can meet any competition. 


SERVICE TO AGENTS—We give it. Every agent is given assistance and 
instructions until he is a success. Every man must make good. He is our 
partner. His success is our success. 


QUICK DELIVERY OF POLICIES. Most every policy is issued the same 
yes the application is:received. Every agent knows the danger of delay in 
eliveries. 


WE GUARANTEE TO SAVE 4 PREMIUMS on a 20 Pay Life Policy and 
pay Dividends besides. This is known as our G. P. A. Policy. Is it a good 
seller? ‘‘Ask the man who owns one.’’ We have more than Twenty 
Million of it in force. 


ALL PROMOTIONS ARE MADE FROM THE RANKS OF OUR OWN 
AGENTS. They not only deserve but they get all our good positions. Each 
man with us knows he has this opportunity—something to work for 
all the time. 


INCOME POLICIES —They are good sellers today. We issue the best we 
can make—both Par and Non-Par. Low Premium—High face value— 
Total Disability—Endowment feature—and everything—A Check from 
beyond the grave is Daddy’s contribution to the family. 

IT IS SUCCESS THAT SATISFIES. One out of every three of our entire 
Agency Force pays for more than $100,000.00 of business each year. To build 
for a grow—to make money—that’s what really satisfies 
isn’t it 

WE GIVE SERVICE TO POLICYHOLDERS. When the policy is placed 
our service has just begun. Death Claims are allowed within 30 minutes 
after proofs received at Home Office and check immediately issued. No 
delay—no red tape. This service makes our agents popular. We also have 
a Special Policyholder’s Month each year. 

A FARM MORTGAGE BEHIND EVERY POLICY. All our investments 
are made in Farm Mortgages, except Liberty Bonds, Loans on Company’s 
Policies and our Home Office Building. Net rate of interest earned on 
Farm Mortgages, 6.2%. 

WE ARE CONTINUALLY ENTERING AND DEVELOPING NEW TERRI- 
TORY. This offers great opportunity to agents. We make the chance for 
you to make good. 

WE INSURE TOTAL ABSTAINERS AT REDUCED RATES. Business is 
separated into two classes—T. A. and General. This is a great advantage 
to agents in closing business.. 


A LIFE TIME CONTRACT DIRECT WITH THE COMPANY 
IS WHAT WE OFFER TO GOOD CLEAN MEN. 
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PEORIA LIFE, INSVRANCE COMPANY ~ 
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LIFE AGENCY 
OFFICERS MEETING 


AGENCY EXECUTIVES 


IN ANNUAL CONFERENCE 


Association of Life Agency Offi- 

cers brought to Chicago this week 
the cream of the agency executives at 
the head offices of life insurance com- 
panies in this country and Canada. 
Three years ago when the association 
was started by a group of far visioned 
men there was considerable doubt ex- 
pressed as to whether this organization 
would attract attention and whether 
there was a demand for a body of this 
character. The executive committee 
this year did not anticipate the interest 
that would be aroused and so when the 
first session was called to order Tues- 
day morning it was found that the 
room that had been secured for the 
meeting place was jammed to the 
guards and a number had to step out 
in the hallway and listen through the 
open door. Although the quarters 
were uncomfortable because of the 
crowded conditions yet it proved 
beyond the shadow of a doubt that the 
Life Agency Officers Association is 
here to stay, that it has already 
achieved much and that it is working in 
the right direction. 


Tas third annual meeting of the 


CHIEF credit must be given to 

Winslow Russell of the Phoenix 
Mutual Life for what the organization 
has accomplished so far. It was Mr. 
Russell who -was the -originator and 
founder of the organization. He has 
been its chairman and conspicuous 
champion. With Mr. Russell have been 
working a very sincere and industrious 
executive committee. ‘ 


HE organization is attempting to 

bring agency work up to a higher 
standard, to eliminate the asperities of 
competition, to bring men in the 
agency field together, to standardize 
methods, to put field competition on a 
higher plane and to give and receive 
ideas of agency work. 


HERE have been two _ notable 

achievements so far that have put 
this organization to the very fore front 
of life insurance bodies in this coun- 
try. The first was the arrangement for 
the overseas educational expeditionary 
force headed by Frank L. Jones of the 


Equitable in Indiana that did so much». 
to give vocational training in life in- > | 
surance work to the men in the army ~~. 
after the armistice had been declared. ’ 


Mr. Jones was present at this meet- 
ing and the agency officers heard from 


him, first hand, what he had done and — 


he gave a good account of his stew- 
ardship. 
bad been accomplished on thé other 
side there must have been a sense of 
Pride in the minds of all who heard him 
that the Life Agency Officers Associa- 
tion originated, planned and carried 
through this splendid activity. Out of 
the educational work done on the 
continent there may be developed in 
this country plans for vocational train- 
ing and popular educational work 
among groups of people. 


As Mr. Jones related what, 
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OFFICERS ELECTED 
CHAIRMAN—Winslow Russell, Phoenix Mutual. 
VICE CHAIRMAN—William E. Taylor, Equitable Life of New York. 
SECRETARY-—Isaac Miller Hamilton, Federal Life. 


EXECUTIVE COMMITTEE— 


For three years, A. G. Ramsay, Canada Life; Dr. E. G. Simmons, Pan- 
American Life; W. E. Taylor, Equitable of New York. 


For two years, George E. Copeland, Northwestern Mutual; Isaac Miller 
Hamilton, Federal Life; George H. Hunt, Imperial of Canada. 


For one year, H. E. Aldrich, Equitable of Iowa; Glover S. Hastings, New 
England Mutual; Winslow Russell, Phoenix Mutual. 





school of life insurance salesmanship 
in Carnegie Institute at Pittsburgh. 
Chairman Winslow Russell was one of 
the main factors in getting this school 
established. It is the child of the Life 
Agency Officers Association. The need 
of vocational training in life insurance 
had been pointed out from time to 
time, but no concrete work had been 
done until it was decided to establish 
the school at Pittsburgh in connection 
with Carnegie Institute. One speaker 
after another brought up something 
about this splendid activity and un- 
doubtedly more interest was stimu- 
lated in the school at the Chicago 
meeting than ever before. Dr. John A. 
Stevenson, the director of the life in- 
sutance salesmanship school who was 
formerly assistant director of educa- 
tion at the University of Illinois, was 
present to tell something of what is 
going on in Pittsburgh. He is a man 


tN 


full of enthusiasm, well balanced and 
made a most favorable impression on 
the agency men at the Chicago meet- 
ing. If Dr. Stevenson could present 
the merits of his school throughout 
the country there would be no doubt 
as to its success. 


R. STEVENSON in his talk re- 

ferred to the Life Agency Officers 
Association as the parent of his 
favorite child. He said that undoubt- 
edly the establishment of the school:in 
Pittsburgh was a decided forward step 
in life insurance salesmanship. He in- 
vited constructive criticism and said 
that he would be surprised if a school 
like this could be founded and carried 
on in its early stages without doubt 
and oppositon being encountered. That 
is perfectly natural he said and he 
would be disappointed if it were not 
the case. In planning the course at 
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Vice-President and Agency Manager 
Phoenix Mutual Life 














ISAAC MILLER HAMILTON 


President Federal Life 
Chicago 


Carnegie he said that it was not an 
academic course in the history and 
theory of life insurance. He said that 
the aim is to teach what students need 
to know in selling life insurance. The 
courses are not actuarial or historical. 
The technique of life insurance is not 
taught. The practical side of selling 
life insurance is stressed. The in- 
structors are making the lessons and 
work just as practicable as possible. 
What is intended is to help men to sell 
life insurance successfully. 


HE said that the old theory was that 
a man couldn’t learn anything 
about farming, law, medicine and so 
on from books. He could not be suc- 
cessful unless he served as an ap- 
prentice at actual work. The finger 
of scorn was pointed at all vocational 
schools. He said, however, that senti- 
ment had entirely changed and that 
instruction from books and_ experi- 
mental and laboratory work must be 
carried on together. Practice must 
walk along with theory. He said that 
a course at Carnegie Institute would 
give a man a running start in life in- 
surance salesmanship. Training courses 
alone would not be successful. A man 
must get actual practice with his 
training. He said that the students at 
Carnegie are going out under the aus- 
pices of general agencies at Pittsburgh 
and soliciting business. As the men 
return from their selling expeditions the 
difficulties and problems encountered 
are brought up and discussed. The 
first class will graduate December 16. 


HE course covers the function of 

insurance, tells the principles, covers 
field strategy and the various phases 
of salesmanship. In addition to the 
regular course there are eminent life 
insurance lecturers, men who have 
made practical success in the business 
who are giving talks. He said that 


the interest with all the students is - 


very keen. Several good cases have 
already been closed. He spoke about 
one student who grasped the idea 
that life insurance makes it possible for 
a man to complete any plan of a finan- 
cial nature that he has. By using this 
argument he was able to sell several 
policies in Pittsburgh. A 17 year old 
boy is taking the course and has sold 
two or three policies. Dr. Stevens said 
that later on it was the idea of the 
management to establish a normal 
training school so that post graduate 
work could be taken and experienced 
life insurance men could go to school 
and take an intensive course. There 
are now 47 members in the class repre- 
senting 15 companies. 


CHAIRMAN RUSSELL said _ that 

only 11 home offices are giving 
substantial support to the movement. 
Edward A. Woods of Pittsburgh, head 
of the Equitable Agency there, has 
purchased 15 scholarships for five years 
each. Dr. Stevenson said that in the 
January term 75 students can be ac- 
commodated and later on 100. Where 
there is no general agent at Pittsburgh 
representing a company that is send- 
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ing a man to school the company can 
arrange with some company repre- 
sented at Pittsburgh to allow the 
student to work under the auspices of 
its general agent and make such finan- 
cial arrangement as it cares to. 
Superintendent of Agents Jeffrey of 
the Penn Mutual Life said that one 
of the students at Carnegie had sold 
him the school talking to him up to 
2:00 a. m. one morning about the 
great thing that were being done 
there. Superintendent of Agents Hast- 
ings of the New England Mutual said 
that one of its general agents had pur- 
chased a scholarship and was paying 
for the course. The man sent would 
be allowed the full general agency com- 
missions by the Pittsburgh General 
Agents, less the usual collection fee. 
In this way the genral agent would 
be partly recompensed for his ex- 
penditure in sending a man to the 
school. Mr. Hastings says that the 
Connecticut agency of his company 
sent its supervisor of agencies to the 
Carnegie school to get training so that 
he could have a better idea of how 
to pass on the good work to the new 
men in his own organization. 





E. G. SIMMONS 
Vice-President and General Manager 
Pan-American Life 


O E. SEILER, a young man who 
* was sent by the Phoenix Mutual 
Agency of Des Moines and is now a 
student in the school, was present and 
introduced. He is very enthusiastic 
over what is being accomplished at 
Carnegie. Among other things he said 
that in mingling with the students rep- 
resenting other companies the men had 
ceased to regard these companies as 
mere abstractions or hated competi- 
_tors, but every man regarded every 
other student as his friend. Secrecy in 
methods was thrown to the wind. 
Every fellow was willing to help the 
other chap. He said that every one 
of the 47 men are enthusiastic over 
what is being done. Mr. Seiler said 
that in doing big things for life com- 
panies and the world at large the men 
were taught that they were doing big 
things for themselves. A. A. Drew, gen- 
eral agent of the Mutual Benefit at Chi- 
cago, asked if it were possible for the 
Chicago Association to pay the ex- 
penses of a man to take the course so 
that he could establish a similar course 
ir. Northwestern. Chairman Russell said 
that it was in the minds of the man- 
agement to conduct a normal training 
school so that instructors could be 
properly trained for use in other uni- 
versities or in the practical work of 
training new men for companies and 
general agencies. 


Secretary Thomas W. Blackburn of the 
American Life Convention was on hand 
but the members missed the greatest 
conventioner in the country, J. V. Barry, 
assistant secretary of the Metropolitan 
Life. 





- perience. 


Finding and Training Agents 


of the Pan-American, explained its 

method of getting new agency ma- 
terial. Dr. Simmons said that the Pan- 
American does not seek agents of other 
companies. It has its general agents get 
a list of possible agency material from 
mayors of towns, county superintendents 
of schools, college professors and exam- 
ining physicians. College men are pre- 
terred or those that have had sales ex- 
Young men particularly are 


Ls E. G. SIMMONS, vice-president 


sought. 

Three pamphlets are sent to the men 
on this list, telling about life insurance 
work, what it offers and something about 
the Pan-American and its organization. 
A few pictures of leading agents are 
given telling in what business they were 
before and what they had accomplished 
since entering life insurance. These pam- 
rhlets are tastily printed, sent out in plain 
envelopes and addressed in long hand. 
They are mailed at stated intervals. Dr. 
Simmons said he would be glad to fur- 
nish a copy of these to anyone desiring 
them, if he would write to him at his 
home office in New Orleans. 


UT of 104 men who signed the re- 

turn card that they were interested, 
twenty-four were secured and they are 
row producing at the rate of, $100,000 a 
year. Others in this list are still under 
negotiation. 

The best results he finds come from 
lists furnished by examining physicians. 
Mayors will send in the names of anyone 
without regard to qualification. College 
professors send in fair lists, but the men 
are usually not qualified as salesmen. 
County school superintendents serid in 
names of teachers and some of these 
make good agents. 


FOR new men the Pan-American has an 

educational course of thirteen lessons 
and at the close there is a set of exami- 
nation questions. 


OSEPH W. JONES of the Franklin 

Life, said: 

We may say there are two kinds of 
leads, men already in the business and 
those engaged in other lines. If the 
lead is an agent of another company, 
we want to know why he is leaving his 
present employer and insist, before 
proceeding with the negotiations, that 
he permit us to correspond with his 
company. Rarely have we been given 
a sufficient reason why this should not 
be done. In those cases where we have 
taken the matter up with his company 
we have always received courteous re- 
plies and much valuable information. 
Some times we have secured good men, 
and at other times have avoided trou- 
blesome connections. 


[N my opinion, it is not good business 

for a company to peddle its con- 
tracts. The applicant should be placed 
in the position of selling himself to 
the company, rather than the company 
selling its contract to him. Stress 
should be laid on what he has to offer 
for what the company will pay, rather 
than what the company may be willing 
to pay him for what he has to offer. 
I, therefore, think it undesirable to 
press the applicant to sign up—high 
pressure in agency work being even 
less satisfactory than in selling insur- 
ance. 

Much time will be saved and much 
future trouble avoided if the company 
has standardized contracts. I think 
it highly desirable that the element of 
bargaining be eliminated from agency 
work. There is much satisfaction in 
being able to look a man straight in 
the eye and truthfully say—‘‘This is 
our top contract.” 

The agent is never satisfied who has 
a suspicion that some other men in a 
like position is getting more out of it 
than he is. 


Y experience and training has 
taught me that there is no more 
important phase in agency work than 


in establishing close personal relations 
between the company and its general 
agents, and all others for that matter. 

I-know you will pardon me if I find 
it necessary to refer to my own com- 
pany in discussing this angle of the 
question. 

I believe that any degree of perfec- 
tion we may have attained in our or- 
ganization, both home office and field, 
is due more to the fine fraternal spirit 
which the management has always 
tried to cultivate than to any other 
one thing. We are The Franklin 
Family. Every third year our agency 
convention is held at the home office 
and the home office employes, from 
the errand boys up, are invited to par- 
ticipate in the entertainment provided 
for the visiting agents and their wives. 


JN all our negotiations, therefore, 

whether by correspondence or in 
personal interviews, this fraternal spirit 
naturally manifests itself, and the ap- 
plicant is imbued with the idea that if 
he decides to cast his lot with our 
company he will be working with us 
and not for us. We believe that the 
most satisfactory agent is the one who 
is attached to his company by his 
heart-strings as well as by his purse- 
strings. 

So we let the applicant understand 
that if he joins our forces we want it 
to be for keeps and that a good begin- 
ning for this much desired result is for 
us to know each other. 


ENCE, no matter if some company 

man has already seen him, we in- 
vite him to the home office and fre- 
quently ask him to bring his wife with 
him. We show him over our plant, in- 
troduce him to the officers and heads 
of departments. They all chat with 
him, answering fully and frankly any 
questions he may ask with reference to 
their particular work. They try to 
make him feel at home and to leave 
the impression with him that we are 
a pretty good bunch. 

The fraternal spirit above referred 
to, being genuine, cannot help but have 
its effect on him, and it is needless to 
say that as he was partly convinced be- 
fore coming to the home office, he 
leaves it not only joined to the com- 
pany by a formal contract, but at- 
tached to it by the ties of friendship, 
which are still more enduring. 


Address by Burnet 
Makes a Decided Impression 


Philip Burnet, the able president of 
the Continental Life of Wilmington, 
Del., made a decided impression in the 
presentation of his subject, “The Prob- 
able Trend of Life Insurance Produc- 
tion in the Immediate Future.” Mr. 
Burnet showed that following the civil 
war when prices increased life insur- 
ance production seemed to parallel that 
course. Then there came a period of 
years when prices sagged and life in- 
surance production decreased with the 
declining prices. Then came a period 
of stability when the life insurance 
curve followed the price curve. He 
said that evidently the same parallel 
lines are being followed at the present 
time. His opinion is that the apex of 
high prices has not been reached and 
may not be for a year or so. He would 
not be surprised to see prices go up 
25 percent more. He thinks that life 
insurance production will forge ahead 
with the increase in prices and then 
will sag when the prices begin to de- 
cline. 

Chairman Winslow Russell stated 
that he had had a conversation with a 
credit man in one of the large banks 
of New York who told him that the 
bank was preparing a plan on the as- 
sumption that the present conditions 
would continue for ten yeats. 


Mr. Burnet said that the units in 
the cost of life insurance protection 
have increased. He said it would be a 
good investment at this time to buy 
a single premium endowment. In dis- 
cussing Mr. Burnet’s address, one 
member said that doors had been 
opened to solicitors on account of the 
various war drives and people, there- 
fore, were more accustomed to being 
solicited and did not resent it as they 
did before. This has made, therefore, 
the life insurance man the more wel- 
come. Mr. Hastings of the New Eng- 
land Mutual Life said that nothing is 
as safe as life insurance is today. It 
is the only thing that was properly 
safe guarded by the treaty framed by 
the allies. In Russia the radical class 
now in power did not disturb the life 
companies. He says that it takes $10,- 
000 life insurance now to give the fam- 
ily the same income as $5,000 did five 
years ago. 

Mr. Burnet said that undoubtedly a 
large amount of business had been 
written on men who had carried war 
risk insurance. In spite of all the ef- 


forts that had been made to induce 
men to keep up this insurance, a great 
majority of it has lapsed and the men 


JOSEPH W. JONES 
Agency Director Franklin Life 


had taken insurance in private com- 
panies. He said that the Canadian 
companies had increased their insur- 
ance this year at about the same ratio 
as the United States companies. The 
war risk insurance bureau, therefore, 
cannot be the sole cause of the big 
increase as the Canadians had no such 
form of war protection. He said that 
the chief cause is the decreasing pur- 
chasing of the dollar. The policyholder 
is desirous of having his insurance ac- 
complish certain ends. The purchas- 
ing power of the dollar had remained as 
it was if the line of life insurance had 
been sufficient. He said that fire in- 
surance falls or rises with property 
values. Mr. Burnet said that it was 
interesting to note that when a lot of 
life insurance protection went down 
following the civil war as it reached 
its lowest point, that point was iour 
times as great in production as_ the 
pre war figures. Regardless, therefore, 
of how far the life insurance curve 
may go down following the great war, 
it will never get down to the old point 
of production before the war. 


Secretary Blackburn’s Figures 


Secretary Thomas W. Blackburn of 
the American Life Convention was !n- 
troduced and brought greetings from 
his organization. He said of the 63 
American companies represented at the 
Chicago meeting thirty-six were 
members of the American Life Con- 
vention. He feels that the companies 
are getting together in a closer way 
and there is more spirit of cooperation 
each year. 
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Te aching the Doughboys Insurance 


NE of the most inspiring and help- 
QO ful addresses at the Life Agency 

Officers Meeting was made by 
Frank L. Jones of Indianapolis, state su- 
pervisor of the Equitable Life of New 
York, whom the Life Agency Officers As- 
sociation commissioned at the head of its 
education department for training men 
overseas in life insurance salesmanship. 
Mr. Jones was formerly state superintend- 
ent of schools in Indiana, was a teacher 
for many years and then got into life in- 
surance work. He was a big success as 
an educator and has made as great a suc- 
cess in life insurance. Chairman Russell, 


in introducing Mr. Jones, said that the: 
only sound information given on war risk 
insurance overseas was furnished by the 





F. L. JONES 
Equitable Life, Indianapolis 
in the educational 


life insurance men 
work. 


R. JONES said that prior to going 

over a life insurance manual was pre- 
pared with 72 lessons. He hoped to pick 
up a number of life insurance instructors 
on the other side who could use this 
manual as a basis. Then a pamphlet or 
Prospectus was issued on life insurance, 
giving some of the advantages of the work 
as an occupation and also the prospectus 
told about the lessons that had been pre- 
pared and the advantages of engaging in 
life insurance work. Huebner’s 
book on life insurance was also used as a 
text-book. 

Mr. Jones said that no other trade or 
occupation had come over any better pre- 
pared than the life insurance men except 
those who were teaching agriculture. The 
other people lacked manuals, textbooks 
and supplies. He said that the life insur- 
ance educators went over quite well pre- 
pared and, therefore, elicited immediate 
interest on part of the men. 


LIFE insurance educators were placed on 

a good basis and attracted attention 
because of the preparatory work. He said 
that the officers in the army were per- 
mitted to go to higher educational insti- 
tutions and so the cream of the officers 
was not available for the life insurance 
school. They could only be reached 
through lectures in the university that 
they were attending, Then requisition 
was made on a large number of men to 
teach in divisional schools. Many of these 
men were college graduates or they had a 
good education and were selected because 
there was a big need for instructors. Then 
the local military units had to have suffi- 
— officers in active service. These, 
fi erefore, were all taken out as possibili- 
ls, not as students in the life insurance 
course, 


Mr. Jones said that the first work was 





done at Beaume, where the American Uni- 
versity was established. He said that in 
the observations made in the army it was 
found out that thousands of men had no 
education whatever, had never written a 
letter and could not read. He said that 
he was amazed to find men coming from 
states where there were compulsory edu- 
cational laws that were densely ignorant. 
Mr. Jones said that 243 men were en- 
rolled in the course, all of whom had 
graduated from high school. They were 
men of the sergeant’s type, although some 
few higher officers took the course. Later 
on the educational work in life insurance 
salesmanship had to be carried to the field 
and then the instruction was done under 
very disadvantageous conditions. 


HERE were 12 such schools through- 

out the field. It was found necessary 
to fix courses, running from 10 to 60-day 
instructions, as the men were on the move 
and work had to be done accordingly. 
Mr. Jones said that instructors had to 
change their courses from time to time, 
owing to military conditions and where 
no regular class work could be carried on, 
he organized reading and study clubs. 
Talks would be given on insurance at Y. 
M. C. A. huts or elsewhere and then small 
pamphlets that would fit conveniently in 
one’s pocket would be .handed out and 
ihese men could read these little text- 
books as they had time. This was one of 
the most important lines of the work, be- 
cause he found a number of people inter- 
ested. Lectures were given in the Sor- 
bonne and other institutions. 

Mr. Jones said that he and his asso- 
ciates did not see or hear of a single per- 
son who was doing a thing to explain war 
risk insurance or induce a man to hold 
it or tell him about it. The only work 
done was by the life insurance instructors. 


ME: JONES drew some conclusions 

from his work overseas, saying that 
in the first place he found that there was 
a sufficient academic content in life in- 
surance to make it worth while as a sub- 
ject to be taught to the people at large. 
He said that people who knew little or 
nothing about life insurance could be 
made to see an interest in it. He said it 
is possible to get the close attention of 
large groups of people in life insurance. 
New interest was secured in the work 
among the men abroad. He said that 
facts and principles concerning life in- 
surance can be presented in an interesting 


and forceful way and the people will 
listen to such a presentation. He said that 
there are not at the present time suffi- 
cient books nor is there a comprehensive 
program or equipment of sufficient value 
to be taught successfully in colleges. He 
called attention to the fact that there are 
many things now being taught and there 
has been a great literature built up about 
numerous subjects where twenty or twen- 
ty-five years ago there was nothing. He 
cited the teaching of agriculture in its 
various forms. There are thousands of 
books now devoted to the work on the 
tarms. Great advance has been made in 
the teaching of applied science. There 
are thousands of books today devoted 
to this subject. Salesmanship is being 
taught and there are large libraries de- 
voted to this subject. He said that the 
practices and experiments have been 
studied and out of these have been 
evolved a literature on these various sub- 
jects that is most valuable and inspiring. 


HE said that undoubtedly life insurance 
can be presented to the people as a 
vocational, economic and social study. 
Vocational work is best exemplified in the 
school of life insurance salesmanship at 
Carnegie Institute. He feels that group 
education of life insurance should be pro- 
moted. The facts should be assembled 
to show how life insurance is creating 
capital. No agency is comparable to life 
insurance in the development of thrift. 
Mr. Jones said that thrift is a habit of 
mind, a thing fixed. It is putting up pen- 
nies or small funds systematically and at 
regular periods. Life insurance, he says, 
has been the greatest developer of the 
thrift habit. It creates the habit of hav- 
ing to meet premiums at stated periods. 
Then life insurance has been a notable 
factor in distribution, in the financing of 
railroads and highways. It has been pos- 
sible through life insurance money to fi- 
nance these great avenues of transporta- 
tion. Study any one life insurance report 
and one will be amazed at the amount of 
railroad bonds owned by life companies. 
It is one of the greatest economic factors, 
therefore, in distribution. In the devel- 
opment and expansion of agriculture, life 
insurance companies have been a notable 
factor, because of their loans to the farm- 


ers. Life insurance companies have 
assisted in financing governments. Life 
insurance companies conserve life 
and health, They help solve some 


of the labor problems through group 


Four Good Training Plans 


QUARTET of corking good talks 

were given Tuesday afternoon on 

“Individual Company Training 
Plans.” H. H. Steiner of the Connec- 
ticut Mutual told of the methods pur- 
sued by his company. First it has an 
organization book telling about the ad- 
vantages of life insurance work, what 
there is to it and what the Connecticut 
Mutual is. The idea is for a man to 
look over this book and satisfy himself 
as to whether he wants to go into life 
insurance work and if so whether he 
wants to connect with the Connecticut! 
Mutual. If he goes into the work he: 
has the advantage of the educational 
training course. Mr. Steiner says that 
the result has been an _ increasing 
monthly production right along. 


GEORGE H. HUNT of the Imperial 

Life of Canada told about the work 
that the individual companies had done 
in Canada in training returned soldiers 
to be life insurance salesmen. It was 
first planned to have a central school at 
the University of Toronto, but this was 
abandoned. Individual companies fol- 
lowed their own plan and _ training 
schools were established all through 
Canada. He said that the men are mak- 


ing a success who are taking these 
courses. In his own company 94 such 
men haxe entered the service and in 
four months produced $3,116,000. Of 
these men 93 per cent have never pre- 
viously sold anything. 


W E. TAYLOR, superintendent of 

“agents of the Equitable of New 
York told about the training school that 
the Equitable established last December 
jin New York. The sixth class was 
formed in Chicago last September. One 
notable feature was that the members 
of this class voluntarily voted to have 
the school start at 8:15 a. m. It closed 
at 10:15 so that the people who attended 
it got full of enthusiasm before starting 
wut to canvass. 


GLOVER S. HASTINGS of the New 
England Mutual gave some splen- 
did observations on the training of life 
insurance men in general, taking the 
. ground that an agent cannot get enough 
of the proper kind of knowledge. He 
would taboo actuarial and _ technical 
knowledge but when it comes to devel- 
oping the agent’s capacity and enlarg- 
ing his vision and making him bigger 
he said that the more information he 
could get the better. 


insurance and social service. Mr. Jones 
said there should be more books written 
bringing out these facts that have a 
human interest and they should be in the 
libraries. He said it should be shown 
how life insurance keeps families to- 
gether when the breadwinner is gone, 
how it serves to fix responsibility on 
men. He said that the material on hand 
should be organized, gotten up in good 
shape and put out where the world has 
access to it. 

On motion of Sidney A. Foster of the 
Royal Union Mutual Life the matter of 
preparing proper life insurance books and 
literature for public consumption was re- 
ferred to the educational committee with 
recommendation that the members get in 





SIDNEY A. FOSTER 
Vice-President Royal Union Mutual Life 


touch with Mr. Jones and secure his co- 
operation. 


Agents’ President 
Addresses Meeting 


At the opening session of the Life 
Agency Officers Wednesday morning, 
J. Stanley Edwards of Denver, man- 
ager of the Aetna Life and president 
of the National Life Underwriters As- 
sociation, was introduced, coming from 
Denver particularly to make the ad- 
dress. Mr. Edwards said that the life 
agents are close to public opinion and 
to some extent molders of it. He said 
that the National association believes 
that the right kind of men should be 
selected for the field work. 

Mr. Edwards sees the advantage in 
company meetings, but said they should 
be supplemented by general life un- 
derwriters meetings. Agents attend- 
ing only their company meetings may 
get the idea that there is no company 
worth while but their own and may 
fail to grasp the bigger vision of life 
insurance. President Edwards stressed 
the importance of national service for 
life men. He feels that in social serv- 
ice the agent’s life finds its best ex- 
pression. There are many forms of 
public service open to the life man. 
Mr. Edwards said that while getting 
the prospects insured is important, 
agents should not overlook the neces- 
sity of enlightening policyholders after 
they have been sold. He compared liie 
insurance agents with wage earners, 
saying that the life men are doing all 
they can to increase production, even 
if it means working longer hours. Mr. 
Edwards said that there are 135,000 
life agents in this country and the Na- 
tional association hopes to enlist at 
least 10 percent of them in its cause. 
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Life Insurance Growth 


Follows Same Trend as Commodity Prices 
BY PHILIP BURNET 
Philip Burnet is president of the Continental Life of Wilmington, Del. 


His comparison of life insurance production and commodity prices was made 
in a discussion of “The Probable Trend of Life Insurance Production in the 


Immediate Future.” 


HE chart shown herewith suggests 
[that some sort of relation exists 

between the production of new life 
insurance and the trend of commodity 
prices. 

You will note from the chart that the 
amount of new life insurance annually 
issued in this country from 1860 to 
1880 parallels with remarkable accuracy 
the rise and fall of commodity prices 
during the same period. The only 
notable exception is for the years 
1864-5, when prices rose more sharply 
than the amount of new insurance. 

You will also note practically the 
same phenomenon for the years from 
1913 to 1919 inclusive. Prices rose in 
much the same way as they did from 
1860 to 1866 and the amount of new 
life insurance increased in a similar 
manner. 


T is yet to be determined what, if any, 
is the causal relation between the 
two sets of phenomena; if there is such 
a relation, then it would follow that an 
attempt to forecast the trend of life in- 
surance production would resolve itself 
largely into an effort to predict the 
trend of prices. 

Taussig says that “what determines 
prices in a highly developed community 
is the relation between the quantity of 
goods and the quantity of purchasing 
power in terms of money.” 

It does not seem that the total pur- 
chasing power in terms of money is 
likely to be reduced in the near future. 
On the contrary, it may be further en- 
larged by the continued expansion of 
credit which appears to be limited only 
by the desire of borrowers for credit 
accommodation and the capacity of our 
gold reserves to sustain it, 


[F expansion continues, as appears 

likely, and the quantity of goods 
does not increase, we may expect 
prices to rise approximately 25 per cent 
above their present high level before 
they reach their highest point. If, 
however, the quantity of goods also in- 
creases that should check the rise in 
prices; on the contrary, if the quantity 
of goods should decrease, the rise in 
prices may be accelerated. 

For the first eight months of this 
year, we exported more than $3,000,- 
000,000 of goods in excess of our im- 
ports. For the month of September 
our exports fell off sharply, imports in- 
creased to the largest figures for any 
single month in the history of the 
country, and our’ exports over and 
above our imports dropped to the 
smallest figures, with but two excep- 
tions, for any single month since the 
war started. Exports are likely to be 
still further curtailed and imports in- 
creased until we actually import more 
than we export. 


N the other hand, the labor situa- 

tion is such that production may 
be reduced by an amount at least. equal 
to our saving in exports. Of course if 
labor’ gets wholly out of hand, almost 
anything may happen, but I suspect 
that our large producers are quite 
willing to have production reduced at 
a time when our foreign market is cut 
off by Europe’s inability to pay for our 
goods, and therefore that concessions 
will be made to labor to whatever ex- 
tent may be necessary to keép produc- 
tion at such a point as will cause 
prices to approximate the figure that 
will yield the best returns to industry. 


N the whole, it seems to me that we 
may expect prices to continue to 





rise for a year or more, then steadily 
to decline for several years, and after 
that to remain more or less stationary. 

If life insurance production continues 
to follow the trend of commodity 
prices, as it has done before, then we 
ought to have a year or more of good 
business, followed by several years of 
declining. business, and then a gradual 
but steady improvement resulting from 
the natural growth of population and 
the increasing popularization of in- 
surance, 


JF this prediction proves correct, the 

European war will have resulted in 
much the same kind of an expcrience 
as we had during and after the Civil 
War, when the production of life in- 
surance increased rapidly throughout 
the war period and for four years 
thereafter, declined steadily for the 
next ten years, and then started on a 
gradual upgrade which has continued 
ever since, barring slight reactions fol- 
lowing the financial panics of 1893 and 
1907, the investigation of 1905, and for 


Cant Know Too Much 


LOVER S. HASTINGS, superin- 
(5 tendent of agents of the New 

England Mutual Life, made a 
notable talk at the Life Agency Offi- 
cers on “Life Insurance Salesmanship.” 
Mr. Hastings is a philosopher, a wit 
and a keen observer. He said that you 
cannot hang doughnuts on a rubber 
plant and expect to get Goodyear cord 
tires. People have said in the past that 
an agent can know too much and by 
knowing too much takes him down as 
a successful solicitor. He never felt 
that a doctor, a lawyer, a merchant or 
a manufacturer could know too much 
about his business. The more knowl- 
edge such men have the greater author- 
ities they become. He said therefore it 
would be very strange if the educa- 
tional theory should find its first defeat 
at the hands of life insurance. 

He said that knowledge, capacity and 
skill are necessary in life insurance 
salesmanship and they are possessions 
that should be cultivated. Mr. Hastings 
says that this is not an age of young 
men but an age of prepared men. The 
old type of agent is passing. The new 
agent with his powers properly devel- 
eped, the man of real service is ap- 
pearing on the scene. 


ME: HASTINGS said that it may be 

but 5 out of 100 life insurance sales- 
men have more.nerve than sense. It 
may be by sheer personality they can 
get business. Maybe they can sell fans 
beyond the arctic circle, said Mr. Hast- 
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a short time after the outbreak of the 
European war. 

Of course all this is highly specula- 
tive. I give it to you not as a prophecy 
arising from any fixed conviction, but 
merely as what seems to me most 
likely to happen. 


Benediction by Foster 


Secretary S. A. Foster of the Royal 
Union Mutual Life closed the proceed- 
ings with an eloquent, patriotic and 
spirited talk that was loudly applauded. 
He paid a notable tribute that was well 
deserved to Winslow Russell, the head 
of the association for the excellent work 
that he had done personally and also 
spoke of the magnificent and faithful 
effort of the executive committee. Mr. 
Foster told of the present conditions in 
the country and the need of promoting 
the old time American spirit of justice, 
liberty and righteousness. Beneath all 
turmoil is the manhood of our America 
that will solve the problems. He said 
that patriotic people must stand to- 
‘gether and do everything in their power 
to repel radicalism and treason. 


~ 


ings. However, the other 95 need re- 
inforcement. Mr. Hastings said that he 
had often heard that too much knowl- 
edge kills life insurance salesmanship 
because it makes a life insurance man 
talk too much. He said that life insur- 
ance men do not talk enough along 
proper lines. They must be students of 
human nature and know when and how 
to use words. He illustrated this by a 
story of how a lawyer defended a man 
who had taken a whip from a buggy. 
The lawyer spent two hours to show 
that the man did not steal the whip but 
only borrowed it in order that he might 
kill a rat that he saw running down the 
alley. The prosecuting attorney at the 
close of the discourse of the defen- 
dant’s attorney got up and with just 
the proper shade of expression and 
emphasis said, “Rats.” He sat down 
and the jury convicted the man. Life 
insurance men should know when to 
say one single word. It may carry the 
day. 


E said that some great physicians 
charge $100 or $1000 for a fee and 
the people are glad to pay it because 
Other doctors 


they are authorities. 


only charge $3 because they are not 
authorities. But the high priced doctor 
can always get plenty of patients. He 
said that life insurance men should have 
definite, concrete, practical ideas as to 
how definite, concrete and practical 
things are to be done. In passing Mr, 
Hastings advised every life insurance 
man to read the book “Imagination in 
Business” by Loren F. Deland. 


R. HASTINGS said that aptitude in 

illustrations is a faculty that is well 
worth cultivating. Large sales are con- 
summated by word pictures or pictures 
on paper. Mr. Hastings said that the 
nerve that led from the eye to the brain 
is 80 times as sensitive as the one lead- 
ing from the ear to the brain. There- 


‘fore word pictures carry a more vivid 


impression. 

Mr. Hastings said that one of the 
great difficulties in new life insurance 
men is to overcome fear. They see a 
silk thread suspended from the ceiling 
and magnify it until it becomes a gi- 
gantic cable., He said that fear can be 
eliminated by knowledge. If a man 
bolsters himself by information it gives 
him strength. Mr. Hastings said that 
up in Maine some years ago hunters 
would tie lanterns on top of a stick and 
deer would come near this light, at- 
tracted by it. This would enable the 
hunters to kill the deer. So many were 
shot that the state passed a law for- 
bidding this method of hunting deer. 
Some hunters circumvented this law by 
rowing about in the lake where the deer 
frequented the banks, having a lantern 
in the stern of the boat. The deer would 
come down to the water’s edge and 
would be attracted by the light and 
would walk out to the boat. They did 
this because they were curious. He 
advised life men to teach new agents 
to approach prospects on the basis of 
curiosity. This will overcome fear in 
approach. 


ME. HASTINGS said that men should 
be in on the contracts of their com- 
pany. He said that the life insurance 
contract is a one-sided proposition. A 
company marries a policyholder for 
better’: or worse. The company cannot 
apply for a divorce for any reason after 
the first or the second year. A policy- 
holder can apply for a divorce and get 
guaranteed alimony said Mr. Hastings. 
He said the wonders and beauties of 
the contract should be pointed out. 
When a man goes to a tailor to get a 
suit made, said Mr. Hastings, he does 
not enter into a discussion as to where 
the wool came from, how it was made 
up into cloth, but he is interested in 
getting a good quality of goods, a good 
fit and he is anxious to know what It 
will cost. These are the essentials said 
Mr. Hastings. Similarly a prospect 
wants to know what the contract will 
do if he dies, if he lives and if he quits. 
There is no need of actuarial, technical 
knowledge nor a lot of figures said Mr. 
Hastings. They are befuddling and the 
more talk an agent does along this line 
the worse it is for him. The oppor- 
tunities of life insurance as a business 
should be emphasized to the new men. 
If a man has the capacity there 1s 4 
wonderful opportunity ahead. The ob- 
ject of such schools as Carnegie is 0 
train men to do their utmost. 


Committee Reelected _ f 

T. L. Hansen, of the Guardian Life 
of New York, chairman of the nom! 
nating committee, made the report for 
the committee stating that in view ° 
the extremely important work before 
the association the committee felt that 
the present committee should be re- 
elected, although all desired to retire 
from office. They finally were pre’ 
vailed to remain with the exception ° 
J. B. Reynolds of the Kansas City_Lile. 
President Philip Burnet of the Conti 
nental Life of Delaware at the conclu- 
sion of the report spoke in high tribute 
of the faithful work of the committee 
and moved a vote of thanks. 
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LIFE AGENCY OFFICERS’ ISSUE 





Howto Determine Ag ency Quotas 


aroused much interest in the meet- 

ing of the Life Agency Officers, 
being the first subject for discussion. 
Frank H. Sykes of the Fidelity Mutual 
was the first speaker and told of the 
Fidelity Mutual’s plan of fixing quotas. 
The men were particularly interested 
in the card that is sent every man- 
ager or general agent once a month. 
A special easel in which the card is 
placed is sent to each general agent 
so that it can stand on his desk. On 
the card is the printed amount of his 
quota for the month and thus stands 
before him every day. The figures are 
printed in large type. The general 
agent is required to send this particu- 
lar card back after the close of the 
month giving a report of what he has 
done and how he stands in relation 
to the month’s quota. The general 
agents have cards that they send to 
their sub-agents and require reports 
be made in a similar way at the close 
of the month. 


T aren subject of agency quotas 


ME. Sykes told a good story when 
he got up to speak, saying that he 
was reminded of the young man who 
went from a farm in New Hampshire 
to make his fortune in Boston. By 
dint of economy he had saved $2,000 
as a farm laborer and he took it with 
him to the great city. In the course 
of a few months he telegraphed his 
father that he had invested the $2,000 
and had doubled it. The father re- 
marked to the mother after he had 
read the telegram, “God is good.” A 
few weeks later the old father re- 
ceived another telegram from the boy 
saying he had invested his $4,000 and 
lost it all. In the agony of his heart 
the old man remarked “Good God.” 
Mr. Sykes said that when he found 
he was coming out to the convention 
to attend the meeting of the Life 
Agency Officers for the first time he 
looked forward to it with great plea- 
sure and said “God is Good.” Later 
on when he found that he was to speak 
and to be the first speaker on the 
first subject of the day he remarked, 
“Good God.” 


A G. RAMSAY of the Canada Life 
© ** told of the methods adopted by 
that company and made the remark 
that heretofore the Canada Life had 
based allotments on the man rather 
than the territory, but hereafter the 
territory would be the bigger factor. 
Statistics will be secured regarding 
each territory and the proper allot- 
ment made. 


STEPHEN IRELAND of the State 
Mutual gave some of the methods 
used by his company in fixing allot- 
ments, saying that in case of the 
smaller companies it was well for the 
home office to keep in touch with each 
individual solicitor and send a letter 
every once in a while to him thus giv- 
ing recognition of his work. 
Chairman Winslow’ Russell  re- 
marked that the subject of assigning 
quotas is one that is engrossing the 
minds of agency departments. Just 
what elements should enter into the 
guota and how it should be fixed so 
that justice can be done and the ca- 
pacity of the various men and the 
Various territories be properly meas- 
ured is a problem that is perplexing. 
President G. A. Boissard of the 
uardian Life of Madison, Wis., said 
that in his state the Liberty bond com- 
mittee in assigning quotas for coun- 
tries took into question the ratio of 
Population to the total population, 
ank resources of the town or county, 
the personal property tax and the in- 
Come tax. He said that he had adopted 
these in his life insurance quotas and 
could make use of them. 


SUPERINTENDENT of Agents W. 
E. Taylor of the Equitable of New 
York said that 20 per cent of its new 
business is coming from new men. He 
feels that that is about the proportion 
that should come from the new men 
in his organization. In assigning 
quotas the Equitable asks for 25 per 
cent of the total production the first 
quarter, 30 per cent the second, 20 per 
cent the third and 25 per cent the 
fourth. Superintendent of Agents 
Lindsay of the New York Life said 
that the new men of his company pro- 
duced 30 per cent of the new business. 


SUPERINTENDENT of Agents 

Glover S. Hastings said that the 
General Agents Association of his 
company to a large extent arranges for 
the quotas. He feels that in assign- 
ing a quota to a general agent the 
opportunity of the general agency to 
achieve must be taken into consider- 
ation. Mr. Hastings said that the 
monthly quotas for the New England 
general agents are given as follows: 
January 8% per cent, February 8 per 
cent, March 9% per cent, April 8% 
per cent, May 8 per cent, June 12% 
per cent, July 5% per cent, August 5% 
per cent, September 6 per cent, Octo- 
ber 74% per cent, November 8% per 
cent and December 12 per cent. Thus 
55 per cent is required the first six 
months. The high quota in June is 
due to the fact that the New England 
Mutual makes a special drive on old 
policy holders for that month. 

Charles Hommeyer, assistant super- 
intendent of agents of the Union Cen- 
tral Life said that if it were possible 
for the Life Agency Officers Associa- 
tion to get statistics as to the amount 
of insurance in force by various com- 
panies in counties and cities it would 
be a standard for assigning quotas. 


CHAIRMAN RUSSELL said that he 

would probably be ashamed if any one 
one asked how he made up his quotas. 
He said that he saw no reason why in 
time a central research department 
should not be organized for the agency 
end of the companies so that statistics 
and important data could be gathered 
together the same as the actuarial 
and the medical departments now do. 
He said that the subject of a quota is 


a very important one and especially at 
this time when the production is so 
great. The year’s production in 1919 
will have to be taken into considera- 
tion in fixing quotas for the future. 
He said that of course there are the 
figures of various companies by states, 
but if it were possible to have these 
figures by cities and countries it 
would be a big help. He feels that the 
companies would no doubt cooperate 
to this end. Some companies now 
keep a record of their new business 
and business in force by counties and 
cities. 


A G. BORDEN of the Equitable 
* Life of New York said that his 
company a few years ago did attempt 
to classify its business throughout its 
whole territory by counties in order 
to fix its production for different sec- 
tions. It threw out the colored people 
in the South and those under and over 
age. By securing the population in 
this way it would be possible to get 
some idea of what new business might 
be produced. He said that it was dif- 
ficult to get proper information. If 
the statistics for all companies could 
be secured showing business in force 
and new business by counties it would 
be of great value. He said that in pur- 
suing its course his own company did 
aim to establish what he terms a state 
bogey to use a golf term. Then the 
state would try to beat bogey. If a 
state, however, were divided into dif- 
ferent general agencies there would 
have to be an arbitrary bogey fixed. 

Fred Halstead of the Dominion Life 
of Canada said that many factors enter 
into the fixing of quotas, such as ter- 
ritory, population, kind of people, 
wealth, business in force, length of 
time company has been operating in 
the territory, and so oh. The person- 
ality and capacity of the individual 
man he said is after all the main factor. 
He feels that the various elements that 
enter into the quota should be gotten 
together and then the percentages 
should be made on these various 
elements. 

It was evident that the subject of 
agency quotas needs to be studied very 
carefully before any set rule can be 
laid down. 


Discuss Agency Quotas | 


RANK H. SYKES, manager of 
F agencies of the Fidelity Mutual 

Life, leading the discussion of 
“Agency Quotas,” said: 

The agency quota, to my mind, is 
the orderly and organized method of 
laying out the year’s work as con- 
trasted with the hit-or-miss take-what- 
you-can-get method. It looks time and 
opportunity squarely in the face and 
expresses in definite figures what these 
things should yield. o 


‘THE Fidelity’s application of the 

quota idea is more a matter of per- 
sonal interest in the growth and de- 
velopment of the individual manager 
than the fixing of an arbitrary and 
rigid requirement for a given territory. 

The quota must fit the man as well 
as the territory. You might feel that 
the state of Maine ought to yield $1,- 
000,000, but so long as you keep a 
$300,000 man in charge, it is idle to 
figure in terms of territory. It isn’t 
territory that gets business, it’s the 
man. 


N fixing quotas there is one principle 
we never lose sight of, that the goal 
should be set at a reasonable figure, 


that the thing we ask a-man to do 
should be within the probability of at- 
tainment. This is merely a law of 
common sense. Give the man a mark 
that is out of reach and he will im- 
mediately conclude that the home office 
is kidding itself, and his interest is 
dead at the start. 

Men will strive harder to knock the 
stuffings out of a mark that is reach- 
able than they will to reach a mark 
that is impossible. One of the finest 
joys of the great game of selling is to 
accomplish more than was expected 
of us. Why deprive a man of this 
joy by making him do all his striving 
toward the mark instead of giving him 
the exhilaration of running past it? 


At the beginning of the year we 

lay out our quota in a tentative 
way, but these figures are not fixed 
until the individual managers have been 
given an opportunity to revise them. 
Once accepted, there is a responsibility 
established quite of a different sort 
than that which would exist under a 
system of arbitrary allotment by the 
head office, and the manager puts into 
his work the zest of a whole-souled 
interest in the game. It is not a work 


of compulsion; it is the striving for 
the attainment of his heart’s desire. 

We see to it that the human inter- 
est and the human touch are constantly 
being felt. President Talbot keeps on 
his desk a complete schedule of agency 
quotas, with the results shown by the 
reports from month to month, and he 
is never too busy to write a word of 
commendation to the man who has 
pushed ahead of schedule or a word of 
urge and encouragement to the man 
who has fallen behind. 


ACH manager is furnished a com- 

plete but very simple method of 
accounting, including a card which he 
sends to the head office at the end of 
the month by way of a report on his 
allotment. Thus he is drawn into a 
periodical recording of the actual fig- 
ures whether they tell a story of suc- 
cess or failure. And there is con- 
stantly before him in bold red figures, 
printed on a card that fits into a lit- 
tle frame on his desk, the amount of 
new business that his agency is ex- 
pected to pay for in the current month 
—an every-morning reminder of a defi- 
nite thing that he has set out to do. 

It goes without saying, that the man 
who achieves his quota this year will 
not be content to set the gauge at the 
same figure next year. Success is not 
a terminal, it is just a way station. 
The manager or agent who reaches 
the goal of his ambition in his year’s 
production may camp there for the 
night, but he will strike his tent and 
move on in the morning. 


Canada Life’s Methods 
Are Given by Ramsay 


GORDON RAMSAY, assistant 
superintendent of the Canada 
Life, said: 

For some years it has been our prac- 
tice to give each branch manager an 
allotment of business counted upon 
from his territory. It is understood 
that the total of these various amounts 
makes the company’s allotment for 
the year. Each month, along with 
our honor roll, we show the rank of 
each branch by allotment, that is, by 
percentage of allotment attained. 

In deciding upon the proper indi- 
vidual amounts we have taken into 
consideration not so much the poten- 
tialities of the respective territories 
as the strength or weakness of our 
representation in those territories. 


W HILE this plan has been very use- 

ful, it has an inherent weakness. 
We have, for instance, the anomalous 
situation where territories obviously 
producing a volume of business far 
beneath their possibilities, and in fact 
awaiting radical treatment, stand well 
up in, if not at the head of, the list. 
This we feel to some extent has af- 
fected our own view of such territories 
—in other words, made us too lenient 
in our views, while at the same time 
has given that branch manager a false 
impression of the significance of his 
results. 

We have lately decided to make a 
change in our practice and to base our 
1920 allotments on our knowledge of 
the conditions and population of each 
territory. 


W E propose to base these allotments 

on a per capita production of in 
the neighborhood of $5 in rural com- 
munities and towns and $7 in the cities. 
(We call a town of 10,000 or more a 
city.) We have territories, of course, 
which this year will much exceed this 
per capita production—I have three in 
mind which will have respectively $11, 
$10 and $9 per capita to their credit. 
Each manager is, of course, encouraged 
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to distribute his allotment over his ter- 
ritory by way of district quotas. 

We think we have the individual 
quota idea in the general striving for 
membership in our $100,000 or $200,000 
Clubs. The keenness among our men 
for membership in one.or other of these 
clubs. has been so marked that I think 
it is worthy of comment. 


O UR figures, of course, will all seem 
very small to the representatives 
of some companies at this meeting 
and yet they may be interesting to 
others representing the smaller but 
rapidly growing companies. In 1917 
our $200,000 Club had a membership 
of nineteen; this year we are making 
arrangements for seventy-five. In the 
same year our $100,000 Club had twen- 
ty-eight members, we are arranging 
for over a hundred this year. Club 
business means annual premiums paid 
on plans other than term. Our Honor 
Rolls, etc., are on the same basis. 


{t has been our custom to bring our 
$200,000 Club members to our an- 
nual meeting in Toronto in January 
and from there to Florida. Our $100,- 
000 Club has met in the summer, the 
most successful outing being the last 
when we took over the entire Nomini- 
gan Camp, operated by the Grand 
Trunk railway and surrounded by boat- 
ing, hunting and fishing, in the woods 
of northern Ontario. This camp is a 
series of log cabins with modern con- 
veniences and a central building for 
meals and business meetings. _ 

It would, in our opinion, be difficult 
to exaggerate the effect of these club 
meetings upon our esprit de corps, of 
which the Canada Life is very proud. 


Quota Gives Definite 
Goal, Ireland Asserts 


S TEPHEN IRELAND, superintend- 

ent of agents of the State Mutual, 
was one of the men who discussed 
agency quotas. He said that a quota 
enabled a general agent to get there. 
It is the same as the finishing line for 
the runner in an athletic event. It 
gives a definite goal. It offers some 
special end to strive for. Mr. Ireland 
said that the purpose of the quota is 
to improve the standard of the agent. 
He brings into play his latent powers 
and grows better from year to year. 
He said that if men can be properly 
educated and trained to use their facul- 
ties to greater advantage there will be 
stronger production and new business 
will come satisfactorily. The quotas 
in the State Mutual are made out by 
the year and for the month. The an- 
nouncement as to the quotas are given 
in December. Each general agent as- 
signs his subagent his particular quota. 
An effort is made, of course, to have 
the men exceed their quota. In fixing 
the quota Mr. Ireland feels that gen- 
eral agents should reinvest part of 
their money in their agencies because 
ultimately it will pay a handsome profit. 
He laid stress on the fact that the 
agency department did not underesti- 
mate or overestimate the capacity of 
the general agent in fixing a quota. 
The State Mutual he said takes up the 
quota subject with each general agent 
at the close of the month and his spe- 
cial condition is analyzed and the sit- 
uation discussed with him. He said if 
the quota is secured before December 
he does not find that the ardor of the 
men is diminished, but rather it is 
stimulated because they desire them to 
see how much they can exceed the 
amount assigned. Mr. Ireland believes 
that some record should be kept at 
the home office of the quota of each 
solicitor and his progress should be 
known and letters sent in, either let- 
ters of commendation, encouragement 
or reproof. He said that the solicitor 
out in the field likes to be recognized. 
He believes in agency contests and also 
feels that it is a good thing to have 
agencies matched against each other 
to promote friendly rivalry and secure 
an increased production. 


Message From 


SETON LINDSAY, _ superin- 

+ tendent of agents of the New 
York Life, was present at the conven- 
tion, this being the first time that the 
company has been represented. He 
was introduced to the convention and 
in a brief talk said that he was one 
of the doubting Thomases as to the 
practicability and worth of the School 
of Life Insurance Salesmanship at 
Pittsburgh. He said, however, after 
hearing the talks at this meeting and 
conversing with those who are in 
close touch with the school he had 
changed his mind and his company 
will send two or three of its men to 
the school to see what it can do for 


New York Life 


them. The New York Life, he said, 
stands for cooperation. This is shown 
in the sending over to the actuarial 
and medical societies its tables show- 
ing its experience in substandard busi- 
ness and the rates that it has found 
necessary to charge. Formerly these 
statistics were locked up and secretly 
guarded. The New York Life did not 
desire other companies to learn about 
this data. Now it has changed its 
mind and wants other companies to 
adopt these tables and use them in 
writing substandard business. He 
stated that the Equitable of New York 
is seriously considering writing sub- 
standard risks. 


How Webb Works Prizes 


WALTER E. WEBB of Chicago, 
superintendent of agents of the 
National Life, U. S. A., in talking on 
the subject of “Stimulating Produc- 
tion by Means of Prizes and Contests,” 
said that the thought should be kept 
in mind that the agent in writing more 
business earns more money for him- 
self. Mr. Webb said he believes in 
contests because they work. His 
company has put on a number of 
contests for cash bonuses, Liberty 
bonds, thrift stamps and the like which 
has been but fairly successful. He as- 
serted that agents do not work merely 
for money. Their imagination must 
be appealed to as well as their legiti- 
mate sporting instincts. 

Mr. Webb said that a mistake was 
made by life insurance men in refer- 
ring to their business as second only 
to the ministry or banking. He said 
that it is second to no business. It is 
one of the great group of big activi- 
ties that is doing a wonderful work 
for mankind. It is equally important 
with any of the tremendous enter- 
prises of the day. 


M R. WEBB said that the giving of 

prizes does not have a cheapening 
effect on agents, but stimulates produc- 
tion in a legitimate way. If business 
is increased and more people insured 
so much the better. He referred to a 
mid-year campaign the National put 
on where the agency forces were di- 


vided into groups so that the big men 
should not win all the prizes. Each 
one was given an equal opportunity in 
his group. Another monthly contest 
was put on which did not turn out 
well and at the close of. the month 
Mr. Webb announced that in order to 
show that the men could do something 
worth while, the next month would be 
“Come-back Month.” A much larger 
amount of business was written the 
second month. The idea was a novel 
one and appealed to the men. An- 
other contest was called “Glad-Rags 
Month.” In this instance the winners 
were permitted to have the orders for 
their prizes placed with their local 
dealers. One of the most successful 
contests staged during the year was 
called the “Grand Fall Opening Con- 
test” where various food products were 
given as prizes. 


M R. WEBB said that the agent is 
a business man. He is not so 
much interested in what the company 
intends to do in a year or month, but 
he is intensely interested in the amount 
of business he can do personally. Mr. 
Webb said that the giving of prizes is 
primarily not important. The one 
thing important is to get the agent in 
the right spirit. He said the superin- 
tendent of agents alone should not se- 
lect the prizes, but that this work 
should be undertaken by him in con- 
junction with the home office people. 


How Actuaries Can Help 


Hall of the Lincoln National gave an 

informal talk on the'service the actu- 
arial department can render the sales 
force. He said that an actuary’s duties 
depend largely on his ideals, which, in 
turn, depend on his vision and which in 
turn depends on the kind of company 
with which he is associated. If the head 
of each department considers himself re- 
sponsible alone for the success of the in- 
stitution and all others are discredited the 
actuary becomes the official pessimist. If, 
however, added Mr. Hall, the “You” at- 
titude is substituted in an organization 
for the “I” attitude, the actuary will be 
able to accomplish much for the organi- 
zation. He seeks to find how the various 
departments can help each other and 
sees to it that each department head is 
trying to help the other men solve their 
problems. If the actuary is big and broad 
he will be able to co-ordinate the various 
departments and see that each man’s 
work dovetails in that of the others. 


ME. HALL said that it is necessary for 

new companies to go on a budget 
basis. The actuary must calculate what 
will be the renewal and interest income, 
etc., for the year. He must find out what 
the disbursements will be. Then he can 
ascertain how much new business can be 
written and what effect it will have on 
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the surplus. Mr. Hall said that very 
often companies have varied scales of 
commissions for renewals on different 
kinds of policies. It complicates the mak- 
ing of contracts. If the sales department 
co-operates “vith the actuary these re- 
newal scales can be simplified, an average 
secured and yet the results will be the 
same. The preparation of policies should 
not be left with the actuary alone. The 
salesman who has an artistic eye should 
at least pass on the typographical effect 
of the first page. 


R. HALL believes that now is the time 
to get sub-standard business and the 
actuarial and medical departments should 
work out proper rates and plans so that 
this business can be handled profitably. 
It will be a great boon to the selling end 
and a company will be in a position to 
render a greater service to mankind. Now 
that the New York Life has opened up 
its rated-up tables for sub-standard busi- 
ness, other companies can use them and 
take advantage of the new opportunities. 
The actuary with the agency depart- 
ment can consider the cost of getting 
business as applied to sections of the 
country and agencies. 


Me. HALL said that the actuary is the 
logical production engineer of a com- 
pany. - Automobile factories have pro- 


duction engineers who see to it that there 
is no delay in any section for lack of 
material or help. Mr. Hall said that it 
is no benefit to carry on a contest and 
push for business if there are vexatious 
and in excusable delays and poor service 
at the office. The actuary should see that 
every home office department is properly 
functioning. The weakest spot is the de- 
partment that is setting the pace. The 
actuary should see that sufficient help is 
secured and that each department is 
doing its work. Field men want results 
and no delays. 


THE sales manager creates the selling 

spirit, the “pep” and_ enthusiasm. 
When agents visit the home office they 
probably want to see the actuary or medi- 
cal director. These men should have 
sufficient leisure so they can spend some 
time with visiting agents. The actuary 
and medical director should attend 
agency conventions, stay during all the 
time, mix up with the men and get ac- 
quainted. The agents will find that these 
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officials do not have ugly horns, but they 
are just good common folks like them- 
selves. The officials will find that the 
agents are not trying “to put something 
over,” but that they are honest and con- 
scientious. A new spirit will be created 
in the organization. 


National Life Insurance Day 


Chairman Winslow Russell called 
attention to the fact that Jan. 19 is set 
apart as “National Life Insurance 
Day.” He said that from $25,000 to 
$50,000 will be needed to be expended 
through insurance channels for pub- 
licity work leading up to “Thrift 
Week” and “National Life Insurance 
Day.” The association endorsed the 
plan and authorized Winslow Russell 
to cooperate with other life insurance 
bodies toward preparing for this nota- 
ble occasion. Edward A. Woods of 
Pittsburgh represents the National 
Life Underwriters’ Association and 
Isaac Miller Hamilton of the Federal 
represents the American Life Conven- 
tion. 


Gain of 18 Members 


Secretary Isaac Miller Hamilton an- 
nounced at this meeting that at the pres- 
ent time there were 96 members, there 
being a net gain of 13 during the year. 
The Philadelphia Life, the Fort Worth 
Life and the Forest City Life of Rock- 
ford, Ill., withdrew during the year. The 
last named company has reinsured in the 
Northern State Life, 





The New York Life was represented at 
the meeting for the first time, Super- 
intendent of Agents Lindsay appearing 
for that company. He participated in 
the discussion and was cordially wel- 
comed, 
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Getting Results By Contests 


sion Wednesday morning  con- 
cerned stimulating production by 
means of contests, prizes, etc. 
Superintendent of Agents Walter E. 
Webb of the National Life, U. S. A., 
and Vice-President Minor Morton of 
the Volunteer State, were the chief 
speakers. The National Life has been 
successful in staging contests in which 
prizes of unique kinds were offered, 
in the way of household furniture, au- 
tomobile equipment, jewelry, wearing 
apparel and high grade food products. 
Mr. Webb mentioned a number of the 
prizes that had been offered. At the 
close of his address Chairman Wins- 
low Russell said that the next con- 
vention should be held in the supply 
department of the National Life, 
U. S. A. 


T sict first general topic for discus- 


M INOR MORTON in his paper 

pointed out that gold alone will 
not accomplish what companies at- 
tempt to secure by contests and prizes. 
The big object of a contest is to arouse 
men to a realization of what they can 
actually do. The big men of the coun- 
try are merely average men aroused’ 
to a realization of their own powers. 
It is the problem of the agency men 
to get agents out of their ruts. These 
problems differ in New York City from 
the problems of the Tennessee moun- 
tains, but human nature is the same 
everywhere. 


J STANLEY EDWARDS, recently 
* elected president of the National 
Association of Life Underwriters and 
general agent of the Aetna Life at 
Denver, was a guest at the meeting. 
He announced that all attending were 
cordially invited to be present at a 
luncheon Thursday noon of presidents 
of local life underwriters associations 
of Illinois, Iowa and Wisconsin, at 
the Hotel La Salle, Chicago. Com- 
menting of the discussion of prize con- 
tests he suggested that beginners 
should never be pitted against old tim- 
ers, nor small producers against big. 


HEN came the general discussion 

on prize contests. J. H. Jeffries of 
the Penn Mutual told of one agent 
who was a great fisherman, who spent 
most of his time buying and assembling 
fishing tackle and very little of it in 
actual life insurance work. In one 
contest when the company called on 
agents to honor.one of the officials 
this man produced $87,000, though his 
total production for nine previous 
months had been but $45,000. The 
man presented the applications for this 
$87,000 to Mr. Jeffries with consider- 
able pride. Mr. Jeffries said that he 
was disappointed. “You think more 
of this official,” said Mr. Jeffries, “than 
you do of your wife and family. Here 
you can go out and get $87,000 of 
business for this man while all year 
long you have only gotten about half 
that much for your family. If you 
just work you would write between 
$350,000 and $400,000 a year.” Since 
then this man has been writing $350,- 
000 a year. Mr. Jeffries pointed out 
that contests give the agency execu- 
tives an opportunity to get a line on 
the men. They can find out what men 
can really do when they actually work. 

uch of the value of a contest is lost, 
Said Mr. Jeffries, if the results are not 
always carefully surveyed. 


FRED HALSTEAD of the Dominion 

ife of Canada recommended the 
arrangement of contests between man 
and man and agency and agency. 
Agents should be made to realize that 
it is not so much a prize that they are 
Seeking as greater development. When 
» Soma can go home to his wife and 
Show her a prize she is pleased. When 


he can come home and say that he has 
developed into a better man than oth- 
ers she is pleased even more. 


W INSLOW RUSSELL said that his 
company’s leaders club had done 
much to get greater production from 
agents and to make that increased pro- 
duction steady. Each man who sends 
in $500 in premiums a month receives 
a card certifying that he is a mem- 
ber of the leaders club. Three cards 
in succession entitle the holder to a 
card case in which to carry them. Men 
who turn in $250 a month in premiums 
are banner men. Men who have been 
with the company for less than one 
year are organized in a colts club in 
which there is rivalry for the greatest 
production. 
Sidney A. Foster of the Royal Union 


Mutual Life urged that more contests 
for good renewal records be con- 
ducted. 


W R. SMITH explained the foot- 
* ball contest which his company 
conducts. Each week is a period in 
the game and the agents are divided 
into two teams. The eleven men in 
each team making the best record earn 
the title of regular players, and, of 
course, the leader in each team be- 
comes the captain. Each $5,000 policy 
counts as a touch-down and a $1,000 
policy secured by the same man in the 
same week counts as a kicked goal. 
The team ahead each week is also 
credited with a touch-down. Weekly 
bulletins tell of the progress of the 
contest. . 
H. E. Aldrich of the Equitable Life 








The Value of Contests 


INOR MORTON, vice-president 

and agency manager of the 

Volunteer State Life, Chatta- 
nooga, Tenn., discussing “Stimulating 
Production by Means of Contests, 
Price, Offers, Etc.,” said: 

A fight—a contest of any sort— 
wakes a man up! The steady grind of 
writing business day after day with 
nothing in view further than the 
changing of the figures of one’s bank 
balance is not calculated to enthuse or 
to stimulate. A glorified conception 
of the possibilities of service to God 
and humanity will carry far the true 
disciples of life insurance—but even re- 
ligious fervor cools down sometimes. 
The constant doing of one’s duty, for 
duty’s sake, is not very exciting. 


M EN are merely children grown up; 

and life insurance agents are not 
exceptions to the rule. Tom Sawyer 
would have made a wonderful agency 
manager. He got the boys to white- 
wash his fence by making them think 
it was play. A race horse never makes 
as good time running alone, as when 
a competitor is running with him— 
head to head. 

There are men who won’t work for 
money, or for their families—who will 
fight like tigers. Such fellows have to 
be reached through appeals to the com- 
bative element in their makeup. There 
are others, a goodly number, who work 
best when something in the nature of 
a bonus, or a loving cup or a banner 
is to be the reward of the winner. 


UR task, as agency men, is to find 

a way to cause our good friends 
in the field, the “producers,” to go and 
dig up the talents they have hidden 
away in napkins—and put them to 
work. It generally requires something 
unusual—some sudden shock or catas- 
trope—to get a man out of his own 
private little rut. “Habit” has had 
most of us bound hand and foot. We 
have paced backward and forward in 
our little rut, wearing it deeper and 
deeper all the time—our view becom- 
ing narrower and narrower every day. 
Our problem is to get our fellows out 
of their “ruts.” 


TAKE it that, among experienced 

life insurance men, the statement 
that “Production is stimulated by means 
of contests, prize offers, etc.,” is axi- 
omatic. Agency problems in New York 
City are quite different from those con- 
fronting the fraternity in the moun- 
tains of Tennessee—and yet human 
nature is the same in both places. 
People will work hard to win a prize, 
and will fight hard “to beat the other 
fellow,” whether in the metropolis or 
in a mountain town. We have to 


“rig up” the contests and the prize 
offers to suit conditions. In this re- 
spect only, as agency managers, do our 
respective tasks differ. 

Lead pencils, loving cups, scarf pins, 
suits of clothes, automobiles, pleasure 
trips, dinners, dogs and dollars have 
been offered as prizes to the agent 
who writes the most business, within 
a specified time. Boston has been 
pitted against Philadelphia—South Car- 
olina against Tennessee—in contests 
for volume of business for the quar- 
ter or for the year. Agencies have 
been organized into two rival baseball 
terms, with every week a game—the 
manager, or assistant manager, acting 
as sporting editor, keeping up the in- 
terest by bulletins phrased in the ver- 
nacular, A very effective agency 
builder and business stimulator has 
been found in the “Endurance Con- 
test,” “The Weekly Production Club” 
and similar devices. 


HE object of this discussion, pre- 

sumably, is to exchange experiences. 
We want concrete instances of schemes 
which have “worked.” The writer of- 
fers the “Endurance Contest”—requir- 
ing the consecutive weekly production 
of at least one application and exam- 
ination—as his entry in the contest for 
the best plan for stimulating regular 
and sustained production. There are 
other ideas better adapted to the re- 
quirements of a “special drive” for 
business, but the “Endurance Con- 
test” will keep the men busy every 
week—which means more money and 
a better morale. It gives the agent 
a definite goal, in the attainment of 
which he will almost invariably pro- 
duce twice the amount of business re- 
quired. 


THE present agency manager of my 

company entered upon his duties 
Aug. 1, 1918. On Sept. 1, 1918, he 
inaugurated the “Endurance Contest.” 
Prior to that time the company had 
never had more than seventeen men 
qualify for club membership in any one 
year. During the first year of the “En- 
durance Contest,” from September, 
1918, to September, 1919, thirty-one 
men qualified, an increase of over 82 
percent. 

Cash prizes are offered for those 
who remain in the contest for ten 
weeks; larger cash prizes for twenty 
weeks, thirty weeks, etc., and for all 
who continued for fifty-two weeks spe- 
cially engraved cuff-links, bearing the 
name of the company, are offered, in 
addition to a cash prize. A capital 
prize of a $100 watch will be given to 
the agent who continues in the con- 
test longer than any of his competi- 
tors. 


of Iowa said that they had found it 
necessary at the home office to hold 
the leash on contests and not to let 
the salesmanship get into the high 
pressure type because too much pres- 
sure meant a heavy lapse and heavy re- 
instatement expense. He said inci- 
dentally that it was sometimes neces- 
sary to write 12 or 15 letters to secure 
reinstatement. 


G EQRGE A. BOISSARD of the 
Guardian Life of Madison, Wis., 
said the prize which he had offered 
and secured the greatest results from 
had never been paid and probably 
never will be. He visited an agent 
whose production was very poor and 
asked him to see his prospect cards. 
Mr. Boissard found that none of them 
were filled out completely or properly 
and that they were next to worthless. 
He threw the entire bunch into the 
waste basket and said, “As soon as 
you get 150 completed prospect cards 
in your file I’ll buy you a new suit of 














MINOR MORTON 


Vice-President and Agency Manager Vol- 
unteer State Life 


clothes.” The man set to work and 
that very month became the fourth 
best producer of the company. Last 
year he stood second and this year 
he is the leader. Mr. Boissard asked 
him recently when he would want the 
suit. The agent replied, “I can’t get 
that many prospect cards together, 
I’m writing them up too fast.” 

W. E. Taylor of the Equitable Life 
of New York was asked what meth- 
ods his company had used since prize 
contests became taboo among compa- 
nies operating in New York State. The 
great value of contests, he said, was 
that they provide men with a specific 
goal, a definite amount that they should 
aspire to get. 


Hansen Heads Nominating Committee 


Chairman Russell appointed as the 
nominating committee T. L. Hansen of 
the Guardian Life of New York, E. S. Al- 
britton of the Minnesota Mutual and M. 
H. O. Williams of the Northwestern Mu- 
tual Life. The rules were changed 5So 
that hereafter the executive committee 
will consist of nine members, three being 
elected each year. Heretofore the entire 
number were elected annually. The exec- 
utive committee elects its own chairman 
and secretary, who may or may not be 
members of the executive committee. 





R. G. Cholmeley-Jones, director of the 
War Risk Insurance Bureau, who was 
scheduled to deliver an address and tell 
of the future of war risk insurance, was 
not able to attend the Chicago meeting as 
he was in Minneapolis participating in 
the convention of the American Legion. 
This required all his attention. 


Le 
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Probable Trend of Production 


life insurance is the perpetual 

question, especially to all agency 
men. The probable trend of life insur- 
ance in the immediate future may pos- 
sibly best be gauged if we take a glance 
backward. It is interesting to note that 
in the year 1911 all of the companies 
reported in the American Underwrit- 
ing Chart wrote two billion nine hun- 
dred and sixty-eight million dollars as 
compared with five billion four hundred 
and fifty-one million dollars in 1918. 
Those same companies had in force at 
the end of 1911 eighteen billion five 
hundred million dollars, while at the 
end of 1918 they had over thirty-one 
billion dollars—almost double in seven 
years. From the foregoing figures, 
especially when placed alongside of 
similar periods of seven years each dur- 
ing the past fifty years, it might be 
safe to presume that in all likelihood 
there will be, as in the past, a contin- 
ually increasing volume of new busi- 
ness year by year. 


Pirie RECORD: The future of 


PUBLIC REGARD: However, we 

need not confine ourselves to mak- 
ing our estimate of probable produc- 
tion by past performances. The de- 
velopment of life insurance production 
has to many of us during the past 
twenty-five years been altogether too 
slow to satisfy our ambitions, and it 
has not been until the last year or two 
that we have seen many evidences on 
hand of the breaking down of preju- 
dices and the disappearance of diffi- 
culties which have hitherto seemed to 
retard that increased production which 
many of us still feel is far from being 
voluminous enough to give adequate 
protection to the homes and business 
enterprises of this country. All field 
men of experience must be conscious 
of a changed attitude on the part of 
the public towards life insurance and 
towards the life insurance agent. Vari- 
ous causes have produced this change. 
They may be briefly referred to as (a) 
greatly improved contracts of insur- 
ance; (b) gradual education of the 
public to the benefits of life insurance; 
(c) a sense of realization of the 
worth of life insurance to business 
corporations; thus creating a demand 
for large insurance contracts; (d) a 
realization by many that systematic 
saving of a somewhat compulsory na- 
ture is more likely to be successful to 
the average man than any other plan 
hitherto evolved; (e) the practical 
elimination of dishonest competition 
and a greater tendency towards co- 
operation on the part of the life com- 
panies and _ their representatives 
through association meetings and life 
underwriters’ gatherings; (f) the re- 
cent epidemic; the war with its terrible 
losses of life, and the action of the 
federal government in insuring the sol- 
diers for $10,000 have all been and will 
continue to be helpful factors towards 
increased production. 

Millions of homes throughout the 
land have brought to dependent ones 
the feeling of comfort and assurance 
that a $10,000 life insurance policy can 
give to those who otherwise might be 
left pehniless. This insurance was 
doubtless ail the more appreciated be- 
cause of the intense anxiety on the 
part of the dependent ones as they 
viewed the head of the family going 
off to the dangers of war. Unfortu- 
nately, many have lost that protection, 
but it seems almost certain that nearly 
all of them will never be quite con- 
tented again until they get that pro- 
tection back, either in whole or in part. 


CHEAPER MONEY AND PRO- 

HIBITION: In a recent issue of 
the “Wali Street Journal” an article 
pointed out that in 1914 there was in 
the United States and her four prin- 


BY JAMES E. 


cipal allies, Belgium, Great Britain, 
France and Italy, a total circulation of 
approximately nineteen billions of dol- 
lars of money, and that during the five 
years of the war this circulation had 
increased from nineteen billions to 
thirty-four billions. This fifteen billion 
dollar increase is a greater amount 
than the value of all the gold and sil- 
ver mined throughout the entire world 
since Columbus discovered America. 
Practically all this money, of course, 
came from the printing press. The re- 
sult has been that there are nearly 
twice as many dollars in circulation in 
these countries as there were before 
the war. Money is plentiful or money 
is cheap. Money will not go as far 
as it did. All this is but another way 
of talking about the high cost of liv- 
ing. We have all learned the lesson 
and many realize, therefore, the neces- 
sity of increasing the amount of in- 
surance benefits. One can scarcely be 
accused of being over-enthusiastic or 
over-optimistic if the statement is 


KAVANAGH 


for the sale of life insurance. This 
field will undoubtedly be much more 
extensively and thoroughly canvassed 
in the future than it has been in the 
past. The companies by direct deal- 
ings with the people in loaning their 
funds rather than in the purchase of 
stocks—in loaning to builders, to 
manufacturers, to home-builders, to 
farmers and in aiding in plans for the 
construction of large blocks of work- 
men’s houses, have undoubtedly done 
much in the way of bringing about a 
more kindly and appreciative attitude 
towards life insurance. 


THE LIFE INSURANCE AGENT: 

Then again, the life insurance agent 
has come at last into his own in the 
social fabric of the American com- 
munity. He has come to be recognized 
as a useful member of society. The 
elimination of the part-time agent; the 
development of the experienced, trained 
salesman for the most part maintain- 
ing very high ethics of the business 
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James E. Kavanagh, third vice-president of the Metropolitan Life, which 
company has become affiliated with the Association of Life Agency Officers 


during the past year, spoke on the future of life insurance. 


His survey of 


what may be expected and his resume of reasons for the present progress of 


the business is comprehensive. 
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made that we might reasonably expect 
that the already insured men for the 
greater part will seriously undertake 
to double the existing amount of in- 
surance which they carry, in order to 
afford to their families the amount of 
protection which they enjoyed a few 
years ago. Undoubtedly the enact- 
ment of prohibition, which bids fair to 
be a continuous program, will have a 
helpful influence on the sale of insur- 
ance. 


CO-OPERATION OF COM- 

PANIES: During the past decade 
many changes have occurred in the life 
insurance feld. The companies are 
now working in closer harmony for 
the general good of the public than 
ever before. It is realized that what is 
good for one company is good for all, 
and vice versa. The companies have 
already placed their various experi- 
ences before the public in the form of 
a Medico Actuarial Table and the New 
American Men’s Mortality Table. This 
closer co-operation on the part of the 
companies has brought greater confi- 
dence on the part of the public towards 
the life insurance companies. The 
companies have very judiciously in- 
vested their assets, thus quite properly 
winning for the business increased re- 
spect and confidence. The companies 
have readily invested their funds in 
war loans in such huge amounts as to 
strike home to the average man the 
tremendous accumulations of the 
American people in life insurance. The 
old saying is doubtless true that “noth- 
ing succeeds like success.” Many a 
doubting citizen has probably been im- 
pressed with the great stability of the 
companies as he has viewed in the 
daily papers throughout the country 
the large investments made by the 
companies in the various government 
bond issues. Then, again, the com- 
panies have displayed a willingness to 
loan their money to legitimate build- 
ing and development enterprises. The 
larger companies in particular have ex- 
tended their loaning fields into the ru- 
ral sections. As the life companies get 
to be better known in the rural sec- 
tions, there will open up, and is open- 
ing up already, an immense market 
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has undoubtedly had, and is still hav- 
ing, a wholesome effect on the minds 
of the average citizen. The life insur- 
ance agent has come to be recognized 
as a type of man who can do things 
and get things done in communities 
where there is desired concert of 
action. His wide circle of acquaint- 
ances, his knowledge of men and af- 
fairs has created for him a demand by 
practically all committees or societies 
organized for community advance- 
ment. The life insurance agents in con- 
junction with the bond men and bank- 
ers of the country were the men who 
for the most part were instrumental in 
effecting the splendid results in the 
various loan drives, as well as in all 
other organized efforts during the past 
few years. This readiness of the life 
insurance agent to become a public 
servant has without doubt placed the 
business on a much higher plane and 
done much towards creating feelings 
of gratitude and confidence on the part 
of the public towards the business. 
This readiness to serve the people is 
but the logical development of the life 
of the field man. The successful field 
men have for the most part been men 
who have been ready to serve their 
communities, doubtless, because of the 
fact that their every-day pursuits were 
of such a nature as made them, of 
necessity, thoughtful of the interests 
of others. A man cannot teach unsel- 
fishness year in and year out without 
himself becoming favorably influenced. 
It is doubtful if there is any business 
man in the community who gives so 
much of his time, thought and energy 
to the public without any direct re- 
muneration to himself as does the life 
insurance agent. Much of this service 
on the part of the field man has doubt- 
less been unconscious, but it is well 
that we should recognize it today so 
that it may be stressed in the future. 
Then, again, the agent of today is no 
longer a novice; he is, for the most 
part, a trained man. They are, many 
of them, highly educated. They under- 
stand better the art or science of sell- 
ing. They are more efficient. The 
average production per agent has 
steadily and rather rapidly increased. 
This ought to materially improve yet. 





The recent successes of our agents will 
doubtless give to all greater confi- 
dence in their ability. 


DISABILITY AND HEALTH IN- 
SURANCE: Life insurance poli- 
cies have had new features added to 
them of late, such as Total and Perma- 
nent Disability benefits; then later on 
Double Indemnity features, each of 
these being in reality a species of 
health insurance, because this very 
moderate form of health benefit at- 
tached to the life policy given in the 
nature of a waiver of premium, has 
been recently enlarged upon until to- 
day certain contracts of life insurance 
are written with monthly annuity 
benefits payable in event of total and 
permanent disability. These annuities 
are simply a form of health benefit 
given under another name. All we 
have to do is change the heading “To- 
tal Permanent Disability” to “Total 
Temporary Disability” and we have 
what, in plain language, is known as 
Health Insurance. Already one large 
life insurance company pays such a 
benefit, while many of the companies 
having Total Permanent Disability 
benefits recognize as permanent disa- 
bility many cases that have later on 
proved to have been but temporary. 
The importance of the development 
along this line is manifest when the 
demand for social insurance is so per- 
sistent in certain states. This tendency 
on the part of the life insurance com- 
panies to so improve their contracts 
as to make them carry health benefits 
will probably increase, and if it does 
it is safe to say that life insurance 
policies will become more and more 
popular. Many persons already insured 
will want to add to their insurance 
policies with such benefits. In fact, 
it is conceivable that much of the 
health insurance business of the fu- 
ture may be written by the life insur- 
ance companies. Several of them have 
but recently entered the field; others 
are entering, some through the issuing 
of Group Health policies, and others 
through issuing direct individual health 
policies. This broadened field will 
bring the life insurance agent in direct 
contact with a larger number of pros- 
pects and his ,increased acquaintance 
will bring to him increased sales which 
ultimately will mean increased produc- 
tion for the companies in general. 
In this connection it might be well 
for us to recall that’ about fifty years 
ago the life and health insurance com- 
panies of this country were in their 
infancy. Today the life companies 
have become giants, while the health 
insurance is being done largely through 
fraternals, labor unions and sick bene- 
fit societies. The health companies of 
forty or fifty years ago are practically 
all out of existence. They charged in- 
adequate premiums and certainly did 
not so successfully keep down the 
overhead charges as have the life 
insurance companies. Too small a 
percentage of the premiums collected 
went back to the premium-paying pub- 
lic to make the health companies pert- 
manently successful. Now, however, 
that the stronger life companies have 
entered the field, proceeding for the 
most part cautiously, profiting by the 
experience of the past, it is fair to 
assume that they may be reasonably 
expected to produce large volumes of 
health business in conjunction with 
the life benefits. : 
Undoubtedly the Life Companies, 
with their highly trained and full time 
agents accustomed to transacting busi- 
ness on a first year and renewal com- 
mission basis, could transact the 
business of health insurance on a more 
(CONTINUED ON PAGE 12) 
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RUDYARD KIPLING ovtunen 


Our policy of Agency Management in his 
' famous verse 


“It ain’t the guns nor armaments, nor the funds 
that they can pay, 


But the close co-operation that makes them 
win the day; 


It ain’t the individual, nor the army 
as a whole, 


But the everlastin’ teamwork of 
every bloomin’ soul.”’ 





The best gunner in the allied armies would have been abso- 


lutely helpless without an ample supply of the best ammunition. 


We supply our agents with all standard forms of policies on PARTICIPATING, NON-PARTICI- 
PATING and SUBSTANDARD plans. We issue policies on 96% of our applications. 


The best gunner in the allied armies would have been sadly 
handicapped without the full co-operation of all the other men 
in the gun squad. 


We supply our agents with unexcelled home office and field co-operation and service. 
Our complement of trained and efficient helpers is complete. 
There is some one to cheerfully and promptly give every needed aid. 


Lincoln Life agents, employees and officers 


are always on the job, enthusiastic, successful and loyal to one another—their morale is high, because 
of ‘‘the everlastin’ teamwork of every bloomin’ soul.” 


RIGHT UP TO THE MINUTE LIVE AND AGGRESSIVE 


Liberal and attractive agency contracts. Good territory open in Pennsylvania, Ohio, Michigan, Indiana, Illinois, Iowa, 
Nebraska, Minnesota, North Dakota, South Dakota, Montana, Utah, Colorado, California, North Carolina and West Virginia, 


LINCOLN NATIONAL LIFE INSURANCE COMPANY 


Home Office ARTHUR F HALL, Vice-President and General Manager Northwestern Branch _ . 
FORT WAYNE, IND. FARGO, NORTH DAKOTA 
WALTER T. SHEPARD FRANKLIN B. MEAD THOS. D. HUGHES 
Vice-President and Manager Agencies Secretary and Actuary Vice-President and Manager Northwestern Agencies 
Home Office Fargo, North Dakota 
OVER 90 MILLIONS IN FORCE - - PAYING FOR OVER 3 MILLIONS A MONTH 
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(CONTINUED FROM PAGE 8) 
economic basis than that which pre- 
vails at present. 

Then we must not forget the rapidly 
expanding business of our country 
which is being conducted by large 
corporations presided over for the 
most part by men who have vast pow- 
ers concentrated in their hands. That 
vast power carries with it large re- 
sponsibilities. Boards of directors and 
stockholders are only too ready to 
purchase large business insurance 
policies to protect themselves against 
the loss that might come to them in 
the event of the death of the presiding 
officers or managers of the respective 
corporations. Then, again, the inherit- 
ance and income taxes are prompting, 
and will continue to prompt, men to 
purchase insurance m largely increased 
volumes for the purpose. of leaving 
their estate unimpaired at death. 


GROUP INSURANCE: Group Life 
Insurance offers a very productive 
field for the immediate future. With 
only a relatively small number of 
companies doing the business, already 
several hundred millions of insurance 
protection is in force. The ability of 
the companies to take risks without 
the formality of medical examination, 
the sending into the homes of thou- 
sands of workmen insurance certifi- 
cates of large live insurance companies 
bought and paid for by successful 
employers, cannot fail but inspire con- 
fidence on the part of the masses on 
the subject of life insurance, thus mak- 
ing the field more fertile for the can- 
vassing agent. Group Life Insurance 
has now developed to the point where 
one city has insured its entire payroll, 
while other towns and cities are con- 
sidering similar action. Coupled with 
Group Life Insurance much Group 
Health Insurance is being written to- 
day, and this has brought the writing 
companies more intimately in touch 
with the subject of Old Age Pensions. 
Thousands of _ so-called pension 
schemes are in existence in America 
today by municipalities for the police- 
men, firemen or school-teachers, also 
by large corporations for the benefit 
of their employes. Nearly all of these 
pension funds are unscientific. Nearly 
all of them have been operated at too 
small a cost. This is notably the case 
in the various policemen’s, firemen’s 
and teachers’ funds in many cities and 
states throughout the country. These 
have created much _ dissatisfaction. 
New York City, for example, has had 
its pension fund investigated and 
found it to be insolvent, to the extent 
of over two hundred millions of dol- 
lars. Buffalo and other cities have had 
similar experiences. The school teach- 
ers of Virginia have had to have their 
pensions pro rated. The San Francisco 
teachers now receive only fifty percent 
of the amount of the pensions ex- 
pected. The Carnegie Foundation at- 
tempted to pension college professors 
and had to abandon the plan and or- 
ganize an insurance company. As a 
result of these experiences, the insur- 
ance companies are being called upon 
to provide pensions upon a scientific 
basis, either through mutual aid asso- 
ciations organized in the plants or 
municipalities amongst the employes 
or through direct dealings with the 
employer or municipality. We find 
church boards seriously planning to 
pension ministers through dealing di- 
rectly with insurance companies. 


ERVICE: If the life insurance com- 

panies continue to develop along 
Jines of service in the future as they 
liave in the past, quickening the con- 
science of the individual to his duties 
and responsibilities, quickening the 
consciences of employers to their re- 
sponsibilities to their employes and 
their opportunities to benefit their em- 
ployes through Group Life; through 
Group Health; through Old Age Pen- 
sion Plans, and if communities can 
have their consciences quickened to a 
realization of what their responsibili- 


| Cooperation Real Need 


BY J. STANLEY EDWARDS 


of all the organizations with which 

the underwriters have relations; 
thoes with your asociation should be 
the most intimate. This is because 
you men in your official individual 
company capacities come more nearly 
in touch with field men than does any 
other group. 

As the agent is close to the roots of 
production so his ear is close to the 
ground and he‘is the first to hear the 
voice of the people—the policyholders 
we serve. He may interpret to you 
—and you in turn may interpret to 
your companies the first formings of 
that greatest power in the world to- 
day, while it is still in the matrix— 
the power of public opinion. 

The life underwriter who has a 
broader conception of his work than 
that of mere salesman has the oppor- 
tunity, indeed the duty, to be more 
than an interpreter of public opinion. 
He may and should be a moulder of 
public opinion. 


|: is quite natural and proper that 


[= this responsibility and opportunity 

is before the agent as an individual, 
how much more is it before us as or- 
ganizations having to do with the creat- 
ing, training and guiding of these 
agents? 

Here then is where our cooperation 
should be first applied. 

First, and this is more the business 
of your association than ours—to see to 
it that the right kind of men are made 
agents. 

Second? to make sure that they are 
properly grounded, yes, enthused to see 
the wide vision of this calling. I have 
tried to express it in my message to 
the life insurance men of the United 
States, just issued in the form of a 
slogan for the National Association 
this year—Better Salesmanship, Better 
Citizenship and Greater Social Service. 

Now, how can you gentlemen—your 
association and the companies you rep- 
resent—broaden your agent’s vision to 
get this view of his work—get him to 
sense the world importance of his job, 
and really to enthuse about it and to 
glorify his labor better than by urg- 
ing him to join the one body of life 
insurance men that is preaching and 
practicing this program.—The National 
Association of Life Underwriters. 


| KNOW some will say we have our 

company agents’ meetings — more 
power to them. True, they teach sales- 
manship and company foyalty, which 
is good. Also ,sometimes, I fear, is 
instilled the Pharisaical, how-much- 
better-my-company-is-than-yours, doc- 
trine—that narrows and neutralizes: the 
naturally expanding spirit of the 


young beginner in the business—that 
tends to quench the zeal of the en- 
thusiast who wants to idealize his busi- 
ness and who cannot do his best work, 
fettered by the bonds of company com- 
parison and competition. The damn- 
ing of one form of contract or one 
kind of company clouds in his mind 
the greater issues and cools his am- 
bition for the constructive work he 
thought was before him when he de- 
cided to enter the business. 

If we can cooperate to see that the 
right men get in the business and that 
when they start to work they are made 
to glow with vision so that their job 
becomes a mission with a high purpose 
in life, that satisfies their ideals and 
spurs their ambition, we have made a 


good start. 

S O much for the agent. What of 
the policyholder? We have—your 

association and ours and others—ex- 

hausted ourselves to sell him insur- 

ance. What have we done to educate 

and enlighten him? 

Are we doing so much business that 
we can afford to ignore him? The leg- 
islatures are also doing a lot of busi- 
ness. Old man Mortality is also a 
very busy man. 

The policyholder now in being and 
to be should have a frequent message 
from the printed page, yes, and begin- 
ning in the schoolroom in the form of 
community propaganda of information 
and advice. This would be useful to 
him and to the companies who are to 
be the trustees and guardians of his 
loved ones. The editorials and discus- 
sions that would follow it would create 
a foundation of favorable public opin- 
ion—based on knowledge. This foun- 
dation would support with ease the 
whole structure of life insurance. 


HE country is full of the clamour 
of unionism—and the demands of 
various unions, always wanting some- 
thing more for themselves—shorter 
hours and higher pay, with but little 
thought of the consequent decrease of 
production and increase of cost of liv- 
ing that is making America sick to- 
day—sick industrially and economically. 
The Life Underwriters are a new 
and different kind of union. They have 
not and do not demand anything for 
themselves, but a wider opportunity to 
serve the American people. May the 
unselfish platform of this new form 
of union be an example to many other 
groups that are restless to solve their 
problems the way we have tried to 
solve ours, by increased production 
— so help to cure our nation’s trou- 
es. 





ties are to the members of the com- 
munity at large, through the providing 
of adequate life, health and old age 
pension benefits for public and semi- 
public officials and employes, then 
there is scarcely a doubt but that life 
insurance production in the future 
cannot fail to very materially increase 
over that of anything it has hitherto 
accomplished—indeed, it may be in the 
very near future that we will find life 
insurance companies producing vol- 
umes of group life insurance alone 
which will be many times greater than 
the aggregate amount of insurance 
hitherto written on the individual 
basis. This, it is safe to say, will not 
retard the production of insurance 
sales to the individual, but it will, on 
the other hand, tend to greatly in- 
crease them. 


F INAL: 


If Life Insurance is to re- 
ceive public confidence to the fullest, 
it must go on improving its agency or- 


ganizations; improving its policy 


forms, in conditions, concessions and 
settlements; and by supplying the de- 
mand which undoubtedly does exist for 
a greater coverage of protection to 
the homes and businesses of America 
than it had hitherto supplied. 

Life Insurance must remember that 
it is Life Insurance as well as Death 
Insurance. Our business is to deal 
with human lives. Our business is the 
only big business in the land that is 
organized to deal intimately with the 
lives of millions of its people. Human 
lives is our stock in trade. It is our 
business to study social economy as 
well as individual economy. It is our 
business to study community prob- 
lems—such as public health, sanita- 
tion, housing, recreation—care of indi- 
vidual health of our insured and the 
neighbors of our insured. Our busi- 
ness is to make our policyholders 
realize that we are their servants, that 
the insurance companies are trustees 
of their funds. We must demonstrate 
to the public that we are worthy of 


their confidence. We must spread the 
mantle of protection over every home 
—and over every business. That pro- 
tection must be complete protection— 
one which guards against disease by 
introducing and teaching all the best- 
known preventive methods which mod- 
ern civilization has produced. The 
protection must be such as will attack 
disease—arrest it and stamp it out if 
possible. That protection must be such 
as will adequately provide for the 
needs and comforts of the insured and 
his dependents when sickness comes 
as well as when the greater calamity 
of death shall come. 

We have gone far, but we have only 
begun. At last we are beginning to 
enjoy public confidence. The more we 
give of real service to the American 
people the larger will our field of 
operations be extended. The better we 
make our policies the more we will 
sell of them. What the world needs 
today, and at last realizes that it needs 
it, is greater cooperation—the strong 











J. STANLEY EDWARDS 


President National Association of Life 
Underwriters 


helping the weak. We are our 
brothers’ keepers—and to a very large 
extent the insurance men are the “we.” 
It is up to us to help keep our people 
well, comfortable. It is up to us to 
empty the poorhouses, to empty the 
orphans’ homes—or, at least, bring 
about such conditions as will tend to 
make such institutions less and less 
necessary. 

Up to the present, life insurance has 
failed to accomplish all that it might. 
Too many millions are yet un-insured. 
And as many more are woefully under- 
insured. Too few are systematically 
saving. Too few have old age pen- 
sions arranged for themselves. If the 
companies do not do these things the 
public will see to it that the govern- 
ment does. 

There are all too many foreclosures 
of mortgages at death of breadwinners. 
There are too many business concerns 
that go to smash on the death of the 
under-insured manager or _ business 
brains of the corporation. If we as 
agency managers can first of all real- 
ize our opportunities and responsibili- 
ties and can show them to our field 
men, at the same time providing them 
with the facilities for fighting against 
the ravages of disease (Health Insur- 
ance), the weakness of old age (Pre- 
miums or Annuities), and the calamity 
of death (Life Insurance), we shall see 
our business expand into volumes, 
our business expand into volumes un- 
approached. 


The ex-presidents of the American Life 
Convention who were present were Isaac 
Miller Hamilton of the Federal, Dr. E. G. 
Simmons of the Pan-American: Life, E. 
W. Randall of the Minnesota Mutual Life 
and President Harry L. Seay of the 
Southland Life. 
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$750,000 In His Second Year 


OU can do the same. He 1s 

in the thirties—old enough to 
know how—young enough for lots 
of hard work. His General Agency 
is fast making him independent— 
he is building his own profitable 
business. : 














This Company recognized him as a “comer,” and placed 
him where he could move along to the limit of his ability. 


We will do the same for you! Send us a “pen picture” 
of yourself—let us take your measure—if you have the 
ability—we will give you every opportunity to make it pay. 


AGENCY DEPARTMENT 


ROBERT D. LAY, WALTER E. WEBB, 
Secretary Supt. of Agents 


National Life Insurance Company 
Of the U. S. of A. 


29 South LaSalle Street 
Chicago 





Over $100,000,000 In Force 





A Sale Course That Works Combination Policies 
Field-Co-operation Liberal Contracts 
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Training Plans of the Companies 


EADING the discussion of “Indi- 
L vidual Company Training Plans,” 

William E. Taylor, vice-president 
of the Equitable Life of New York, 
described the training classes inaugu- 
rated by that company and the suc- 
cess which has attended their work. 
He said: 

The success of the Equitable’s train- 
ing classes in insurance salesmanship 
is symptomatic of the times. Life in- 
surance has advanced in its develop- 
ment to a point where the selling meth- 
ods of the past will not suffice. As a 
result we have the unique situation 
where our leading representatives are 
going to school in order to perfect 
themselves in the intricacies of our 
ever broadening calling. Like any 
progressive company, we have always 
emphasized the necessity of thorough 
training of our salesmen. Generally 
speaking, however, we found it diffi- 
cult to get together and maintain a 
training class with either new agents 
or with those of experience. 


BEGINNING, however, with the fore- 
part of this year, in a desire to ren- 
der patriotic service, we decided that 





W. E. TAYLOR 


Vice-President Equitable Life of 
New York 


we might organize in New York a 
training school for the benefit of sol- 
diers and sailors returning from the 
war, with the thought that, if we were 
to give a concentrated course in in- 
surance salesmanship that would in a 
measure correspond to the courses of 
military training to which the men had 
but recently been subjected, we might 
be able to fit them in a relatively short 
time to become self-supporting insur- 
ance salesmen, and so contribute to 
their reestablishment in civil life. We 
opened our first class early in February 
with a membership of 22, all of whom 
had just ceased military service. We 
called in as the instructor for this class 
one of our field representatives who 
_ special qualifications along these 
ines. 

The success of the class, while not 
remarkable, was sufficient to justify the 
holding of a second class on similar 
lines, and in due course a third and a 
fourth class were held in New York 
City. The enrollment in each class 
was approximately 25, and in the first 
three classes the enrollment was re- 
stricted to those discharged from mili- 
tary or naval service. We took the 
army course as the basis for our 
Equitable training schools and there 


were instances of men enrolled with ° 


us who had had a portion of the same 


course prior to their return from the 
other side. 


A S the classes progressed, we began 

to get requests from established 
agents that they be given permission 
to attend the courses, and, as the ad- 
vantage became noised abroad, the re- 
quests were not limited to those in 
New York. Our Philadelphia agen- 
cies made a request that we establish 
a course in their city, and accordingly 
in July we opened a school there which 
continued for the usual period of four 
weeks. We met with a considerable 
measure of success and at this session 
a number of the students represented 
agents of experience. A recent state- 
ment presented to me indicates that 
our first four classes in New York, 
consisting almost exclusively of those 
entirely new to the business, produced 
approximately $1,000,000 of paid busi- 
ness. The Philadelphia class produced 
$750,000 and the measure of enthusiasm 
there was such that we were prompted. 
to avail ourselves of ‘the opportunity 
of a further experiment with a class 
at Chicago, and our sixth class was 
opened in this city in September. The 
success here was most marked and the 
result was that, after four weeks of 
study, we issued diplomas to 48 who 
had successfully taken the. course, out 
of 54 who had enrolled, and I was 
gratified when informed that during 
the four weeks of the session, the 
class—30 of whom were new repre- 
sentatives—had produced over $1,700,- 
000 of business, two-thirds of which 
had come from the newer representa- 
tives. 

There was one aspect of this Chicago 
class which I believe deserves special 
mention. The class made an actual 
contribution to their own course of 
study in that by vote they decided to 
assemble at 8:15 in the morning, and 
not only was the day’s work thereby 
in no way interfered with, but each 
representative actually went into his 
day’s work full of enthusiasm and with 
perhaps a new selling point which he 
was able to put into practical effect. 
In fact, one representative was so suc- 
cessful—and he was entirely new to the 
life insurance business—as to write a 
total of 46 applications during the pe- 
riod of training, at least one case being 
written each day. 


LET me point out one phase of our 

training that we are trying to em- 
phasize. It is the question of individu- 
ality. We are not trying to so school 
our agents as to cause them to attempt 
to conduct their business along iden- 
tical lines. Rather we are but trying 
to make them acquainted with all the 
many aspects of our business: and the 
application of life insurance to present 
economic conditions. And we are con- 
stantly stressing the fact that in the 
practical application of the knowledge 
acquired a man’s work must express 
his own personality. 

We have just finished a further class 
in Boston and in this class we had the 
unique situation to which I referred 
at the beginning, where, instead of hav- 
ing a number of new representatives 
for training, the class was composed 
of 76 of the leading representatives 


of the Equitable in Massachusetts, 
both general agents and _ soliciting 
agents. It surely marks a new day 


in the business of life insurance when 
a group of agents, whose producing 
power at the present time is in excess 
of $10,000,000 realize the need for in- 
tensive study and go back for what 
might be termed a_ post-graduate 
course, in order that, in the specializing 
of today, which is so necessary, they 
may be able to give advice of value to 
their clients. I believe I am not over- 
stating the situation when I say that 


a large part of the recent great ex- 
pansion of the life insurance business 
is due to the better knowledge that the 
public has of what life insurance means, 
and that with this quickened apprecia- 
tion there goes hand in hand the re- 
sponsibility that the life insurance 
salesman. of today must be capable of 
giving expert advice in this great de- 
partment of our economic life. The 
public will not be content with less, 
and it ill-behooves the life insurance 
agent or the life insurance company 
that does not maintain a standard of 
service in keeping with present day 
conditions. 


How Canada’s Companies 
Aided Men From Army 


GEORGE H. HUNT, superintendent 

of agencies of the Imperial Life of 
Canada, Toronto, told of the work 
along the line of insurance training 
and education done in Canada, par- 
ticularly with reference to returned 
soldiers. He spoke of the original plan 
to establish a central school in To- 
ronto and the later decision to han- 
dle the matter through the individual 


‘companies at different points through- 


out Canada. In that connection he 


said: 


Y 0vU can readily see the proposition 

of looking after returned men was 
too large for any one company or any 
group of companies; therefore, the 
agency managers of the different com- 
panies started out and_ established 
classes for returned soldiers, working 
in conjunction with the Civil Re-estab- 
lishment Departments, at the different 
branches of their companies through- 
out the whole of Canada, and so far as 
I am aware there has been absolutely 
no clashing of companies in any way 
whatsoever. The vocational officer at 
the different Civil Re-establishment 
Centres was interviewed and his in- 
terest secured. It was pointed out to 
him that the life insurance companies 
offered to returned soldiers (1) a con- 
crete way of earning their living and 
(2) earning that living in a way that 
would be congenial. The vocational 
officer was reminded that many un- 
wounded men would never want to go 
back to indoor life again and that many 
others, owing to the condition of their 
health, would not be able to resume 
indoor employment and that, there- 
fore, selling life insurance offered to 
the men all round one of the best oc- 
cupations they could possibly secure 
under the circumstances. In short, the 
vocational officer was sold the job 
himself. I personally know of two of 
these men who became so enthused 
over the prospect that both of them 
said: “When I get through this job, 
I am going into the life insurance 
business.” 


| MMEDIATELY there started to 

come into the different branches of 
the companies men whom the voca- 
tional officer had picked and who had 
signified their willingness to train for 
life insurance salesmen. Numbers of 
these men, after they were interviewed 
by officials, branch managers. or other 
experienced men in connection with 
the companies, were turned back as be- 
ing unfit to go ahead; others, after 
they had taken a few lessons, either 
discovered themselves unfitted or were 
recommended by those in charge to 
take up some other occupation. 

The training of these men was made 
easier by the fact that they were com- 
pelled by the government to do so 
many hours’ work each day and they 
had to report to the military authorities 
that the time required had been put 
in. In the majority of cases they as- 


sembled at the different companies’ 
offices at 9 o’clock in the morning and 
from that hour until 12:30 studied un- 
der the direction of the branch man- 
ager, in whose branch they were to 
operate, or some other equally compe- 
tent teacher. In some cases in the 
afternoons, after they had put in a 
certain amount of all day study, they 
were sent out to interview certain peo- 
ple, the leads being furnished by the 
sales service bureau of the companies 
or by the branch manager or some one 
in his branch. They had to return by 
5 o’clock and make a report on each 
call they had made. The cashier of 
the branch then certified to the mili- 
tary authorities as to the number of 
hours’ work the student had done. 


[N some cases soldiers had been dis- 

charged and had not any connection 
with the Civil Re-establishment De- 
partment. A number of these men had 
been attracted to our business through 
large advertisements placed in the 
newspapers or in the house organs 
published by the individual companies. 
In these two ways hundreds of returned 
men have been absorbed by the life 
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insurance companies of Canada and 
every week shows more coming on. 

I believe that the returned men as a 
class are making good as life insurance 
salesmen as no other men ever have 
in the history of our business. I can- 
not give you the figures of other Ca- 
nadian companies, although I know 
that all who have enlisted the services 
of returned men ‘have been well satis- 
fied with the splendid amount of busi- 
ness that these men are giving them. 


T might interest you to know that 
in my own company for the first 
nine months of this year, 94 returned 
soldiers had issued business amount- 
ing to $3,116,000. Practically all of 
this is paid for. The average produc- 
tion per man for the nine months is, 
therefore, $33,148. These 94 men, how- 
ever, only averaged four months’ serv- 
ice; therefore, the average production 
per man per month for the four months 
would be approximately $8,500; 93 per- 
cent of these men were never in the 
life insurance business before and, 
therefore, had to learn the business 
from the ground up. In addition to 
this business a number of returned sol- 
diers were assisting local men to write 
business in some of the more remote 
districts. These men, of course, we 
never hear of by name until later on, 
when as a great many of them do, they 
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take up a direct contract with the com- 


HE first division of our course is sub- 
divided into eight main sections, the 























pany. sections in turn being divided into 
twenty-seven lessons: 
e 
S Steiner Tells Methods 1. ‘The Company. te I 
e A e Basic Principles o e Insur- 
ee HE FEDERAL LIFE INSUR 
3. The Company’s Financial Condition. - 
H, STEINER, superintendent of agen- : 
ies’ « cies of the Connecticut Mutual Life, ate FE See COs Se. Ge ee ANCE COMPANY ; Chic ° 
said: : ‘ ; 1ca 
ea With us the problem of selecting Pg Be Becca other policy ’ go, 
is a function belonging ex- , y : 

lan- agents 1 but it i 6. Special Plans of Insurance. the an 
te. clusively to our genera — ut it is 7. The Agent’s Contract. 

our policy to assist them in every rea- =." The Agent, His Duties and Obliga- Illinois Legal R Lif d 
ape- sonable way we can from the: home theme inols ega eserve we an 
the office. We give them the best “tools”; Our method of study is not uniform 

n we give them practical suggestions for by reason of the difficulties in the way A id d H Ith | Com n 
ae their use and expect the general agents 0 i construction of the course, though ccident an ea nsurance pany 
Deo- oo hep ee a Posen bp «Rg epongesdaen where possible we advocate self-tuition, +8 ll . ed d : ; 

the _ At by Geen peg behead ong ents an rst by text and secondly by a personal originally organiz and ever since continu- 
Pree pecan Born um when nth y wer nahi questionnaire covering the text. This 
one to assist, them, so to speak, in “selling MONOd Wegnave tthe student a better ously operated as a Legal Reserve Company, 
1 by the yp Renee —_ ao pt aaencies, stasp of his subject. ° de . th d : 

useful an elpful in all of our agencies. 

— It is divided into three sections: Use- AVING given you first the funda- now operating in its twentie year anc iD 
s1: fulness, Congeniality, and Remuneration. mental thought that the general ° . 
mili- The data under these three subdivisions agent is, and justly so, the logical in- twenty states with over $33,000,000 of high 
r of have been carefully gleaned from bt structor of the prospective agent, just 4 “4 4 350 000 f 

best sources with an idea of particular as he should be his guide, philosopher, 
effectiveness in their relation to the sub- and friend, we lay great stress on our grade Insurance In force, over $ ’ 9 0 

is- ject. First we demonstrate and prove second point, namely, that the pros- ° 
fone to the prospective agent the usefulness pective agent should be thoroughly assets, $400,000 of surplus to policy holders 
“De of the life insurance profession. We “sold” in the company, its history, and 

3 next show its congeniality, and finally traditions. From experience, we find that ‘ = 

had we discuss remuneration. If he is not these two basic ideas are the essential and a premium income of $3,500 per day, 
ugh interested in the first two sections, we features of our educational course and ° . . ° 

the do not discuss the third. If the prospect- tend to bind the prospective agent very desires to contract with State and District 
gans ive agent has not a vision of service strongly and firmly to his general agent . 

; insofar as usefulness to society goes and his company. Loyalty, after all, is a ee : W % 
am and the desire for congeniality in his thing to be sought in permanent or- Managers and Solicitors in Montana, est 
irne work, why appeal to his cupidity, which ganization, and loyalty to the general ° . 

life is fundamentally the wrong basis for agent and company alike is most import- ern Nebraska Eastern Missouri, Kentucky, 

success in this business? ant. 9 
Our educational course was compiled 1 W 
So found a man who measures up largely through the process of evolu- Tennessee, Georgia, North Carolina, est- 
to Bg requirements, which paren- tion. en Hemingway, our general P | e d N H fs 
thetically I would say we strive to make agent at Pittsburgh, began the devel- ew ampsnire. 
the highest, and one who realizes the opment of thé course about five years em camey vee ae P oe 
usefulness and congeniality of our pro- ago in a very eleméntary way. He real- 
fession, our next step is to demonstrate ized the need of training for his men and 
te him that we are in a position so to began to delve and search out the things 
educate and train him in technical and which he felt would be most helpful ‘ 
practical life insurance methods that he to them. He tried many different ways = = ‘ ant an gaa 
may render professional public service. and means of fitting his agents to bet- APABLE, industrious, determined men 
_— go in’ mind that both the ter serve the public, and from his many d f hi h h d 
“buyer” and the “seller,” the general experiments came to the outline of our 
agent and the prospective agent, aremak- educational course, which we placed in and women 0 1g c aracter an correct 
ing an earnest effort to determine the hands of our general agents last 7 a = bp 
whether the latter should undertake the January. To Mr. Hemingway the com- habits, who stand well In their communities, 
vocation of life insurance. A general pany is indebted in a large measure for e ; 
agent trained in the use of our organi- the very successful course we are now who will be ASSETS (not LIABILITIES) 
zation book frequently determines before using. From the inception of the course 
he has finished demonstrating the use- in its unfinished form to the time when th Cc di 
fulness and congeniality of our work that he turned it over to the company, he to e€ ompany, how isconnected, or even 
+ ore agent is not suited to it. never had a man leave his agency ex- h ll 2 ‘ ‘. 
e thereby saves himself much time and cept to go into the service of his coun- 1 1 
ee thereby saves himself much time and cep wholly inexperienced in insurance, desirous 
the agency field. ° . ie 
_ This same thought is constantly borne NE experience in one of our agencies of life-long connections, willing to be taught 
in mind as the prospective agent is is illuminating. After much difficulty 
given his training to which I shall refer the general agent made a contract with . > 
later, and should the general agent decide an agent who had formerly been with the profession of Insurance by a company of 
at any time during the training period another prominent life insurance com- ee > 
that the prospective agent lacks the pany, but who had gone into another line enterprising, conservative and honorable man- 
qualities necessary for success in life of work. He “sold” him the “job” be- 
insurance, he is at once advised to give cause of the educational course. Mind eee ty 
ecticut up the work. Again many failures are you, this man had completely failed and agement, whose policies and agents contracts 
tit ana and men who would be only gotten out of the business. After com- lled ° f e ; ld d ll 
mediocre successes are eliminated as far pleting the educational course, he began are unexce in faire 
a and aS practicable under our method. work in 1918, and in his first year he SS, wou o we to 
on. wrote $300,653. In the first nine months be : 
nasa AVING secured the right type of man of this year he wrote $277,808. He has communicate with the FEDERAL. Such 
peti 4 and the general agent being satisfied written one case this month for $100,000. d aff d 
, that he has the necessary qualifications, The general agent and the agent both 3 5 
- have the training is begun. In the beginning attribute his success to his training. men and women may secure contracts or 
can- we must give very elementary training We have recently tabulated the results ¢ . ° 
er Ca- oy we teach the prospective agent accomplished through the use of the ed- ing an opportunity to establish a COMPET- 
know € more necessary and difficult parts of ucational course from Jan. 1 to Aug. 15. 
ervices our work. Instinctively the prospect 1919. One of the new full-time organiza- ENCY and a CONTINUING INCOME. 
1 satis- knows whether the. agent has a well- tions put on in that period, we are ad- ° 
Eb 7 founded or superficial knowledge of his vised by our general agents that 51 per- ith ° 
yf busi Vocation. If he has knowledge, confi- cent of the men appointed were secured to represent either the Life Department or 
4 them. oe is at once inspired and the diffi- because of the fact that we had an edu- : 
culties of the sale have in a large meas- cational course through which they * 
w that ure been overcome. would be educated and equipped for their the Accident and Health Department or 
ne first field work; 40 percent of the men ap- 
eturned UR course of instruction is divided pointed and trained during the same both. 
mount- into two main sections: First, his- period were secured through the organi- 
all of tory, principles, practice, and general zation book. 
duc- analysis; and second, practical field appli- - 
an "th cation. The work of instructing the UR general agents were also ques- 
nths 15, Prospective agent in the first and second tioned as to the effect the educational a a 
n, how- Sections, both in the office and in the course and the organization book had on OR DETAILED information address 
is’ serv- field, is undertaken and supervised by the type of agent secured and without ’ 
duction the general agent. In ourtraining plans, exception they advise us that they have bi f ] Mill a il 
months the general agent under whom the pros- been able to secure a better and higher giving references, isaac uier aml ton, 
93 per- hg agent will work if he successfully type of agent than they have heretofore P = Ch ] S R ll 
ve asses his examination and a contract is been able to bring into our ranks, and Sec 
- in = ae is the man who logically should they attribute this entirely to the edu- resi ent, or alles WO. anneus, retary, 
re and, € the one to instruct and train him in cational course and the organization 
business Methods which the general agent has book. F E D E R A L LI F E B U ] L D ] N G 3 
ition to found both practical and useful. He can The men who have been put on this 
ned sol- give to the prospective agent the bene- year had served up to Aug. 15, 1919, an C H ] C A G O 
write fits of his years of experience in field average time of four and one-half months i 
to te Work and instill in him the sales angles and these men have averaged $32,973 of 
, remote im the first section of the course which submitted business in that period or an 
irse, We are so essential to a thorough mastery average per month per man of $8,348. 
later on, of our work. We are convinced through These were all new men and the figures 
do, they €xperience that this method of instruc- quoted show production from date of con- 
tion is fundamentally sound. tract. Our experience demonstrates that 
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those who have taken our educational 
course increased their production stead- 
ily month by month. Our general agents 
advise us that on-account of the educa- 
tional course their losses in financing 


new men have been very materially re- 
duced, in fact brought to a very small 
average cost per man. This is to our 
minds one of the most valuable features 
of our training system. 


At a general agents’ meeting held in 
September the opinion was unanimous 
that the course was a complete success 
and the only thought in the minds of 
the men present was the question 


e 


of its further development and revising 
it in a way which would enable them 
to use it by correspondence with certain 
men who could not be brought into the 
agency headquarters. 


Executive Committee s Report 


ing the third year of its existence. 

During these three years momen- 
tous history has been made by the 
United States and Canada. Life in- 
surance companies of both countries 
have been a vital factor in this history. 
Not only have the hazards of war been 
met, but all the financial calls incident 
to the conflict have been liberally an- 
swered.. As if further test were needed, 
the great influenza epidemic came 
while our institutions were staggering 
under the other trials. Where in the 
history of insurance can any compari- 
son’ be made that will better illustrate 
the quality of our great business? Not 
only was the money poured into the 
homes of those afflicted by the ravages 
of the war and disease, and into the 
treasuries of both nations, but com- 
panies vied with each other in waiving 
and modifying war clauses, and then— 
seizing a near-calamity as an oppor- 
tunity—without exception they have 
gone forward in.’‘the extension of the 
benefits of life insurance until the year 
1919 will probably show a doubling of 
new insurance placed over any other 
year in history. 


[ine organization is now conclud- 


N addition to all other sales achieve- 

ments, more than 40,000 life insur- 
ance salesmen have enrolled themselves 
to stand behind the government war 
risk project and this group of patriotic 
men have done more than all other 
forces combined.to give adequate in- 
surance advice to thousands of men 
who could get such service through no 
other source, thereby keeping upon 
the books a considerable volume of 
war risk insurance which otherwise 
might be going the way which too 
much has already :gone—through the 
lack of service from the government 
bureau. Had we .looked forward to 
such a flood of business, it would have 
seemed impossible. The most optimis- 
tic member would not have dared set 
the possible figure within several hun- 
dred millions of the attained produc- 
tion. 


LOOKING backward, we see a group 

of field representatives—men who 
in times past have been sneered at as 
“insurance agents”—occupying the en- 
viable position of rendering our whole 
social structure its greatest steadying 
service at its most critical point of 
strain. Never before has the industrial 
strain compared with that of the pres- 
ent moment. Never before has life in- 
surance as a factor in social progress 
been placed in so strategical a posi- 
tion as now. 

The responsibility of agency officers 
increases as such opportunities present 
themselves. The conservation of this 
vast protective shield of two countries 
depends upon the quality of the men 
who enter our profession and the 
training methods which we devise and 
apply for them. 


HE study of lapsation and even of 

mortality will show that the curve 
of turnover with its incident cost will 
closely follow the agency turnover. In 
other. words, the carefully selected, 
well trained, prosperous and contented 
salesman of life insurance begets a 
high grade of business. 


HERE are many indications of a 
growing and intensive individual 
company study of this phase of our 
business. We all have a long way to 
go. It seems clear that of all agency 
contracts made;‘too many are from 





company to company. Not only is 
there danger of violated ethics in an 
unchecked continuation of this pro- 
gram, but analysis almost always 
shows it an expensive process in the 
end. We, therefore, urge a further 
study—with the suggestion that every 
process that will tend to increase the 
number of average successes will be a 
contribution to a more perfect struc- 
ture, while any continuation of meth- 
ods which perpetuates the weakling or 
the system which begets weakness 
rather than strength, holds back the 
completion of the perfected building. 
Our association has made marked 
progress during the last twelve 
months along the special line of edu- 
cation relative to both present and 
prospective insurance salesmen. 


HE program of life insurance educa- 

tion in the A. E. F. was carried out 
notwithstanding the sudden close of 
the war. Frank L. Jones of the Equi- 
table of New York as chief supervisor, 
associated with Dr. Wilmer Christian 
of the Equitable of Iowa and John M. 
Holcombe, Jr., of the Phoenix Mutual, 
at great sacrifice of time and comfort, 
made a far reaching contribution to 
the whole process of education. There 
should also be mentioned the score or 
more of officers in the A. E. F. who, 
having had life insurance experience, 
joined forces with the supervisors and 
through lectures and training courses 
gave a new view point to a very large 
number of men now in the civil life of 
two countries, 


Reports of our supervisors have been 
sent to our members with copies of 
letters from General Rees, in charge 
of A. E. F. educational plans, and W. 
H. Lough, in charge of business in- 
struction, endorsing our work. It 
should be noted that 1,200 A. E. F. 
students took the full life insurance 
course, 1,800 more were members of 
reading and study clubs, and more 
than 120,000 men heard one or more 
lectures upon life insurance. 


GREAT opportunity for securing 

permanent mailing lists of high- 
grade college graduates, army officers, 
as prospective insurance salesmen, was 
offered to us by the war department 
and 25,589 such names have been sent 
to us and carefully apportioned to 35 com- 
panies who replied to our offer to send 
these names. 

Your committee expresses the hope 
that full value may be had from this 
very high grade list of men through 
the establishment of a permanent file 
of these names. Three advantages may 
readily be secured: First, the oppor- 
tunity to advance the interest in the 
life insurance business in the minds of 
a very high-grade group of men; sec- 
ond, the immediate addition to our 
agency forces, and, third, the later ad- 
dition to our forces which will come 
about through a systematic following 
up of these names. 


PERHAPS the most important work 
of our association this year has 
been the development of plans which 
culminated in the opening of the first 
central training school for life insur- 
ance salesman at Carnegie Institute. 
The subcommittee of our executive 
committee, consisting of Messrs. Tay- 
lor, Hastings and the chairman, have 
been unanimous upon all points, and 
the result has been that the first term 
opened with 47 students upon Oct. 1, 
this number being the limit that could 
be accommodated for the first term. 


It is hoped by the April, 1920, term 
and thereafter that 100 men per term 
may be accommodated. 


[T is exceedingly desirable that our 

members shall give serious consid- 
eration to a full measure of use of the 
course. Four companies have _ sub- 
scribed to a total of twenty-two 
scholarships a year for five years. Six 
other companies have taken a total of 
twenty-five for one year. The com- 
parative response from individuals and 
general agents has thus far been greater 
than from our home offices. Your 
committee earnestly hopes that a full 
discussion of plans at this meeting will 
lead to a much larger interest on the 
part of our home offices, for unless 
this is done, other interests are likely 
to take the question of education 
largely out of our hands. At present 
the National Association of: Life Un- 
derwriters is giving us most decided 
cooperation through a committee 
headed by Edward A. Woods. At the 
recent annual meeting of the under- 
writers a resolution was unanimously 
adopted, creating a liaison committee 
with power to approve educational 
courses in cooperation with our or- 
ganization. It is believed that from 
this parent course, other institutions 
will take up similar courses, and 
several individual company training 
courses have been started, based upon 
either the Overseas or Carnegie plans. 


"THERE are many cooperative steps 

in keeping with the provisions of 
our constitution, in which we can en- 
gage, to the end that our sales organ- 
ization work may be continually im- 
proved. 

A further study of turnover is sug- 
gested by your committee and it is 
urged that all members give careful 
consideration to a program which at 
the close of 1919 will permit the send- 
ing to the executive committee of an 
analysis of respective turnover and 
production for the year 1919. It is es- 
pecially desirous that we should have 
the number of salesmen grouped by 
productivity into five grades—over 
$200,000, $100,000 to $200,000, $50,000 
to $100,000, $25,000 to $50,000, under 
$25,000—with figures which will show 
the percentages by groups to total 
production. When such figures are 
grouped from a considerable number 
of companies, we shall have a common 
idea of certain sources of production 
and through such information, perhaps, 
be led to a program of greater useful- 
ness. 


A LL studies thus far made point to 
the necessity for further study and 
to the major fact that the average in- 
come of our salesmen can be largely 
increased. Former prejudices of high- 
grade men toward our profession are 
already being modified and it should be 
our concerted aim to show that our 
profession can compete _ successfully 
with all others, not by picking out 
exceptions, but by showing unhesi- 
tatingly the whole list with an average 
that will show incomparable results. 
Three outstanding planks in the plat- 
form of our association should be kept 
before us: First, better acquaintance 
among our members, meaning closer 
friendships and greater confidence in 
each other’s motives; second, closer 
study of methods, remembering that 
we all are merely stewards and that 
nothing which we have really have be- 
longs to us alone; and, third, that as 
agency officers, we fully appreciate our 


stewardship and while rendering value 
received to the particular institution 
that pays our salaries, keep in re- 
membrance the great business we rep- 
resent, in order that in its true 
building none shall say that in the 
responsibility for the extension of its 
benefits, we fell short in our share of 
the’ contribution to the whole great 
structure. 


How Company Helps 
General Agents 


Henry C. Wischmeyer of the John 
Hancock Mutual explained the method 
that the company uses in supervising ter- 
ritory. The John Hancock employs what 
is known as a traveling auditor, which 
is somewhat of a misnomer because his 
work is confined to helping general 
agents. He is paid by the home office 
and travels in the field of the general 
agent, assisting in locating good men, in- 
structing them and seeing that they are 
brought into form. Brief instruction 
books gotten out by the home office are 
used for new men. In some general 
agencies two or three auditors are used. 
Among their duties is to watch the re- 
newals and try to conserve business. 
These auditors are selected from the 
agency force. They have been through 
the mill and have been thoroughly 
trained. 


Problems of Peace 


Tue Honorable John A. Patterson, 
K. C., of Toronto, a director of the 
North American Life, spoke on the 
problems of peace. He said that he 
could touch upon only a part of these 
and could deal with none of them very 
fully. He told a good story to illus- 
trate the breadth of the subject. He 
became acquainted with an American 
army officer on his way to Chicago 
who asked him where he was going, 
what he was going for and who he 
was. When Mr. Patterson explained 
his mission the officer remarked: “You 
don’t mean to say that you expect to 
get through discussing those things all 
in one day.” Only international Chris- 
tianity will solve all of the problems of 
peace. With righteousness and love 
to guide, the world will find the solu- 
tion of the many difficulties now con- 
fronting them. 


Scott Addresses Luncheon 


At the luncheon Tuesday noon Wal- 
ter Dill Scott was called on for a few 
remarks. Professor Scott is now en- 
gaged in industrial relationship work 
and is, with his assistants, getting em- 
ployers and employes together in vari- 
ous manufacturing plants and indus- 
tries. There is a gulf existing between 
the employer and the employed and it 
is greatly the result of the men at the 
top in the industry leaving relations 
between employers and employed to 
subordinates. The subordinates use 
the big club and the big club idea is 
all wrong, says Mr. Scott. The men 
at the top have made the mistake of 
believing that they could buy efficiency, 
just as many officers in the army 
thought that they could secure it by 
giving orders. The personal element 
must enter into it. Professor Scott 
has done much work for life insurance 
companies on standardizing methods 
on agency selection and agency devel- 
opment. He left this work at the open- 
ing of the war to do army personne 
work. 
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Work of War Risk Bureau 


BY R. G. CHOLMELEY-JONES 


some of the recent facts regarding 
the operations of the Bureau of 
War Risk Insurance. 

I am perfectly conscious that there 
is much room for criticism. The op- 
erations of the bureau are not running 
as smoothly, perhaps, as are your own 
offices, but it is not surprising that the 
bureau has not yet achieved perfected 
processes and methods. We have ac- 
complished so much in such. a short 
period, and insurance is only one of 
the bureau’s many branches. 


| AM very glad indeed to tell you 


ITHIN the bureau there are four 

distinct businesses, each the largest 
of its kind ever established in the 
world. 

Within a few weeks after the war 
began the marine branch of the bureau 
was established and became the nucleus 
to which other government insurance 
business was added. This was, in effect 
a gigantic marine insurance company 
which wrote over $2,000,000,000 worth 
of insurance, collected premiums amount- 
ing to more than $47,000,000, paid out 
for claims and operating expenses over 
$30,000,000, and turned a surplus of 
$17,000,000 back to the United States 
treasury. 


O N Oct. 6, 1917, the law was 
amended, and provision made for 
insuring service men, providing com- 
pensation for disability sustained through 
military duties, and paying allowance 
to their dependents during their term 
of military service. This amendment, 
generally referred to as the War Risk 
Act, brought into existence three new 
businesses of titanic proportion. ; 
In the allotment and allowance divi- 
sion, which paid the allotments of the 
service men to their dependents to- 
gether with the government allowance, 
we have in effect a stupendous banking 
business. Through this division passed 
the business of more than 4,000,000 de- 
positors, against whose accounts were 
drawn drafts on the United States 
treasury approximating $18,000,000 — 
four miles of checks for every work- 
ing day of the bureau—representing 
an aggregate of more than $600,000,000. 
These checks were sent to nearly 3,- 
000,000 different addresses and the 
amount of work involved in getting all 
the papers. adjusted and in getting the 
checks to the folks back home is al- 
most inconceivable. ; 
In the compensation and _ claims 
division was an employers’ liability com- 
pany which is already paying compen- 
sation claims to the extent of $2,410,- 
271.91 per month, and which has been 
drawn on for burial expenses to the 
amount of $1,834,763.33. We have had 


about 288,000 compensation claims, 
which are similar to pensions, and 
these include those totally or per- 


manently disabled, as well as deaths, 
compensation in case of death being 
paid to the families or the deceased. 


HESE two enormous organizations 

become almost insignificant in com- 
parison with the business of the in- 
surance division, the world’s largest 
insurance company. This government in- 
surance company has written individual 
ife insurance policies totalling $40,- 
000,000,000. Premiums paid in on this 
business between Oct. 6, 1917, and the 
Present date approximate $220,000,000 
and the commuted value of death 
awards made to date runs over the 
$1,000,000,000 mark. 

We have had about 124,000 insurance 
claims payable to beneficiaries or to 
men who have become totally and per- 
manently disabled. All of these claims 
have been adjusted and are being paid, 
excepting about 8,000 and in the ma- 
jority of these 8,000 cases the bene- 
Ciaries live in foreign countries which 
makes the delay and complications. 





‘THE insurance contract at the pres- 

ent time provides that payments to 
beneficiaries must be in 240 monthly 
installments. That was satisfactory as 
a war period provision, since in addi- 
tion to the monthly insurance pay- 
ments the dependents of a specified 
class needing such aid drew compensa- 
tion, the theory being that the insur- 
ance and compensation checks com- 
bined would provide for the welfare 
of the family. Likewise an insured 
man totally and permanently disabled 
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insurance and the present provision, 
we telegraphed to a large number of 
insurance companies asking “How 
many claims paid to beneficiaries un- 
der contracts issued by your company 
are paid to adults?” We found that 
approximately 90 percent were paid to 
adults. 

We then telegraphed to numerous 
philanthropic and charity organizations 
asking “Of those adults who come to 
you for aid, whether or not they or 
any member of their family had insur- 
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R. G. Cholmeley-Jones, director of the War Risk Bureau, is at the con- 
vention of the American Legion in Minneapolis, and was unable to attend the 
Chicago meeting. This statement of the work of the bureau and its future is 
the one which he had prepared for presentation before the agency officers. 
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as a result of war draws compensation 
in addition to his insurance, thus pro- 
viding for him as long as he may live. 

Since the armistice was signed the 
condition is radically different. Men 
leaving the service in good physical 
condition are no longer entitled to 
compensation unless disability develops 
within a year after discharge. Their 
only protection from the government 
lies in their insurance and if they re- 
tain this insurance it will be paid to 
their beneficiaries, under the existing 
statute, in 240 monthly installments. 
This provision is not popular, and I 
am not sure that it is altogether wise. 


TO determine the best economic so- 
lution of the problem of government 
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ance, how many of them get on their 
feet financially in the first, the second, 
the third, or the fourth year?” 

The records we were furnished by 
these organizations proved that 85 per- 
cent of all the adults who need finan- 
cial aid because of stress get on their 
feet within the first year; more than 
90 percent the second year, and all but 
the disabled the third year. By these 
records, we were able to determine that 


‘three years is approximately the period 


of stress. 


E have recommended to the con- 
gress that the permanent policy, to 
which the term contracts may be con- 
verted, shall contain the privilege of 
allowing the insurance to be paid to 
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beneficiaries at the option of the in- 
sured in a lump sum or in installments 
over a period of not less than three 
years. 

Studying the records of insurance 
companies, we find that a very large 
majority of all the policies provide for 
a lump sum payment at death. Per- 
sonally I don’t believe that this is the 
wisest provision for beneficiaries. Rec- 
ords prove, however, that people de- 
mand that their beneficiaries shall re- 
ceive payments in lump sum. 

Believing that to have service men 
insured is more important than the 
manner in which their insurance may 
be paid, we have reccommended to con- 
gress that the insured be given the 
opportunity of specifying that the claim 
shall be paid in lump sum. 


F the insured specifies that it shall be 
paid in 36 monthly installments, the 
beneficiary cannot reduce the number of 
payments, but can increase the number. 
The beneficiary can say “I want this paid 
in 50 installments,” or any other num- 
ber; but by making it impossible for the 
beneficiary to reduce the number of pay- 
ments, it protects him against unneces- 
sary loss or danger of loss. If a man 
holds only a $1,000 policy, and it is pay- 
able in monthly installments for three 
years, it means $333.33 a year. That isn’t 
a great deal of money, but it is better 
than having a thousand dollars spread 
over twenty years, which means $5.75 a 
month, or a little more than $1 a week— 
hardly the price of a ham sandwich. 

In the Sweet bill, which passed the 
house and is now before the senate, with 
every chance of passage, we are recom- 
mending an extension of the class of 
beneficiaries to include aunts, uncles, 
nieces, nephews, foster parents and any- 
one who may have stood in loco parentis 
to the insured. 


Ww are trying to make the government 
contract useful, trying to have in- 
cluded in that contract the features 
which will protect the dependent rela- 
tives of the exservice men. It is quite 
probable that all of the features that we 
would like to have included in the con- 
tract will not be included at once. How- 
ever, I am sure that it is the will of 
congress that the contract shall be im- 
proved from time to time to meet the 
needs of those who are insured and their 
dependent relatives. 

It is particularly important that the 
exservice men should not become im- 
patient in regard to the contract, or be 
disappointed that it does not include cer- 
tain features which they should have. It 
is up to them, up to you, up to every- 
body to help make this contract what it 
should be. It is very liberal indeed in 
its construction and in the premium 
costs. This Sweet bill that I referred 
to provides that the sums collected on 
the converted policy shall be invested in 
a government insurance fund, and the 
money to be invested only in government 
securities, through the secretary of the 
treasury, such purchases and sales to be 
made at the discretion of the secretary of 
the treasury. There is every reason to 
believe that the government will pay 
dividends, as do other companies, yet I 
have heard it very often suggested that 
the government will not pay dividends. 
I think it is quite easy for everyone to 
argue, if one wants to argue, either that 
the contract itself will not be improved, 
or that the government will never pay 
dividends, so why continue the insur- 
ancce? 


Spm class of persons privileged to carry 
government insurance is compara- 
tively small, and once that privilege is 
lost it is lost for all time. If a man 
seeks counsel on his insurance and it is 
suggested to him to allow his govern- 
ment contract to lapse and take out 
some other insurance contract, that man 
has been done an irreparable injustice. 

I don’t believe for a second that it is 
the ambition of the government to be in 
the insurance business. It is my opinion 
that the government does not covet the 
sale of insurance that is made by other 
companies. The presidents of the insur- 


ance companies whom I have had the 
privilege of meeting, and their fellow 
officers and agents, have been most en- 
thusiastic in their support of the gov- 
ernment insurance, and practically all 
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of them have told me of the influence 
which the government insurance has had 
on the community, and how today insur- 
ance is being sold much more easily than 
it was yesterday. 


E are conscious that several things, 

among them higher wages and the 
“flu” epidemic, have played a part in this, 
but assuredly the most potent factor is 
government insurance. 

I am thoroughly convinced that to aid 
in a campaign for the retention of gov- 
ernment insurance is a public service 
which all of us should give, and which 
I am sure that all representatives of 
insurance companies will give gladly. 
There must be no assumption that be- 
cause the contract does not at this time 
include features which another policy 
may have, it is wise to drop government 
insurance for some policy more attractive 
at this time, and it is clearly up to you 
who represent the insurance interests of 
America to help in making this contract 
as nearly perfect as possible. 


GET this reaction as I study and re- 

study insurance matters. In nearly 
every country there is a certain group 
of men who are creating certain economic 
conditions through the principles of in- 
surance. In this country probably the 
greatest influence is that which you 
gentlemen have upon the insurance is- 
sued in the United States. And I think 
you will agree with me that we should be 
far-sighted, and instead of considering 
only the technical feature of the present 
contract, we should consider the eco- 
nomic condition of the future, and know- 
ing what we are trying to accomplish, 
build our road so as to get us safely to 
the desired destination. 

We receive a great many criticisms at 
the bureau, especially about the unan- 
swered mail, and I think it is only right 
that I should tell you of the mail situa- 
tion. We have received since the first of 
January 5,000,000 letters. It is a tremen- 
dous task to answer 5,000,000 letters. In 
addition to the correspondence that we 
have to handle, we have to initiate cor- 
respondence. In the insurance depart- 
ment we have to get out 200,000 letters 
in twenty days, which means a rate of 
10,000 letters a day. There has been a 
little congestion in the mail in the insur- 
ance department, but I think we will be 
current in the mail on Dec. 15, and I be- 
lieve we will keep current from then on. 


OT a long time ago I was in Rich- 

mond at the meeting of the Life 
Underwriters’ Association, and it was 
their recommendation, in a resolution, 
that the bureau formally requested the 
insurance commissioners of the several 
states to act informally as representa- 
tives of the war risk insurance until our 
branch offices are established. It is per- 
fectly obvious that we should have of- 
fices in every state and I asked congress 
for an appropriation for this purpose, 
but the bill failed of passage. How- 
ever, further legislation to this end is 
now afoot. 

In connection with the payment of 
premiums under the war risk insurance 
act, congress was asked for authority to 
collect premiums through the postoffice 
without making an extra charge to the 
insured for the service. It seems most 
logical itself that, since the postoffice 
department is another branch of the gov- 
ernment, its service might be made avail- 
able for this purpose. However, this 
provision failed of approval both in the 
house and in the senate. 


ASKED also for an appropriation of 

more than $2,000,000 for advertising, so 
that our public notices would be uniform 
and the people everywhere understand 
just what to do in order to get the full 
advantage of the insurance. I know that 
many people feel that the government is 
running the bureau of war risk insur- 
ance with great extravagance; but the 
appropriation we have asked for this 
year, part of which we received, was 
$16,000,000 for-running the insurance de- 
partment. 

We came to the conclusion that. we 
needed $16,000,000 in this way: We wrote 
to a great many insurance companies 
asking, “What do you spend to secure 
$1,000 worth of insurance, excluding ad- 
ministrative and overhead expense, but 
including all other expenses, such as ad- 
vertising, medical fees, agents’ commis- 
sions, and everything else?” From the 
replies I found that 40 cents is approxi- 
mately the smallest amount of money 
spent to secure a $1,000 policy. That is 
under the group plan and of course the 
war risk insurance is very similar to the 
group insurance. The government in fact 
followed the experience and guidance of 
the insurance companies who adopted 
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AMERICAN BANKERS—G. W. Wadsworth. 
AMERICAN CENTRAL LIFE—H. M. Woollen, Roy A. Hunt, Harry R. 


Wilson. 


AMERICAN NATIONAL, MO.—W. Frank Smith. 


ATLANTIC LIFE—E. Strudwick, Jr. 


BERKSHIRE LIFE—W. S. Weld, R. F. Palmer. 


BANKERS, IOWA—C. C. Blevins. 
CENTURY LIFE, IND.—C. T. Tuck. 


CONNECTICUT MUTUAL—H. H. Steiner. 
CANADA LIFE—A. G. Ramsay, A. N. Mitchell. 


CENTRAL LIFE, KAN.—J. Q. Mayall. 


CAPITOL, COLO.—C. E. Knight. 
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GUARDIAN LIFE, N. Y.—T. Louis Hansen. 
GREAT NORTHERN, WIS.—J. A. Sullivan. 


ILLINOIS LIFE—R. W. Stevens, K. B. Korrady. 
INTER-SOUTHERN LIFE—Stanley Reed, McKay Reed. 


IOWA LIFE—F. A. Ferguson, George J. Gardner, J. E. Johnson. 
IMPERIAL LIFE, CAN.—Geo. H. Hunt. 


JOHN HANCOCK MUTUAL —H. G. Wischmeyer. 
KANSAS CITY LIFE—J. F. Barr, E. S. Villmoare. 


LINCOLN NATIONAL—A. F. Hall, W. T. Shepard, A. L. Dern, F. B. Mead. 
LAFAYETTE LIFE—W. R. Smith, F. L. Alexander. 


LONDON LIFE, CAN.—Ed. E. Reid. 


LUTHERAN INTERNATIONAL~J. O. Laugman. 
LIFE INS. CO. OF VIRGINIA—F. E. Hall. 


METROPOLITAN-—J. E. oo L. C. Wilk, W. M. Horner. 


MISSOURI STATE-—J. J. M 


rity. 
MINNESOTA MUTUAL—E. OW. Randall, E. S. Albritton. 
MANUFACTURERS LIFE, CAN.—A. Mackenzie. 
MUTUAL LIFE, CAN.—Chas. Ruby, S. C. Tweed. 


MUTUAL LIFE, N. Y.—H. S. Jacobs. 


MUTUAL BENEFIT—W. H. Tennyson, Oliver Thurman, A. A. Drew. 
NORTHWESTERN MUTUAL—M. H. O. Williams, C. F. Axelson, G. E. 


Copeland. 


NEW YORK LIFE—L. Seton Lindsay. 
NATIONAL, U. S. A.—Walter E. Webb. 
NEW ENGLAND MUTUAL-.G. S. Hastings. 
NORTH AMERICAN, CAN.—E. J. Harvey. 


OHIO NATIONAL—T. W. Appleby. 
OLD LINE LIFE—R. F. Fry 


PROVIDERS LIFE, CAN. ~¥ G. Holz. 
PACIFIC MUTUAL—D. C. MacEwen, Jens Smith. 


PEORIA LIFE—Emmet C. May. 


PEOPLES LIFE, ILL.—G. L. Leuterloh. 

PENN MUTUAL-—J. H. Jefferies, S. C. Woodward. 

PAN-AMERICAN—Dr. E. G. Simmons, John Weaver. 

PHOENIX MUTUAL—Winslow Russell, Carl A. Secoy, W. W. Williamson. 


RESERVE LOAN—G. A. Deitch. 


ROCKFORD LIFE—Francis L. Brown. 
ROYAL UNION MUTUAL-—S. A. Foster. 
RELIANCE LIFE—E. G. McCormick, C. M. Heublein. 


SOUTHLAND LIFE—Harry L. Seay. 


STANDARD LIFE, PA.—John C. Hili, H. E. Robinson, C. B. Horton. 
STATE MUTUAL—Stephen Ireland, W. H. Cunningham. 


UNION MUTUAL—Albert E. Awde. 


UNION CENTRAL—Chas. Hommeyer. 

VOLUNTEER STATE—Minor Morton. 

WESTERN LIFE, IA.—Harry D. St. John, J. H. Jamison. 
WISCONSIN LIFE—N. J. Frey, F. P. Anderson. 


Guests—Frank L. Jones, Equitable, N. Y.; John A. Stevenson, Carnegie 
Institute; T. W. Blackburn, American Life Convention; C. S. Yoakum, Bureau 
of Personal Research, Carnegie Institute; W. J. Fischer, Northwestern Mutual; 


E. J. Burkley, Phoenix Mutual; 


A. C. Larson, Central Life of Iowa; Geo. M. 
Krebs, Capitol Life; Fred B. Patten, Walter Dill Scott, Ray K. Hummel, John 


G. Spear, Lincoln National; J. F. Johantzan, W. E. Nichols, New York Life; 
De Forest Bowman, Bankers, Ia.; H. R. Ekern. 


Press Representatives—C. M. Cartwright, C. W. Van Beynum, J. H. Hig- 
gins, The National Underwriter; J. E. Dunne, T. C. Hatch, Insurance Field; 
S. W. Brown, Canadian Insurance; Laurence Flitcraft, Courant; W. L. Quinlan, 
Weekly Underwriter; H. W. Barnard, Spectator; M. B. Oakes, Ins. R. & R.; 


J. R. Geneva, Underwriters Review; P. J. 


V. McKian, Chicago Herald and 


Examiner; Clarence Axeman, Eastern Underwriter. 
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the group idea in working out the war 
risk contracts. 


F 40 cents per thousand under group 

insurance is the amount that private 
companies spend, we figured that the 
government could spend 40 cents a thou- 
sand as their gross expenditure to keep 
in force the $40,000,000,000 of insurance. 


HUT mt 
It is not reasonable to suppose that we 
will hold the total $40,000,000,000 of in- 
surance, but let us assume that we hold 
only one-eighth of it, or $5,000,000,000. 
The cost, at the rate of spending $16,000,- 
000 for the fiscal year, will be approxi- 
mately $3.05 per $1,000 worth of the con- 
verted form of government policy, which 
is the ordinary life, 20-payment life, etc. 


The records I have been given by the 
private companies show that they spend, 
and spend very economically and wisely, 
about $12 per thousand for the originai 
contract under the standard forms of in- 
surance. So that, at an expenditure of 
$16,000,000, which includes everything— 
olerical force, printing, circulars, sta- 
tionery, advertising, everything—I feel 
confident that you will agree that in or- 
der to continue to render this service 
under the government insurance this ex- 
penditure is very economically arranged. 


F the men who have been discharged, 

approximately three-fourths of them 
have not continued their insurance. A 
great many people feel that this is a dis- 
tressing fact. While, of course, I am 
sorry that they didn’t all continue to 
keep it during the first few months after 
their discharge, I don’t think it is a mat- 
ter of real concern. For instance, I let 
mine lapse when I first returned, but I 
reinstated it. In all probability a great 
many of you have been in the service. If 
you don’t know from personal experience, 
you know from the experience of others 
that service men didn’t walk right back 
to the jobs they left, even if the jobs 
that they left were waiting for them. 
Maybe they had made up their minds 
that they wanted a change, or that they 
didn’t want to work at all for a while. 
Then, of course, they had to buy a com- 
plete outfit of new clothes. And it 
couldn’t be expected that all would be so 
wise as to say, “I must remember and 
send $6.26 to the bureau.” Most of them 
don’t know the bureau exists. ‘ They don’t 
know whether to send the money to the 
mayor, the governor of the state, or the 
fire department, and there is no reason 
why they should. 


AS to the latest treasury de- 
cisions on the matter of reinstatement 
thirty-one days are allowed as a period 
of grace before a policy is lapsed for 
non-payment of premiums. If within this 
thirty-one day period payment of pre- 
mium is not made and the policy lapses, 
the insured may reinstate his policy at 
any time within the ensuing eighteen 
months. 

If reinstatement is made within three 
months after discharge from the service 
all that is necessary is for the policy- 
holder to forward to the bureau two 
months’ premiums—one premium pay- 
ment for the period of grace in which the 
government carried the insurance with- 
out pay, and one premium payment for 
the month in which reinstatement is 
made. No formal application is neces- 
sary nor any statement as to physical 
condition. Payment of the two premiums 
automatically accomplishes _reinstate- 
ment. 

If at any time longer than three 
months and within eighteen months from 
the time of discharge the insured de- 
sires to reinstate, he must file a formal 
application, state that his physical con- 
dition is as good as at the time of dis- 
charge, and pay the two months’ pre- 
miums. 


N the case of a man who has kept his 

insurance in force for more than 
eighteen months after discharge, and 
then allows his policy to lapse for non- 
payment of premiums, twelve months are 
allowed for reinstatement. This may be 
accomplished within three months suc- 
ceeding the grace period by the payment 
ef two premiums with the formal appli- 
cation for reinstatement, which includes 
a statement that the insured is in as good 
health as at the time of the lapsation. 
From the fourth to the eleventh month 
inclusive, a formal report of medical ex- 
amination substantiating the statement 
of health to the satisfaction of the bureau 
must accompany the formal application 
and tender of two months’ premiums. 

We have only had about 34,000 appli- 
cations for conversion, but that I think is 
very gratifying. I think it is very wise, 
unless a man absolutely knows exactly 
what he wants for the future and can 
afford it, to continue the term insurance 
until he knows exactly the kind of policy 
he wants. And since we have every rea- 
son to believe that the contracts them- 
selves are to be very materially improved, 
why not continue with the term insur- 
ance, in the maximum amount, until the 
revisions are made? ' There is no hazard 
about it and nothing is lost. It is a good 
idea to keep on with the term insurance. 

At the present time the energies of the 
bureau are centered on keeping the pres- 
ent insurance active rather than on hav- 
ing it converted into some one of the 
permanent forms of United States gov- 
ernment insurance.- If we can keep the 
boys insured during the next five years 
the problem of their permanent insur- 
ance will take care of itself. 
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Insurance Education Backward 


M AJOR C. S. YOAKUM, director 
of the Bureau of Personnel Re- 
search at Carnegie Institute, gave a 
talk Wednesday morning. He said 
that life insurance by this time should 
have developed a course of study as 
far advanced and perfected as found in 
the modern engineering, legal and med- 
ical schools. He said that the life 
agent needs to be trained so that he 
can ascertain the needs of his prospect 
and select out of his storehouse of 
contracts a policy that will exactly fit 
these needs. The trouble today, he 
said, is that agents are not able or 
qualified to discern the real status-or 
neeags of a prospect. There are more 
than one or two needs, and hence an 
agent should be fully asquainted with 
all his policies as one or two contracts 
do not fit these various needs. 

Major Yoakum called attention to 
the fact that the National Research 





FRED A. HALSTEAD 
Dominion Life, Canada 


Council at Washington is doing a 
great work in showing the various lines 
of activity, how they can use their 
Statistics and experience to solve many 
of their problems. He is surprised, 
for instance, that the abundant sta- 
tistics compiled by the actuarial de- 
partments have not been gotten over 
to the selling side in life insurance. 
Here, he said, is a rich mine of ex- 
perience and information that can be 
used in business building. It has not 
been done in life insurance. 


M AJOR YOAKUM said that in his 

intercourse with life agents he 
does not recognize the professional 
attitude of mind although he said he 
did recognize such an attitude in visit- 
ing a convention of officers or men of 
large experience in life insurance. He 
judges by this that before the profes- 
sional attitude can be acquired there 
must be years of experience. He thinks 
that agents should therefore receive 
special training and pursue definite 
courses before they get into the real 
work of soliciting. This gives a man 
a solid background. By putting the 
technique of life insurance in the 


hands of a young man and teaching 
him how to use it successfully, the 
specialist is created. Of course he will 
fumble at times when he comes out of 
his school, yet he knows the method 
and can go at his task again, learning 
how to apply the rules to better ad- 
vantage. 

Major Yoakum asserted that the big 
thing for a life man to study is the 
need of his prospect. Needs should 
be analyzed carefully, accurately and 
comprehensively. After each _ inter- 
view the agent should analyze the 
feelings that come to his mind. He 
should ask what kind of a feeling he 
has as he leaves a prospect. Each 
feeling on such an occasion ‘comes 
from a definite source that was devel- 
oped during the interview. He should 
go back to that source and analyze it. 
The agent should have a feeling of 
success after an interview even if he 
did not get the application. 


HE should ask himself, what are the 

needs of this man now that I 
have interviewed him? Did Ihave 
these needs in mind before the inter- 
view? Did I analyze them accurately 
as the interview developed? An agent, 
he said, should know just how far he 
has gotten in the interview. There 
should be an analysis of each inter- 
view and the series of interviews dur- 
ing the day. Major Yoakum said that 
a series of questions should be pre- 
pared so that an agent could fill out 
a blank at the end of each day dealing 
with each interview in order that he 
and his superior might know just how 
far he had gone and whether he had 
done his work as it should have been 
done. 


All Manner of Companies 


Toward the close of the meeting 
Chairman Winslow Russell asked all 


i 
of the Canadian representatives and 
half a dozen others to step forward. 
He then announced that in this group 
would be found representatives of Can- 
ada and the United States, of the 
smallest company and the largest, of 
the oldest and the youngest, of the 
preliminary term plan and the select 
and ultimate, of the participating and 
the non-participating, of the north and 
the south, and of the east and of the 
west. 
eee? ee 


Mangasarian and Nesbit Speak 


At the dinner Tuesday evening Wins- 
low Russell of the Phoenix Mutual 
presided. M. M. Mangasarian of Chi- 
cago, the well known lecturer on so- 
cial, religious and ethical subjects and 
head of the Independent Religious So- 
ciety, was the chief speaker, his address 
being confined largely to discussing 
the problems of the day. C. F. Nesbit, 
secretary of the National Budget Com- 
mittee at Washington and former in- 
surance commissioner of Washington, 
D. C., spoke on “National Budgeting.” 


_Just 100 Members 


Compan:-:s applying for membership 
in the Life Agency Officers’ Associa- 
tion at the Chicago meeting were the 
Bankers Life of Iowa; Central Life of 
Ft. Scott, Kansas; Lutheran Inter- 
national of Moline, Ill.; and the New 
York Life, mzking exactly 100 mem- 
bers. 


Hamilton Is Kept Busy 


Isaac Miller Hamilton, secretary of 
the association, proved himself ambidex- 
trous or gifted with doing two things at 
the same time in the reading of his re- 
port and the report of the executive com- 
mittee. He would pause in the middle of 
a sentence to tell Sergeant at Arms C. S. 
Rannells, secretary of the Federal Life, 
where there were empty seats for late 
comers and where more chairs could be 
put in to provide for the incoming crowd. 
The room dedicated by the Hotel LaSalle 
to the use of the convention was so small 
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ness. Confidence in the salesman is a big part 
of every sale, and an agent’s evident knowl- 
edge of his business increases the prospect’s 
confidence. 

An agent need not be an actuary. There is 
danger of tiring a prospect with “figgers.” 
What an agent should have is a knowledge of 
the fundamentals of his business. He can get 
it by reading 


Easy Lessons in Life Insurance 
by J. A. Jackson 
Price $1.00 


Quantity Prices 


12 copies........... 95c each 50 copies.......... 90c each 
25 copies......... 92%4c each 100 copies.......... 85c each 
WO OF MOTE. oo crcccccccecccccccccesccccccoccoecoecces 80c each 
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at the first session that the men in at- 
tendance were crow ded together like sar- 
dines and it was <ilmost impossible for 
a speaker to reach the front of the room 
and when he got tuhere there was but a 
small place for him to stand. 


Armistice Is Remembered 
Chairman Russell \ announced that at 


11 o’clock at the Tuesday morning ses- 
sion all would arise and stand for one 


minute facing east ijn tribute to the men 
of the United States and its allies who 
fell during the war. This was in accord- 
ance with the national custom that was 
suggested at that /hour on Armistice Day. 


President Frank L. Miner of the Bank- 
ers Accident of Des Moines, who has a 
large insurance acquaintance throughout 
the country, mingled with those attend- 
ing the convention. 

President H. W. Johnson of the Central 
Life of Ottawa, -il., president of the 
American Life Convention, was on hand, 
accompanied by Vice-President W. F. 
Weese, the agency head of his company. 
President Johnson expects to have a 





ROY A. HUNT 
American Central Life 


meeting of the executive committee of 
the American Life Convention in New 
York during the week that the Life Pres- 
idents Association meets. 


The members and guests were greatly 
impressed with the address of President 
Philip Burnet of the Continental Life of 
Wilmington, Del. Mr. Burnet is one of 
the younger officials and his address evi- 
denced a vision, a research and a scholar- 
ship that left a deep impression. Mr. 
Burnet is a classical speaker, very logi- 
cal in his analysis, very wide in his 
vision. 


Herman L. Ekern, now an attorney at 
Chicago and Madison, Wis., and former 
insurance commissioner of Wisconsin, 
was present at some of the sessions and 
shook hands with old friends. 


It was announced that 69 companies 
were represented at the meeting of the 
Life Agency Officers Association at Chi- 
cago. 


On the second day of the convention 
the members were moved to new quarters 
on the mezzanine floor with more room 
and much greater comfort. 





TIME! 


You protect people against the loss of 
it. But do you conserve your own? Do 
you avoid waste of time in keeping 
track of and following up _pros- 
pects? The SYSTEMATIC SALESMAN- 
SHIP OUTFIT for Accident and Health 
Insurance Men is a time conserver. Send 
for sampie cards and circular descrip- 
tive of system and card case. 
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Back of every policy contract, assuring each Union Central Policyholder 
the largest possible measure of Service, Safety and Saving, towers the strength 
and security of the Company. A record attested by more than a half century of 
continuous and conspicuous success. 
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One of the outstanding factors in this success has been the wisdom of the Company’s 
founders in confining its investments to carefully selected farm loans. These investments, 
104,331 in number, and aggregating $222,811,111.66 in amount, have not only materially 
assisted in developing the agricultural resources of the country, but—in war, as well as in the 
piping times of peace—have earned ‘the maximum interest returns, while safeguarding the 
Company’s trust funds by the best security on earth—the Earth itself. 
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For information address ALLAN WATERS, Second Vice President. 
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